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Sparks 


State of the nation’s economy: 
Up 
From THE Coal’ Mines—For the 
week ended Feb./2, soft coal output 
reached 10,425,000 net tons, com- 
pared with 9,415,000 tons in the 
same week a year ago. From Jan. 1 
through Feb. 2, tonnage reported 











by National Coal Assn. was ages 
"51 
| 


000 versus 53,845,000 in like 
period. 

CrupeE Ow Suppues — Latest 
weekly accounting by U. 8. Bu- 
reau of Mines indicates that 
crude oil reserves (both foreign 
and U. 8S.) gained for the first 
time since Dec. 1 to 254,810,000 
barrels. That’s 4.9 percent higher 
than same week last year. 
LumBer INpustry—During week 

of Feb. 2 shipments were up 5.6 
percent and new orders 11.7 per- 
cent over prior week. Stacked 
against last year, shipments were 
up 3.3 percent, and new orders 
were higher by 11.8 percent. 

Jan. Steen Output — American 
Iron & Steel Institute said last 
week that January was the best of 
any month in the history of the 
industry, with a production mark 
of 9,120,000 tons. It topped the pre- 
vious peak period—October, 1951— 
by 4,000 tons. 

* 


* * 


Down 

Ow-We.t_ Drittinc—In the U. S. 
and Western Canada, rotary oil- 
well drilling tumbled to the lowest 
level since last August. The Hughes 
Tool Co.’s weekly compilation said 
that 2,854 rigs were active, com- 
pared with 2,924 in the preceding 
seven-days. 

Business BaroMeteR—A drop to 
177.0 for the week of Feb. 2 from 
the previous week’s 177.6 oc- 
curred in the weekly index of the 
New York Times. A year ago this 
chart stood at 170.9. 

Raitroap Prorrrs—Class I lines 
(those with a gross of $1 million or 
more) had estimated earnings of 
$693 million last year, against $783 
million the year before. Rate of re- 
turn on property investment last 
year was 3.70 percent. In 1950, it 
was 4.23 percent, according to 


Assn. of American Railroads. 
* a 


General 

INpIvipuAL Earnincs—Personal in- 
come for Americans last year ag- 
gregated $251,100,000,000, whereas 
in 1950 the total was $225,000,000,- 
000, according to U. S. Dept. of 
Commerce. 

Payrolls and farm income ac- 
count for the biggest portion, but 
the figure also includes rents, divi- 
dends, interest and other types of 
personal income. 
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Final Standings... 





Cars 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Stude. 
Chrys. 
Nash 
DeSoto 
Cadillac 
Hudson 
Packard 
Kaiser 
Henry J 
Willys 
Lincoln 
Crosley 
Austin 
3,508 Ag.-Pref. 

Frazer 
16,682 Misc. 11,390— 

Total All Makes 


5,060,903 6,326,438 


1950 Pos. 
1,420,399— 1 
1,166,118— 2. 

547,367— 3 | 
535,807— 4 
440,528— 5 | 
300,104— 8 | 
372,519— 6 | 
318,217— 7| 
268,229— 9 | 
151,300—11 | 
175,722—10 | 
115,023—13 | 
101,825—14 
134,219—12 
73,155—16 
85,832—15 
14,339—19 
33,926—18 
34,318—17 
6,896—21 
5,452—22 
1,869—23 


1951 Pos. 
1—1,067,042 
2— 862,309 
38— 542,649 
4— 392,285 
5— 337,821 
6— 298,603 
273,472 
233,339 
205,514 
149,435 
140,035 
112,643 
97,093 
96,847 
66,999 
52,286 
51,372 
26,049 
25,816 
5,304 
3,800 








1951 Car and Truck Registrations 


ge 


11,884—20 | ° 


Trucks 


Make 
Chev. 
Ford 
Dodge 
GMC 
Inter’1. 
Stude. 
Willys 
White 
Mack 
Diam. T 
Divco 
Reo 
Brockway 
Autocar 
Federal 
Pontiac 
Kenworth 
FWD 
Crosley 
Sterling 
Peterbilt 
1,479 Misc. 
Total All Makes 
1,003,850 1,142,307 


1950 Pos. 
414,496— 1 
315,912— 2 

99,716— 3 
97,200— 5 
97,818— 4 
45,881— 6 
24,640— 7 
12,050— 8 
9,908— 9 
5,675—10 
4,309—11 
3,876—12 
2,384—13 
2,072—14 
1,469—15 
1,362—16 

673—17 

323—20 

422—18 

354—19 

280—21 

1,487— 


1951 Pos. 

1— 350,344 
2—250,802 
3—106,600 
4—100,285 
5— 95,184 
6— 32,675 
I— 24,292 
12,260 
9,794 
4,508 
3,752 
3,427 
2,182 
2,112 
1,008 


Sun 
10— 
11— 
| 
13— 
14 
15— 
1h 








°51 Car Sales 


3,060, 903; 


Trucks Hit 1,003,850 


By Bob Gordon | 
Associate Editor 

EW-CAR and truck registrations | 

in 1951 skidded 18.8 percent un- 

der the record-breaking total for 
1950, according to final statistics 
released last week by R. L. Polk & 
Co. The 1951 figure of 6,064,753 
units, however, wound up as the 
second best in the industry’s his- 
tory. 

In topping the  five-million 
mark for the second time on rec- 
ord, new-car sales totaled 5,060,- 
903 units, while new-truck sales 
numbered 1,003,350. 

New-car sales last year were 20 
percent under the 6,326,438 new cars 
sold in 1950, while new-truck sales 
in 1951 trailed the preceding year 
by 12.12 percent. 

~ a = 
UMERICALLY, new-car sales in 
1951 fell short of the 1950 total 
by 1,265,535 units, while new-truck 
sales were 138,457 units shy of the 
1950 figure. The decline for both 
cars and trucks was 1,403,992 units. 

Among individual makes, Chev- 
rolet again finished first in both 
new-car and new-truck sales. It 
was the 12th straight year that 
Chevrolet finished first in new- 
car sales and the 10th straight 
year this GM division was on top 
in new-truck sales. 

Chevrolet’s new-car sales total 
was 1,067,042 units and marked the 
third consecutive year the company 
has topped the six-figure point in 





Nash-Healey Unwrapped— 


Kicking off the celebration of its 50th anniversary year, Nash Motors was scheduled 
to display the Pinin Farina-designed 1952 Nash-Healey at the Chicago auto show. The 
new sports car is slated for retail deliveries in late spring. (Nash-Healey story is on 
page 6, story and pictures on the 50th Nash birthday are on page 10.) 





new-car sales. Chevrolet’s new- 


| truck sales total in 1951 was 350,344 


units. 

The Big Three lost ground slight- 
ly in market penetration last year. 
Ford, GM and Chrysler accounted 
for 86.79 percent of all new-car 

(Continued on Page 76, Col. 2) 


Survey by Automotive N 
In Showrooms but 


By Bernie Thomas 
Associate Editor 
_- low January production 

in auto plants, there’ were 
slightly more new cars per fran- 
chised dealer in field stocks on Feb. 
1 than a month previous, according 
to Automotive News’ monthly sur- 
vey. 

‘ie Feb. 1, the survey found, 
new-car stocks around the coun- 
try averaged about six units per 
dealer, as against a revised total 
of 5.8 units per dealer on Jan. 1. 

Dealers actually had fewer cars 
in showrooms on Feb. 1 than they 
did a month earlier, it was found, 
but the number of cars in transit 
to them was up sharply. In-transit 
volume on Jan. 1 was abnormally 
low, owing to holiday-interrupted 
production schedules and model 
changeovers. 

The Feb. 1 average of six new 
|cars per dealer in the field, com- 
| pared with 9.5 on. Feb. 1, 1951. 
| * 


UTOMOTIVE NEWS latest sur- 
vey of field supplies showed 
|that on Feb. 1 the number of new 
|ears at all franchised U. S. dealer- 
ships—plus those warehoused by 
dealers and factories; demonstra- 
tors and those still in transit—to- 
taled 269,557, as against 255,968 on 
(Continued on Page 75, Col. 1) 











Last Car of Studebaker's First Century— 


Harold S. Vance, president of Studebaker, stands beside the final car built by Stude- 
baker during its first 100 years. It is a Commander hardtop. Behind it is the first car 
to be built at the start of Studebaker's second century—a Champion four-door sedan. 
Special ceremonies were held in South Bend Saturday night. (See story on page 2.) 





Unions Peril Auto Shows 


By Mel Adams 
Staff Correspondent 
HICAGO.—A high-pressure ma- 
neuver by the AFL Salesmen’s 
union paralyzed preparations for 
the Chicago auto show Thursday, 
but show officials were still confi- 
dent of opening on schedule over 
the weekend. 
If successful 


Chrysler Fourth 
To Get Price OK 


By Mac Gordon 
Associate Editor 
HRYSLER CORP. dealers joined 
in the “Capehart round” of 
new-car price increases last week, 
completing the cycle of higher ceil- 
ings for the Big Three. 

Like General Motors, Chrysler 
kept suggested “basic” prices on 
certain models below the full lim- 

(Continued on Page 72, Col, 1) 


in obstructing 





opening of the Chicago Au- 
tomotive Trade Assn. spectacle, 
Teamsters and Salesmen’s union 
strategists may attempt similar 
pressure moves in other cities 
where auto shows are planned. 
However, there is considerable 
doubt as to whether the move is 
legal, and the union may be 
swamped with damage suits. 
+ * * 
Ysera the show could open 
scheduled Feb. 16 appar- 





| ently rested, at Automotive News 


press time, with the NLRB in 
Washington, which was considering 
a CATA-Chicago Amphitheater ap- 
peal for a “cease and desist” order 
to halt AFL Salesmen’s union 
pickets. 

Respecting a two-man picket 
line, AFL-organized electricians, 
carpenters and stagehands stayed 
home Thursday instead of com- 





(Continued on Page 69, Col. 1) 


As Assembly P 


Cars in Transit Rise 
To Push Dealer Stock 


Average to Six Units 
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UTOMOTIVE NEWS ESTIMATES 





Week’s Output 
Up Slightly to 
101,258 Vehicles 


N ADDITIONAL 1,000,000 

pounds of aluminum for car 
production in April, May and June 
failed to engender much optimism 
in the auto industry last week. 

Meanwhile, industry people are 
daily growing more pessimistic 
about the possibility of building up 
to government-allowed limits in 
the first quarter. Some makers are 
falling behind on their quotas, and, 
as it stands now, others are not 
permitted to make up the differ- 
ence. 

Built in U. S. plants last week, 
according to Automotive News 
estimates, were 76,247 cars and 
25,011 trucks for a total of 101,- 
258 vehicles. Production in the 
previous week was made up of 
72,666 cars and 22,232 trucks—a 
total of 94,898 units. 

Higher new-model output at Ford 
and resumption of Dodge truck 
production following labor trouble 
was responsible for all of last 
week’s assembly upturn. 

. * * 


AST week saw car and truck 
production top the 100,000 mark 
for the first time in 1952, but it 
was another slow effort in com- 
parison with the 169,250 vehicles 
built in the like week a year ago. 
And, despite last week’s pro- 
duction volume rising about 6,000 
vehicles over that of the previ- 
ous week, car makers are still 
far below the pace necessary to 
produce 1,006,000 cars in the first 
three months of this year. 
With the first quarter of 1952 
past the halfway point, car produc- 


(Continued on Page 77, Col. 3) 





Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


169,250 


101,258 94,898 


Last Prev. 1951 
Week Week Week 


For complete production totals 
by makes, see table, page 77. 
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City, State, UAW Join in Tribute to Company... 





Studebaker Toasts Its Centennial } 


SOUTH BEND.—The last car built 

by Studebaker during its first 
100 years of manufacturing opera- 

tions rolled off the assembly lines 
Friday in South Bend. 

Company officials and employes 
were on hand for the event, and 
formal recognition of the firm’s 
100th anniversary was made at a 
dinner given Saturday night by the 
South Bend Assn. of Commerce. 

State and local officials joined 
with townspeople in _ honoring 
Studebaker as it completed its first 
century. Among them were Gov. 
Henry F. Schricker of Indiana and 
John A, Scott, mayor of South 
Bend. The UAW-CIO was repre- 
sented by its president, Walter P. 
Reuther. 

In its 100 years, Studebaker 
produced 17,092,766 vehicles, in- 
cluding wagons. It was under the 
name of H & C Studebaker that 
the firm put out its first 20,000 
wagons and buggies from 1852 
through 1867. 

With its name changed to Stude- 
baker Bros. Mfg. Co, in 1868, the 


GM and Chrysler 
Devise Standard 


For Finishes 


DETROIT.—A “gold standard” 
of surface finishes soon will be 
made available to all industries for 
improving quality control of ma- 
chined parts, General Motors Re- 
search Laboratories and Chrysler 
Corp. Engineering division revealed 
in a joint announcement last week. 

The announcement climaxed a 
seven-year cooperative engineering 
project, with research and develop- 
ment costs borne by Chrysler and 
GM, to perfect for all industry a 
set of “Precision Reference Speci- 
mens of Surface Roughness” on 
pure gold master blocks. 

As a result, uniform precision in 
surface roughness measurement, 
accurate to one-millionth of an 
inch, will now be possible for the 
first time in factories, shops and 
engineering laboratories through- 
out the country, it was said. 

Significance of these master 
specimens in the field of surface 
finish measurement is comparable 
to the importance of the well- 
known Johansson blocks for di- 
mensional measurement standards, 
the companies said. 

The F. A. Ringler Co. has under- 
taken to manufacture the blocks. 
With its predecessor, the U. S. 
Rubber Co.’s electroforming divi- 
sion, the Ringler company con- 
tributed an electroplating process 
which made possible accurate repli- 
cas of the gold master specimen 
standards developed by Chrysler 
and GM. Negotiations are under 
way with leading manufacturers 
of surface roughness measuring in- 
struments to include _ reference 
specimens as calibrators, it was 
reported. 





Illinois Parley 
Set for Apr. 7-8 


SPRINGFIELD, Ill.—The [Illinois 
Automotive Trade Assn. will hold 
its 32nd annual convention Apr. 7-8 
at the Elks club in Springfield, it 
is announced by C. W. Coons, man- 
ager. 


| mobile began to set in, Studebaker 





company turned out 2,200,000 wag- | 
ons and buggies and 27,818 autos | 
within the following 42 years. 


As the dominance of the auto- 


Corp. formed in 1911 and the fol- 
lowing years until 1951 saw pro- 
duction of 800,000 wagons and bug- 
gies and 4,064,948 autos and trucks. 
* « * 

pax the ceremonies the spot- 

light centered on two individ- 
responsible for 
progress in recent 


uals who were 
Studebaker’s 
years. 

They are Harold S. Vance, 
Studebaker board chairman and 
president, and Paul G. Hoffman, 
former Studebaker president who 
resigned in 1948 to become direc- 
tor of the ECA and who is now 
director of the Ford Foundation. 

Vance, speaking on behalf of the 
entire Studebaker organization, 
said: 

“The real significance of this oc- 
easion is not that we have arrived 
at the end of Studebaker’s first 
century, but rather that tomorrow 
marks the beginning of a new one. 
Those of us who, for the time be- 
ing, have charge of Studebaker’s 
affairs, see a future much more 
intriguing than the past. 

“Tomorrow holds unknown and 





NPA Warns on Switch 
To High-Priced Lines 


WASHINGTON.—Manufactur- 
ers are being requested form- 
ally to maintain output of low- 
priced and medium-priced goods 
instead of diverting materials 
into higher-priced, higher-profit 
lines, Henry H. Fowler, NPA 
chief, told a news conference 
last’ week. 

Letters asking voluntary co- 
operation a of 
mandatory action if necessary, 
Fowler added. 








boundless opportunity. Encouraged, 
as we are by the progress of recent 
years, we are confident that this 
enterprise, though 100 years old, 
was never so full of vigor and of 
promise as it is today.” 
* * * 

iy REVIEWING the company’s 

history since 1852, Vance pointed 
out that four events stand out 
above all others. 

The first, he said, was the invest- 
ment of $8,000 in the firm by J. M. 
Studebaker when he returned from 
a five-year stay in California in 
1858. This, said Vance, gave the 
company the “necessary working 
capital for a struggling business.” 

“Second, was the decision, made 
at the turn of the century, to 
build and sell automotive vehicles 
as well as horse-drawn vehicles. 
Had Studebaker failed to make 
this decision, the company in all 

probability would have followed 

all the other vehicle manufactur- 
ers of that day into oblivion.” 

A third event, “one of the most 
important of all,” Vance stated, 
was the determination of Judge 
Thomas W. Slick to permit the 
company to continue operations 
when it encountered financial dif- 
ficulties in 1933. Vance paid tribute 
to Judge Slick for his “wisdom and 
foresight.” 

A fourth outstanding’ event, 
Vance recalled, was the decision to 
build a low-price car to compete in 
the mass market. This resulted in 
the Studebaker Champion, first 
marketed in 1939. 

During the ceremonies, which 
were the first of a series planned 
to observe Studebaker’s centennial 
year, a plaque was presented to 
Vance by Mayor Scott on behalf 
of South Bend, and Gov, Schricker 
presented the state’s official tribute 
to the century-old manufacturing 
firm. 





UAW Celebrates, Too 


Big Flint Rally Marks 15th Anniversary 
Of First Contract with GM 


By Mac Gordon 
Associate Editor 

No to be outdone by celebrating 

auto makers, the UAW-CIO 
baked its own birthday cake Sun- 
day to commemorate one of the 
most significant events in automo- 
tive labor history. 

Putting aside unemployment wor- 
ries for the moment, UAW and CIO 
leaders converged on Flint, Mich., 
to celebrate the 15th anniversary 
of the signing of the first General 
Motors collective-bargaining con- 
tract. 

Scheduled to take part in the 
Flint ceremonies were CIO Presi- 
dent Philip Murray, UAW Presi- 
dent Walter P. Reuther and a 
host of representatives from CIO 
and AFL unions. The only con- 
spicuous absentee was John L. 
Lewis, president of the CIO at 
the time of the bitter Flint sit- 
down strikes in the winter of 
1936-37. 

Symbolic of the improvements in 
labor-management relations since 
1937 was Reuther’s weekend itin- 
erary. The UAW chief planned to 
leave for the Flint festivities after 
appearing at Studebaker’s centen- 








Chicago K-F Dealers See ‘52 Line— 


Chicago Kaiser-Frazer dealers had a look at the forthcoming 1952 Kaiser Manhattan 
and Henry J Corsair models last week in a special display, one of a coast-to-coas! 
series of 19 regional dealer preview showings. The new models were to be bared at 
the Chicago auto show, which ends Feb. 24, but they will not be launched: nationally 
until Feb. 29 for the Henry J and March 14 for the Kaiser. The new series incorporate 
extensive changes in both styling and mechanical features. See story on page 69. 





nial banquet in South Bend Satur- 
day night. 

* - . 

y= 85 years younger than 

Studebaker and 35 years 
younger than Cadillac, GMC and 
Nash, the UAW has boasted a 
growth unparalleled by an Ameri- 
can labor union. Its current roster 
of 1,250,000 members contrasts with 
only a few thousand during the 
foundling days at Flint. 

Of the four key figures in the 
sitdown strikes, only Lewis sur- 
vives. Death since has taken Wil- 
liam S. Knudsen, then GM execu- 
tive vice-president, who signed the 
corporation’s first UAW contract; 
Justice Frank Murphy, then gov- 
ernor of Michigan, and James F. 
Dewey, government mediator in the 
sitdown strikes. 

A check of Automotive Daily 
News “strike extras” during the 
final days of the 1937 strike re- 
veals the extent of the changes 
in General Motors-UAW rela- 
tions. 

As a condition to settlement, GM 
agreed to recognize the UAW as 
representative only of workers 
signed up in the union. Today the 
union enjoys a modified union-shop 
contract covering all GM plants. 

. * . 
IMULTANEOUSLY with the end 
of the strike, GM President Al- 

fred P. Sloan jr. (now chairman) 
announced a five - cents -an- hour 
raise for GM employes. The UAW 
struck GM again over wage de- 
mands in the 113-day affair of 1945- 
46, but now an automatic escalator 
(Continued on Page 12, Col. 1) 


Towa Changes 
Conclave Dates 


DES MOINES. — The dates for 
this year’s annual convention of the 
Iowa Automobile Dealers Assn. 
have been changed to March 31- 
Apr. 1, it is announced by Alfred 
W. Kahl, association secretary and 
manager. Previously, the conven- 
tion had been scheduled for Apr. 1-2. 








Five Studebaker Brothers— 





One hundred years ago two of the Studebaker brothers pictured above entered the 
transportation business. City, state and various other officials are joining in paying 
tribute to Studebaker Corp. on its 100th birthday. (Left to right, bottom row): Clem 
and Henry, who opened a wagon shop in 1852 in South Bend, and J. M., who bought 
Henry's interest in 1858. Back row (left to right): Peter E., who became sales manager 
in 1863, and Jacob F., who joined firm in 1868. 





Auto Plants Racking Up 
Huge Material Savings 


DETROIT. — Nearly 300,000,000 
pounds of copper—the amount it 
takes to build seven million new 
automobiles—will have been saved 
by U. S. automotive companies in 
the two years ending next Dec. 31. 

At the same time, motor vehicle 
manufacturers will have saved 
enough aluminum for 6,000,000 
cars or approximately 100,000,000 


pounds. 
These big savings in two of the 
nation’s most tightly restricted 


strategic materials are reported in 
the February issue of Automobile 
Facts, a publication of the Auto- 
mobile Manufacturers Assn. 

The article states that engineer- 
ing ingenuity and thrift in auto- 
motive plants last year, alone, saved 
more than 60,000,000 pounds of crit- 
ical metals. Continued conservation 
efforts in 1952 are expected to yield 
additional savings of at least 31,- 
000,000 pounds. 

Over and above these savings, the 
publication says, are great quanti- 
ties of copper and aluminum re- 
leased as a result of lower produc- 
tion rates allowed in 1951 and 1952. 

Automotive companies used ap- 
proximately 90,000,000 pounds less 
copper and aluminum in 1951 
than in 1950, because of cutbacks 
in production. On the basis of 
present materials restrictions, it 
is estimated that 1952 consump- 
tion will be about 215,000,000 
pounds below the 1950 mark. 

“The savings, however, are not 
destined for use in auto produc- 
tion,” the article points out, “In- 
stead, they are being added to the 
nation’s supply for distribution to 








Color Cavalcade 


As part of the “1952 Cavalcade of 


Color,” at the Chicago Auto Show, Chev- 
rolet was scheduled to present this Bel-Air 
of dark saddle brown and Sahara beige. 
Bette Damon models a gown and bolero 
jacket in the same color tones. 








other industries or to defense work, 
as the government directs. 

“For the first three months of 
this year, the automotive industry 
has been allotted enough copper 
and aluminum to build about 1,000,- 
000 passenger cars. Allocations for 
the April-June period, however, are 
sufficient for a quarterly output of 
only 800,000—half the pre-Korea 
1950 rate.” 

(The aluminum allocation has 
since been increased.) 

The article points to a recent 
study of the nation’s automobile 
needs, conducted by the Brookings 
Institution at the request of the 
Defense Transportation Adminis- 
tration. 

The amount of copper, above sec- 
ond quarter allotments, needed by 
the industry to maintain this “mini- 
mum,” is between 8,000,000 and 9,- 
000,000 pounds, Automobile Facts 
reports. 

This amounts to one-fifth of the 
copper saved by automotive com- 
panies through voluntary conser- 
vation efforts last year alone. It is 
only a fraction of 1 percent of the 
nation’s yearly supply, the publica- 
tion stated. 


For Atlantic City 
December 10-13 


ATLANTIC CITY.—This city will 
be the site for the 1952 Automotive 
Service Industries show next Dec. 
10-13, it was an- 
nounced by D. H. 
Teetor, chairman 
of the ASI’s joint 
operating com- 
mittee. 

Teetor said that 
Dec. 8-9 will be 
reserved for the 
sponsoring associ- 
ations’ national 
conventions, 

With further 
details to be an- 
nounced later, Teetor said that the 
committee chose the location to 
accommodate automotive wholesal- 
ers who had been requesting a loca- 
tion more convenient to those in 
the eastern half of the country. 

“Statistics released following the 
last two shows in Chicago indicated 
an overwhelming attendance from 
the midwestern states,” Teetor said, 
“while that from the highly com- 
mercialized eastern areas was 
sparse.” 

The show is sponsored jointly by 
the National Standard Parts Assn., 
Motor Equipment Wholesalers 
Assn, and the Motor Equipment 
Manufacturers Assn. 








Lynch Corp. Expands 

ANDERSON, Ind.—Lynch Corp. 
here has expanded its facilities, it 
is announced by Frank K. Zim- 
merman, president. Sales offices 
and warehouses have been opened 
in New York and Atlanta, and 
similar facilities will be opened in 
Chicago, March 1. 
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@OMETIMES the undertones at a 
’ convention have more signifi- 
cance than the formal programs. 
This, I believe, is true of the recent 
NADA convention in New York. 
Dealers were delighted to be in 
New York again to take advantage 
of the many showplaces there, to 
listen to the proceedings and to 
enjoy the entertainment features. 

But all during the convention 
when I was in appearance at the 
AUTOMOTIVE News’ booth, in comit- 
tee rooms, in the hallways and in 
the many headquarter suites, the 
conversation ran to the recent con- 
tract submitted by the Chrysler 
Corp. to its dealers. The discussion 
of this subject was not limited to 
Chrysler Corp. dealers; every dealer 
was interested and took a position. 

They had hoped that contracts 
would be liberalized and they 
felt the changes in the Dodge 
contract, and the manner in 
which it was presented, was a 
threat to all who had investments 
in the automobile retailing field 
irrespective of the line they 
handle. 

There are a great many reasons 
why dealers were concerned. In 
the first place, they thought the 
appointment of an elected factory 
dealer council would bring cooper- 
ation particularly on suggestions 
that had relationship with dealers 
—such as a change of contract. 

* x Sa 


Timing Held Vital 
— a contract change was 
not discussed or even submitted 
to the Dodge council, it made a 
great many dealers feel that this 
council was merely window trim- 
ming and was the result of the 
pressure of Dick Price and his 
Chrysler Corp. dealer group, rather 
than on any voluntary considera- 
tion of the factory. 

Dealers tell me that they have 
been told that the factory would 
not enter into contract discus- 
sions with the council on account 
of its legal nature, Any discus- 
sion whatever between factories 
an dealers always has some legal 
ramification, these dealers con- 
tend, and if the contract isn’t 
the No. 1 subject for such group 
discussions, dealers don’t know 
what subject could be. 

Then dealers told me that Chrys- 
ler points out that General Motors 
made these same changes a couple 
of years ago, and they shouldn’t be 
criticized for placing Chrysler Corp. 
in the same position. One answer 
to that is the timing. Dealers at 
the time General Motors made the 
change did not have enough cars 
to deliver to their own territory, 
let alone making sales to custom- 
ers far removed. At the time GM 
made the change, the industry was 
very prosperous rather than at 
this time when fewer cars are avail- 
able and dealers’ direct expense is 
going: up. 

From dealer conversation, one 
gathers that they do not under- 
stand what this factory drive for 
open territory amounts to anyway. 
Factories cannot be charged with 








(et 

Advertising News ............... 70 
8 ere 60 
SE BINNS oo sik cicie wecicsienes 54 
SN MIEINE cisco dc scedcaesdig 35 
NT ONE. ie adesecscsovens 36 
MINI Gas ite aap abe b mad 4 
NN gre aly del any katt sae ara 4 
RE, SX csp ckkeren see deans 65 
NS EE Ee Oe oe 41 
Rr EE er 16 
NN DUNNE aid obaclie desea 74 
Mg gioie's vais da wis 3h a boca 4 
Merchandising Memos ........... 59 
RS i Siar fe gs 5 bee awaalen 78 
Personnel (Factory) .............. 56 
ee a ee 64 
Prices, Used-Car, Averages ....... 30 
Production by Makes ............ 77 
Registrations, Cars, Trucks ........ 64 
RIN ic oem en so 6Gd > eee seas 40 
ENE 5 nse a kwdeceis Kawase 66 
Washington Column ............. 22 


By John 0. Munn 














monopoly when they give a con- 
tract with exclusive territory, be- 
cause monopoly can exist only 
when one firm or a limited number 
of firms control the entire market. 
This is not true with the automo- 
bile field. No manufacturer has a 
monopoly. There are 17 makes of 
cars actively competing with each 
other in all markets, People are 
not forced to buy any one make 
of car. 
* * * 


Individual Matter? 


GRATION of protected ter- 
ritory for fear of anti-trust 
laws does not set well with dealers. 
They point out the history of all 
commercial enterprise, past and 
present, with many retailers and 
most jobbers of all lines of mer- 
chandise having a great many 
items in their stock that are sold 
to them for the exclusive mer- 
chandising in their town. 


In the second place, dealers 
tell me they object strongly to 
the method in which the contract 
was presented. Dealers claim 
they were given no time to con- 
sider it, and no extra copy with 
which to talk such an important 
and basic thing as a contract 
over with their attorney. It was 
just a question of signing it in- 
stantly and returning it. They 
don’t think threat or coercion is 
in keeping with the present day 
thinking. They don’t believe it 
reflects the importance of the big 
investment that dealers have in 
this field and its does not reflect 
the consideration that any manu- 
facturer should give to his cus- 
tomers, for dealers are really 
manufacturers’ customers. 

I am told that the factories have 
said that they can’t very well coun- 
sel with dealers regarding types of 
contracts because it is an individ- 
ual matter. Dealers retort that it 
is no individual matter whatever, 
that such an argument falls flat on 
its face because all dealers are 
asked to sign an identical contract. 
It is the dealers’ contention that 
the contract between dealers and 
manufacturers is basically wrong, 
that it doesn’t meet the modern 
situation. 

x - x 


New Type Contracts 


ape present Dodge controversy 
only confirms that conviction. 
Dealers feel that sooner or later 
contracts will be a modern affair, 
an agreement which more fairly 
spreads the risk of this business, 
an agreement that will recognize 
the importance of a dealer not 
only selling cars but servicing the 
fifty million car owners. 

Contracts basically are the 
same as they were 40 years ago. 
Conditions in automobile retail- 
ing has since been revolutionized, 
but there have been few changes 
in the contract. 

Because GM made these same 
changes several years ago does not 
satisfy dealers. Two wrongs don’t 
make a right. Dealers are looking 
to their national association to take 
leadership in bringing about re- 
visions that will more adequately 
meet the changed conditions in this 
field. Changes are not recom- 
mended for the purpose of putting 
security and profits in the hands of 
automobile dealers, but rather to 
make competition in the field as 
fair as it is free. Such recognition 
must take place and the leadership 
must come through NADA. It must 
come if we do not want to stifle 
the healthy growth of our entire 
industry. 


Johnson Named to Head 


Concord (N.H.) Dealers 


CONCORD, N. H.—Richard H. 
Johnson has been elected to serve 
for the coming year as president 
of the Concord Automobile Dealers’ 
Assn. 

Other officers named at the or- 
ganization’s annual meeting includ- 
ed James V. Grappone, vice-presi- 
dent, and John F. Dalton, secretary- 
treasurer. 











Hartford Dealers Plan 
Wash. Birthday Fete 


HARTFORD, Conn. — Dealers 
plan to hold a city-wide open 
house on Washington’s birthday. 
This event in the past few years 
has been conducted as a formal 
auto show. All Hartford dealers 
are cooperating in plans for this 
year’s holiday showing. A vari- 
ety of door prizes will be offered 
along with a cruise as grand 
prize. 





INADA Prepares Defense . 





Truman Controls Plea 
Hits Auto Industry 


By William Ullman 

Washington Correspondent 
WASHINGTON.—A blow at the 
motor car industry marked Presi- 
dent Truman’s appeal to Congress 








Kansas City Auto Show Planners— 


These six dealers met recently to lay final plans for the 1952 Kansas City automo- 
bile show, to be held in the Municipal auditorium on March 8-15. The show will in- 
clude several experimental cars and a large scale scientific and engineering exhibit. 
From left to right are A. L. Land; J. H. Scott; R. G. Bentrup; Ervin Feld, chairman of 
the show committee; William Egelhoff, show manager, and John Cunningham. 





Kentucky Tables Proposal 
For Dealer Licensing 


FRANKFORT, Ky.— Because it 
failed to draw interest from dealers 
throughout the state, a proposal 
advocating a dealer’s licensing law 
has been shelved by the Kentucky 
Automobile Dealers Assn. at the 
suggestion of Orville R. Harrod, 
president. 

The proposal was brought out 
for study at a special meeting of 
dealers, who devoted the entire 
session to legislative matters affect- 
ing the automotive field. 

At the same time, according to 
Managing Director Lew Ullrich, a 
suggestion from W. H. MacLean, 
board member, to change the name 
of the “certificate of ownership” 
legislation to “motor vehicle bill 
of sale” was adopted by the mem- 
bers, “because of the unpopularity 
of the former term among some 
of the dealers.” 

While the department of revenue 
has been pondering the idea of new 
usage tax legislation, Glenn Mor- 


N.C. Dealers Set 
1952 Convention 
For April 27-29 


RALEIGH, N. C.—The North 
Carolina Automobile Dealers Assn. 
plans to hold its 17th annual con- 
vention Apr. 27-29 in Pinehurst. 

Headquarters for the parley will 
be the Carolina hotel. As of last 
week, the association’s executive 
staff was still working out final 
details for the event. 

However, an association bulletin 
promised that the goal for the 
parley “was a masterpiece of enter- 
taining and information, focusing 
attention on both the light and seri- 
ous aspects.” 

The annual NCADA golf tourna- 
ment is scheduled to be held on 
Sunday, Apr. 27. Dealers wishing 
to participate in the tourney were 
advised to register at the Carolina 
hotel on the preceding Saturday 
evening. 








Plans Reviewed 


For Denver Show 


DENVER.—The Denver Automo- 
bile Dealers Assn. held a banquet 
at the Stockyards Exchange build- 
ing to map plans for the display 
of 1952 cars, trucks and the latest 
accessories during the Denver auto 
show to be held in the city’s new 
coliseum March 3-8. 

The dealers plan to feature cut- 
away models and have scheduled a 
stage production from New York 
for the six-day show. 

During the banquet dealers re- 
ceived tickets to begin advance 
sales for the show. They reported 
there is already a great deal of 
interest being shown on the part of 
Denver residents for the city’s first 
postwar auto show. 


row, executive assistant of the de- 
partment, said the measure would 
be kept in abeyance until the as- 
sociation’s “motor vehicle bill of 
sale” measure has been introduced. 


Capital Dealers 
Ready to Open 
Gala 9-Day Show 


WASHINGTON.—With topnotch 
entertainment featured against a 
Hawaiian decorative theme and a 
display of more than 100 cars, 
Washington’s 23rd annual auto 
show promises to be the most out- 
standing ever presented in the 
nation’s capital. 

A drawing for the first of five 
automobiles to be given away will 
be held the first day of the show, 
which will run from Feb. 22 
through March 1. 

A full calendar of entertainment 
events, according to Chairman Tom 
Wheeler, will feature Denise Dar- 
cel, television and radio star; Song- 
stress Rosemary Clooney, and Lisa 
Kirk, star of the musical comedy, 
“Kiss Me Kate.” 

Included in the display of autos 
will be 19 domestic models and 
three foreign-designed cars, accord- 
ing to Wheeler. In addition, 15 
auto accessory companies will ex- 
hibit the latest equipment, he said. 

General Motors’ “Le Sabre” ex- 
perimental car will be on display 
during the entire show. 

Palm trees with huge fan leaves 
extending out over the aisles will 
lend the Hawaiian touch through- 
out the interior. Signboards on the 
trees will identify each model of 
car, with murals depicting famous 
Hawaiian scenes displayed at both 
ends of the armory. 

The show will be open daily from 
2 to 11 p. m. 





last week for a two-year extension 
of the Defense Production Act. 

“A hit below the belt,” was the 
general opinion among auto ob- 
servers here. 

Most of the things the President 
asked for were expected, but his 
assertion that the Capehart and 
Herlong amendments would cost 
automobile buyers alone “up to 
$400,000,000 in the coming year” 
made it appear, they said, that he 
went out of his way to take a crack 
at the nation’s car makers and 
sellers. 

Striking directly at the automo- 
tive industry, the President de- 
manded repeal of the Capehart and 
Herlong amendments and stronger 
credit controls. 

The demands were no surprise 
to NADA officials here. They have 
been warning car dealers of their 
coming ever since the controls law 
was passed with the cost-price in- 
crease, profit markup and relaxed 
credit terms incorporated in the 
legislation. 

Alerted to the danger in the 
President’s demands, NADA 
moved promptly last week to de- 
fend the interests of its member- 
ship. 

“We propose without delay,” said 
an NADA spokesman, “to act ag- 
gressively to see that the Capehart 
and Herlong amendments are not 
repealed and that credit terms are 
broadened rather than restricted.” 

Administration bills to extend the 
Defense Production Act for two 
years and make the changes re- 
quested by the President were 
promptly introduced by Sen. May- 
bank, South Carolina Democrat, 
and Rep. Spence, Kentucky Demo- 
crat and chairman of the House 
Banking committee. 

Sen. Maybank said he agreed 
with some of President Truman’s 
recommendations, but not with 
others. He did not elaborate. Rep. 
Spence said he was not hopeful of 
a stronger law, and added: “I hope 
we can retain what we've got.” 

Others at the Capitol predicted 
that Congress would agree to ex- 
tension of controls, but only for 
one year. 

Sen. Bridges, New Hampshire 
Republican and minority leader of 
the Senate, referred to the Presi- 
dent’s request for repeal of the 
Herlong, Capehart and Butler-Hope 
amendments, and said he was try- 
ing to make them “scapegoats for 
the Administration’s failure to ex- 
tinguish the fires of inflation. 

Bridges added: 

“What the President is proposing, 
under the guise of inflation control, 
is to give his bureaucrats more 
power to tell industry, agriculture 
and labor how to run their private 
affairs. 

“He wants to fix all the rules 
and blueprint the lives of all. At 
the same time, the President is 

fueling the fire of inflation by his 
wasteful spending and govern- 
ment deficits policies. 

“I believe the Defense Production 
Act should be extended, but our 
efforts should be directed toward 
easing and stifling controls instead 
of toward strangulation of produc- 
| tivity by government bosses.” 
| The action which the White 
(See TRUMAN, Page 73, Col. 4) 








On the House . 





NADA convention and a cruise to 





Wembeft 
dealers put 25 redheaded gals in 
them all around town the other day to give new DeSoto a sendoff. 
—Pete WeEMHoFrr, Editor, 

Automotive News 








Pretty hard to concentrate this week, following a week at the 


dealers aboard. One question dealers aboard had in common: Which 

- will dominate the market this year, lack of cars or 
lack of customers? Up to now, everyone agreed, 
lack of customers has been in the fore... 

Ernie Dock, Dodge’s sales chief, got a lot of 
ribbing in New York. Seems as how Ernie ap- 
peared on Electric Auto-Lite’s television show the 
night a Detroit youth killed his father in an 
argument over the program . . 
association is looking into the possibility of ex- 
panding its annual meeting from a half-day affair 
to a full-dress, two-day parley... 

One wag suggests that, instead of the current 
“horsepower race” among new cars, firms should 
start a “safety-features race”. . 


Bermuda and Nassau with a lot of 


. North California 


. Detroit DeSoto 
25 red Fire Dome eights, paraded 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 2. A fair profit to 

nd ™ the dealers on every used vehicle accepted in partial payment for a new 
€ a car or truck. § 3. Every dollar of gasoline tax collected mL, state or federal 
2 governments applied to the building and maintenance of highways. fj 4. The 
E 6 elimination of government and bureaucratic controls over this industry. 
oa 75. A return to the precepts of independence and the rewards of applied 
R energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world 





How Planners Endanger 
American Economy 


ghee dispute between auto makers and the government 
planners isn’t just a matter of a hundred thousand cars 
or so lopped off quotas. 

_It goes much deeper than that. Many in the auto field 
believe the nation is vitiating its strength on a controls 
program that is not necessary—needlessly tossing away the 
advantages of a competitive system. 

They point out that a mistake in estimating a pros- 
pective situation under the competitive system is auto- 
matically corrected through others rushing in to fill the 
void. Thus, the chain reaction of disaster is avoided. 


To make it more specific: The government planners say it 
is necessary to reduce production of cars. Reduced output 
of cars has a chain reaction down the line of thousands of 
suppliers involving hundreds of thousands of workers. 


In a similar manner there is a chain reaction that spreads 
out through the dealer network. If dealers must reduce per- 
sonnel, business in many communities will be affected. 


So what if the initial decision—made at the top by the 
planners — is a mistake? Suppose, after all, there is 
sufficient material to keep auto production high. And 
auto men, long experienced in this field, are sure there 
is sufficient material. 

Then this one little decision up at the top has hurt millions 
of people for nothing. 

It is not a mere mistake. It is a sin against humanity. And 
this hazard is always with us under a controls system. 

The government controls all the economy in order to make 
ready for an arms program that will take at most 10 to 20 
percent of the materials needed in the economy. 


The auto makers have said time and again that the 
controls program is not necessary. Give the actual arms 
program every sort of priority in the book, they have 
asked, but leave the rest of the economy free to benefit 
from the advantages of the competitive system. 


We do not need to adopt the methods of dictatorship to 
lick the dictators. 

Woodrow Wilson said that the spontaneous cooperation of 
free people is the most potent force on earth. 

And if you doubt that Americans can cooperate, look at 
the successful programs carried on in blood, bonds, traffic 
safety, forest-fire prevention. 

ry cooperation has done a job that no government 
can do 

It can also bring to successful conclusion the arms pro- 
gram—of which the planners appear to be making a mess. 








Auto 
Forum 


“If you think old soldiers 








just fade away, try to get into 
your old army uniform.” 





Hwupson Morors NEewstetter. 
* ae + 


Social ‘Scrap Pile’ 

“We are wasting manpower 
by retiring persons when they 
reach 65. Something should be 
done to do away with ‘forced 
retirement’ or we will be tossing 
valuable manpower onto the so- 
cial scrap pile.’—Dr. Leonard A. 
Scheele, U. S. public health serv- 
ice. 

* * 


Facts to Think 


“We must combat the no- 
tion that the public can know 
too much. The American 
people can be trusted to think 
straight when they get the 
facts.”—Sigma Delta Chi, pro- 
fessional journalistic fratern- 
ity, in its Freedom on In- 
formation Report. 

* * * 

“When two men in a busi- 
ness agree, one of them is 
unnecessary.”—WILLIAM WRIG- 
LEY JR., in Nation’s Business. 

. * * 


Will the Nutshell Fit? 
Commenting on the Detroit | 
jobless situation, Walter Reu- 
ther had this to say: “In a nut- 
shell, what we need here in 
Detroit are more ‘rabbits’ until 
we can get the ‘elephants’ mov- 
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* * * 


Pacific Defense 

Thomas E. Dewey, following 
his return from Far East: 

“Defense in Europe is no 
defense, if we are naked in 
Europe. The time for action 
is running out. With action on 
the whole broad front we can, 
within the reasonable limits of 
our resources, save the criti- 
cal Pacific area.” 


*® * * 


SOUNDS 











DOES THAT INCLUDE | 
BEIN’ OVERPOWERED | 
FROM NOW To NEXT 
NOVEMBER BY a) 






























Flash! 








News item: “OPS has removed 
price controls from clay pigeons, 


—_— Letterbox 





dinosaur skeletons and sundials. 
* * * 


Leadership’s Duties 
The late King George VI of 
England: 
“The true leader is a man 


with the gift of vision and the — SS 





‘NUCDA Advice ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 








desire in his soul to leave the 
world a little better than he 
found it.” 


Which to Trust? 


In a recent issue of AUTOMOTIVE 
News, I noticed that James C. 
Downing, president of NUCDA, 
protested the “Racket Squad” TV 
program depicting used-car dealers 
as “gyps and thieves.” 

Not being associated with the 
automotive trade I can speak only 
my own views. It is my impression 
that used-car dealers, for the most 
part are not entirely ethical in their 
business transactions. This feeling, 
I am sorry to say, is probably 
shared by countless thousands and 
points to the miserable public re- 
lations policy of the Association. 

If the NUCDA is so visibly per- 
turbed at adverse criticism, why 
don’t they police their members 
and guard against cheating meth- 
ods. Possibly a seal or medallion 
prominently displayed by used-car 
dealers, issued by NUCDA and in- 
suring ethical business practice, 
would answer the car buyers’ ques- 


* * * 


Hum-mmm 


Ben Fairless of U. S. Steel 
Corp. in an exchange of words 
with Philip Murray, CIO and 
steelworkers’ president, about a 
wage increase demanded by the 
union: “Should we rob Peter to 
pay Phil?” 

* * os 

A British leftist organ, States- 
man and Nation: 

“It is not easy to defeat the 
welfare state, because no one 
will ever shoot Santa Claus.” 

* * * 

“The world is moving so 
fast these days that the man 
who says it can’t be done is 
usually interrupted by some- 
one doing it.” ELBERT 
HUvuBBARD. 

7s * * 


Strategic Benefit tion, “Which used-car dealer can 
“) Gass bee eter hem 6 I trust?”—Jack Carter, Bronx, 
N. Y 


water resource project with e * © & 
great strategic benefits, it is the 
St. Lawrence development.” — 
President Truman, in an appeal 
to Congress. 


No Sponsor 


It was nice to see the picture of 
South Pasadena’s float in this 














10 Years Ago... 


The Big Story 


The War Production Board froze the sales of all trucks until after 
Feb. 28, and it is expected that the truck rationing program will begin 
after that time ... In view of the precarious situation in the rubber- 
producing Far East, the WPB also cut civilian use of rubber for tires 
by 15 percent, and corresponding reduction for use in radiator hoses, 
casings, tubes and retreading . . . In the face of this threat, the Small 
Business committee recommended that independent dealers be given 
a virtual monopoly in the sales and service of tires during the war. 

—From the files of Automotive News. 














year’s Rose Parade on page 21 of 
your Feb. 4 issue. However, your 
caption was incorrect. 


Colliau Chevrolet Co. was not one 
of the sponsors of this float. What 
Colliau Chevrolet Co. did do was to 
build the float chassis in its en- 
tirety, and almost entirely from 
Chevrolet parts. The float itself 
was financed entirely through 
funds raised by public subscription. 
E. H. Colliau served as publicity 
director for the South Pasadena 
Tournament of Roses Assn.—E. H. 
Co.uiau, president, Colliau Chevro- 
let Co., South Pasadena, Calif. 

* x * 


Sorry, Milwaukee 


The picture caption with the 
Powerglide Girls in Automotive 
News (Feb. 11) failed to mention 
that the group of models was 
brought from New York to Mil- 
waukee by Chevrolet dealers in the 
latter city for the showing of the 
1952 models there. 


The stunt was a successful one 
and we feel that we should have 
credit for it. Photo was taken when 
the group stopped in Detroit en- 
route to Milwaukee.—A MiILwauKEE 
CHEVROLET DEALER. 

* a 


Predecessors 


In your 1951 Almanac, you list a 
1910 Plymouth and 1913 DeSoto. 
What company built these cars, 
and when did these automobiles be- 
come part of Chrysler Corp?—Eb- 
MOND L. Weaver, Wilmington, O. 

Eprror’s Note: Chrysler Corp. 
organized the Plymouth and De- 
Soto Motor divisions in 1928. The 
1910 Plymouth car (listed in the 
1951 Almanac) was built by 
Plymouth Commercial Truck Co. 
DeSoto Motor Car Co., Auburn, 
Ind., built the 1918 DeSoto listed 
in the Almanac. 
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“Be Unexpected” 
Is Planters 
Motto 


Eight Rules for Safety 
Issued by Police 


Today’s Malayanrubber planter must | 


be many things—agricultural expert, 
administrator, field commander, mili- 
tary strategist, intelligence officer and 





fighting man. Even in his own barri- | 


caded and barbed wire protected home, 


his gun is never more than a few inches | 


from his hand, day or night. 

The difficult life of the planter is 
vividly pointed up in a recent reminder 
which the Commissioner of Police for 


the Federation sent to all Malayan | 


planters. Urging them never to relax | 
their safety precautions nor be lulled | 


into a false sense of security if things 
seemed to be quiet in their area, he 
reiterated this eight-point code: 


1—Your movements should never be 
advertised in advance more than is 
absolutely necessary. Obviously the 
fewer the number of people who know 
of your movements, the less will be 
the chance of an attack on your person. 


2—It is a great mistake to discuss 
your movements carelessly over the 
telephone. The security of the tele- 
phone must never be taken for granted. 


3—If you have to write regarding fu- 
ture movements, it is a wise precau- 


tion to place the letter in a double | 


cover, the inner envelope being marked 
“private’’ 
son by name. 


4—Avoid going round your estate on 
a fixed routine. Keep the bandits in 


and addressed to one per- | R : : 
sarily, particularly without an escort. 


the dark about your movements by | 


varying your times and routes. 

5—If possible, avoid going to the 
jungle edge of your estate without an 
escort. 


| your life as well as the lives of special 


New Research Center Marks 


Milestone tor Rub 


er Roads 











xy 


A PARTIAL VIEW 
of the Natural Rubber Bureau 
Laboratory near Washington is 
shown at left. While primarily 
developed for rubber road re- 
search, the laboratory will also 
work on government and other 
contract assignments pertaining 
to broad paving research. Spe- 
cial refrigerating, heating and 
specimen preparation equipment, 
together with a wide range of ma- 
chines for conducting stability 
tests make this one of the best 
equipped laboratories of its type 
in the nation. 


4 
Y 








6—Do not travel by night unneces- 


7— Move with your escort in a series 
of ‘“‘bounds.’’ This may take more 
time, but it may in the long run save 


| constables. 


8—Be always alert, and by force of 
example see that others donot get slack. | 











Rubber Industry’s 


“Johnny 
Appleseed” 
Now 96 Years Old 











Just as “Johnny Appleseed” traveled 
across America planting apple tree 
seeds, one man in Malaya was respon- 
sible for the widespread planting of rub- 
ber trees throughout that country. 


H.N, Ridley, the “Old Man of Malaya” | 


as he is affectionately known, has just 
celebrated his 96th birthday. He came 
to Singapore in 1888 as Director of the 
Botanic Gardens, at a time when rub- 
bercultivation was unknown in Malaya. 

It was he who first discovered how 
to tap the trees successfully, using the 
herringbone system; he also conceived 
the idea of drying rubber in thin sheets. 
He then embarked on a one-man cam- 
paign to interest Malayans in rubber 
growing, traveling into every part of 
the country with handfuls of rubber 
seeds in his pockets. Finally, his work 
had its effect, and when he left Malaya 
in 1912 rubber growing had increased 
froma £100 investment to £82,000,000. 
Today, Malaya’s rubber industry is the 
biggest single dollar earner in the ster- 
ling countries, 


| saw more and more items cushioned 
| with latex foam. “The trend to rubber 
| is evident,” said visitors. 





Chicago Show Features 
Latex Foam Upholstery | 





Buyers at the Home Furnishings 
Market showings in Chicago last month 


Home-makers can learn how to re- | 
upholster with this sagless, dustless | 
material by writing for a free booklet— | 
“Convert to Comfort with Latex Foam” | 
—to the Natural Rubber Bureau, 1631 | 


K Street, N. W., Washington 6, D.C. | 


’ Natural Rubber Bureau Laboratory to Help 


Highway Engineers 





13 States and Canada Now Have Test Strips of 
Natural Rubber Roads 





The first research laboratory in the | 


world devoted to the development of 


rubber paving was opened last month | 
by the Natural Rubber Bureau in Ross- | 


lyn, Virginia, just across the Potomac 
from the nation’s Capitol. 


The laboratory, equipped with the | 
| latest types of testing devices and fully | 


staffed with engineers, chemists and 
technicians, marks a major milestone 
in a development which may save the 
American taxpayer millions of dollars 
in highway upkeep in years to come. 

It was less than three years ago, in 
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As part of the four-year war | — 
against the Reds, more than 
360,000 people have been re- | 
settled from the edge of the | © 
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cross-checked with research findings. 


In addition to a fully balanced range 
of standard equipment, the new lab- 


| oratory has developed refinements to 


fit its particular needs. Among these is 


| a compacting machine which will me- 


chanically provide specimen designs of 


| unusual uniformity. This will insure 
| more accurate tests, reducing to a min- 
| imum those variables which sometime 


strip of natural rubber in asphalt high- | 
way was laid in the United States under | 


the direction of the Natural Rubber 
Bureau. 

Since. then, stretches of natural rub- 
ber in asphalt roads have been laid in 


13 states and in three provinces in | 


Canada. So far the results have been 
up to expectations. They seem to indi- 


powder to asphalt makes paving less 
susceptible to the effects of weathering, 


less brittle in the winter, less soft in the | 
summer, adds elasticity, reduces effect | 


of shock and vibration, he pav- | : 
sanieionmaghemigdhergl.t | metal one, and has the obvious advan- 


ing to resist formation of ice and mini- 
mizes skidding. 

The purpose of the new Natural 
Rubber Bureau Research Laboratory 
is to pin down and measure the facts 
about the savings and safety advan- 
tages of rubber roads, using laboratory 
facilities to check and supplement the 
results of on-the-road tests. Tests will 
be made with every type of rubber 
(natural, reclaimed, synthetic, etc.) in 
every possible form, and will include 
methods of introducing the rubber into 
the asphalt paving material. 

The rubber will be fitted to the speci- 
fications and mixing plant procedures 
of the various localities about the 
country. 

Core specimens from rubber road 
tests in various parts of the country 
will be analyzed in the laboratory, and 
all field results will be inter-related and 


the spring of 1949, that the first test | OCCUr in the preparation of specimens. 








TODAY, RUBBER ROADS — 
TOMORROW, RUBBER 
FENDERS? 


Metal-short Britain has solved one 
problem by successfully substituting 


| rubber bod Is and f 
cate that the addition of natural rubber | nunser hosy pane ane Rueen <5 


motor vehicles. Buses, trucks and Post 
Office delivery vans thus equipped are 
now in regular use. 

A rubber fender can be finished with 
special paint so that it looks just like a 


tage of being less subject to dents and 
scrapes. What’s more, it does less dam- 
age to the other fellow’s car—though 
there’s no report of its effect on pedes- 
trians. 





FREE 
BOOKLET 
ON 
NATURAL 
RUBBER 
ROADS 





You can get facts on the latest develop- 
ments in rubber roads in a free booklet, 
“Stretching Highway Dollars with 
Rubber Roads” available from the 
NATURAL RUBBER BUREAU, 1631 K 
Street, N. W., Washington 6, D. C. 
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"02 Nash-Healey Unveiled 


Chicagoans Preview Tri-National Sports Car; 
Deliveries Slated in Late Spring 


( YHICAGO. 
4 spring are promised for the 
1952 Nash-Healey, which was sched- 
uled to go on public display for the 
first time at the Chicago auto show. 
Designed by Italy’s Pinin Fa- 
rina, the new sports model is a 
tri-national production undertak- 
ing. Nash will produce engines 
and major mechanical parts in the 
U. S.; Donald Healey Co. of War- 
wick, England, will furnish chas- 
sis, and Farina’s own plant in 
Turin, Italy, will contribute cus- 
tom bodies. , 
Although a production model is 
at the Nash exhibit here, Sales 
Vice-President H. C. Doss said suf- 
ficient quantities of the car for 
dealer deliveries would not be avail- 
able until June or later. A price 
will not be set before dealers are 
ready to put the Nash-Healeys on 
the market, it was stated. 


“ATASH MOTORS’ new 1952 sports 
car combines the superb stvl- 
ing skills of Pinin Farina with 
American engineering and Donald 
Healey’s British road racing chas- 
” Doss said. - 
seorhe brisk lines of its hand-built 
body and richness of interior ap- 
pointments are unexcelled by any 
custom sports car available today. 
To top it off, the new car has the 
reliability and easilv serviced me- 
chanical features of Nash Motors 
improved Ambassador power plant 
and other moving parts.” 
Lower-slung and racy in ap- 
pearance, the new Nash-Healey is 
characteristic of Pinin Farina de- 
signs, surfaces of which are 
curved and never joined in sharp 


Front fenders rise above the hood 
line and continue through the door 
panels. The lowered hood affords a 
broad view of the road. 

Flowing front-to-rear lines are 
accentuated by trailing rear fender 
fins, which add sweep to body styl- 
ing. Rear fenders, rising slightlv 
above the rear deck, are a molded 
part of the body, forming a curve 
around the wheels. 


HE wider, lower hood, provides 
7 a balanced frame for the grille. 
Headlights are set in a racing air 
scoop grille. Rounded front fenders 
extend forward of the grille line. 

Power plant of the Nash- 

Healey is the Dual Jetfire Ambas-_ 


Belfie Meeting 


Buick Dealers 


FLINT.— Albert H. Belfie, Buick 
general sales manager, last week 
began the first series of the 1952 
dealer council meetings which are 
held annually in each Buick zone. 

The current series includes eight 
meetings. It began in Chicago 
Thursday and went on to Kansas 
City Saturday. Belfie will go to 
Oklahoma City, Feb. 20; Phoenix, 
Feb. 21; Los Angeles, Feb. 26; San 
Francisco, Feb. 28; Portland, Feb. 
29, and Denver, March 4. 

A group of 24 dealers meets with 
Belfie at each session to discuss 
current business and the outlook 
for 1952. 








<> 


Deliveries late this! sador six-cylinder, overhead-valve, | 


125-horsepower engine. Equipped 
with an aluminum cylinder head, 
it has a compression ratio of 8.1 
to 1. Engine has two British S. U. 
horizontal carburetors working in 
conjunction with an _ oversized 
“Sealed-In Iso-Thermal” intake 
manifold. Its seven - bearing 
crankshaft is 100 percent coun- 
terbalanced. 

A major mechanical feature of 
the new sports car is its chassis, 





using the Healey “trailing-link” 
front-end suspension and providing 
enhanced road holding and “cor-| 
nering” qualities. 

Each front wheel is mounted on 
a “swinging arm” pivoted far ahead 
of the wheel centerline and cush- 
ioned against a coil spring. Coil 
spring suspension is also used at 
rear wheels. 

All four wheels have direct acting 
aircraft type shock absorbers 
mounted in towers attached to the 
chassis frame. The Nash - Healey 
has torque tube type drive. 

Farina, an internationally-noted 
custom body designer, arrived in 
New York Feb. 13 aboard the Ile 
de France. He is under exclusive 
American contract to Nash Motors. 











Oldsmobile Dealer Council Meets in Lansing— 


Members of the Oldsmobile Dealer Council gathered for a group picture while attending a two-day session in Lansing. From 
left to right, front row, are: A. E. White, Columbus, O.; R. A. Myers, Lemoyne, Pa.; T. C. Downey, Oldsmobile works manager; 
G. R. Jones, general sales manager; J. F. Wolfram, Oldsmobile general manager; E. W. Tomlinson, Atlanta, and C. A. Alber, 
Washington. Second row: J. M. Taylor jr., Independence, Mo.; W. F. Rountree, Shreveport, La.; Israel Hoffman, East Hartford, 
Conn.; L. G. Brown, Lodi, Calif.; R. R. Lynch, Yakima, Wash.; A. G. Hoskins, Englewood, Colo.; C. N. Trenor, Springfield, O.; 
W. C. Whitfield, Fayetteville, Ark., and Dennis Simms, St. Louis. Third row: Jim Austin, Baton Rouge, La.; E. A. Gage, Fern- 
dale, Mich.; R. H. Stewart, North Hollywood, Calif.; G. J. Murphy, Newark, N. J.; P. N. Froelich, Winston-Salem, N. C.; Albert 
Trapasso, Niagara Falls, N. Y.; W. A. Zeigler, Altoona, Pa.; A. A. Haasch, Wauwatossa, Wis.; L. G. Kailer, Chicago, and Andy 


Darling, St. Paul. 











Used-Car Bulletin from Detroit . . . 





(Aptco Auto Auction. 


Feb. 13 | 


(Market continued very active. Sold 
60 units out of 85 offerings.) 
BUICK—’50 Super 4-dr., $1,490*; 2-dr., 
$1,435*; Special 2-dr., $1,345*. ’49 
RM 4-dr., $1,210. ‘48 Super 2-dr., 
$800. ‘47 Super 2-dr., $730; Special 
4-dr., $600. ‘46 Special 4-dr., $510. 
CADILLAC — '51 (62) 4-dr., $3,450* 


49 conv., $2,290". ‘47 (60) Special 
4-dr., $1,075*. 
CHEVROLET — ‘51 SL Deluxe 2-dr., 


$1,595*, $1,535; 4-dr., $1,525. 
Deluxe club coupe, $1,225. 
Deluxe 2-dr., $960; SL Deluxe 4-dr., 
$1,035. °47 FM 2-dr., $725. 

CHRYSLER—’49 Windsor 4-dr., 

DeSOTO—’'50 Deluxe 4-dr., 
Custom 4-dr., $1,200. °47 Custom 
4-dr., $735; Deluxe 4-dr., $635. 

DODGE—’'51 Coronet 4-dr., $1,595*. '48 
Deluxe 4-dr., $665. 

FORD—'51 Custom (6) club coupe, $1,- 
450; Victoria, $1,875*. ’50 Deluxe (6) 
2-dr., $900. ‘49 Custom (8) 2-dr., 
$1,025*; Deluxe (8) club coupe, $800. 


48 SD (8) 4-dr., $845; Deluxe (8) 
2-dr., $725; 4-dr., $630, °46 Deluxe 
(8) 4-dr., $500 


HUDSON —’49 Super (6) club coupe, 
$890. 
KAISER—'51 Henry J (4) 2-dr., $815. 


MERCURY 49 4-dr., $1,060; 2-dr., 
$1,040. 

NASH—’49 (600) 4-dr., $755. °46 (600) 
4-dr., $385. 


OLDSMOBILE—’'47 (66) 2-dr., $650*; 
(76) club coupe, $680; 2-dr., $645. 
PLYMOUTH — °47 Deluxe 2-dr., $655. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,- 


Latest Auetion Prices 


Sale every Wednesday) 


Feb. 6 
(Sold 77 units out of 101 offerings.) 

BUICK—’50 Special 4-dr., $1,030. ‘49 
RM 2-dr., $1,175; conv., $1,250. 

CADILLAC—'47 ,(61) 4-dr., $1,200*. 

CHEVROLET — '51 SL Deluxe 2-dr., 
$1,380; %-ton pickup, $1,035. '50 SL 
Deluxe club coupe, $1,210; 4-dr., $1,- 
290; Bel-Air, $1,455; FL Deluxe 
2-dr., $1,240. ‘49 FL Deluxe 2-dr., 
$1,050, $1,005; FL Special 4-dr., $735. 

DODGE—’51 Meadowbrook 4-dr., $1,- 
575*; %-ton pickup, $1,030. '50 Coro- 
net 4-dr., $1,350*. ‘49 1%-ton stake, 
$635. °46 Custom 4-dr., $525; Deluxe 
4-dr., $405. 

FORD—’51 Victoria, $1,800*; Custom 
(6) club coupe, $1,390. ‘50 Custom 
(8) 2-dr., $1,175; 4-dr., $1,165; Cus- 
tom (6) 2-dr., $1,065. °49 Custom 
(8) 2-dr., $900, $890, $825; 4-dr., 
$875; club coupe, $925; Custom (6) 
2-dr., $825. °48 Deluxe (8) 2-dr., 
67: 


$675. 
KAISER—’51 Deluxe 4-dr., $1,555. °49 
4-dr., $785, $700. 
LINCOLN—’49 4-dr., $1,150. 
MERCURY—’50 club coupe, $1,140. 
2-dr., $865; 4-dr., $860. 
NASH—’49 (600) 2-dr., $800, $755. 
OLDSMOBILE—’50 (88) 2-dr., $1,590*, 


"49 


$1,560*; (98) 2-dr., $1,815*. °49 (88) 
club coupe, $1,190. ‘48 (98) 4-dr., 
$1,080*, $985*. °47 (76) 4-dr., $600. 


PACKARD—’48 2-dr., $720. 


PLYMOUTH—’51 Cambridge 4-dr., $1,- 
510; Suburban, $1,765. °47 Deluxe 
2-dr., $525. 

PONTIAC — ’49 SL (8) Deluxe 2-dr., 
$1,285. °48 Torpedo (8) 4-dr., $1,050. 
’47 SL (8) 4-dr., $735; SL (6) 2-dr., 
$610. °40 club coupe, $220. 


6 
STUDEBAKER—’50 Champion 2-dr., 2 





860*, ‘50 SL (6) Deluxe 2-dr., $1,- 
400; SL (8) 2-dr.. $1,395*, $1,380. 

STUDEBAKER — ‘50 Champion club 
coupe, $1,075*, $990; 2-dr., $1,030*; 
4-dr., $975, $960. °'47 1%4-ton van, 
$375. 





*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 30, 62, 63 


at $1,035; club coupe, $990; 4-dr., 
$1,075. $1,000, $975. 


Jobber Campaign Expanded | 


To Embrace All Seasons 


NEW CASTLE, Ind.—This year’s 
“Get It From Your Jobber” pro- 
gram will include three package 
promotion campaigns to embrace 
all types of weather and driving 
conditions, it was announced last 
week by the Automotive Advertis- 
ers Council. 

The different campaigns will 
be titled: “spring,” “vacation” 
and “winter.” A package for each 
campaign will be made available 
to each of 1,300 jobbers in the 
U. S. and Canada who have en- 
rolled in the industrywide plan. 

Each package will feature, the 
AAC, sponsors of the promition, 
said, a series of direct mail cards, 
point-of-sale posters, newspaper ads 
and other accepted types of busi- 
ness-getting material. 

The first 100 cities in the U. S., 
where the bulk of wholesaling of 
automotive products is done, will 
be the target for “Care Will Save 
Your Car” meetings this year, ac- 
cording to S. R. Robinson, of Grey- 
Rock division of Raybestos-Man- 
hattan, Inc. and chairman of the 
AAC’s program committee. 

Robinson said that more than 
25,000 trades people had already 
heard the “care” story. 

Robinson also announced that 
volunteer representatives of pub- 
lishers of automotive trade papers 
and automotive advertising agen- 











cies had been made permanent 





U. S. Rubber Cites Added Tire Value 


DETROIT. — Despite spiraling 
postwar prices, motorists are pay- 
ing less per mile for their tires 

* * * 
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MILESTONES OF TIRE PROGRESS II 
REDUCTION IN COST PER MILE 
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YEAR PRODUCED 


Tire Buyers Told They Get More for Their Money— 


This chart prepared by U. S. Rubber is intended to show that, in the face of 
inflation, the purchaser of a U. S. Royal tire pays less per mile for that tire in 1952 


than he did in 1946, 


now than they did in 1946, accord- 
ing to U. S. Rubber Co. 

This was brought out in a com- 
prehensive study by the rubber 
company on tire tread wear and 
costs from 1908 to 1952. 

Results of the study are illus- 
trated in a chart prepared from 
data assembled by the tire research 
and development laboratories of 
U. S. Rubber. The chart shows the 
company’s progress in productive 
efficiency and cost reduction dur- 
ing the past 44 years. 

Other data brought to light by 
the study are: 

Today’s average car owner pays 
only $26 for a U. S. Royal tire and 
tube as compared with a price of 
$41 40 years ago, while today’s U. S. 
Royal tire gives six times as much 
mileage as its 1912 predecessor. 

As a result of application of sci- 
ence and technology to tire manu- 
facturing, U. S. Rubber claims it 
has been able to give the public 
each year since 1946 longer lasting 
and safer tires at lower costs. 

Today’s tires and tubes give 60 
percent more service than in 1946, 
the company says. During the 





same period U. S. tire and tube 





cost, it is added, has gone down 

12 cents per thousand miles, while 
cost of living index on all items 
advanced from 139.5 to 189.6. In 
long range, the cost has dropped 
from $42 per thousand car miles 
for four tires in 1912 to slightly 
over $3 per thousand car miles in 
1952, according to U. S. Rubber. 

Remarkable progress has been 
made during the past few years in 
extending tire life. Introduction of 
low temperature GR-S (cold rub- 
ber) in 1950 and 1951 is said to have 
helped to increase the average mile- 
age of a U. S. Royal from approxi- 
mately 26,000 miles in 1950 to a 
point in excess of 31,000 miles in 
1951. Cost to consumer has been 
kept down throughout unsettled 
conditions during war period and 
up to present, the company said. 

Despite added mileage, the cost 
per mile for U. S. Royal tires re- 
portedly has remained relatively 
constant during the past 20 years. 
From 1930 through the present the 
cost per thousand car miles has 
been between $3 and $4. 

U. S. Rubber said it has tire 
developments under way to add 
even longer service and safer tires 
at correspondingly lower prices, 





members of the AAC program com- 
mittee. 

In addition, he said, three-man 
committees from the Motor & 
Equipment Wholesalers Assn., Na- 
tional Standard Parts Assn., Auto- 
motive Engine Rebuilders Assn., 
Automotive Booster Clubs and 
Automotive Affiliated Representa- 
tives became permanent members 
of the committee. 





Public’s Interest 
In 1952 Models 
Gratifies Ford 


DEARBORN, Mich.—Ford dealer- 
ships throughout the U. S. report 
showrooms still crowded with per- 
sons_ inspecting 
the new 1952 Ford 
cars and trucks 
which were intro- 
duced Feb. 1, ac- 
cording to J. D. 
Ball, manager of 
product sales and 
service. 

Ball said Ford 
dealers reported 
about 12,000,000 
persons visited 
their showrooms 
during the first two days of the 
showings and placed many thou- 
sands of orders. 


“Enthusiasm is running at a new 
high level among Ford dealers, as 
evidenced by thousands of tele- 
grams congratulating the company 
on the public acceptance of the 
1952 lines of Ford cars and trucks,” 
Ball said. 

“Dealers also report an excep- 
tional interest on the part of women 
visitors in the wide choice of body 
colors and harmonizing interior 
trim. Many comments were re- 
ceived on the roominess and com- 
fort in the new Ford Coachcraft 
bodies. 





J. D. Ball 





Chrysler Net Off 43.7%; 


Sales Rise 16.3% 


DETROIT.—While Chrysler 
Corp. sales gained 16.3 percent 
in 1951 to $2,546,678,799, com- 
pared with $2,190,693,425 in 1950, 
earnings dropped sharply — 43.7 
percent —to $71,973,469, or $8.27 
per share. For the preceding 
year, earnings were $127,876,791, 
equal to $14.69 a share. 

Chairman K. T. Keller said 
that net earnings were 2.83 per- 
cent of sales and, after exclud- 
ing foreign dividends, were 2.68 
percent. These rates compare 
with 5.84 percent and 5.28 per- 
cent for 1950. 

















| 

















Chevrolet Division of General Motors, Detroit 2, Michigan 
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User Groups Renew Efforts . . . 





Anti-Diversion Battle 


Pressed by 


WASHINGTON. Highway users 
have renewed their efforts to secure 
approval of constitutional amend- 
ments prohibiting diversion of high- 


way use taxes. Such proposals al- 
ready have been introduced in 
Arizona, New Jersey and New 


York, according to the National 
Highway Users conference, 

The Arizona proposal (HCR 2) 
is similar to the recommended 
model amendment but excludes 
the “auto lieu” tax. A like amend- 
ment proposed last year passed 
the house of representatives in 
Arizona. 

Gov. Driscoll of New Jersey, in 
his budget message, recommended 
that $13,000,000 of 1952 highway 


3 States 


future plans for toll-road method 
of highway finance. 

The proposed amendment (ACR 
2), would require that all moneys 
collected by virtue of taxes on gaso- 
line and motor vehicles be used 
for the construction of roads and 
highways only. 

In New York all highway use 
tax revenue is placed in the state 
general fund where it loses its 
identity, the conference said. The 
proposed constitutional amend- 
ment (H,. 239) would eliminate 
this practice and require that all 
highway funds be used for high- 
way purposes. Use of parking 
meter revenues for highway pur- 
poses would be required by bills 
introduced in both houses (H. 538, 


revenue be used for other than| S. 171). 


highway purposes. The recommen- 
dation for continuing diversion 
comes in the face of existing and 


Both houses of the Virginia as- 
sembly have voiced opposition to 
the use of highway funds for other 








I-H Offers Propane-Butane Engine Model— 


International Harvester Co., Chicago, has introduced the first liquefied-petroleum- 
gas-powered engines for installation in trucks. The propane-butane fueled engines 
are optional equipment on models equipped with Super Red Diamond engines, and 
are delivered equipped with large fuel tanks to operate up to 400 miles before refuel- 
ing, International said. Model above is the LP-gas-fueled L-205. 











| than highway purposes. Every ses- 
|sion of the assembly in recent 
years has adopted such a resolu- 
tion. 

Highway users in Alabama and 


Georgia were successful last year in 











QUAKER 
STATE 


SUPERFINE 
LUBRICANTS 


QUAKER STALE 











Built to 


take 





@ The ability to withstand the rough and tough 
punishment of weather and water is characteris- 
tic of both a marine buoy and a really fine 
pressure gun grease, like Quaker State EXPP2 
Lubricant. This satin-smooth lubricant has tough- 
ness, strength, stability and great ‘‘cushioning”’ 
qualities. It is—without doubt—the most de- 
pendable pressure gun lubricant for any auto- 
motive chassis money can buy. 

Talk up the complete line of Quaker State 
Superfine Lubricants to your customers. Point 
out the savings, the improved performance, the 
dependability and the extra protection they get. 
They’ll profit . . . you’ll profit. 


A COMPLETE LINE OF FINEST QUALITY LUBRICANTS 


@ Quaker State Super Quadrolube 

@ Quaker State Viscous Lubricant 

@ Quaker State Wheel Bearing Lubricant 
@ Quaker State EXPP2 Lubricant 

@ Quaker State Universal Joint Lubricant 
@ Quaker State Waterproof Lubricant 

@ Quaker State Quadrolube 


@ Quaker State Quadromatic Automatic 
Transmission Fluid Type A 





| gaining legislative approval of reso- 
|lutions for anti-diversion constitu- 

tional amendments. These amend- 
| ments will be submitted to the vot- 
|ers at the November, 1952, general 
| election. 





| lines; 


| Propane Motors 
Announced for 


I-H Truck Line 


CHICAGO.—The truck division of 
International Harvester has intro- 
|duced, for the first time in motor 
truck history, factory-built lique- 
| fied-petroleum-gas-powered engines 
as Underwriters Laboratories listed 
equipment on trucks, W. K. Per- 
| kins, manager of truck sales, an- 
nounced last week. 

International’s new LP-gas (pro- 
pane-butane) engines are optional 
on all International truck models 
equipped with the company’s 
heavy-duty Super Red Diamond 
engines, it was announced. The 
new LP-gas-powered models in- 
clude the LP-185, LP-195 and LP- 
205 Roadliners, and all other mod- 
els in the L-185 through LF-210 
series, Perkins said. 

“We feel that in making these 
Underwriter - listed power plants 
available to truck owners we are 
making an important contribution 
to the transportation field. There 
are a number of benefits in operat- 
ing efficiency and costs to be de- 
rived from using the economical, 
high-octane fuel,” Perkins stated. 

Large fuel tanks, standard on In- 
| ternational’s LP-gas-powered units, 
permit trucks to run as far as 400 
miles between refuelings. 

“Fleet operators will also find 

that the life of motor oil is con- 
siderably lengthened,” Perkins 
| said. “This is because the use of 
| LP-gas eliminates the washdown 
of lubricating film and oil dilu- 
tion.” 

The high-octane qualities of LP- 
gas make use of higher compres- 
|sion ratios possible on the three 
LP-gas adapted Super Red Dia- 
;mond engines, Perkins said. The 
|three engines are the “372,” the 
“406” and the “450.” 

Manifolding arrangement is en- 
tirely new because successful en- 
gine operation in this system de- 
pends upon a cold induction sys- 
tem. This was effected by com- 
pletely divorcing the intake and 
exhaust manifolds, and eliminat- 
ing the connection between the 
manifolds as it exists in the 
standard engine. 

| The standard gasoline tanks have 
| been replaced, on the LP-gas mod- 
|els, by heavy-steel, dual, 62-gallon 
| liquid measure tanks which are also 
derwriters listed. 

Safety features include vertical 
venting pipes extending above the 
| cab to permit discharge of reliefed 
gas into the atmosphere; seal caps 
and automatic excess flow shut-off 
valves on fuel tanks and in the 
electric shut-off valve, and 
extreme high-pressure lines and 





| 


| fittings. 


‘No Mercy’ 
That’s Warning to Dealers 


On Income Taxes 
BOSTON.—“Show no mercy.” 
That’s the present byword of the 
internal revenue department, A. A. 
Lally, editor of 
Stokes Tax Con- 
trol warned a 
group of Hamp- 
shire county 
(Mass.) automo- 
bile dealers here. 

For years such 
items as “reserve 
for bad debts,” 
“boat expenses,” 
“Christmas gifts” 
and “traveling ex- 
penses” have been 
accepted by the revenue depart- 
ment and never questioned. 

But now deaiers are getting “the 
shock of their business lives,” Lally 
said. 





A. A. Lally 


Body Stampings 
Detroit SAE Topic 


DETROIT.—A body engineer, a 
die designer and a sheet metal 
fabricator will team up to discuss 
auto body stampings at a meeting 
of the Detroit section of the Society 
of Automotive Engineers tonight 
(Feb. 18) at the Rackham Me- 
morial building. 

The team forming this discussion 
panel will consist of A. R. Lindsay, 
chief engineer of the Automotive 
division of Budd Co.; C. R. Cory, 
assistant director of die engineer- 
ing at Fisher Body, and A. J. Hole, 
recently appointed general man- 
ager of Ford’s Metal Stamping 





division. 
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PURUELAINIZE 


Trade Mark Reg. U.S. Pet. Off 


Me eld Mandard fer Fine Appearance 


the FINEST of MATERIALS 


(Time-Tested, Time-Proven) 











PORCELAINIZE superiority is officially established. Today more 
automobile factories have approved PORCELAINIZE than have ever 
approved any other method of automobile appearance maintenance. 


Why? Because with 50 years of “know how” behind the product, 
PORCELAINIZE produces the deepest, clearest, richest lustre... it out- 
lasts the average wax or polish job 3 or 4 times... it’s easy to clean 
...and it provides protected beauty against time and weather. 


Proof of PORCELAINIZE superiority has been established by tens 
of thousands of New Car Dealers on millions of cars since 1935. 








1 Finest of materials. (Time-tested, time-proven.) 
2 An exclusive new car dealer policy. 
3 Complete specially designed equipment. 
4 Dynamic, dominant national advertising. 


5 National field force. (Blankets the nation.) 





6 Complete dealer-designed merchandising program. 


FREEMAN & FREEMAN, Inc. 


Denver 3, Colorado 






UNCHALLENGED IN MERIT e UNMATCHED IN POLICY 
UNEQUALLED IN PROGRAM 
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Nation’s Third Oldest Car Producer .. . 








Nash Marks 50th Anniversary 


DETROIT. Nash, third oldest 
American automobile manufacturer, 
celebrates its 50th anniversary this 
year, an event marked in 1902 by 


the sale of the first Rambler “run- 


about.” 

In the last half century, more 
than 2,000 makes of American 
automobiles have come and gone. 
Many have been completely for- 
gotten—the Auto-Go, the Eck, the 
Petrel, the Zip. Today, only 20 
remain. 


Nash’s history is a_ typically 
American story of a company 
founded by farsighted pioneers 


whose spirit has continually bred 
aggressive leadership for 50 years. 

Actually, the company’s history 
can be traced to the invention of 
the bicycle, the clincher tire and 
far afield to the telephone and even 
railroad velocipedes. 

In 1878, an English born inventor, 
Thomas B. Jeffery, was visiting in 
his native England when he saw 
his first bicycle. Jeffery, who had 
achieved a reputation as the in- 
ventor of the three-wheeled rail- 








road velocipede, was immediately 
impressed with the sales possibili- 
ties of such a vehicle and con- 
tracted to have parts shipped to 
the U.S. for assembly. 

In 1879, Jeffery sold his first 
bicycle in Chicago. Christened the 
“Rambler,” it was an immediate 
success. 

Meantime, Jeffery developed the 
clincher tire, a pneumatic rubber 
tire which revolutionized the bi- 
cycle and its use—was predecessor 
of the clincher-type automobile tire. 
In 1881, he and R. Philip Gormully, 
an English schoolmate, formed a 

partnership —Gormully & Jeffery. 
They continued to produce bicycles, 
and in the late 1880’s organized 
another firm, the G & J Mfg. Co., 
to produce clincher tires. 

Jeffery first became interested in 
the automobile when he attended 
the famed Chicago Times-Herald 
race on Thanksgiving day in 1895. 
With him was his son, Charles T. 
Jeffery. 

The race over, voung Charles 
discussed the possibility of building 


| Charles 
makes of gasoline carriages, con-| 





His father, too, was 
In the next few years 
and tested many 


automobiles. 
interested. 
drove 


stantly devising ways to improve 


| existing vehicles. 


In 1899, Gormully and Jeffery 
sold their profitable bicycle busi- 
ness to the American Bicycle Co., 
turning their attention to auto- 
mobiles. 

In 1900, after Gormully’s death, 
Thomas Jeffery made several trips 
to Kenosha, Wis., to arrange for the 
purchase of the Sterling Bicycle Co. 
plant for the manufacture of auto- 
mobiles. 

Meanwhile, in Chicago, Charles 
built his first automobile. It was 
called the “G & J.” This car was 
exhibited in Chicago on Sept. 22, 
1900, and at the world’s first auto- 
mobile show in Madison Square 
Garden in November that year. 

Charles Jeffery, like his father, 
was also an inventive genius. He 
was one of the first to put the 
engine in front of the car under 








The Men Who Built Nash Motors— 


In celebrating its 50th anniversary this 


year, Nash pays tribute to the three men 


whose leadership has reflected in the company's progress—Thomas B. Jeffery (left), 


Charles W. Nash (Center), and George W. 


Mason. Jeffery, builder of the first Rambler 


in 1902, was famous for his invention of the clincher tire and railroad velocipede. 
Nash, who bought the Jeffery Co. in 1916, was a pioneer in the automobile industry 
for many years before producing a car under his own name. Mason, who has been 
president of Nash-Kelvinator Corp. since Nash Motors merged with Kelvinator in 1937, 
has been active in the automotive industry since 1913. 





the hood, and the first to employ 

a steering wheel on the left. 
Charles exhibited his car 

throughout the east and entered 











Sots TCC ae ee eed 


ee-in cooperation with the manufacturer’s engineers 


COMPLETE MECHANICAL EQUIPMENT FOR AUTHORIZED DEALERS 


gH 








BUFFALO, N. Y. 


it in road races. However, the 

vehicle was never put into pro- 

duction. His father was not sat- 
isfied with the car, which he 
termed “too radical” in design. 

In 1901, Jeffery and his son built 
several prototypes of Rambler mod- 
els A and B after purchasing the 
Sterling bicycle plant in Kenosha. 
These, too, had steering wheels on 
the left side with the engines in 
front. Although the cars operated 
well, the elder Jeffery suggested to 
his son that the models they pro- 
duced should follow conventional 
design. So models C and D were 
designed, with a tiller operated 
from the right side and the motor 
in the rear of the vehicles. 

Models C and D were first ex- 
hibited at an automobile show in 
Chicago’s coliseum on March 1, 
1902, built to sell for $750 and $825, 
respectively. 

The first Ramblers met with suc- 
cess. A Lima, O., owner wrote the 
company: “I am more than pleased 
with the ‘Rambler.’ It is truly a 
wonderful piece of mechanism. It 
starts immediately, runs like a jack 
rabbit and stops only at our will.” 

In 1902, Jeffery built 1,500 Ram- 
blers as his company became the 
world’s second mass-producer of 
automobiles, second to Olds and 

a year ahead of Ford. 

Within the next few years, many 
improvements were made on the 
Rambler. In 1905, Jeffery was the 
first to introduce a spare wheel as 
| optional equipment. 

On March 21, 1910, while touring 
Europe, Thomas B. Jeffery died. 
This industrial genius and inventor, 
at 65, left behind him 35 years of 
important contributions to Ameri- 
can transportation. 

In 1914, Jeffery’s heirs decided to 
give their product a new name. 
Thus, the renowned “Rambler” 
gave way to “Jeffery.” The Ram- 
bler, which had been photographed 
with President William Howard 
Taft at the tiller, which was the 
center of endurance tests, which 
had traveled thousands of muddy 
|miles throughout America in the 
jearly part of the century, was no 
|more. But the Rambler spirit still 
| persisted, and the name of its 
|builder now graced the front of 
|quality cars coming from _ the 
{Kenosha factory. 
| The Jeffery company entered 
| the truck business in 1913, with 
| a Rambler model. The first Jeff- 
| ery truck was built in 1914, the 
| famous World War I four-wheel- 
drive “Quad.” 

By 1916, the products of the 
Thomas B. Jeffery Co. ranked with 
the best of the day, and the Jeffery 
name was widely and favorably 
known throughout the world. But 
its owners were anxious to retire 
On Aug. 16, 1916, Charles Williams 
Nash, who then resigned as presi- 
dent of General Motors, took active 
charge of the business he had pur- 
chased from the Jeffery family. 

Nash himself was one of the 
great pioneers of the automobile 
industry. He entered as president 
of Buick after 20 years in the allied 
carriage business. 

His success was achieved with 
unusually difficult beginnings. Born 
on a farm in DeKalb county, II. 
on Jan. 28, 1864, he was bound out 
at the age of six to a Genesee 
county, Mich., farmer under 4 
guardianship court order. He was 
to work for his room and boarc 
until he was 21, when he was t« 
receive $100 and two suits of cloth- 
ing. But six years was enough fo! 

(Continued on Page 71, Col. 1) 
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UAW Celebrates, Too 


Big Flint Rally Marks 15th Anniversary 
Of First Contract with GM 


(Continued from Page 2) 


plan is in effect barring economic 
renegotiation until 1955. 

President of the UAW at the 
time of the GM _ sitdowns was 
Homer Martin, later deposed and 
succeeded by R. J. Thomas. Thomas 
served throughout the war and was 
defeated for the presidency at the 
UAW’s 1946 convention. 

Its day of frolic and reminis- 
cing over, the UAW is expected 
to turn its attention once more 
to the layoff situation. Attention 
is still concentrated on the sec- 
ond quarter, when a sharp rise in 
unemployment is feared by UAW 
officials because of metals cut- 
backs. 

Local-union officials are especial- 
ly concerned about second quarter 
prospects, because spring is elec- 
tion time for most UAW locals. 
Jobless workers might form a 
formidable bloc against reelection 
of many UAW local officials, it is 
believed. 

The production situation will 





|reach a boil, coincident with two 
crucial reviews of the industrywide 
escalator wage system, on March 1 
and June 1, The latter date is also 
|scheduled to bring auto workers 
another four-cent-an-hour “annual | 
productivity factor” raise. 
* * * 

| JN OTHER auto labor develop- 
|“ ments last week, breakdown of 
negotiations in the Ford of Canada | 
wage dispute revived the threat of | 
a plantwide strike. Provincial con- | 
|ciliators were seeking a_ solution | 
|to the deadlock Thursday in an 
|effort to head off an impending 
strike call by UAW Local 200. 

The UAW in the U. S. warned 
that it would encourage local un- 
ions to strike in the event of 
“unreasonable delays” on _ peti- 
tions before the Wage Stabiliza- 
tion Board. The union said many | 
| petitions were being bogged | 
| down by “industry members and 








Reo Offers Trucks with LPG-Fueled Engines— 


A new series of trucks, offered by Reo Motors, Inc., Lansing, is powered by liqui 
petroleum gas. The truck above, first in the new series, is powered with a 142-horse- 
power, 331-cubic inch LPG engine built by Reo. 





certain public members.” GM was next with 2,940, and Chrys- 
UAW Secretary-Treasurer Emil | ler had 651. 

Mazey reported that 12,500 UAW| The NLRB ordered a backshop 
members had retired on pensions | bargaining election before March 1 
as of Jan. 1, 1952. Ford, which has | on the AFL Machinists’ petition for 
the only automatic - retirement | representation at Wiley Motor Co., 
clause among major auto makers, | Harrisburg, Ill. Salesmen and clerks 
led the pensioners’ list with 4,930.' are excluded from the vote. 


The name of a bearing 


does make a difference 





result of attempts to 


One difference is illustrated here — 
vibration caused by internal looseness in 
a bearing made for automotive use by a 
large manufacturer of industrial bearings. 


Standard End-Play tests of all bearings of 
this same make in a jobber’s stock re- 
vealed excessive looseness—a typical 


bearings to automotive applications. 


BCA is one of the major manufacturers 
specializing in automotive ball bearings. 


BCA Bearings always are made to the 
specific specifications of a specific auto- 
motive application. This specialization 
guarantees precision-made bearings to 
meet the requirements of a highly spe- 
cialized industry. 


BCA engineering and production facili- 
ties are aimed to make automotive 
power safe and trouble free. The name 
BCA is your assurance of bearings engi- 
neered to fit your specific needs. 


adapt industrial 


BEARINGS COMPANY OF AMERICA 


LANCASTER, PA. 


MAKERS OF A COMPLETE LINE OF BALL BEARINGS FOR ALL MAKES OF CARS, TRUCKS, BUSES, AND TRACTORS 





‘Reo Announces 
Propane Engines 


In New Series 


LANSING.—Reo Motors, Inc., an- 
nounced last week that it has 
started production of a new truck 
series using liquid petroleum gas 
(LPG) as fuel. 

Disclosure that Reo had per- 
fected an engine specifically de- 
signed for propane-butane mix- 
tures was made in the trade 
press in May, 1951. Production, 
scheduled to begin at that time, 
was postponed because of mater- 
ial shortages, Joseph S. Sherer jr., 
Reo president, said. 

Scherer, in announcing the new 
series, declared: 

“Reo decided to build an LPG 


g| engine because we wanted to put 


| trucks on the road that would util- 
|ize all the advantages of LPG and, 
| through the economies thus made 
| possible, further improve the com- 
| petitive position of the trucking 
| industry.” 

William M. Walworth, engineer- 
|}ing vice-president for Reo, said 
|that Reo’s new LPG trucks cover 
|a wide weight range from 20,000 
| pounds, gross vehicle weight, as a 
| truck, to 40,000 pounds as a tractor. 
| Wheelbases range from 130 to 203 
| inches. 

| In addition, the LPG engine is 
| being offered as a _ replacement 
|} nower plant for all trucks, regard- 
less of make, he said. 

Walworth emphasizes that the 
|new Reo Gold Comet LPG engine 
|is “the first factorv-designed and 
| develoned truck engine of this size 
available specifically for burning 
| LPG fuel.” 
| The principal differences between 
|the LPG and the gasoline engine, 
| Walworth said are: 
| 1. New intake riser and exhaust 
| manifold to insure proper temper- 
| ature control. 
| 2. Pistons have been redesigned 
;to increase the compression ratio, 
| thereby increasing specific output 
| and economy. 
| 3. The cylinder head has been 
| revised to obtain a combustion 
chamber size and shape best suited 
to LPG. The revised head, together 


| with the new pistons, results in 
| a compression ratio of 8.2 to 1. 
| 4 Exhaust valves, guides, and 


|inserts have been redesigned for 
|maximum life and efficiency with 
| this fuel. 


| * + * 


Reo Exports Climb 
Sharply in 1951 


| LANSING.—A 55 percent increase 
jin Reo’s export sales during the 
| vear just ended is reported by John 
|T. Clark, export sales vice-presi- 
|dent for Reo Motors. During 1951, 
jhe said, Reo exported 1,173 trucks 
|vlus special equipment, parts and 
lawn mowers. 

“Despite the increase in exports 
|during the year, activities were 
| sharply curtailed by continued ma- 
| terial shortages, various import re- 
| strictions, and currency exchange 
| problems,” Clark added. 





Louisiana Assn. 
To Hear Haake 
At March Parley 


NEW ORLEANS.—The principal 
speaker for the Louisiana Automo- 
bile Dealers Assn. convention 
|scheduled here at the Jung hotel 
| March 10-11, will be Dr. Alfred T 
Haake, consultant for Genera! 
Motors, according to Joseph A 
Paretti, president and chairman of 
the speakers committee. 

Other speakers will be Robert W 
French, executive director of Tu- 
lane university and dean of busi- 
ness administration of the univer- 
sity; Robert E. Elliott, president of 
|the International Heuse of New 
Orleans, and Mayor Chep Morrison 

William J. Willkomm, chairmar 
of the publicity committee, an 
nounced that the three local news 
;papers, the Times-Picayune, Nei 
|Orleans States and the Item, wil! 
}publish convention sections. 

General Motors Acceptance Cor} 
will give a cocktail party Marc! 
10, according to Larry Louvierr« 
chairman of the refreshment com 
mittee. Entertainment committe 
chairman Mike Persia has prom- 
ised a topflight floor show. 

A special program of entertain 
ing and sight-seeing has been ar 
ranged for the wives of the dealer 








attending the convention. 
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The Progressive Farmer has performed a vital role in 
this great progress. Better farm management, crop diversi- 
fication, farm mechanization and farm electrification are 
keynotes of the editorial policy of the South’s leading maga- 
zine. Today this policy bears fruit, as Southern farm families 
set the pace for the rest of the country. 


Leading advertisers recognize The Progressive Farmer’s 






*The South is predominantly 
rural in population and trade. 


New census figures reveal amazing facts about the tremendous growth of 


f Y T : the rural South* During the 10 years prior to the 1950 census, the rural South... 


South © 


gained 12.5% in owner-operated farms 
compared to a gain of .7% for the rest of the U. S. 


gained 235.8% in electrified farms 
compared to a gain of 56.6% for the rest of the U. S. 


gained 13.7% in farm-owned automobiles 
compared to a loss of 4.7% for the rest of the U. S. 


gained 153.9% in farm-owned trucks 
compared fo a gain of 86.1% for the rest of the U. S. 


gained 222.3% in farm-owned tractors 
compared to a gain of 107.6% for the rest of the U. S. 


powerful influence in the up-and-coming rural South. The 
Progressive Farmer leads all U.S. farm magazines in gains 
in advertising linage, 1950 over 1949, 1951 over 1950...and 
in total post-war gains. 

It will pay you to GROW SOUTH! Place more of your 
advertising in The Progressive Farmer to sell 1,190,000 
prosperous Southern rural families. 





Glidden Grows South! 


“Our sales records show the tremendous growth of the 
rural South as a market for paint, food and the many 
other items we manufacture. Also, The Glidden Company 
purchases raw materials in large volume from Southern 
agricultural areas, and we are fully aware of the 
improved financial condition of the Southern farmer. 

We know that we are now obtaining just a portion of the 
potential volume in the area. Our production and marketing 
plans for 1952 include vigorous efforts to develop our 
position in the South in order to capitalize on the 

great opportunity which exists.” 


DWIGHT P. JOYCE, President 
The Glidden Company 


The SOUTH subscribes to The Progressive Farmer 


BIRMINGHAM « RALEIGH * MEMPHIS + DALLAS * NEW YORK «+ CHICAGO «+ EDW. S. TOWNSEND CO., SAN FRANCISCO, LOS ANGELES 


SSR ORIEN ta FRUIT SL 
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British Report 


25% Increase in 


U. S. Sales in 51 


NEW YORK.--Sales of British 
cars in the U. S. increased more 


! 
| 
| 


} 
| 
| 
} 
} 
| 
| 
| 





‘Big Era for Little Car’ , 


Gulf’s Ayres Says Heavy Models Precipitate 
‘Reckless Waste of Gasoline’ 


PHILADELPHIA. — American,when we will have cars that aver- 


than 25 percent in 1951 over 1950, 
it was reported here by Sir William 
Welsh, North American represen- | 
tative of the Society of Motor) 


Manufacturers & Traders, British | 


| customers’ insistence on “big, heavy 
| cars with soft tires and overpower- 
|ful engines” is contributing to a 
| reckless waste of gasoline, Eugene 


automotive trade association. 


Based on registrations for the 
first 11 months, plus a conservative 
estimate for December, 19,840 Brit- 
ish cars were sold in the U. S. 
during 1951, compared to 14,901 in 
1950, Welsh said. 

The number of cars actually im- 
ported by the U. S. from Britain 
also showed an increase, with some 
20,400 units shipped here in 1951, 
against 19,977 during 1950. Imports, 
of course, outnumbered registra- 
tions because of the need to main- 
tain dealer stocks of vehicles. 

Due to the demands of Britain’s 
rearmament program, the country’s 
total vehicle production during 
1951 dropped 9 percent compared to 
1950, Welsh revealed. 

Although overall British automo- 








The first production machine arrived at the new Chrysler engine plant in Trenton, 
Mich., from the Highland Park plant. The company said that 10 minutes later the 
machine was in place on the new production line. Chrysler added that the change- 
over was made without loss of production or employment. It is planned to move 508 
separate machines in 25 working days. 





tive production is expected to drop| armament program, exports to the 
30 to 40 percent during 1952 be-|/U. S. will be maintained at the 
cause of the demands of the re-|same or higher levels, Welsh said. 


a e. 





ing of American Assn. for the Ad- 
vancement of Science here. 

Ayres claimed that if Ameri- 
cans would be content with small- 
er automobiles of simpler design 
they could drive the same dis- 
tance at half the gasoline they 
now use. He said that this would 
sharply reduce the cost of motor- 
ing and extend the automobile 
era for years. 

“At present no one here wants 
a smaller car with less brilliant per- 
formance, speed, acceleration, com- 
fort, handling ease, and glamor,” 
Ayres said. 

He predicted that fuel gradually 
will become more expensive as it 
becomes scarcer, and automobiles 
will become costlier to run. 

He said that a time will come 








d 





PARTNERS IN 


PRESERVING A 


VITAL NATIONAL RESOURCE 


The preservation through lubrication of our vitally important highway transportation system 
is a tremendous responsibility involving a four-way “partnership”. 


® The automotive manufacturers issue lubrica- 
tion recommendations based on exhaustive 
research, tests and study. 


@ The oil industry spends millions in develop- 
ing the lubricants specified by the manufacturer. 


@ The service dealer's job is to fulfill the 
manufacturer's recommendations through proper 
application of the oil company’s lubricants. 


@) CHEK-CHART’s function for more than 22 
years has been to translate the passenger car, 
truck and tractor manufacturer's recommenda- 
tions into uniform, easy-to-follow lubrication 
diagrams distributed by oil companies, as part 
of complete lubrication guides, to service out- 
lets throughout the world—assurance both to 
the automotive industry and its customers that 
well engineered cars, trucks, tractors, etc. will 
be protected by complete and correct lubrication. 


Working together, the four “partners” in lubrication have gone far in preserving the high- 
way transport system that means so much to us in war and in peace. The closer the coopera- 
tion, the greater the service to the public. That is why it is so gratifying to see automotive 
men joining the oil men in the meeting of the API Lubrication Committee now in session 
in Detroit. CHEK-CHART salutes the meeting as another example of partnership effort. 


THE CHEK-CHART CORPORATION 


HEADQUARTERS FOR AUTOMOTIVE AND AIRCRAFT SERVICE INFORMATION 
31 EAST CONGRESS STREET . CHICAGO -; ILLINOIS 


IN CANADA: CHEK-CHART CORPORATION LIMITED e EXECUTIVE OFFICES, 31 EAST CONGRESS STREET, CHICAGO 5, ILLINOIS 


poeta 
Chel-Chart 
a tam 








age about 40 miles per gallon like 
the Italian built Fiat or 70 miles 
per gallon like the tiny British 


| cars. 
| Ayres, of Gulf Oil Co., told a meet- | 


Ayres pointed out that the typi- 
cal American car averages well be- 
low 20 miles per gallon of gas. He 
said that the low efficiency of the 
automobile in converting heat into 
useful power is a well-known engi- 
neering scandal. 


“The energy system efficiency 
of the automobile is lower than 
that of the now obsolete steam 
locomotive, which at its optimum 
operating rate was wont to spew 
44 percent of unburned coal out 
of its stack. 


“Poor performance is an inevit- 
able consequence of our insistance 
upon big, heavy cars with soft tires 
and overpowerful engines.” 

He said that smaller engines are 
more efficient than large ones and 
use less fuel. 


“The motor car era is less than 
50 years old, has not yet reached 
maturity and has, perhaps, almost 
another 50 years to go.” 

. Ayres said that he did not know 
what would take the place of the 
automobile. He remarked: 


“If we should have something 
less satisfactory for a decade or a 
century, we shall eventually develop 
means of transportation as superior 
to the present motor car as the 
motor car is to the oxcart. 


“Our successors may read with 
moderate interest about this age of 
the motorcar when almost every- 
one had a two-ton vehicle for his 


| Dersonal convenience. Learned pro- 


fessors of history will explain to 
faintly amused students why the 
— of the motorcar came to an 
end.” 


Highway Groups 
Press Demands 
For More Steel 


WASHINGTON. — Highway-user 

groups throughout the nation are 
solidly behind the efforts of high- 
way department officials to get 
more steel for road improvement, 
reports the National Highway 
Users Conference. 
; The NHUC said it is getting an 
increasing number of reports of 
action by highway users, either 
individually or through state or- 
ganizations. 

Government defense planners are 
being told that present steel allot- 
ments are inadequate, and they are 
being called upon to re-examine a 
steel distribution policy which is 
Said to be strangling highway pro- 
grams everywhere. 

The organizations insisting on 
more highway steel include farm 
groups, motor clubs, good roads 
associations, trucking associations. 
rural letter carriers and auto dealer 
associations. 

“The citizens who use America’s 
highways,” savs the NHUC, “seem 
determined that the defense-sup- 
porting nature of our critical road 
needs must be recognized.” 


Hudson Switches 


Zone Managers 


DETROIT.—Hudson’s zone man- 
agers in Cincinnati and Dallas hav: 
switched assignments, it was an- 











John W. Merrin 


nounced here by N. K. VanDerzee 
sales vice-president. 

George T. Curry has moved t« 
Dallas after three years as zons 
manager at Cincinnati. John W 
Merrin, manager of the Dallas zon: 
for the past year, has been move: 
to Cincinnati. Curry has been wit! 
Hudson since 1945 and Merrin since 
1950. 








- 
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s hese cars will get the business 
Jor Hudson dealers in 52 
A fabulous new HU N HORNET 


with a new, lower-priced running mate, 





the spectacular 


HUDSON WASP 























co . eh a, . = aera New Hudson Wasp Two-Door Brougham in Hudson-Aire Hardtop Styling 


o 
b’ eo 


L.. SURE to be a great year for Hudson dealers. 





a3 The fabulous Hudson Hornet, the luxurious Commodore and the 
a 2 . vt ‘ r ~ lac 7 } tT r ~ ; 
ree plus the sensation of the year san spectacular new Hudson Wasp have inspired new Hudson-Aire 
Hardtop Styling, at standard sedan and coupe prices! The thrifty 
Pacemaker is fashion-fitted, inside and out, to make it the most 
glamorous car in its price class. 


+ ~  Hudson’s new, lightweight 


These four great series come in 21 thrilling models, with prices 
a3 beginning near the lowest-cost field. 


. Wo Wi D & n Cc A & “a Hudson dealers will have a new, lightweight car that will sell 


for hundreds of dollars less than the lowest-priced current Hudson 

model. It will be new from stem to stern—more beautifully 
—~ streamlined, roomier, safer, and will have more power than 

anything ever seen in its class. 

There are a few choice Hudson franchises available for dealers 

who want action .. . and profits! For full and confidential in- 

formation, write, wire or phone C, A. J. Hadley, Sales Manager, 
\ Hudson Motor Car Company, Detroit 14, Michigan. 


Standard trim and other specifications and accessories subject to change without notice. 


Hudson -Aire Hardtop Styling at standard sedan and coupe prices 
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F EVER I am accused of some 

heinous offense, such as high 
treason, or stupidity (the worst 
crime of all), I should like to be 
tried before a jury of my peers, 
chosen from the membership of the 
“30-Year Club” of the National Au- 
tomobile Dealers Assn., organized 
recently at a breakfast on the Star- 


light roof of the Waldorf-Astoria | 


in New York. 


If it pleases the court, I would 
like to see the oldest Ford dealer 
in America, Billy Hughson, of San 
Francisco, on the bench. That rare 
gentleman started selling automo- 





biles the year I was a freshman in 
college and no man can be a leader 


lin any industry for over 50 years 
| without being honest. 


I wouldn’t care if they had 50 
television cameras in the court- 
room if the personnel at the press 
table included such “30-year men” 
as Leon Pinkson, of the San 
Francisco Chronicle; Bert Pierce, 
of the New York Times; Dave 
Wilkie, AP, and Ernest Peterson, 

| Portland Journal. Those boys are | 
| not congenitally constituted to | 
report anything except the truth. 


The idea of the “30-Year Club” | 
| originated with a committee headed 
| by W. L. Mallon, of New Jersey, as 
chairman, and included Cliff Bishop, 
of New York City; Harold Lan- 
phear, of Rhode Island, and Nor- 
man C. Lawson, representing the 
state of New York. 

Any active member of NADA who 
has been in the business of retail- 
ing automobiles for 30 years or 
more is eligible for membership 
(with credit for time out in war 
service). 





* * + 


No Membership Dues 
ye striking facts about the “30- | 

Year Club” make it unique. | 
There are no dues to be paid at 
present ... and no organized drive 





for membership 
belong... 


——¢——_——~ 
ee 
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MECHANICS 
LOCKER 
koom 














“Still hinting around for show- 





ers, eh, Hansen?” 


is possible. You 


or you don’t. 

More than 1,000 applications for 
membership were received after 
the first announcement, coming 
from all over the U. S., Canada 
and Mexico, while more than 300 
of the 12,000 dealers registered at 
the convention in New York hap- 
pily crowded the Starlight dining 


room before 8 o’clock Tuesday 
morning, Jan. 29 (pretty early, 
I'd say, for Park Avenue). 

The attendance at the big con- 
vention was the largest ever and 
the sales at the exhibits in Grand | 
Central Palace exceeded all the} 
hopes of service equipment manu- | 
facturers. The largest percentage | 
of dealers in attendance, of course, | 
came from within 1,000 miles of | 
New York, but there were many | 
from the far west, from Canada 
and from Mexico. 

* * * 


|Pardon Me, Madam 

O THIS old-timer, who for more 
than 50 years has known his 
|way around Horn & Hardarts... 
| Nedick’s . Child’s restaurants, 
and how to avoid getting lost in 
the subways, it was a bit embar- 
rassing to get lost in the Waldorf- 
Astoria. 

I can’t recall the names of all 
the bays, bayous, butler’s pan- 
tries, and beauty parlors I found 
myself in before I stopped a per- 
fectly accoutered woman going 
down one of the swank corridors 
as if she knew exactly where she 
was going. I’m tellin’ yuh, she 
looked like a billion dollars (it is 
no longer fashionable ... or dip- 
lomatic . . . to speak of millions). 
In fact, she looked just like a 








“ORCHIDS” to the factory men........ 
To HELP YUUR pRorits 


Hoods and other 

sheet metal parts 
protected by Cad- 
wrap with Cadclips 
ore welcomed by the 
truck and freight peo- 
such 


ple. They know 


parts handle easier, nest 


better and cut down 


damaged-in-transit claims. 


YOU MUST KNOW Cadwrap 


You may not have known 
its name until now, but 
most dealers now receive 
sheet metal parts from 
their factories wrapped in 
Cadwrap - Firs: devel- 
oped to protect fenders, 
it is now used on all such 
items as doors, decks, 
hoods, fenders, etc. 


WHAT ARE Cadclips? 


A patented metal device 
which slips over the dou- 
bled edge of Cadwrap 
and is easily clipped in 
place. They eliminate the 
unhandy wire or cords 
formerly used, making 
the parts easy to handle 
and, perhaps, most im- 
portant, cut down storage 
space because they nest 
so well. 
































patent pending 


permanent resident of the Wal- 
dorf. 

“Excuse me, madam, can you tell 
me where I am?” 

“Of course,” she answered, smil- 


ing. “You’re at the Waldorf - As- 
toria.” 
“So I’m told,” said I, “but I 


thought you might know where I 
want to go.” 

She burst out laughing and said 
(looking at my bald head): “Well, 


| you're not going to the hair dresser 


with me. I’m from Cedar Rapids, 
Ia. I just got over being lost. Why 
not ask a bellboy?” 

“Thank you,” I answered. “I asked 
a policeman up on Columbus Circle 
how to get to Grand Central Palace 
and he just growled: ‘Take a taxi.’” 

~ * * 


Wives Looked Chic 
HE members of the “30-Year 
Club” are fine looking business- 
men. Those lads have been through 
the mill. 

Their wives (confidentially) looked 
quite a bit younger than their hus- 
bands. In fact, as if they might 
have an intimate acquaintance with 
Elizabeth Arden . .. were “just- 
like-that” with Hattie Carnegie... 
regular customers at Bergdorf- 
Goodman’s .. . most familiar with 
the “Tailored Lady.” In _ other 
words, they had what it takes to 
make a man look twice and then 
look again. 

You couldn’t elbow your way 
through the crowd in Grand Cen- 
tral Palace on Sunday, where the 
successful dealers were looking at 
the latest profit-making equipment 
of the service equipment manufac- 
turers. They ... the dealers. . 
know that with the curtailed pro- 
duction of new cars... the short- 
age of skilled mechanical help and 
the deluge of used cars at the door 
waiting for appraisal ... the well- 
equipped and well-managed service 
department, under the direction of 








THEY SPECIFY 


Cadw 


The men at your factory are always on the lookout for ways to help their dealers 
show better profits, especially in your service and repair departments. That is 
why most manufacturers of cars and trucks now ship sheet metal parts wrapped in 
Cadwrap . And your own experience will prove that doors, fenders, decks, 
hoods, etc., shipped in this unique, patented, cushion-type protection arrive 
minus the dings, dents and scratches that formerly took so much in time 
and money to fix up. 
Perhaps today, you may see one of your mechanics unwrapping a 

fender, or hood or deck that has arrived in good condition because 

of Cadwrap . As he removes that heavy, tough, creped paper 

with the excelsior cushioning and finds none of the damage usually 
anticipated in former times, why not “pin an orchid” on the 


factory men who find so many ways of helping you—their 
dealer—cut costs and make money. 


WHAT IS Cadwrap? It is a patented wrapping consisting of tough, extra-heavy, creped 
paper laminated to excelsior cushioning pads. Because it conforms 


to the shape of the part, it is easily handled and fastened in place. 





Cadwrap anv Cadclips art MANUFACTURED BY CADILLAC PRODUCTS, INC. 





2300 GAINSBORO, AVENUE 


FERNDALE 20, MICH. 


intelligent men trained to sell serv- 
ice, will make the difference be- 
| tween profit and loss. 

One widely experienced dealer 
| put the whole story in a few para- 
| graphs when he said: 

“Service has always been the last 
word in my business, as it should 
be in any business. I attended all 
| the clinics wisely organized for the 
|}dealers by the management and, 
|in spite of the fact that I have 
|always tried to keep on the ball, 
|I learned a lot. 

“From now on I’m going to in- 
tensify our teaching work with 
our mechanics and service sales- 
men, I'll buy all the modern 
equipment the boys need to make 
up for the shortage of skilled 
men, furnish instruction in the 
shop to tell the men how to take 
care of any service problem on 
any make of car ... whether its 
Hydra-Matic ... Dynaflow... 
Ford-O-Matic . . . Merc-O-Matic 
- . . Ultramatic . . . Powerglide 
+ .. power steering or what have 
you. 

“But ... the big pressure in my 
organization will be on training 
service men to be good salesmen 
in their contacts with the cus- 
tomers. 

“When any car owner drives up 
to my place he is going to get the 
same courteous treatment as if he 
was just about to lay down the 
cash for a new car. Remember, 
it’s the sum of the sums on the 
service ticket which will keep the 
dealer out of bankruptcy ... make 
permanent friends of the owners by 
keeping them satisfied. 

“With millions of cars on the 
road, owners are going to need 
help. A good intelligent service man 
will no longer be satisfied to merely 
put in gas... or perhaps oil. He 
will give that car a going over to 
see whether the owner doesn’t need 
something else. In other words, h« 
will become a merchandiser, and 
when he does he will be entitled t« 
more pay.” 


W. Va. OK’s 3% Hike 
On Auto Insurance 


CHARLESTON, W. Va.—An av 
erage 3 percent increase in auto 
mobile insurance rates of the Na 
tional Automobile Underwriters ha: 
been approved by State Insuranc: 
Commissioner Robert A. Crichton 

Collision insurance rates will b: 
increased 6.7 percent, but compre 
hensive coverage rates will be re 
duced 20 percent, Crichton said 
Crichton pointed out that the rat: 
changes are a result of the insur 
ance department’s study of a re 
port filed by the companies las 
summer. 
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An expensive way to treat your customers ! 


i you’re keeping your new car customers 
in the dark about Goodyear’s LifeGuard 
Safety Tubes, could be it’s costing you 
plenty. 


Because you’re losing out on some hand- 
some extra profits—and profits you’re in 
a better position to make than anyone else. 


You talk to the prospect at the very 
time when it’s easiest for him to buy this 
priceless protection. Just a small addition 
to his car-payment plan puts LifeGuards 
on his car. 


All you have to do is remind him that no 
tire in the world is blowout-proof—and 
that a blowout accident could do costly 
damage to his new car, could even result 
in death or injury. 


Goo 


Show him how Goodyear’s LifeGuards 
make the worst blowout as harmless as a 
slow leak—how they give him gilt-edge 
protection against blowout accidents and 
blowout tragedies. 


Point out, too, that he needs that pro- 
tection, because 1 out of every 8 motor- 
ists had blowouts last year!* 


You’ll chalk up some mighty tidy profits 
and some mighty grateful customers when 
you start selling LifeGuards. Phone your 
Goodyear Dealer now to learn how you 
can get this extra business without even 
carrying stock or rendering service! 


*From Crowell-Collier Sixth Annual Tire 
Survey. 


Show customers how GOODYEAR’S LIFEGUARD SAFETY TUBES 
make any blowout harmless! 


1. The LifeGuard Safety 
Tube has two air cham- 
bers. Only outer cham- 
ber gives way in case of 
blowout. 


2. Reserve air in strong, 
cord-fabric inner cham- 
ber supports car long 
enough for safe, gradual 
stop. 


DF YEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


LifeGuard, T. M.—The Goodyear Tire & Rubber Company, Akron, Ohio 
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Engineers Get Photographic Story From GM... . 





How Carbon Affects Engines 


DETROIT.—How do carbon de- 
posits affect the firing of an auto- 
mobile engine? } 

A photographic answer to this 
question—important to engineers, 
fuel chemists and motorists—was 
presented to the recent conven- 
tion of the Society of Automotive 


Engineers here by Dr. Lloyd L. 
Withrow and Dr. Frederick W. 
Bowditch, of General Motors Re- 
search Laboratories. 

Their technical paper, “Flame 
|Photographs of Autoignition In- 
duced by Combustion Chamber De- 
posits,” was described as a progress 
report in a long-term fundamental 
study of automotive engine com- 
bustion. 

Using a high speed camera, they 
produced a photo record of the en- 
tire engine flame cycle in combus- 
tion chambers deliberately crusted 
and flaked with carbon in a V-8 
and two single-cylinder laboratory 
test engines. 


Tested at Low Speeds 


Outfitted with transparent quartz 
heads through which photos could 
be taken, the engines were run at 
low speeds under light load ¢ondi- 
tions, similar to the stop-and-go 
driving every motorist endures in 
city traffic. 

In normal automotive engine 





DON’T MISS THE 
ACME AD ON 














combustion, the air-fuel charge 
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from the carburetor is ignited by 
the spark plug and the flame | 
fans evenly across the chamber 
until the charge is completely and 
smoothly burned. It is like the 
sweep of a grass fire from one 

side of a field to the other in a 

high wind. | 

In a combustion chamber coated | 
with carbon, Dr. Withrow and Dr. | . ii 
Bowditch demonstrated, the flame’s | + P 
symmetry is distorted or conspicu- | 52 Ford Bows Via TV— 
ously absent. As a result, ignition| Television was used to introduce the 
timing is neutralized; the spark no| 1952 Fords to 1,200 dealers and sales- 
longer controls firing of the air-|men in Atlantic City, N. J. The closed 
fuel charge. jchannel telecast was picked up in a 

“Mechanical octane” numbers de- | hotel garage and shown in the ballroom. 
signed into the combustion cham- | Smiling at the success of the program are, 
ber begin to depreciate. In effect, |!eft to right, Gordon Johnston, Ford dis- 
the air-fuel charge pops off before | trict sales manager at Chester, Pa.; C. R. 
it is supposed to, and this sub-| Beacham, Ford's southeast regional sales 
tracts from the engine’s efficiency | manager, and Doug Deakins, producer- 
and fuel economy. | director of the TV crew. 

Obvious result to the car owner | 
is that his engine operates roughly 
or may “ping” when quickly accel- 
erated in traffic. 

Photos of carbon coated com- | 
bustion chambers show that be- 














fore the normal spark from the 
sparkplug can inflame the air- 
fuel charge, the charge some- 
times ignites in a galaxy of tiny 
explosions, either from hot car- 














bon particles shaken loose in the 

| turbulent gases or from hot car- 
bon flakes sticking to the cham- 
ber walls. 

Although these explosions and 
erratic high pressures rob an en- 
gine of efficiency, they are not an 
unmixed curse. They are part of a 
process by which engines purge 
themselves of carbon, the photos 
revealed. 

Carbon particles cause trouble in 


« |transit, so to speak, but they are 


on their way toward an exit, the 

exhaust manifold. 
* + * 

Other Causes of Autoignition 

Particularly significant, Dr. With- 
jrow and Dr. Bowditch said, was 
|photographic evidence indicating 
that decomposed products of leaded 
(Ethyl) fuels were not the only 
cause of autoignition (engine com- 
bustion by other means than the 
normal spark from a sparkplug). 

“A few years back, many car 

owners made a practice of pur- 
chasing a tank of Ethyl gasoline 
at intermittent intervals to burn 
the carbon out of the engine,” 
they said. “The present data to- 
gether with the known chemical 
facts about the behavior of mix- 
tures of carbon and lead com- 
pounds indicate that the lead 
salts left in the engine by the 
Ethyl gasoline are indeed capa- 
ble of purging substantial 
amounts of carbon from the en- 
gine under some operating con- 
ditions.” 

Also, the two GM _ researchers 
| said, deposits formed by non-leaded 
|fuels will purge themselves, thanks 
[to traces of chemical substances in 
|the air. Entering through the en- 
|gine air intake, these substances 
{not only lower burning tempera- 
ture of carbon but also speed chem- 
ical reactions between carbon de- 
| posits and oxygen in the air. 
| Another important phase of this 
GM research investigation was to 
track down so-called “wild ping.” 














| This is a type of knock that oc- 
|curs in some carbon coated engines 
when a motorist accelerates sud- 
| denly in traffic. “Wild ping” is 
|spontaneous—not the usual xylo- 
|phone sequence of ordinary hill 





Complete new line of patterns 





in wonderful plastic fabrics with 


brilliant quilted Bolta-Flex trims. 


For the third straight year—full color, half page 


ads in The Saturday Evening Post and Holiday... 
d tw] p 








the only seat covers to be nationally 


advertised on such-a scale. 


Complete new “package” of sales and advertising 
helps. (Last year hundreds upon hundreds of dealers from Maine 


to California advertised Howard Zink seat covers 


using mats supplied by us.) 


climbing or steady acceleration 
| knock. 

| Dr. Withrow and Dr. Bowditch 
observed photographically that 
while a test engine was run at 
idling speed, carbon flakes in the 
combustion chamber glowed a 
dull red. “But as soon as the 
throttle was opened,” they re- 
ported, “the space in the combus- 
tion chamber was filled with 
glowing particles which remind- 
ed one of fireworks at a Fourth 
of July celebration.” 

This “ping” or knock followed 
the dislodging of deposit particles 
which became hot enough by them- 
selves to ignite the incoming air- 
fuel charge. Before spark inflam- 
mation could occur, the chamber 
was so alive with small explosions 
that photos of the phenomenon re- 
sembled pictures of the Milky Way 
taken by astronomers. 
| * * 





Would Require Attention 


Other types of autoignition also 
were photographically investigated. 
For instance, Dr. Withrow and Dr. 
|Bowditch let an engine run with- 
jout electrical ignition after it had 
been well coated with heavy de- 


| posits. 
| In these photos, also, either hot 
|particles whizzing through the 





| gaseous charge or particles clinging 
|to the chamber walls automatically 
|ignited the air-fuel charge. The ex- 
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The Howard Zink Corporation 


I'd like to learn all about your 1952 program. 
Please send your representative to see me. 


| 
| 
| 
| 
SUNN CA dheeneaneweeereeereadseseeeneneensescans | 
| 
| 
| 


Company. «ccocccccececes Feeeocceecccoecsecces ° 
BOG Sb 62 6000 nsbd60eeeceedsennseceescecive ° 
COB TARO. vcncccacccdesecdensMtOsssccassue ° 
iene cue a: > ae Gene Gem quue Gu Gime Gale Gum ame ame 


More than ever the best-known, best-liked, 
most asked-for seat covers in the 
world ... more than ever it will pay to be 
associated with the leader! 


THE HOWARD ZINK CORPORATION 
Passaic, N.J. © Long Beach, Calif. * Charleston, Miss. 
Fremont, Ohio 





| WORLD'S LARGEST MANUFACTURER OF AUTO SEAT COVERS 


| plosions, like those of “wild ping,” 
|conformed to no definite shape or 
pattern. 

| Dr. Withrow and Dr. Bowditch 
| pointed out that if carbon depos- 
its never purged themselves, the 
combustion chamber of an engine 
would fill up with solid material 
and require mechanical attention. 

“Thus,” they said, “it is apparent 
that in the process of eliminating 
one problem, the deposit remova! 
introduces another in the form of 
autoignition.” 

They explained that “general dis 
tortion” of the flame in the com- 
|bustion chamber usually resolves 
itself into a race of normal engin 
| Spark versus autoignition. 
| Fortunately, they said, hot par- 
| ticles generally kindle the air-fuel! 
|charge just before or at the in- 
stant the engine piston reaches toy 
dead center. 
| The speakers said flame photo- 
graphs offered no definite conclu- 
|sions covering all cases of auto- 
ignition, but the photos prompted a 
“number of general observation: 
that bear on the deposit problem.’ 


| 
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JUST OUT! COMPLETE 1951 RECORD 
OF NEW CAR SALES IN NEW YORK 






















| leaeio is the complete New York picture on 

new car sales for the year of 1951. A 
borough-by-borough breakdown shows total 
sales, sales rank and percent of field of all 
makes in 115 sales districts. Accurate, read- 
able, this new Journal- American survey 
quickly gives you all the answers on buying 
preferences and trends in the world’s largest 
automobile market. 
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NATIONALLY REPRESENTED BY 
HEARST ADVERTISING SERVICE 


A HEARST NEWSPAPER 
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Establish shot on Camera 1: Berle reiterating , 

fact that television is today the most profitable } 

Camera Directions and Script Outline for Mr. Television medium for advertising ever evolved. } 
+ 

. 
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Hold on close-up: Texaco gained a 94% 
customer increase with viewers of “that show” 
it sponsors. 


Move in for close-up: or one super example 
in the automotive field . . . 


‘ 
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Cut to close-up, Camera 2: And in today’s Zoom on Camera |: It’s “TODAY” 
daytime TV, there’s a great new opportunity — the startling morning operation that's 
for advertisers who want those extra customers revolutionizing television's daytime position. 
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— ata low, low budget. 
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Dissolve to Camera 3: Take the 
37% sales increase among viewers for all 
TV-advertised packaged goods — 


Hold on close-up: That dollar for dollar 

it delivers more audience . . . more customers 
...and more results than any other means 
of advertising. 
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Fade to Camera 3: Today, TV delivers 
18.6 extra customers per dollar in the evening 
—18.7 in daytime. 


Move in on Camera 2: Another fact? 
There are one-third more TV viewers reached 
per dollar today than a year ago. 


The sales facts noted here are taken from “Television Today,” 
the remarkable study which will influence your advertising 
plans for years to come. Copies available from 

NBC-TV Sales. 


Poses by Mr. Television. 
Photography by Philippe Halsman. 


Sponsorship opportunities on “TODAY” and a 
few more shows, program segments, and time periods 
are now available. Contact NBC-TV Sales. 


mets 
lee 
Cut to long shot: And of course, it’s on NBC — 
where advertisers get the biggest stars on the 
biggest shows ... the biggest audiences to the 
biggest network . . . for the biggest results. 


The network where success is a habit 
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Tobin Sees Employment 
Reaching Peak in 53 


AUTOMOTIVE NEWS, FEBRUAR 





By William Ullman 

Washington Correspondent 
ECRETARY OF LABOR TOBIN last week forecast that 
S manpower needs for the defense program and for expected 
levels of civilian output will increase by an estimated 3,500,- 
000 over the next two years. “This is a feasible goal, in 


terms of aggregate manpower 
supply,” he said, “provided 
that intensive efforts are 


made to expand the labor 
force and to utilize all available 
workers.” 

Tobin’s conclusion was derived 
from an analysis of the manpower 
outlook, “Projected Manpower Re- 
quirements and Supply, 1952-1953,” 
prepared by the Bureau of Labor 
Statistics. The BLS estimates of 
manpower requirements were based 
on present schedules for defense 
production and military recruit- 
ment and on the assumption that 











. maintained at the 

highest levels con- 
sistent with the 
priority given to 
the defense pro- 
gram. 

“The pressures 
on manpower sup- 
ply are expected 
to be greater in 
1953 than in 1952,” 
Tobin stated in 
summarizing the 
report. “In 1952, 


output for civilian use will be 


William Uliman 
expanding manpower requirements 





| for the defense program will be 
partly offset by reductions in non- 
defense employment resulting from 
curtailed supplies of metals for 
| civilian uses. The expected net gain 
|in manpower needs totals 1,500,000 
(including scheduled armed force 
|puildup) for the period between 
|fourth quarter, 1951, and fourth 
| quarter, 1952. 

“With the number of unemployed 
|workers averaging 1,700,000 in the 
fourth quarter of 1951, equal to 
the minimum previously achieved 
in the postwar period, potential 


are relatively limited. However, we 
in unemployment—perhaps a 300,000 
ment opportunities are expanded 


place new defense contracts, where 
feasible, in areas of labor surplus. 


“To provide the additional man- 
power needed this year, the total 
labor force would have to be 
expanded by an estimated 1,200,- 
000, to 67,700,000 by the fourth 
quarter of 1952. This projected 
increase equals the gain achieved 
during 1951. 

“In 1953, we may expect a sharp 
intensification of the pressures on 
labor supply. Increased capacity in 
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manpower gains from this source | 
may expect some further decreases | 
reduction during 1952—as employ-| && 


and as we intensify our efforts to| Hg 














Parkway’s 15th Year— 
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Parkway Chevrolet, Front Royal, Va., is observing its 15th anniversary as a Chevro 


let dealership. Dealer W. Rice Matthews recently completed a modern used-car lot ct 


| the extreme right of the building. 





steel and other metal producing in- 
| dustries should permit a significant 
| easing of present limitations on the 
civilian metal goods industries and 
en non-defense construction and, 
with continued gains in consumer 
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A progressive shop owner recently purchased two SUN 
Testers for $1,400. He sent a mechanic to the SUN 
Technical Training Center. Salary and expenses during 
training totaled about $1,000. Total investment was 
$2,400. During the first six weeks operation of his 
Diagnosis Department, he diagnosed over 200 cars at 


ment of $2,400. 


hundreds like it. 


_— 
CTRIC CORPORATION 


an average repair order per car of $52.45. His monthly 
average of service sales jumped from $6,000 to $9,257 
...a monthly dividend of $3,257 on his original invest- 


This same story is being repeated in hundreds of service 
shops throughout the nation. Your SUN Man will be glad 
to show you actual facts and figures on this shop and 


Tell us the number of cars you service per month. We 
will show you what shops of your size may expect in in- 
creased sales and profits with SUN Diagnosis Equipment. 


6327 AVONDALE AVENUE 
CHICAGO 31, ILLINOIS 


R5838 


income, we may anticipate a pro- 
nounced recovery in labor demand 
for the production of civilian 
goods.” 

* * * 


Profit Gearing Charged 

HE U.S. Chamber of Commerce 

“ told the Renegotiation Board 
last week that the Renegotiation 
Act of 1951 “comes very close to 
charging the board with responsi- 
bility for determining the reason- 
ableness of profits of American in- 
dustry generally.” 

The USCC filed a memorandum 
of suggestions and comments on 
proposed regulations growing out 
of the act. It said that “industry 
is ... greatly concerned as to 
whether at the end of. the emer- 
gency it will be left in a sound 
condition for further expansion 
and development in the tradition 
of the free-enterprise system, or 
whether its profits will be so lim- 
ited by renegotiation and taxes 


| as to leave it dependent upon 


government controls and perhaps 
direct government subsidies.” 

The memorandum, sent to Chair- 
man John T. Koehler, said that the 
concept of renegotiation in the 1951 
act is “very broad and varies con- 
siderably from the original concept 
of price adjustments on certain 
classes of government contracts en- 
tered into under the exigencies of 
wartime procurement.” 

Renegotiation now extends well 
beyond procurement directly con- 





nected with the defense effort, it 
|‘vas pointed out. 
a * * 


| Pressure on RFC 


NE likely result of the renewed 
| hearings on the Reconstruction 
| Finance Corp. will be Congressional 
| pressure for final dissolution of the 
agency on the ground that it has 
long since outlived its usefulness, 
puts government into a business 
|which, in these times, it has no 
prover place. 

Proponents of the proposal to 
| wash-out RFC include Herbert 
| Hoover, in whose administration it 
|was setup, and Democrat Jesse 
Jones, its director for 13 years of 
its service. Hoover and Jones agree 
that there was a genuine need for 
RFC during and immediately after 
the great depression but not now. 

There is considerable support 

in Congress for the Hoover-Jones 
position. However, most Capital 
Hill observers believe that despite 
the present hearings the agency 
will be continued at least for the 
period of heavy rearmament, even 
though there is no doubt that 
extension of RFC’s life is general- 

lv reluctant. 

In some Congressional quarters a 
plan to nut a definite limit on the 
agency’s life is being broached but 
has not gone beyond the tentative 
discussion stage. However, some 
such action can be regarded as con- 
siderably more than an outside pos- 
sibility. 





| 
| 
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Mexican Motor School 


apse first highwav pilot schoo 
conducted in Mexico was com- 
vleted in December. The Mexican 
government has since _ indicated 
plans for establishing a permanent 
school for operators and mechanic: 
|The program for this school is be- 
jing developed in cooperation wit" 
| Asociacion Mexicana de Camino 
| affiliate of the International Roa‘! 
| Federation. 

| It is proposed that the school b 
|}administered bv private initiativ 
with the help and participation c 
| (Continued on Page 67, Col. 1) 
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YEAR AFTER YEAR 


Commercial Credit financing is 


complete, competent, dependable 





WAR OR PEACE, prosperity or depression, times of 


shortage or plenty—car dealers have come to depend on 
CoMMERCIAL Crepit for financing as usual. COMMERCIAL 
CreEpIT’s complete financing package gives dealers control of 
their stock from factory-drive-away, wholesale and demon- 


strator services right down to final details of actual sales. 
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IN THE EVENT OF ACCIDENT— Cars sold under the 
ComMerciAL Crepit PLAN are insured by the Calvert Fire 
Insurance Company. Calvert policy on accident claims is to 
approve repair work being done by selling dealer. This arrange- 
ment benefits your customers by guaranteeing them genuine 
factory replacement parts from a reputable, reliable dealer. 
They can count on Calvert for fair and speedy claim service. 


z Eten 


INCREASED CAR REPAIR BUSINESS —With new car deliv- 
eries down, ComMerciAL Crepit’s Car Repair Plan offers 
dealers a way to sell more of the bigger, higher priced repair 
jobs. This plan enables car owners to keep their cars in A-1 
running condition with easy monthly payments. Dealers can 
help offset the decline in new car income with stepped-up car 
repair profits. Available to Franchise Dealers only. 


THE DEALER'S 
STAKE IN 


TIME 
SELLING 


WRITE, WIRE or PHONE your nearest COMMERCIAL CREDIT 
office today. Ask to see “The Dealer’s Stake in Time Selling” — 
a timely study of interest to every dealer. 


COMMERCIAL CreDIT 
CORPORATION 


A subsidiary of Commercial Credit Company, Baltimore 
.-. Capital and Surplus over $120,000,000 . . . offices 
in principal cities of the United States and Canada. 
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‘ar Reconditioning — 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 
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--+ by Jack Weed 





| Dealers Offered Big Profit Chance This Spring 7 





> in its March 29 issue, 
4 will again focus attention on 
the advantages of preventive main- 
tenance service to the nation’s mo- 











. ee my hearties, your gray|that can be followed with consid- 
thatched columnist has seen a/| erable confidence, it seems to me. | 


dream of 10 years standing come 
true—a representative group of “old 
line” shop equipment makers show- 
ing their wares to the franchised 
dealers of this great industry of 
ours at an NADA convention. 

And I'll bet a pretty dollar that 
John Casey, of Lincoln Engineer- 
ing, who came up with the idea 
“firstest,” also has a warm glow 
in his heart, for this year’s NADA 
equipment exposition was up to the 
standard that John and I dreamed 
it could be back during the war 
days, when we could see the need 
for vehicle dealers getting their 
shops equipped with tools and test- 
ing devices that would help over- 
come the impending mechanic 
shortage that even then was mak- 
ing itself manifest. 

Dealer delegates and visitors to 
the show showed their apprecia- 
tion of the much more complete 
exhibit by leaving orders and 
“hot prospect” leads that more 
than satisfied every exhibitor 
with whom I talked. 

This year’s show set a pattern 


OPS, Parts Panel 
Rehash Proposal 
For Tailored Lids 


WASHINGTON.—Members of the 
Automotive Replacement Parts 
Manufacturers Industry Advisory 
Committee met with OPS officials 
for a further discussion of the 
pricing practices in the automotive 
parts industry and the problems 
involved in developing tailored ceil- 
ing price regulations for that indus- 
t 





The meeting was the fourth 
which the committee has held with 
OPS officials, the last having been 
on Nov. 10. 

Committeemen urged OPS to 
continue to study the problems in 
the industry as a result of pricing 
under CPR 30 before issuing any 
additional ceiling price regulations. 

OPS agreed to develop further 
statistics concerning cost increases 
in the industry, and to confer again 
with industry representatives prior 
to taking further pricing actions. 
It was announced that a subcom- 
mittee appointed from the overall 
group would again confer with 
OPS in the near future to continue 
discussions concerning the pricing 
problems within the industry. 

Although no definite agreement 
was reached on several proposals 
laid before the committee, discus- 
sion did revolve around an optional 
method which would permit indi- 
vidual manufacturers to continue 
to reflect in their ceiling prices 
the provisions of the Capehart 
amendment to the Defense Produc- 
tion Act. 

This method would be of particu- 
lar benefit to those manufacturers 
who have not already filed for 
Capehart adjustments under exist- 
ing OPS regulations, it was ex- 


plained. 
Under this proposed pricing 
method, manufacturers’ ceiling 


prices would be their pre-Korean 
prices plus a fixed percentage in- 
crease for each special category of 
automotive parts. Such percentage 
increase factors will be developed 
by OPS, the agency stated. 





Service Highlights 


Dealer Drive 
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with high honors, has decided to 


| job a good part of every day meet- 


torists. 

The magazine will use a double 
page spread, entitled “Miracle of 
Main Street,” to emphasize seven 
services that a car should get in 
the spring. | 
| Meanwhile, the Inter - Industry | 
Highway Safety Committee has se- | 
|lected May as the month for an-| 
ing the people who, to a greater ex- | other “Check Your Car-—Check Ac- 
tent than any other part of the in- | cidents” campaign. 
dustry, are responsible for intro-| Both productions are of extreme 
ducing new equipment and methods | importance to franchised car and 
to the service trade. |truck dealers, more so this year 

._ = * |than ever. They will afford every 


The tool and equipment makers | 
exhibited, their jobbers cooperated | 
in boosting both attendance and | 
sales and in most cases the “tops” | 
of the makers’ firms were on the 


Credit Due Many 

REAT credit for the tremendous 

success of this year’s equip- 
ment show can be given Lynn 
Woolman, general manager of the 
Equipment and Tool Institute; 
Marty Basner, chairman of the 
ETI; Ray Chamberlain, NADA 
show manager, and hard-working 
Leroy Smith, assistant manager of 
the show. “Smitty” was up to his 
neck in trouble from the middle of 
the week before the show opened 
until the last light went out. A pre- 
vious show in the Palace was slow 


dealer the opportunity of making a 
big contribution to highway safety, | 
while at the same time swelling the | 
shop revenue of every dealer who} 
gets behind them. 
* * * | 
| grain programs have as their | 
goal the training of service per- 
sonnel to execute a better public 
relations job by doing a better job 
of diagnosing the customer’s needs, 
in addition to developing more 
items per repair ticket. 
Dealers have staring them in the 
face the fact that 37,500 people lost 





in getting out of his way, union 
delegates continually brought up 
jurisdictional disputes that ham- | 


their lives in highway accidents 
during 1951, including the millionth 
traffic fatality of alltime. This 


pered what might have been the | year’s news from the highway front 
smooth working of his force and | may be even worse, unless drivers 
the acoustics of the clinic area were | make every effort to keep their 
abominable during the first morn-| vehicles in a safe operating condi- 


ing session, but Smitty rode through | 
them all without “blowing his top” | 
(Continued on Page 27, Col, 1) | 


tion. 
Auto industry observers feel it 
behooves the dealer more than 





Mechanic Replacement Pool— 
Out of this class of automotive mechanic students which graduated from Detroit 





ever this year to do everything 
possible to help lessen the threat 
of highway deaths to the con- 
tinued growth of the industry. 
Active cooperation in the afore- 
mentioned programs is considered 
a must for dealers, because each 
one promises the opportunity of 


| getting service men into the habit 
|of doing the things necessary to 


promote a higher percentage of 
service absorption and maintain a 
higher level of gross profits for 
the dealership. 

* 


mand for new cars on the part! 


| of a public that has been willing to| 
|pay more and more for personal | 


transportation, dealers are charged | 
with generally being lax in the su-| 
pervision they give their service | 
operations. Far too many dealers, | 
it is said, fail to realize this. | 

Some dealers seem satisfied 
that they have been doing a good 
management job just because 
their total gross profit looks good 
and their service departments are 
full of customers most of the 
time. 

Some of those dealers, it is said, 
are patting themselves on the back 
because they haven’t taken the time 
to dig into service operation profits 
and analyze them on a basis of 
earnings per customer, per me- 
chanic or per stall, against their 
record during World War II when 
an efficient service operation was 
the difference between staying in 
or going out of business. 

Far too many dealers, it is said, 
are unaware that their overhead 
has tripled and the cost of writing 
a repair order quadrupled. 

* * * 

LDER dealers, it is believed, 

would holler to high heaven if 
they took time out to figure what 

a $1 lube job costs them today. 
Some of them are dealer who kicked 
in the old days about moving their 
lubrication departments up front 
where they could become the sales 
departments of the shop, because | 
the profit on a lube job was small | 
then. 

If it was necessary in the old} 
days to show dealers that they had 
to sell other services from the hoist 
in order to show a profit in the 
lube department, it is doubly neces- 
sary now. 

Both of the safety promotions 
planned for this spring have as 
their basis the practice of doing 
a better selling job by means of 





* | 


| geemeery the years of high de-| 


Safety, Upkeep Linked 


billion vehicle miles in 1951 and 
this year likely will show an even 
greater increase on a highway sys- 
tem that has seen little improve- 
|ment or growth for a decade or 
more. 
| * * & 
| PERIODIC vehicle inspection on a 
voluntary basis is being pressed 
for in those states where inspec- 
tions are not required by law. The 
need for such inspection is appar- 
ent when it is noted that 55 per- 
| cent of all the cars on the road to- 
day are more than eight years old, 
as against a ratio of only 24 percent 
in 1941. Further, a recent sample 
check of more than 375,000 vehicles 
found nearly one out of three of 
them unsafe for driving because of 
some defect or another, 

Only 14 states and the District 
of Columbia require periodic ve- 
hicle inspection. Accidents and 
deaths that go with them are 
fewer in those states than in oth- 
ers without mandatory inspection 
laws. 

The minimum cost of writing a 
repair order today is said to aver- 
age $1.74. The cost runs up to $4 
in some shops, without considering 
overhead but just taking into ac- 
count actual physical cost. 

Yet, figures from an analysis of 
more than 1,500,000 repair orders 
written last December showed that 
the average ticket carried only one 
and one-third items. 

* * bl 

VERY customer goes into a 

service shop for at least one 

item on he wouldn’t be there. Some 
want two things, and some three 
or four. 

A one and one-third item per 
ticket average would not seem to 
evidence that much selling is being 
done by service men and service 
department greeters. Still, 40.5 per- 
cent of all the repair orders checked 
in the analysis showed that the 
expense of a repair order was not 
recovered in the amount charged 
for the service rendered. 

The very least a dealer might 
expect to achieve by putting his 
service department actively be- 
hind the Collier’s and “Check 
Your Car” programs is an in- 
crease in the number of items on 
his average repair order ticket. 
He should come nearer to making 
a@ profit on some of that 40.5 per- 
cent of his business that is a dead 
loss today. 


The programs will afford dealers 


vocational schools last spring, 10 boys are still working for Detroit-area Ford dealers; 
six are still in school and will be available for employment this spring; two have gone 
to the military, but are expected back, and one has gone on to college. Only one boy 
was not placed and he is expected to be with a Ford dealer shortly. Dealer employers 
of the 10 say they are good workers and coming along better than expected. 
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Trainee Plan Averts 


N ETROPOLITAN DETROIT {and another went back to the job 
i FORD dealers have proved|he held before entering the com- 
that “manpower insurance” for | petition. 

their service departments can be 
successfully acquired by cooperat- 
ing with vocational schools. 

Ten of 21 vocational school 
graduates who \ast year won the 
right to a job with a Ford dealer 
in an automotive mechanic com- 
petition, are still working for 
Ford dealers. 

Two still hold job status with a 
Ford dealer, but are in military 
service. Two others will go with 
Ford dealers this spring when they 
attain the required age. 

One graduate, who wound up 


* + * 


ONLY one winner in the Ford 
dealer - sponsored competition 
| has yet to be placed in a Ford deal- 
jership, and it is expected that he 
will be placed shortly. 

Metropolitan Detroit Ford deal- 
ers have demonstrated that the 
bc *s who pass in the upper half 
ot their classes in a mechanics 
course in a vocational high school 
invariably make good apprentice 
mechanics. 

More than that, according to 
W. H. Walton, assistant Ford 
central region service manager, 
many of the boys show promise 
of going beyond just being me- 
chanics. Walton developed the | 








work with his father. Another grad 
was lost to General Motors; two 
‘are still in school; one is in college 





|for Ford dealers, are still going to 


a thorough inspection of such |a chance of getting order writers 
“safety service items” as steering, |in the habit of checking every car 
brakes, tires, glass, exhaust, lights |to see if there isn’t some visual 
and sight aids such as mirrors | service requirement that could be 
and wipers. done while the customer is in the 
Vehicle usage increased by 32 (Continued on Page 26, Col. 4) 





Mechanic Short 
contest that brought boys into | earn. Walton plans to extend this 
Ford-area dealerships last June. | plan to other job classifications 
Two of the boys, now working; than service mechanics. 
Teachers will select the students 
school part of each day, and this|for the half-study, half-work pro- 
factor has given Walton the basis| gram, making certain that a boy 
for another program this year in| has progressed enough in_his 
addition to the contest among voca- | studies so that he can profitably 
tional school grads that will be held | divide his ‘time and put part of 
again. | what he has learned into practice. 
. 8 ® It is expected that the new pro- 
WyALton plans a program where-| gram will go a long way toward 
by Ford dealers will sponsor | augmenting the flow of mechanics 
boys who go to school for a halfday | to Ford dealers in order to offset 
and work the other half. Walton| the flow of those being lost to the 
feels that this program will give| armed services and defense indus- 
more boys the chance to learn auto- | tries. 
motive mechanics. ., 2 ® 
In addition, Walton points out, NDER the “co-op” plan, a Ford 
the boys will get to know some- | dealer will be allowed to spon- 





thing about the functions of a |sor two boys, each of whom will 
(Continued on Page 28, Col, 3) 


dealership and learn while they 
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Dealer Stresses Goodwill Drive 


CENTRALIA, Mo A program 
» develop a record for cordial pub- 
relations has begun its second 


ear at Coe Motor Co. (Ford), here. 
V. E. Coe, co-owner of the firm, 
told Automotive News that the 


heart of his program was listen- 
ing to customer complaints, and 
producing the best possible work 
in the service department. 


Every employe has a _ standing 
order to bring customers to the 
owner in cases where they are 


unable to comply with his wishes. 
No complaint, no matter how triv- 
ial, can be ignored, Coe said. 

One of the features of the pro- 
gram is a rule which requires me- 
chanics to use the same care with | 
old cars as they do with new cars. | 
Customers who own older cars are} 
pleased when the mechanic drapes | 
a protective cloth over the fender 
before working on the engine, or 
puts a blanket on the seat cushions 
before getting in the driver's seat. 

“The owner of an older car 
naturally resents any let down in 
service techniques because of his 
car’s age or condition. No car 
owner likes to feel he is ever being 
penalized because of his car’s ap- 
pearance or age,” Coe said. 

Customers are invited to make | 
themselves at home in the shop 
when they have a repair or lubri- 
cation job. They are asked to 
view any of the operations as a 
means of proving to themselves 
that Coe Motor Co. does the best 
job. | 

“The lubrication man can make} 
or break a good public relations | 
program,” Coe said. “We require | 
our lubrication men to wipe n| 
fitting carefully so that no dirt is! 
forced into bearings. 

“A man who tries to take good | 
care of his car will be impressed | 
by watching our methods, We have 
had customers who have changed 
their brand of car because they | 
figured that a car was no better | 
than the service available.” H 

To keep the _ public relations | 
program going, the company pro-| 
vides a dinner once each month)! 
for all employes. At this session, | 
employes are invited to state their | 
ideas, and new rules to further the} 
idea are usually formulated jointly | 











Time Saver | 
Cadillac Plan Speeds 


Breakdown Repair 


PHILADELPHIA. — One jyear| 
after Cadillac started a preventive | 
maintenance program on its final 
assembly line it succeeded in ~d 
ducing break-down time on the line 
to 3% minutes for an entire month, | 
Herman Z. Zannoth, plant engineer | 
for the division, told the plant | 
maintenance conference meeting at | 
Convention hall here. 

Estimating the cost of a stop-| 
page at $3,000 per minute, Zannoth 
said the wages of a force of 98 | 
electricians, millwrights, carpenters, | 
pipefitters and others, were paid 
by saving just a half-minute of 
down-time. 

Prior to the start of the mainte- 
nance program, in March, 1950, he 
said, down-time was 67 and one- 
half minutes per month. 


This was reduced steadily until 
it reached only three and one-half 
minutes in March, 1951. In Novem- 
ber, 1951, no down-time due to 
maintenance trouble occurred, he 
said. 








Judge Hits Repair Shops 
On Keys Left in Cars 

PHILADELPHIA.—Owners of | 
auto repair shops who park cars | 
in front of their places of busi- 
ness with ignition keys in the 
vehicles extend invitations to 
thieves, Judge Vincent A. Car- 
rol asserted here. 


The judge took a verbal blast 
at the repair shops and trucking 
firms after hearing a case of two 
men charged with the theft of 
an automobile. The suspects told 
the court that they stole the car 
from a line parked near a repair 
shop after they found the igni- 
tion key in the vehicle. 











between management and workers. 
Most employes were shy about 
making complaints and sugges- 
tions at first, Coe related, but 
when they found out the com- 
pany was in earnest, they talked 
more freely and many worth- 
while ideas for improving rela- 
tions with customers resulted. 
Coe said officials of the company 
make frequent visits through the 
shop, and that there are frequent 
conferences among employes and 
department heads to improve serv- 
ice. 
“Customers 
jthrough the 


like to 
shop, _too,” 


be 
Coe 


taken 
said, 








crankease before any 
dealers use Casite to protect critical close-tolerance areas from 
harmful friction, to assure new-car customers of an easy, trouble- 
free break-in, to keep new engines free-running and powerful. 


Casite spreads oil quickly to the tight spots, gets it to moving 
parts when they move—not risky seconds later. It reduces start-up 
wear no matter what kind of motor oil is used. Tests prove Casite 
actually speeds the flow of No. 20 oil 42% at zero—yet viscosity 
returns to normal range as the engine warms up. for proper 


“and I not only make frequent 
stops in the shop, but I have closed 
many deals there.” 

The program was started two 
years ago and has been expanded 
and enlarged several times since. 
Every employe participates and the 
emphasis is not all on the service 
department. All employes are ex- 
pected to develop new customers 
by making them feel welcome to 
eall for advice on service, new or 
used-car problems. 

“We believe that good public re- 


lations begins under your own 
feet,” Coe said. “During the time 
have been developing» our pro- 


we 


Break em in Right 


@ For extra protection, better lubrication—add Casite to the 


new car is delivered. 


lubrication at all times. 


Suggest Casite to every car buyer. Casite means extra pro- 










tection for your customer—extra customer satisfac- 


tion and profit for you. 


18, 1952 


Thousands of car- 


CASITE DIVISION, HASTINGS MANUFACTURING CO., 
HASTINGS, MICHIGAN 


CASITE, DROUT, PISTON RINGS, 
SPARK PLUGS, OIL FILTERS 


bo 
ur 


Marlin-Rockwell Plans 
$3 Million Plant 

JAMESTOWN, N. Y.— Marlin- 
Rockwell Corp. announced here 
|it is proceeding “immediately” with 
construction of a new $3,000,000 
J WANTED |}super-precision bearing plant in 

|Falconer and expects to have the 
building completed and equipment 
Ph installed by Oct. 1, 1952. 

The factory will measure about 
220 by 400 feet on a plot of about 131 
| acres. Brian Mead, secretary-treas- 

urer, said a roadway is nearing 

/ |completion and the foundation for 

“That's all very pretty, but how |the new factory will be started 

is your mechanical work?” | soon. Cost of the new plant will be 

ieciedeiicnatbenttam —jabout $1,300,000 with the cost of 

equipment expected to total anoth- 
er $1,700,000. 


| |AUTO | 


IME CHANKCS 





gram we have seen a steady and| 
satisfying business increase and | 
perhaps most important of all, the 
steady return of | our _ customers.” 


} 
| More than 100, 000 persons read AUTO- 
| MOTIVE NEWS every week! 


lea 
Ue 





Say Goodbye to 
Hydraulic Valve Lifter 
Trouble 


Every car with hydraulic valve lifters is a 
certain prospect for Casite. Keep Casite 
in the crankcase to prevent sticking and 
“freezing” of the lifters and plungers. 
Casite retards formation of varnish on 
these close-fitting parts, helps parts re- 
sist deposits, keeps oil from congealing 
and causing sluggish performance. Men- 
tion this to your new-car customers— 
you'll be glad you did. 











Better and smoother motor performance 


or double-your-money-back! 
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Tax Grab Blamed | 


Dealers Offered 2-Way Chance... 








For Canada’s Car 


“| e 
Sales Nosedive 
TORONTO, Ont.—More than 40,- | 
000 fewer new cars were sold to the | 
public in Canada during the first | 
11 months of 1951 compared with} 
|shop. Such a habit could make a 


the first 11 months of 1950, C. R. | | 
Howell, vice-president of the Fed-| a of se ges in what might be 
eration of Automobile Dealer} ye 5s renner ae 
Assns. of Canada, told the East} 1 Bipeacmgeehe campaign calls for a 
Toronto Optimist club. } seven-point check as follows: 
Sow . , iteunaiine Checking to avoid overheating, ex- 
owell, who blamed ‘excessive | cessive wear, sluggish engine, bad 


federal excise and sales taxes for | 
the bulk of the decline, predicted | 
that the decline for the whole — 


will be much larger when compara- 
tive figures are available. | Marriott-Cochran Completes Addition— 


He said that where the tax east A Dodge-Plymouth Seattle dealership, headed by Dare Marriott and Al Cochran, has 
a car in 1939 amounted to $65, the | Opened a 30 by 90-foot extension of its service department. In addition, the showroom 
tax today is $500. On the same car | has been remodeled and the parking area for 50 cars has been resurfaced. 
in the U. S., it amounted to only|~ aaa Tap ee Te 
$95, he pointed out. pcr one pat g Mtoe aig Poel + —“~ slot ae and — 

‘i P ‘ yze ad it not been for the auto- | boxes. e automobile doesn’t be- | 

; The automobile today is oll mobile. llong in that class at all. It belongs| engine bearing failures. 

tial to our industrial way of life, “This being so, it becomes silly|in the essential category with | Collier’s expands on other checks 
he said. “The Toronto street rail-/to go on taxing automobiles as|street cars, buses and _ railway | as follows: 

way strike proved it. Toronto'though they were luxuries, like | coaches.” 


sloppy appearance. 

The overheating check involves 
the draining of antifreeze, clean- 
ing radiator and putting in rust 
inhibitor, checking hoses and fan 
belt and thermostat. A suggestion 
that might be added would be to 
flush out the blocks of all cars 
three years old or older to remove 
scale and rust deposits that create 
“hot spots” which in turn cause 
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. NWS \ The collapsible rubber form was 
_.». WY. 


advertised to early motorists as a 

? > means of protecting their cars against 
theft. So lifelike and terri- 
fying that nobody a foot away can 
tell it isn’t areal, live man.” 


—from Floyd Clymer's Historical Motor Scrapbooks 





... REYNOLDS & REYNOLDS 
ACCOUNTING MACHINE FORMS profect the 
efficiency of every accounting machine! 





You are assured of maximum accounting machine 
efficiency when you use Reynolds & Reynolds forms. 
Years of experience in the production of accounting 
machine forms. . . careful design by an experienced 
staff with accounting machine form know-how ... 
and production on special printing equipment, re- 
sult in quality forms with perfect alignment and 
registration. Reynolds & Reynolds is headquarters 
for standard and specially designed forms for all 
accounting machines. 


Reynolds & Reynolds produce 
several hundred sales aids and 
operating systems that build 
and protect your profits. 


write today for complete 





| brakes, worn tires, poor vision and | 


Excessive wear—-Change to sum- | 


mer grade motor oil. Replace oi 
filter element, if dirty. Lubricat« 
chassis, springs, steering mechan 
ism universals, differential, wheels 
transmission. 
* * x 

a ppt tome engine—Check ignitio: 
system thoroughly. Have gener 
ator, voltage regulator and battery) 
|checked. Clean and adjust spark 
|plugs, or replace if necessary. Bx 
| sure carburetor is free from gums 
|Check compression, distributor 
| points, ignition and battery cables 
|If new piston rings are needed get 
|them now, you may be wasting oil 

Bad brakes—Check brake lin- 
ing by removing a front wheel. 
Check hydraulic system. Replace 
worn parts and add fluid if nec- 
essary. Check spring leaves and 
shock absorbers. Check steering. 
(We would like to add, change 
hydraulic brake fluid because 
there are so many spurious and 
unreliable makes on the market 
that even the original fluid if of 
SAE formula may be so diluted 
| that it will fail on some critical 

braking on a hot day.) 

Worn tires—Repair or replace 
|them. They are a menace to you, 
|yours and your fellowmen. Have 
|alignment and wheel balance 
checked to save destructive wear 
|on tires. Watch air pressures. 
| Poor vision—Be sure all lights 
are working. Adjust aim of head- 
lights. Check windshield wiper. Re- 
place cracked or clouded glass. 

Sloppy appearance—Get rid of 
unsightly dents and blemishes. Ad- 
just doors for safety and silence. 
Top off with a good wax and/or 
| polish job to preserve appearance. 


New Lease Plan 
Is Established 


NEW YORK.—A new firm, the 
Autolease Group, 59 Park Ave., 
New York City, has been organized 
to handle car leasing under a plan 
where the Autolease Group will act 
for a number of franchised ve- 
hicle dealers who wish to get into 
car leasing. 


The Autolease plan is set up on 
the premise that all lease contracts 
are channeled to the member deal- 
er nearest to the headquarters of- 
fice of the company leasing the 
cars. This dealer, according to L. 
R. Hall, sales director of the Auto- 
lease, will administer the entire 
fleet leased under one contract but 
will supply only those vehicles re- 
quired by the client in his sales 
area. 

Cars for other areas are to be 
furnished by dealers in those areas 
and all dealers retain title to their 
cars during the lease period and 
get the used vehicles back at the 
end of the lease period. The Auto- 
lease plan does not restrict any 
dealer from making local leases 
where the cars leased are all to be 
used in his area. 


Scrap Top 
Mass. Auto Wreckers 


Find 10,000 Tons 


BOSTON. — Massachusetts auto 
wreckers are preparing to turn over 
10,000 tons of metal from old auto- 
mobiles now in their yards in an- 
swer to appeals from Washington 
to remedy the acute scrap metal 
shortage. 

The move is being made in com- 
pliance with Federal Regulation 
M-92, which requires all dealers in 
scrap yards to dismantle complete- 
ly every car on their premises of 
1946 vintage or older, and after 
salvage of used parts, sell the body 
to scrap wholesalers. 


All auto graveyards in the state 
will be surveyed in the drive, which 
was kicked off by Max Goldstein, 
president of Goldie’s, Inc., wrecking 
yard in West Quincy. Goldstein is 
chairman of the Metropolitan Bos- 
ton scrap drive. 

He said Massachusetts has aroun! 
150 dealers who have 200 cars o” 
more that would be affected by th: 





regulation, but the survey is ex 
pected to turn up many more. 





Safety, Upkeep Linked © 
For Shop Profits 


‘Continu2d from Page 24) 
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Backshop . 


by Jack Weed 








(Continued fre 


nd somehow things seemed to get 
traightened out and get done as 

ell as they could be done. 

The only real criticism I heard 
from any exhibitor was one di- 
rected at himself and that was 
that he took too small a space 
and his exhibit was too crowded 
for comfort during those hectic 
rush hours of Saturday, Sunday 
and Monday. And I heard that 
complaint from at least a dozen 
exhibitors by Saturday noon. 

Sun Electric and Chrysler Motor 
Parts, who I believe have been in 
every one of the previous four 
shows, profited by their experience 
and had large, magnificent exhib- 
its with ample room for the deal- 
ers who wished to examine the 
things on display. MoPar, however, | 
did unintentionally block the aisles 
at one end of their exhibit with the 
crowd that stopped to watch their 
interesting “Punch and Judy” show. 

One exhibit on the fourth floor 
that got quite a play, and should 
have gotten much more, was the 
magnificent maintenance exhibit 
put on by the Army Air Corps un- 
der the direction of Maj. E. K. 
Long. Here was a model shop show- 
ing how the Air Corps maintains 
its automotive vehicles in the field 
and it was spoken of highly by 
every technical man who took the 
time to see it and with whom I 
talked. 


* * * 


One Discordant Note 

NE little note of discord was 

brought up by a few jobbers 
representing one or two of the 
equipment manufacturers. It seems 
that a clique of New York jobbers 
took over the “cooperation” job in 
the citv and the bulk of the tickets 
for distribution for New York were 
given them to divide up among the 
city wholesalers. These jobbers, not 
being in the clique, did not get as 
manv tickets as they needed. That | 
should demonstrate to exhibitors in 
the future that they should make | 
certain that their jobbers in the 
area get the number of tickets they | 
will need, and to get their requests | 
in early. 

Speaking of jobbers, the whole- 
sale sales manager for one of the| 
large exhibitors said that by noon 
Sunday he knew who his best job- 
bers were in the metropolitan area. | 
He had seen all of his producing 
jobbers in the show and those who 
didn’t do such a good job were 
conspicuous by their absence. It 
demonstrated to him that the job- 
bers who produce the best and 
most business for his house were 
those that worked closely with the 
franchised dealers. 


Three exhibitors, Choldun, Jeto- 
matic and Washmobile, intro- 
duced a piece of dealer service 
shop equipment that I believe has 
more merit than just the job the 
machines do. In these days, when 
dealers must pull as many cus- 
tomers to their service depart- 
ment as their space and man- 
power will allow them to handle, 
and when anything they do that 
has a good public goodwill value 
is worth pushing, a mechanical 
car washer can be of value. 


Except in those areas where they 
have some version of the “minute 
wash” stations, quick and efficient 
car washing by dealers is being 
appreciated. But under today’s help 
conditions it has become a service 
which many dealers find too costly 
to render. The makers of these 
mechanical washers, however, claim 
that they can be operated at a 
profit. 


* * * 


Draw Factor 
T, VEN if dealers merelv break 
even, washers can bring more 
customers to the shon and bring} 
them in more often. Thev can be a} 
good “hunting ground” to boost) 
those “more items ner ticket” fran- | 
chised dealers must look for dur-| 
ing these davs of restricted car} 
sales. A smart bov on the wash | 
rack should be able to sell some} 
nolishes, lubrications, bodv work or | 
“body tune un” as Briggs manu-| 
facturing labels it. and many acces- | 
sorv items including tires. 
So, todav. dealers with the 
room and facilities can add an- 
other “service sales room” to that 
of the “luh«” department to their 
operation. But neither will be 
good sales producers unless they | 





ym Page 24 


are properly manned and _ the 
shop is set up to take advantage 
of the extra services the opera- 
tors can dig up. 

Steam cleaners 
evidence, being shown by John 
Bean division, Clayton Mfg. Co., 
Holmstead Valve and Quick Charge. 
This cleaning business is_ look- 
ing up. 

Next year’s show, scheduled for 
San Francisco, has run into a slight 
conflict of dates with the regional 
parts and equipment show that has 
been scheduled for the West Coast 
and will also show in the “Bay 
City.” This show is set for 10 days 
after the NADA convention. 

Exhibitors who wish to exhibit 
in both shows will be forced to 


were much in 
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“Tll be glad when this hotrod 
craze of yours wears off, Morton.” 


hold their exhibits and men over 
for that period which might pre- 
sent a hardship in some cases. It 
is hoped, however, that something 
can be done to bring the dates ei- 
ther closer together or to have 
them coincide and work has already 


"ee 
os 


s chief Painte 


Ai 


been started toward finding a solu- * 


tion of this problem. 
* * * 


Horace Hull Tale 

HEARD a story on Horace Hull 

of the famed Hull Dobbs Co., 
Memphis, one of Ford’s largest 
dealers, if not the largest. 

It seems that Hull was born on a 
farm in Tennessee and when he 
was a lad his folks were not al- 
ways as flush with what it takes 
to pay income taxes as they would 
have liked to have been. One morn- 
ing of a particularly hard winter, 
one of the neighbors drove up and 
asked for his mother. After the 
greetings were over, the farmer 
turned to Horace and said, “Bub, 
there’s a little present for your 
mother in the back of my buggy. 
Get it out for her, will you?” 

Hull went to the buggy and 
found a dressed hog, which he is 
supposed to have said allowed 
Col 
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SERVICE 
MANAGERS: 


Be Sure To Route 
This Advertisement 
To Your 
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@ Colors from 1939 to date. @ A paint factory in your own shop. @ No big, costly color inventory. 
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Russell Gets 4-Letter Award— 


Russell Motor Co., Inc. (Ford), Junction City, Kans., 
presents the award to Harry B. Russell, 
to right is L. J. Marcoux, Ford field manager; Howard L. Goad, secretary-treasurer; 
Russell, Alexander, and George Baker, Kansas City district service manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NE WS gives you the entire story every week throughout the year 


1H INDUSTRY'S FINEST 
POWER BRAKING SYSTEMS 


Gin 





IN THEIR FIELDS! 


in any field of endeavor, consistently good performance is the 
only road to success. And that is precisely why Bendix* 
Hydrovac* and Bendix Air-Pak are the recognized leaders in 
the power braking field. More than two and a half million 
installations and billions of miles of service have proven 
Hydrovac the unchallenged leader in the field of vacuum- 
hydraulic braking. 


Air-Pak, similar in design and principle to the Hydrovac, has 
by its outstanding performance established itself as the 
industry's foremost air-hydraulic power brake unit. 


Products of twenty-five years of practical braking experience, 
these outstanding power braking systems offer faster, more 
positive and better controlled braking. And in both the vacuum 
and air actuated units, brakes can be applied instantly by 
foot power alone—a constant safety factor of importance. 


Regardless of size of vehicle or whether the preference is for 
vacuum or air actuated brake, for consistently good perform- 
ance, it pays to specify Bendix Hydrovac or Bendix Air-Pak— 
the industry's Finest Power Braking Systems. REG. v.5. PAT. OFF. 


BENDIX: * SOUTH BEND 


Export Sales: Bendix International Division, 
Ave., New York 11,.N. Y. @ Canadian Sales: Bendix- 
Eclipse of Canada, Lid. Ontario, Canada 


- . '" 


PRODUCTS 
DIVISION 





aviation conreration 





BRAKING HEADQUARTERS for the AUTOMOTIVE 


has received the Ford four-letter | 
award for 1951. Here, E. S. Alexander (second from right), district sales manager, | 
president of the dealership. Shown from left | 
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Ford Dealers in Detroit Buy ‘Manpower Insurance’. . . 





T rainee Plan Saves Mechanics 


(Continued from Page 24) 


work a half day, giving the dealer 
the equivalent of one fulltime ap- 
prentice mechanic. 

The experience of dealers with 
the boys that came out of last 


spring’s competition reportedly has | 


been so satisfactory that many De- 
troit-area Ford dealers would like 
to have the contest expanded to 
take in more graduates from voca- 
tional school mechanic classes. 
Vocational school teachers are 
said to be in hearty accord with 
the program. They say it allows 
them to offer boys a real reward 
for attaining higher grades. Hav- 
ing a job ready at the end of the 
course, it is felt, will also en- 


courage higher-type boys to take 
automotive mechanics. 

The half-work, half-study pro- 
gram, Walton believes, has desir- 
able possibilities for the dealer in 
the small town or city where there 
is no vocational school. 


|ers, it is suggested, might work in 
cooperation with the local high} 
school to have one or two boys 


who express a liking for auto me- 


chanics to work in the dealer’s shop | 


for half of each day learning the 


| trade and going to school the other | 


| half. 
* * * 
HE half-day in the shop would 
be given to the boy as school} 
| credit. Such an arrangement is pop- 
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Such deal- | 


ular in colleges and might well b 
| extended to high schools. 

A recent survey showed that an 
average franchised dealer em- 
ploys 11.1 persons in the service 
department, as against 3.8 em- 
ployes in sales. Thus, a dealer 
would appear to be three times as 
vulnerable to manpower short- 
ages in his service shop. 
Dealers are not the only automc 
tive outlets that realize they must 
| train employes for the future. Ther 


are others and a notable one rep 
resents competition for dealers. 

Cities Service Oil Co., which ha 
| been awarded exclusive rights to 

sell gasoline and oil on the Nev 
| Jersey Turnpike, is now in the 

process of training upwards of 200 
| attendants to man 10 stations that 
| will be initially opened this year. 
| + . * 

(CITIES SERVICE put 30 students 

4 through its first six-week 
| course. These men had been screen- 
}ed from among 450 applicants, prov- 
ing it possible to get good men for 
ja training course if the employer 
| dangles a good job at the end of it. 

Twelve members of the first class 
| were college graduates and about 
| 50 percent of the class had previous 
| gasoline station experience. 

Cities Service starts its course 
with one week of fundamentals, 
followed by a week in going gaso- 
line stations to learn in practice 
what has been taught in theory. 
The third week is spent learning 
how to sell TBA items (tires, bat- 
| teries and accessories). 
| Then follows another week of 
selling. The fifth week is spent on 
mechanical subjects. The sixth week 
lis spent back in a going station, 
bor the the student gets a review 


of the entire course. 
a o * 

¥. =~ stations along the New Jer- 
sey Turnpike, regardless of size 
or location. have complete facili- 
| ties for servicing and repairing ve- 
|hicles and Cities Service students 
are expected to be prepared to do 
j}any of the work required after the 
six-week course. 

In addition to regular and 
premium grades of gasoline, die- 
sel fuel will be available for 
trucks at special designated is- 
lands. Along with courteous and 
intelligent handling of custom- 
ers, the emphasis will be on 
speed. Up-to-date equipment will 
vermit speedy oil changes, bat- 
tery charges, tire repairs and 
other basic service requirements. 
For vehicles unable to reach a 
station under their own power. 
Cities Service vlans 24-hour road 

| service with radio-equipped trucks 
* * * 


F CITIES SERVICE can employ 

inexverienced men in sufficient 
volume to man the first stations it 
expects to have on the New Jersev 
Turnnike and train them to give 
satisfactory results in six weeks 
| then it should not be impossible for 
| dealers to keep their notential serv- 
jice personnel ranks filled in order 
|to renlace those that mav be lost 
to military service or defense ac- 
tivitv this year. 

However, dealers will have to 
ret active along this line soon. 
They will have to act in time to 
take advantage of graduates from 
automotive mechanic classes this 
soring. 

| Thev will have to get busy now 
and start contacting instructors and 
| school officials, and set up a pro- 
cedure through which thev will be 
| able to get the better students. 


Italy Car Output 
Shows Gain in °51 


TURIN. Italy.—Production of ve- 
|hicles in Italy climbed 17.706 units 
|in 1951, compared with the vrevi- 
|ous year, according to the Italian 
| National Automobile Assn. A total 
of 145,553 units were produced 
|} against 127,847 in 1950. 
| There were 119,267 cars turned 
out and 24,607 commercial vehicles 
in 1951 contrasted with the 101,310 
ears and 23,557 commercial vehicles 
| the preceding year, the association 
| renorted. 
| Total exports of motor vehicles 
|was 32,250 in 1951, while in 1959 
| there were 21,905. There were 30,359 
| cars and vans exported in 1951 ani 
|1,891 lorries and buses, as com- 
| pared to the 21,646 cars and 2/3 
lorries and buses the previous year. 
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| With 308 Dials 


BOSTON. Gale Hall Engineer- 
ing, research engineering firm here, 
has developed a highway laboratory 
for doing testing and research on 
its products. 

Gale Hall’s lab is a 1951 Chev- 
rolet sedan delivery, equipped 
with 308 dials and instruments. 
The vehicle is paneled with stain- 
less steel, and in it are sound 
recording instruments, oscillo- 
graph screens, etc. 

It is thermocoupled at 68 points 
throughout the engine and running 
chassis. 

Gale Hall says that the vehicle 
enables an operator and a co-opera- 
tor to ride down the highway and 
determine whether the highway 
slippage factor is high or low, what 
the heat of the highway is and its 
relationship to the adhesion of the 
highway. 

The company says it can also be 
determined what the slippage fac- 
tor is between rear wheels and the 
engine; the slippage factor of au- 
tomatic transmissions and what it 


More Zinc Freed 


For Defense Use 


WASHINGTON.—Defense Mobil- 
izer Charles E. Wilson announced 
last week that up to 29,000 tons of 
zinc will be available for defense 
purposes through two transactions 
involving the national stockpile. 

Wilson said the zine will come 
into productive use through two 
moves: Diversion into commercial 
channels of 14,000 tons that was 








Laboratory on Wheels 


Engineering Firm Equips Panel Truck 


and Instruments 


would be in conventional transmis- 
sions. 

A study of high frequency vi- 
brations, said to be the cause of 
a great deal of driver fatigue, 
is built into the vehicle. 

Sound level meters in it report- 
jedly have a sensitivity point that 
lenables the operators to determine 
the pressure of a common pin being 
|dropped through the air at 30 feet 
}in a sound-void room. 


Gasoline and weather conditions 
are taken into consideration by in- 
struments. 

It is possible for the first time, 
the company declares, to drive 
down a highway of a given gradi- 
ent and determine exactly what the 
absolute horsepower output of the 
engine is through specially con- 
structed and designed instruments. 

It also is possible, it is said, to 
determine what the gasoline mile- 
ages of a vehicle under all atmos- 
pheric and road conditions are. 

The air speed indicators on the 
| side of the vehicle are said to 
| give the static air speed of the 
| vehicle before it starts its run. 

A pilot tube picks up the pressure 
| and is computed on the dials in 
| the instrument panels. 
| Gale Hall says it has been found 
that in checking the road heat via 
| thermocouples underneath the ve- 
|hicle, as it drives along, that some 
roads are cooler than others and 
|their construction has been care- 
fully surveyed and studied. Some 
road failures have been traced to 
the fact that some roads absorb 
and hold too much heat, causing 
the tire pressures to increase at an 
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Capital U.C. Men 
Adopt Stringent 
‘Code of Ethies 


WASHINGTON. — The National 
Capital Used Car Dealers Assn. has 
adopted a code of sales ethics, de- 
tails of which were announced by 
Edward M. Friedson, association 
president. 

The code calls for: 
ee ; ; 1, Accurate advertisements. 

2. Firm, written sales agreements 
Gale Hall's Lab on Wheels— with copies for both the buyer and 


The Boston engineering firm has equipped this Chevrolet panel delivery with 308 ie bacaak hale the ae tae 


To Test Highway Slippage 





dials and instruments. In it, the firm says, it can be determined whether highway | toy sense than to sign blank con- 
slippage factors are high or low. Slippage factors of automatic transmissions and | tracts, 
conventional transmissions are also compared. 


which could be filled in 
later in contradiction to verbal 
agreements by dishonest persons.) 

3. Purchaser’s choice of financing. 

4. Specific written guarantees. 

5. Issuance of warranties and 
specifically clear titles, unless 
otherwise provided for. 

Friedson said the code was de- 
signed to offset a public attitude 
|which tends to condemn all used- 
}ear dealers for the sins of a few. 
| 


| Not to Be Denied 
7? Thugs Show Preference 
For °49 Over ’51s 


BUFFALO, N. Y.—Burglars who 
visited the used-car salesroom of 
Nielsen Oldsmobile, Inc., knew 
what they wanted. And what they 
took was a 1949 black sedan. 

To get to it, they had to drive two 
© |new 1951 autos out of the building 

|first, said George H. Lister, man- 
| ager of the used-car department. 
He said the burglars drove the new 










Stainless Steel Paneled— 


Inside view of highway laboratory shows how dials and instruments are clustered. 
The sound level meters in the lab reportedly can determine the pressure of a pin 
being dropped through the air 30 feet in a sound-void room. Gale Hall Engineering 
also says it can determine gasoline mileages under all atmospheric and road 


cars back into the salesroom before 
leaving. 

The premises were entered by 
breaking the glass in a rear door, 
and the cars were removed through 


scheduled and contracted for the |alarming rate and also causing the 
stockpile for the first half of this|crankcase to become overheated, 
year, and withdrawal of sufficient |which then tends to thin the oil 
zinc ore from the stockpile to pro-|beyond the viscosity index of 
vide up to 15,000 more tons of slab | safety, causing the rods to fail and 





zine for the first half of 1952. 




















‘creating serious accidents. 








conditions. a rear driveway. 





MIRACLE POWER TREATS 
THE ENGINE—NOT THE OIL! 


Miracle Power is not a purge, nof_.a detergent, not a 
chemical. Miracle Power is all lubricant—contains 
only colloidal synthetic graphite, completely sus- 
pended in a fine, light blending oil. 


Used in oil and gas, Miracle Power places a breath- 
like protective graphite film on vital engine parts. This 
graphite film holds oil on engine parts longer—gives 
standby lubrication in the temporary absence of oil 
—prevents dry starting damage when you start up 
after long stops. 





Miracle Power Division 
THE PARTS CORPORATION 


1034 AP Building « TOLEDO 1, OHIO 
Manvfacturers of: MUFFLERS * PIPES « MIRACLE POWER * dof 123 


causeo By DRY STARTING 
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FORD—'51 Victoria, $1,875, $1,955*, $2,- i 
130*; Custom (S) club coupe, $1 450 50 
Used a A ti “4 Deluxe (8) 4-dr., $1,060, $1,170, $1,250, ri 
-Car Auction Prices Cain Sea 1178, St Vv e Used- ces 
$1,265 49 Deluxe (8) 2-dr er e ar 1 e ; 
$855. $980: Custom (8) club . P | 
coupe, §$ (Compiled by Automotive News/ | 
FRAZER 4-dr., $460 é es | 
Market Trend HUDSON "49 (6) d-dr.. $695 Feb. 1952 Jan. = Dee. | 
, : KAISER (51 Henr J 2-dr., $885, ‘47 4 Model (to date 1952 1951 j 
Wholesale used-car prices “shook” themselves down last week and dr., $325 : = R $840 $886 en64 1951 $1,746 $1,769 $1,837 | 
the result was a $5 decline in the overall average price to $840. In the pr ea a oa ae ae a ; — ’ 1950 1.325 1.311 1.356 | 
scedi , ave ep & Bo 4 , o1 2-dr 665 dr S ee seta ye —— 2 
preceding week, the average rose $9 to $815. 630 49 4-dr.. $990. $1.025. $1,040. §1 1949 1,046 1,049 1,080 | 
Three sharp declines helpe oc e aver: ow reek. » 20; conv., $995 on 2; | 
' sha p decli he Ip d knock the aver ge be own last we k. The ot DSMOBILE "51 Super (88) 4-dr., $2 1948 825 804 831 | 
price of ’51s fell $18, while ’46s dropped $19 and °42s lost $13. The rest 230% $2.310*: (98) 4-dr.. $2.380*. ‘50 1947 675 675 695 | 
of the losses were more modest and there were a couple of gains. (88) 4-dr., $1,355, $1,.430*; club coupe 1946 608 582 603 } 
. $1,350; (98) Ho.idas $1,825* 4S (S8) . IB« o> | 
Other losses were: °49s, down $6; °48s, off $1, and ’47s, down $3. ae, $695 tia 1942 258 269 264 ! 
Gains were chalked up by ’50s, which picked up $14, and ’41s, which PACKARD—'50 4-dr., $890, $1,200 1941 235 230 247 
moved forward $1 PLYMOUTH —5: Cranbrook club coupe, Feb Dec « thd we wae | 
ae $1,930, $1,965 i-dr., $1,940, $2,050; Overall j 
Buying picked up steam again last week as 1,072 units were sold out suburban, $2,290. '51 Cranbrook 2-dr., Average $ 840 S$ 836 § 864} 
of 1,473 offerings at 11 representative auctions for a mark of 73 per- $1,660; Savoy, $1,875 Paige 
r PONTIAC 52 Chieftain (8) 4-dr., $2,450 5 ; = ; ires } 
cent. In the previous week at the same auctions, sales totaled 1,172 2-dr., $2,500*. ‘51 Chieftain (S) 4-dr (The above figures are averages of used car auction yo all ' 
units, or 68 percent, of the 1,725 offerings. $2,300*. °50 (S) conv.. $1,775*:; 2-dr makes and models, carried regularly in Automotive News.) | 
= $1,265, $1,300 | 
ice ) *j > ; % STUDEBAKER ‘51 Commander club 
ee "aus ve bes sor agg awe wis coupe, $1,590 50 Land Cruiser 4-dr "50 (62) sedan, $2,800*, $2,9% dan, $1,200 1s I yeluxe sedan, $825 1 
< se . $1,165, $1,210 48 (60) Special sedan, $1 Delux? sedan, $470 
WILLYS—'51 station wagon, $1,250 18 sedan, $835 FORD —'50 (8) '~-ton pickup, $710; Custon 


Deluxe 4-dr., $1,450, $1,595; Jeep, $450. 


¥ 200, '51 SL - 

AMARILLO, TEX. cc hiss Gee ake tee: eLBANY. N, Y 
Bel-Air, $1,800, $1,885*; conv., $1,635; PARLE EA 9 ive . 
station wagon, $2,050* 50 SL Deluxe 

(Demand very good for late models. 4-dr., $1,045, $1,145, $1,245, $1,250, $1,- (Tim Anspach's Dealers Auto 
Sold 190 units out of 280 offerings.) 320; FL Deluxe 2-dr., $1,135, $1,200, | Sale every Monday. Prices are for 
BUICK—'51 Super 4-dr., $2,225*; RM $1,250, $1,300. Feb. 4.) 


(Amarillo Auto Auction. Sale every Fri- 
day. Prices are for sale of Feb. 1.) 








Riviera 4-dr., $2,300. °'50 Super 4-dr., |\CHRYSLER--'52 Saratoga 4-dr., $3,230; (Prices steady. Sold 104 units 
$1,155, $1,445*; Special 2-dr., $1,295, club coupe, $3,175. ‘50 Windsor club 137 offerings.) 
$1,450*; 4-dr., $1,255; RM 4-dr., $1,5 coupe, $1,490; NY 2-dr., $1,790*. ‘49 |) BUICK 51 Special 4-dr., $2,100 
‘49 Special 4-dr., $1,155. | Windsor 4-dr., $1,150. cial sedan, $1, 350, $1,100, $1,1 
CADILLAC—'51 (61) club coupe, $3,575*; | DeSOTO—'48 club coupe, $885 sedan, $1,475. ‘49 RM _ sedan, 
$3.425; (62) club coupe, | DODGE--'51 %-ton pickup, $985. '50 Way- Super sedan, $1,270*, $1,150 


Meadowbrook 4-dr., sedan, $670. ‘46 Super sedan, $5 


4-dr., $3,470, 
80 farer 2-dr., 





$3 4-dr., , 33,615°. "50 (62) 4-dr., $1,210; 
$2 $2,785 $1,130. 49 W ayfarer RD., $725. '48 De- Special sedan, $200. 
CHEVROL ET 5 SL Deluxe 4-dr., §$2,- luxe 4-dr., $700; 5-yard dump, $825 CADILLAC—'51 Coupe de Ville. 


While we keep telling them 






‘Keep the Po 
You Bough 















You keep telling them 
“I sell a 100% Pure Pennsylvania Oil” 


The Pennsylvania Grade Crude Oil Association wants you to get the . 
maximum benefit from its consistent national advertising program. . 


And so each month while we urge car owners to “Keep the Power You 

Bought” you tell your customers that you handle a 100% Pure Pennsyl- 

vania Oil. Remind them that it’s made from the finest grade crude in 

the world. Point out that 100% Pure Pennsylvania Oil offers greater 

engine protection . . . increased performance and real economy. That 

kind of teamwork will result in more oil sales and bigger profits for you. 
For your protection, only oils made from 100% Pure Pennsylvania Grade Crude 


which meet our rigid quality requirements are entitled to carry this emblem, 
the registered badge of source, quality and membership in our Association. 





“4 ”100°. PURE 4 


HOLIDAY 


"50 Spe- 








Qs ENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
Ou! City, Penasyteania 


= 


HEV ROLET— ‘52 -ton pickup 
‘51 SL Deluxe sedan, $1,560, 2 
635*; SL Special sedan, $1,475. 


Deluxe sedan, $1,360, $1,240, $1,190; 


Auction Special sedan, $1,190, $1,230; 

sale of $1,500*. ‘49 SL Deluxe sedan, § 
$1.125, $1,005, °48 FM sedan, $800, $77 

out of 47 FM sedan, $775; conv., $670. ° 


sedan. $520, $700, ‘42 SD sedan, 


41 MD sedan, $240. 





vf RM | CHRYSLER—'52 NY sedan, $3,375*. 
.350; | DeSOTO—'51 Deluxe club coupe, $1,770 
RM Deluxe club coupe, $1,135 
980. ‘40 DODGE—’51 Coronet sedan, $1,710*. 


800*, '50 Coronet sedan, $1,380 
$3.875*. Wayfarer 2-dr., $1,260 


wer 


7 


50,000 MILES FROM NOW... 


KEEP the power you bought 


You expect “new-car” performance from a new car... 
naturally. But too many cars are ready for the Old Crate’s 
Home after only 50,000 miles! High pressures found in 
modem auto engiacs can put gray hairs on even 3 young 
motor. So play safe and depend on 100% Pure Pennsvl- 
vania Motor Oil to protect your engine's hard-working 
parts from friction damage. Fewer repair bills, less oil 
waste and more motoring mileage... that's a worthwhile 


reward for insisting on 100% Pure Pennsylvania, isn't it? 


BUY 100% PURE 


PENNSYLVANIA 


MOTOR OIL os 


£100". PURE @ 
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PeamiT NUMBER 
Made from 
the highest grade crude oil in the world 























PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oil City, Pennsylvania 


'49 Coronet 






| BUICK—’51 RM 





(S) sedan, $1,200; Deluxe (6) sedar 
$950, '49 Custom (8) sedan, $925*; sta 
tion wagon $1,110; Deluxe (6) clut 
coupe, $750, $700. ‘47 Deluxe (8) sedan 
$465; SD (6) sedan, $510; SD (8) sedar 


$730, $675 '46 SD (8) sedan, $625 
Deluxe (8) sedan, $510 
FRAZER —'48 4-dr., $690*, $330. "47 Man 


hattan sedan, $400* 
HUDSON—'51 Hornet 2-dr.. $1,940*. ‘45 
Super (6) club coupe, $830. ‘46 Com 
modore (S) sedan, $400; Super (6) 4-dr 
$340. 
KAISER—'49 sedan, $785. 
MERCURY—'47 sedan, $65 








NASH—'51 Statesman sedan, $1,410*. ‘4¢ 
(600) sedan, 500. 
OLDSMOBILE—'50 (88) sedan, $1,635* 


$1,570*; (98) sedan, $1,625*. ‘49 (98) 
sedan. $1,270*; (SS) sedan, $1.230*, $1,- 
290*. '47 (98) sedan, $775*; (78) sedan 


PACKARD—'51 (200) Deluxe sedan, $1, 
S00*. ‘47 limousine, $410. 

PLYMOUTH—’'59 SD club coupe, $1,260 
$1,285, $1,235: Deluxe sedan. $1,200 
$1.100. °49 Deluxe club coupe, $880 
$960. "48 Deluxe sedan, $720. '40 Deluxe 

2-dr., $1 00. 

PONTIAC ‘49 Chieftain (8) Deluxe 2- 
dr.,* $1,260*%; SL (6) 2-dr., $1,125. °47 
SL (8) sedan, $670, '42 (8) sedan, $210 

STU DEBAKER—'59 Champion club coupe 
$1,225*. '49 Champion 2-dr., $850. 

WILLYS.—'49 Jeep. $819 ‘47 station wag- 
on, $660*, $575; Jeep & Plow, $810. 


LOS ANGELES 


Auction. Sale every 
Prices are for sales 


(Los Angeles Auto 
Tuesday and Thursday. 
of Jan. 29-31.) 

(Prices steady.) 
Riviera coupe, $2,575* 
Riviera coupe, $1,935*; Super 
$1,840*; RM 4-dr., $1,- 
"49 RM conv., $1,320"; 
Super 2-dr., $1,230*; 4-dr., $1,045. °'48 
Super conv., $935. ‘47 Super sedanet 
$855; 4-dr., $810. '42 Super 4-dr.. $420 
‘ADILLAC—’51 Coupe de Ville, $4,210*; 
(62) club coupe, $3,760*. '50 (61) club 
coupe, $3,250*; 4-dr., $2,855*, $2,800* 
"48 (61) 4-dr., $1, 740*. "41 (61) 4-dr., 
$495; conv., $425*. 

‘HEVROLET—’51 FL Deluxe 4-dr., §$1,- 

625. °50 conv., $1,520; SL Deluxe 2-dr., 
$1,500*; 4-dr., $1,475. ‘49 FL Deluxe 
2-dr., $1,250; 4-dr., $1,225, $1,095. ‘4s 
conv., $975; SM 4-dr., $655. ‘47 station 
wagon, $815; conv., $745: SM 2-dr 
$740. '46 FL aerosedan, $735; FM club 
coupe, $690. 
| CHRYSLER—’51 

°49 NY 4-dr., 

dr., $855*. 

DeSOTO—'47 conv., $730*. 
DODGE—'49 Coronet 4-dr., 

dr., $725. 

FORD—"51 Victoria, $1,900*; Country 
Squire, $1,840; Deluxe (6) club coupe 
$1.310. ‘50 Custom (8) 2-dr.,. $1,320 
(6) business coupe, $1,025. ‘49 station 
wagon, $1,235*; Custom (8) 4-dr., $1,090 
$1.015. °48 (8) business coupe, $750 
conv., $735. "46 SD (8) 2-dr., $515, ‘41 
(8) 1-ton pickup, $315 

HUDSON—’'51 Hornet 2-dr., $2,.055*, ‘50 
Super (6) 4-dr., $1.285*. °46 (6) 4-dr 


‘50 RM 
Riviera coupe, 
585*, $1,630*. 


~ 





~ 


Windsor 4-dr., $2,005" 
$1,235*. ‘48 Windsor 4- 


$1,160. "46 4 





$465. 
KAISER—'48 Deluxe 4-dr., 2 at $585 
LINCOLN—'49 4-dr., $1,195*. 
MERCURY—'51 2-dr., $1,970. ‘50 club 


coupe, $1,525*. '46 2-dr., $645 


| 


| NASH—'51 Custom Rambler station wagor 
re 565*; Statesman 2-dr., $1,300. 50 
mbassador Custom 4-dr., $1.310*. 


| OL DSMOBILE "50 (98) 4-dr., $1,890*. ‘49 
(98) club sedan, $1,350*; (88) 4-dr., $1 
350*; (76) conv., $1,265*; 4-dr., $1, "230° 
"47 (78) 4-dr., $580*. '46 (6) club sedar 

| $720. 

| PACKARD—'49 4-dr., $1.035* 

PLYMOUTH—'49 SD 4-dr., $1,205; De 
luxe 4-dr., $975. ‘40 conv., $180 

PONTIAC —'50 (8) 4-dr., $1,645*. °'49 (5) 
4-dr., $1,330*. '48 (8) conv., $900*, ‘17 
(6) 2-dr.. $810. '46 (8) club sedan, $730 
(6) 4-dr.. $575. 

STU DEBAKER—'51 Champion club coups 
$1.475*. '50 Commander 4-dr., $1,205° 
°49 Commander 4-dr., $1,055*. '47 Chan 
rion 4-dr , $705. 

| MISCELLANEOUS—'50 International 

ton pickup, $960, '49 GMC '4-ton pic 

} up, $975. 


VALDOSTA, GA. 


‘Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Feb. 1.) 

(Sold 114 units out of 198 offerings.) 
BUICK—'51 Super sedan, $2.275, $2,200 

‘50 Special sedan. $1,520. ‘49 Super se- 

dan, $1,240. $1,200, 31.190, $1,175; con 

$1.159, "47 Super conv., $670 

ADILLAC—’'51 (61) club coupe, $3,600 

| (62) club coupe, $3.800*. "50 (62) 4-dr 

| $3,060* 49 (62) 4-dr., $2,060*. "48 (7%) 

| 4-dr., $1,575. 

HEVROLET— 51) SL 

640, $1,550. $1,675* 

809; station wagon, $1,840; ‘'.-ton pic 

ud $1,359 §$1.025 "50 station wagort 

$1.4090, °48 1.-ton pickup $755; FL aer»- 
sedan, $830. ‘46 FM club coupe, $7?! 
$700. 

CHRY“LER—’51 NY conv.. $2,359: sed: 
$2 409*: Newport. $2.570*. '50 NY sed: 
$1.475 19 Windsor club coupe, $1,260: 
'46 Windsor sedan 770 

DODGE—'50 Coronet cinb coupe, $1,400 

FORD—'51 Victoria 81,940*. $1,780, § 
710: Deluxe (8) sedan. $1,580, $1,3° 
Custom (8) sedan. $1,569*, $1,560, $ 
760*. '50 Custom (8) 2-dr., $f,200*; 


(Continued on Page 62, Col, 1) 
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| Deluxe sedan §1.- 
Bel-Air, $1,700, $1.- 


- 
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Lawsuits Affecting Dealers .. . 


Court Decisions 








By Leo T. Parker or not the seller is liable on a ver- 
Attorney at Law bal guarantee. Generally speaking, 


CCORDING to a late higher|a verbal “as is” contract is not en- £ 
court decision, a license to drive | forceable. 


an automobile is not a constitution- For example, in Robin v. Carter, 
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With glass fuel bowl 
for light cars and 
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The true concentric SERVE S 





carburetor for fine 
cars and heavy-duty 
trucks 






ufacturers and sponsoring jobber 
es ri personnel, is planned in the Sham- 
wore News AUP rock hotel on the evening of 
ant, March 19. 





Lack of arms did not stop this Fe Seas? er ay 
Missouri man from driving his Leasing Firm Formed 
car. He installed five metal and PORTLAND, Ore.— Fleet Leas- 
leather cups on the steering ing, Inc., has been incorporated 
wheel, and drove by placing the |here by Frank H. Spears, Herbert 
stumps of his arms in the recep- |H. Anderson and James D. Tredup, 
tacles. |with a capitalization of $30,000. 





























Fuel bowl is clear glass. The service- 
man checks at a glance 


& 


\ Fuel level 


iy” Presence of sediment or water 
in gasoline 


ae 


© Flooding 
4 Action of the float 


Conforming to modern hood design: 
Overall height of the Holley VisieFlo is 
only 4 inches. 


WATCH FOR THE 
FEBRUARY 23rd 
ISSUE OF 





SOA a ee: 











SERVICING THE HOLLEY VISI*FLO 
REQUIRES JUST 4 SIMPLE STEPS 


All important metering parts are contained in an easily 
replaceable, single assembly. Fuel level and condition of 
float can be examined without removing bowl. If service 
is necessary, follow these simple steps: 





Step 1—Remove glass Step 2—Remove complete 
bow! (four screws). float unit (one screw). 


Step 3—Remove complete Step 4—Replace worn 
metering unit (five screws). parts and reassemble. 





=f 


re ee 


| 

| 

| 

. 
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NO PERCOLATION 


Because the fuel bowl is fully 
insulated, there is no possibility 


of percolation or vapor-lock. 


INSTANT STARTS ON HILLS 


True concentric design assures 
the proper gasoline level for in- 
stant starts, even on the steepest 
grades. 


NO MISSING ON TURNS 


Again because of CentrieFlo’s 
true concentric design, the en- 
gine will not miss on sharp 
turns, and will not stall during 


fast stops or starts. 


This CentrieFlo model is ideal for V-type 
engines with overhead valves where there 
is a serious installation problem with con- 
ventional carburetors. This combined car- 
buretor-air cleaner construction insures min- 


imum overall height. 


On commercial installations which require 
the air cleaner to be mounted away from the 
carburetor—an adapter-mounting is avail- 
able. It rotates a full 360 degrees so that 
a tube may be run at any angle from the car- 


buretor to the air cleaner. 


WATCH FOR THE 
FEBRUARY 23rd 
ISSUE OF 
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post 





Look at the record of these Holley firsts: | 


1. The updraft carburetor. 
2. The first metal float type carburetor. 
3. The concentric carburetor for military 


vehicles that operates at full efficiency on 
extreme angles. 


4. A fully vacuum controlled pressure 
distributor for today’s modern cars and 
5. The concentric dual downdraft car- 
buretor for postwar cars and trucks. 
6. First to combine the modern carburetor 
and precision governor. 
AND NOW... 

VISIe FLO 


DE teotT Pag MICHIGA 


¥ 











Lawsuits Affecting Dealers .. . 


Court Decisions 


By Leo T. Parker or not the seller is liable on a ver- 
Attorney at Law bal guarantee. Generally speaking, 
CCORDING to a late higher} a verbal “as is” contract is not en- 
£% court decision, a license to drive | forceable. 
an automobile is not a constitution- For example, in Robin v. Carter, 
al right, nor is it violation of the} 77 Atl (2d) 174, the testimony 
“due process” clause for a court to| showed facts as follows: One 
revoke the license. Robin advertised a used vehicle 
For illustration, in Ballow v. for sale. A man named Carter 
Reeves et al, 238 S. W. (2d) 141, answered the advertisement. After 
the validity of a state law was some discussion a contract was 
contested which authorized state signed by the parties by which it 
officials to revoke the license of was agreed that the vehicle would 
an automobile owner who had an be sold for $1,000, with $300 in 
accident and failed to deposit cash and the balance at the rate 
security in the sum determined of $70 per month. 
by the official as sufficient to In subsequent litigation, the pur- 
satisfy any judgment or judg- | chaser claimed he was induced to 
ments for damages resulting from | make the purchase by the seller's 
such accident as may be recov- | verbal presentations that he knew 
ered against such automobile | the vehicle was in first-class run- 
owner. ning condition. Shortly thereafter 
Pursuant to this state law the|the purchaser found it would run 
state officials duly notified one Bal-| only a short distance because of a 
low who had an accident, that his| defective engine. He spent certain 
license must be surrendered unless | sums in an effort to get it to run 
he made a cash deposit of $5,000| and then returned it to the seller. 
or gave evidence of his financial} The purchasér sued the seller to 
responsibility to that extent within| recover the cash payment and for| 
15 days of the notice. Ballow failed| the amount expended on repairs. 
to make the deposit or show his| The seller denied that he had ver- 
financial responsibility, and the of-| bally guaranteed the vehicle or that 
ficials suspended Ballow’s license.| he had represented it to be in good 








In subsequent litigation, the high- | 
er court held the suspension or | 
revokation valid. The court said: | 
“The right to operate a motor ve-| 
hicle is a privilege, subject to rea- | 
sonable regulation by the state in 
the exercise of its police power. 
It has generally been recognized 
that financial responsibility laws | 
constitute both reasonable regula- 
tions of the public highways, and| 
proper measures to protect the pub- | 
lic safety. The question of negli-| 
gence has nothing to do with the 
matter.” 





* + - 
Minor’s Rights 
A RECENT higher court held that 
a minor may repudiate or can- 
cel a contract either for sale or pur- 
chase of an automobile. 

For example, in Lesnick et al. v. 
Pratt, 80 Atl. (2d) 663, it was shown 
a minor sold an automobile to a 
dealer. Later the dealer filed suit 
and testified that the aut nobile 
was encumbered and that the minor 
falsely and fraudulently represented 
that the automobile was fully paid 
for and was clear of liens and en- 
cumbrances. 

The minor simply offered to 
repudiate the sale. The higher 
court held in favor of the minor, 
saying: 

“This suit is brought against a 
defendant who was a minor at the 


operating condition, and claimed 
that he had sold it “as is.” 

The jury considered the testi- 
mony and decided since no “as is” 
written contract was signed by the 
purchaser the seller must return | 
the purchaser’s payments and also 
pay him for all repairs. The higher | 
court approved the verdict. 

* * * 

Limits Liability 
A RECENT higher court held that 

a warehouseman can limit his 
liability for negligent theft, de-| 
struction or loss of automobiles | 
stored by a dealer if he proves that | 
the automobile dealer expressly or | 
impliedly agreed to a “limitation” | 
of liability. 

For illustration, in Page v. Ace} 
Storage Co., 196 Pac. (2d) 816, testi- | 
mony showed that a company 
stored equipment in a warehouse. 


The company’s manager signed 
a warehouse receipt which con- 
tained a clause that unless a 
greater value is stated in writ- 
ing the company “declares that 
the value in case of loss, or dam- 
age, whether arising out of this 
storage, transportation, packing, 
unpacking, or handling of the 
goods ... is limited to 10 cents 
per pound.” 


The warehouseman admitted that 





time of the alleged contract and 


through negligence of its employes 


sale. Infancy is a good defense to| the stored equipment valued at sev- 
such a suit and a plea of infancy is| etal thousand dollars was stolen. Ir | 
a sufficient disaffirmance and re-| View of the above clause, the higher | 











pudiation of the contract.” 
* ” * 


*As Is’ Contract 


Ly yee courts consistently hold 
that if the purchaser of an au- 
tomobile signs a written contract 
that the automobile is being pur- 
chased “as is,” the seller is re- 
lieved of future responsibility in 
event the purchaser is dissatisfied 
with the car. On the other hand, if 
a sale is made under a_ verbal 
contract a jury will listen to the 
testimony and will decide whether 








! 
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Lack of arms did not stop this 
Missouri man from driving his 
car. He installed five metal and 
leather cups on the steering 
wheel, and drove by placing the 
stumps of his arms in the recep- 
tacles. 








| court held the warehouseman liable 
to the company for only $75. 





‘Southwest Show 


‘Opens March 20 


| 


| For 4-Day Run 


HOUSTON. — The 10th annual 
| Southwest Automotive Show is all 
set to open for a four-day run in| 
Sam Houston coliseum here March | 
| 20, reports D. A. Johnson, show 
| manager. 

Theme of the show, “Parade of 
Automotive Progress,” will be 
dramatized by an exhibit of auto- 
mobiles whose vintage dates bac! 
to 1895, Johnson said. 

Exhibiting manufacturers, 275 of 
which will occupy 535 booths, will | 
tie in with the show’s theme by 
showing their merchandise as it 
was first marketed. 

Several special interest clinics | 
and service booths will be set up, | 
Johnson said, adding that service | 
booths will be sponsored by NPA, | 
Texas department of public safety, | 
| automotive wholesalers of Texas 
and other groups. 

A kick-off banquet for the show, 
| to be attended by exhibiting man- 
ufacturers and sponsoring jobber | 
personnel, is planned in the Sham- 
;}rock hotel on the evening of 
| March 19. 








Leasing Firm Formed 

| PORTLAND, Ore.— Fleet Leas- 
jing, Ine., has been incorporated | 
|here by Frank H. Spears, Herbert | 
H. Anderson and James D. Tredup, | 
with a capitalization of $30,000. | 
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Dealer 


Doings toler 





Sam Bigham Motor Co., 408 E. 
Seventh Ave., Corsicana, Tex., 
has been sold to Leonard Moore 
Co., which will continue to operate 
the Lincoln-Mercury firm at the 
same location. The new owner, 
Leonard Moore, will be manager of 
the business. 

+ * * 


Judd Leads Salesmen 


Frank Judd, co-owner of Judd-| 
Monroe Motor Co., Houston, has 
been installed as president of the 


Salesmanship Club of Houston. 
+. > * 


Owns Lincoln Park Buick 


C. E. Holzkamp has taken over 
the operation of Lincoln Park 
Buick Co., 2825 N. Halsted St., | 
Chicago, from Norman A. Waters, | 
who has retired after 20 years 
of service. Holzkamp was former | 
vice-president and general man- | 
ager of the firm. 


* * | 


Tifton Dealers Named 


D. N. Stafford, owner of Tifton | 
Lincoln-Mercury Co., and Clark | 


Lyndon, owner of Southern Auto| 
Co. (Ford), both in Tifton, Ga.,' 










| Norcross and H. M. Siering. | 
* * * 


McCollum Buick, Manhattan Beach, Calif.— 


Formerly operating in Hermosa Beach, Calif., McCollum Buick has moved into this 


|been named sales manager of the 
| dealership. 


' BuICK 
have been elected president and 
treasurer, respectively, of the Tift 
county chamber of commerce. 
* * * | 
Sports Cars Incorporates | 
Sports Cars, Ltd., Cleveland, has! | « 
been incorporated with $5,000 capi-| § 
tal by Philip Zimmerman, V. IL 


30 Years With Ford 
George M. Sutton jr., Ford deal- | 





er in Inglewood, Calif., is celebrat- | "ew sales and service plant at Manhattan Beach. H. M. McCollum, owner, reports that 
ing a 30th anniversary as a Ford |his new service department has 14 service stalls with twin-post hoists. The dealership 


dealer. John Woodenberg, former | employs 50 persons. 
professional football player, has/|~ rar 
Hills; Monte Peters, Santa Ana; 
Everett Pyle, Compton; Bob 
| Clapp, Westwood, and Bruce Jor- 
| dan, San Bernardino. 


Phillips Heads DeSoto Group 


In Southern California | se Ag 
The DeSoto Dealers Assn. of | Sheppard Selling Cadillacs 
Southern California has elected dealership has been 


| A Cadillac 
the following officers and direc- | 


tors: Joe Phillips, Burbank, pres- 
ident; Doug Herrick, Leimert 
Park, vice-president, and Harold 
Hughes, Santa Monica, secretary- 
treasurer. 


| old Sheppard. 
* 


| - * 


Prestel Sells 


















moving parts. 
problem. 





INGINEERED and GUARANTE? 
Onty ror use with 


MORE PROFIT FEATURES 


1. Easy to Install, Nothing to 
Adjust. Rate of flow of lu- 
bricant is factory-set. 

No service 


Demand is Growing. More 
and more motorists are ask- 
ing for top-oilers—recom- 
mended for use with hy- 
draulic valve lifters and all 
engines new and old. 


Steady Motor RytTuHm prof- 
its keep coming with Motor 
RyYTHM sales after you sell a 
WHITE Lubricator! 


— 


NM ff 


Atomizes lubricant HERE 
at the manifold... 

NOT HERE at the lubricator 
Atomized lubricant does not 

revert to liquid in feed line 








No 


SPECIAL RETAIL PRICE 


requiring special adapter plates. 


The New WHITE atomizing prin- 


opened in Oakland, Calif., by Har- 


Harold Prestel has sold Prestel 
Directors: Art Frost, Beverley | Motor Co. (Cadillac - Pontiac), 


| Grants Pass, Ore., to George Wil- 

liams, formerly with Dailey Chev- 

| rolet Co., San Leandro, Calif. The 

| firm name has been changed to 

| Williams Motor Co. 
* * 


* 


Dodge Dealers Name Fry 

R. L. Fry, of Blair-Fry Motor 
Co., Pocatello, Ida., has been named 
chairman of the Portland regional 
committee of the Dodge dealers ad- 
visory conference. The region he 
represents includes Oregon, Wash- 
ington, Idaho, western Montana, 








TAIN 
AY VA AAAS 


Lubricator: Regular Retail Price. ............200. 





TOP Seller for TOP Profits 
~- because of its Low Price... 


#£ TOPS for TOP-Engine Lubrication 
with New Atomizing Principle... 


n 


see ‘ 


Engineered Exclusively for 


ts) MOTOR RYTHM. 


@ Here’s the lubricator you’ve been waiting for! The WHITE 
Lubricator is engineered exclusively for use with Motor 
RyYTHM and gives better, more effective top-engine oiling 
because it perfects ‘‘atomized”’ lubrication . . . is mechanic- 
ally dependable, easy to install...needs no adjustment, 
sells for less than $10.00! Fully guaranteed. 





@ You can afford to stock and sell this lubricator because you 
stock only one basic model which fits all cars (through the 
use of very low cost adapters). No large inventory to carry! 


@ INTRODUCTORY CONSUMER SPECIAL 


$ 8.75 


Free of Extra Charge, 1 Qt. MOTOR RYTHM.....Value 1.35 
TOTAL VALUE 


$10.10 


for both* 


*(Cost of installation kit ($1.20) where needed, except for some 1952 models 
Labor not included.) 


and corrosion, helps maintain full 


| distributor 
jnounced the opening of an inside 


| 12th St. 





R. M. HOLLINGSHEAD CORPORATION 


LEADER IN MAINTENANCE CHEMICALS 


Canadian Offices: Toronto 


ciple means that all of the MoTor 
RytTuHM lubricant enters the engine 
as a vapor. Automatically, the 
WHITE lubricator gives complete 
lubricant dispersion to all upper- 
engine parts. The Motor RYTHM 
cleans, oils and cools, checks wear 


Camden 2,N. J. 
Warehouses: Chicago 


compression, pickup and power. 
Ask your Wuiz jobber for com- 
plete details, and order your stock 
now. If he cannot supply you, ask 
him to stock the WHITE lubricator 
and WuHIz Motor RytTxHM for you. 


Dallas «+ San Francisco 








Utah and parts of Nevada and 
Wyoming. 

* * 
Fryer Is Elected President 
Of New Group in Fla. 

President of the newly forme: 
Gadsden County Automobile Deal] 
ers Assn. in Florida is Carl S, Fry 
er jr., of Quincy. 

Other officers are H. B. Hirt 
Chattahoochee, vice-president, anc 
J. Ed Bell, Havana, secretary- 
treasurer. 

Elected directors were J. C. Gis- 
sendaner, Chattahoochee, and J. F. 
Johnson, Quincy. 

* + 


Named Austin Dealer 
Bowers Auto Sales, 403 W. Mai: 
St., Kelso, Wash., has been appoin‘ 
ed an Austin dealer. 
* * * 


Canada Deal Bankrupt 


Fisher Motors, St. Thomas, Ont 
has made an assignment in bank- 
ruptcy, according to a notice filed 


in Ottawa. 
* 


Cofelt Motor Co. 


Delbert Cofelt has bought Tatge 
Motor Sales (Willys - Packard), 
Atchinson, Kans., and will operate 
the dealership as the Cofelt Mo- 


tor Co. 
* * * 


Gore Motor Co. 


C. A. Gore has purchased a De- 
Soto-Plymouth dealership at Twin 
Falls, Ida., from H. P. Spence. The 
concern will be known as Gore 
Motor Co. 


* * + 


Morton Motor Co. 


Kersey Motor Co. (Buick), Wam- 
ego, Kans., has been bought by 
M. L. Morton, Wamego. The new 
firm will be known as Morton Mo- 
tor Co. 


a * * 


Boras Opens Nash Deal 
Michael Boras, formerly a Kaiser- 
Frazer dealer in Brooklyn, N. Y., 
now heads Park Square Motors, 
one of Brooklyn’s largest Nash 
deals, at 103 Empire Blvd. 
* 7 * 


Kreisler Takes Olds Deal 


Charles Kreisler has taken over 
New York’s east side Oldsmobile 
dealership, which he _ will call 
Charles Kreisler, Inc. Kreisler for- 
merly was a Nash dealer in New 
York. 


* *x * 


Group Names McCorkle 


C. L. MeCorkle has been appoint- 
ed field secretary of the Portland 
Automotive Trades Assn., accord- 
ing to an announcement by E. E. 
Bozeman, president. 

* * * 


Klempel Buys Deal 
George Klempel, formerly with 
Felix Chevrolet in Los Angeles, has 
purchased a Dodge-Plymouth deal- 
ership in Fullerton, Calif., from 


Tom Moore. 
* * . 


Selby Opens Roof Lot 


A special feature of the expan- 
sion program of Selby Chevrolet 
Co., Ashland, Ore., is a roof gar- 
den used-car lot. More than 5,000 
attended the grand opening. 

x * - 


Young Opens 2nd Lot 


R. J. Young, of R. J. Young 
Motor Co. (Dodge-Plymouth), has 


|opened a second used-car lot at 
|1556 Canal St., in New Orleans. His 


other lot is located at 1331 South 


|Broad St., adjoining the new-car 
| showroom. 


* x ~*~ 
Showroom for Used Cars 
Rictor’s, Henry J - Kaiser-Frazer 
in Erie, Pa. has an- 


used-car showroom at 138 East 


* x 


* 
Flippen Opens Texas Deal 
Newton G. Flippen jr. has for- 
mally opened his new Ford dealer- 
ship in Carrollton, Tex. Flippen 
was a district manager for Olds- 
mobile. 
* - - 
Thugs Visit Ryan 
An office safe and a 1949 con 
vertible coupe were stolen fron 
Ryan Cadillac Co. of Seattle. 
* * * 


Southern Cal. Students 


Among southern California sales 


/men who attended the Chevrole‘ 


Post-Graduate School of Moder: 

Merchandising and Management i: 

Detroit were: Travis A. Reneau, 
(Continued on Page 37, Col. 1) 








| Dealer 


Doings 





‘hula Vista; Don Plummer, Center- 
ville; William K. Chase, Stockton, 
nd Howard Jolley, from the Enoch 
Chevrolet Co., South Gate. 


+ * 


Ryder Motors Sold 


Milan Ryder and Harry Dunn, 
Weiser, Ida., have sold Ryder Mo- 
tors (Dodge-Plymouth) to Steven 
Edwards of Yoncalla, Ore. Name of 
the dealership has been changed to 
Edwards Motors. 


Trader at Heart 
4-Year-Old Loses No Cash 


For New Car 


One of the “biggest-littlest’”’ auto- 
mobile deals in Beaver Dam (Wis.) | 
history was completed recently by 
Defnet Motors (Ford) according to 
the Beaver Dam Daily Citizen. 
Master Robert Edwards jr., four- 
year-old son of the city coroner, 
walked into Defnet’s showroom and 
asked to see a salesman about trad- 
ing in his 1950 model toy Ford on} 
a 1951 model. 

Hearing the conversation from 
his office, Dealer Jule Defnet de- 
cided he would handle the sale per- 
sonally. After showing the new 
model to the prospective customer 
Defnet invited Master Robert into 
his office where they closed the 
deal. 

Young Edwards was allowed 50 
cents for his 1950 toy Ford towards 
the purchase of the 1951 model, 
which sells for $1.50 including ac- 
cessories and taxes. Later, Harry 
and Earl Birkholz, used-car parts 
dealers in South Beaver Dam, 
bought the 1950 model for 25 cents. 

Two weeks after taking delivery 
on his new model, Master Robert 
was back at Defnet’s again—he had 
his 1951 Ford in for its first 1,000 
mile checkup. 

P.S.—After all the dealing was 
over, Defnet gave Master Robert’s 
dollar to Edwards sr., to be placed 
in the boy’s piggy bank. 


* * * 


Adams Sells to Glos 


Austin T. Adams, Lakeview, Ore., 
has sold his Cadillac-Oldsmobile 
dealership to Marshall Glos. The 
firm name has been changed to 
Glos Motor Co. 

* 


_.. 


Poole-Gable Motors 


Poole-Gable Motors, Ltd. (Dodge- 
Plymouth), has been formed in 
Gainesville, Fla. by Charles S. 


Brooking, Harry T. Poole and E. 
Everett Gable. 
* 


” on 


Nash Names Renbarger 


V. A. Renbarger has been ap- 
pointed Nash dealer in Walla Walla, 
Wash. Known as Renbarger Motors, 
the firm is in remodeled quarters 
at 124 W. Alder St. 

- x 


* 


Bexley in New Home 
Bexley Motor Sales, Columbus, O., 
is now in a new location at 1499 E. 
Livingston Ave. B. D. Rickey is 
president and treasurer of the com- 
pany. 


* * * 


Fire Hits Dealership 
Fire brought damages estimated 
at between $50,000 and $60,000 to 
Rush Motor Sales, Columbus, O. 
* * * 


Craigo Named 

E. J. Craigo, owner of Craigo 
Motors, Jackson, Miss., has been 
named regional representative on 
the Chrysler dealer council and will 
represent the New Orleans region, 
comprising Louisiana, Mississippi, 
Alabama and part of Florida. 

* * om 


Winkler Chartered 
Winkler Motor Co., Inc., Boone, 
N. C., has been chartered with au- 
thorized capital stock of $100,000. 
Principals are W. R. Winkler sr., 
Robert Congleton and W. R. Wink- 
ler jr., all of Boone. 


Engwall Takes S. D. Deal 


Glenn L. Engwall, Sioux City, Ta... 
as bought Michels Motor Co., Ver- 
nillion, S. 

* of * 


For Austin in New Orleans 


International Auto Sales, 1331 St. 
harles Ave., New Orleans, has been 
ppointed Austin dealer for the 
‘rescent City and the distributor 


|more Motors 
j— — 


m Page 


for Louisiana, according to W. E. 
Robertson, president. 
* * * 


Grant Gives St. Petersburg 
A New Service Outlet 

W. J. Grant, president of Grant 
Motor Co. (Ford), St. Petersburg, 
Fla., has announced the opening of 
the company’s new Beach Service 
Center at 10551 Gulf Blivd., Treas- 
ure Island. 

The new facility is housed in a 
building covering 5,000 square feet, 
including service department, parts 
department, office and a customer 
lounge. 

* * * 


McDowell Buick-Pontiac 


O. R. Shaffer has sold his Buick- 
Pontiac franchise in Nevada, Ia., 
to John McDowell. The business 
will be known as McDowell Buick- 
Pontiac, Inc. 

a * * 
Bank Elects Reuter 


Fred H. Reuter, president of Ken- 
(Ford), Kenmore, N. 
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elected to the board 
State Bank of 


Y., has been 
of directors of the 
Kenmore. 
* * 
Merger in Starkville 
Thompson Motors and Temp’s 
Service Station, Starkville, Miss., 
have announced that the two con- 
cerns will hereafter be known as 
Prairie Motors (Chrysler-Plym- 
outh). Owners are Billy Simmons 
and Aven Templeton. 
‘ . n 


Rebsamen Heads Civic Group 


Raymond Rebsamen, president of 
Rebsamen Motors, Inc. (Ford), Lit- 
tle Rock, Ark., has been elected 
president of the newly-organized 
Pulaski county citizens council. The 
group will seek industrial develop- 
ment of Pulaski county, Arkansas. 

+ * +. 


Remenspergers’ 50th 
Mr. and Mrs. William A, Rem- 
ensperger celebrated their golden 
wedding anniversary with a party 
attended by 300 in San Francisco. 
Remensperger is the city’s oldest 
Buick dealer. 


* * * 


Spear Is 1,000th Joiner 
They’re calling Tom _ Spear, 
Dodge-Plymouth dealer in Coalinga, 
Calif., “Mr. One Thousand” since 


Look for the pipe with a 
black streak down its back 


Here’s a quick exhaust system check. Take a 
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Studebaker Dealer Shows Mascot— 


“Mike, 


left to right, Gene Ruane, 
Hutchins, Studebaker dealer, 


he became the 1,000th member in 
the Northern California Motor Car 
Dealers Assn. 
* * * 
Buy Tractor Firm 

T. A. Buchanan, formerly with 
Con Frazier Buick Co., Kansas City, 
and R. W. Evans, sales manager for 
KCMO Broadcasting Co., have pur- 


chased the Missouri Tractor & Sup- 


gander at the exhaust pipe and the tail pipe at 
muffler connections. If you find black streaks, 


you can be sure there’s 


dangerous leakage. 


tic On 


" the Bengal tiger mascot of Louisiana State university, was exhibited in the 
showrooms of Hutchins Motors (Studebaker), Shreveport, 
of visitors who came to view the famous animal. 
Villanova college's 
and Jim Corbett, 


La., and attracted thousands 
Shown in front of Mike's cage are, 
sports publicity director; T. Willie 
LSU publicity director. 

ply Co., Ford tractor dealership, 
from the Leo Wenz estate. Bu- 
chanan is president and general 
manager and Evans is vice-presi- 
dent. 


* ok * 
Epton Changes Franchise 
Epton Motors, Anderson, S. C., 
has dropped the Packard line and 


(Con‘inued on Page 38, Col. 1) 
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Dealer Doings 


(Continued from Page 37) 








Schult Corp. and national president 

of the Trailer Coach Manufactur- 

ers Assn., has been elected a direc- 

tor of the St. Joseph Valley Bank 

at Elkhart, Ind. 
* 


taken over a Chrysler-Plymouth 
franchise, Jack H. Epton, owner, 
has announced, The business has 
also moved into new quarters. It 
continues to handle GMC. 

* ad * 


Bowell Reelected Head 


Of Vancouver Dealers 


McKenzie Bowell has been re- 
elected as president of the Van- 
couver Motor Dealers Assn. at 
Vancouver, B. C. 

Other officers are James Mce- 
Kinlay, first vice-president; Jack 
Marshall, second vice-president, 
and directors Roy Begg, J. M. 
Brown, L, D. Dueck, Don McLeod 


* * 


Swanson Motor (Dodge) 

Swanson Motor Co. (Dodge-Plym- 
outh), Hays, Kans., held an open 
house in its newly redecorated 
building. Swanson took over the 
dealership recently from C. A, 
Rupp. 


+ * 


|34 New Members Listed 
\In Washington Assn. 


and A. J. Lawson Oates. | Membership in the Washington 

.s eo Ss |State Auto Dealers Assn. now 

’ |stands at 606, the group has re- 
Graydon Sells Out | ported. 


Bob Graydon has sold his inter- | 
est in Marin Auto Sales (Chrysler- | 
Plymouth), Mill Valley, Calif., to 


Thirty-four new members _in- 
clude: Couture Buick Sales Co., 
. . |Auburn; Carlson Buick Pontiac 
Maltiand Cline and uae Lloyd. | ¢o,, Grand Coulee; Baldwin Chev- | 
| rolet Co., Dayton; Service & Isaac- | 

Bank Board Adds Wells |son Motors, Woodland; W. M. Hud- | 

Walter O. Wells, vice-president,|sons Chevrolet Co., Goldendale; | 

general manager and treasurer of | Brown Brothers Garage, Yelm; 


Tem felt 


2 


0 


MAN? 


He boosted business 


with help of “3M” Service! 


When body shop business in Chicago’s Keystone Chevrolet Co. 


appeared stuck at 10% of customer labor—when 


enough work to keep two men busy~ Service Manager ED SMITH 


enlisted the aid of his 3M Salesman 


Together, they conducted a series of 3M sales “‘short-courses” that 
taught Keystone service-salesmen how to look for—and get 


business. How to sell extra services! 


And it paid off. Ed Smith soon hired three additional body men! 
Then he took advantage of that double-barreled 3M business-boost- 
ing program. 1. He used 3M sales-stimulators to solicit new business. 
And 2, he used 3M sales-clinchers to turn that potential autobody 


business into positive autobody jobs. 


Result? Keystone’s body shop business zoomed to an impressive 


55% of customer labor Over 500% increase! 


Your body shop can do the same. Ask your 3M Salesman for full 


business-boosting details. You’ll be glad you did. 





Watch for Nation-Wide 





See 3M Company's TV Program 
"Juvenile Jury” on NBC Network 






9 CO EMAL dade ¢ 


Dealer O'Connor in 1911 Ford— 

J. F. O'Connor, Lincoln-Mercury dealer, Los Angeles and Hollywood, waves to crowd 
in grandstand during horseless carriage day at the Palm Desert club. The 1911, 
Model T Ford, “Black Widow," is owned and driven by Lindley Bothwell, president, 
Horseless Carriage Club, and owner of 85 of the gas buggies, said to be the third 
largest collection in the U. S. 


Jims John’s Pontiac Co, Oroville; 
Goehry’s, Inc., Brewster; Waterville 
Implement & Hardware, Waterville. 
tors, Oroville; Tonasket Motors, H & H Truck & Implement Co., 
Tonasket; McGillvrae Pontiac,| Oroville; Grand Coulee Motors, 


Omak; Frank’s Motors, Omak; |Inc., Coulee Dam; Stokes Service, 


Do better, faster work 
with the complete line of 
3M Autobody Products 


“3M” ADHESIVES 


Pugh & Co., Coulee City; 
Chevrolet, Coulee City. 
Elma Motors, Elma; Scott Mo- 


THIS 


FELT PAO 
ADHESIVE 





“3M” ABRASIVES 


ey 


500% 


there was hardly 


new 











BIG SPRING 
PROMOTION 


it will really build your 
refininishing business! 











FREE Business Boosters / 


Your 3M Salesman will be glad to provide 
you with a complete sales-promotional package 
that advertises your refinish service, builds 
your profits It’s yours FREE for the asking. 


COMPANY 
PRODUCTS 





Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “‘Scotch’’ Brand Pressure-sensitive Tapes, ‘‘Scotch’’ Sound Recording 
‘Tape, ‘‘Underseal”” Rubberized Coating, ‘‘Scotchlite’’ Reflective Sheeting, “‘Safety-Walk"’ Non-slip Surfacing. General Export: Minn. Mining & Mfg Co., 
International Division, 270 Park Avenue, New York 17,N Y In Canada: Minn. Mining & Mfg of Canada, Ltd., London, Canada. 


Grand Coulee; G & H Motors, Wil 
bur; Wilson-Brennan, Inc., Granc 
Coulee; Jack Carlson Motors, Gran« 
Coulee; Llewellyn & Llewellyn, Wil 
bur; James & Billings, Seattle. 
Guenther Tractor Co., Pasco 
Renbarger Motors, Walla Walla 
Locati Motor Co., Walla Walla 
Hernas Chevrolet Co., Davenport 
Inland Motor Co., Rosalia; Rain 
bow K-F Sales, Inc., Tacoma 
Woodland Valley Motors, Wood 
land; Barnard Motor Co., Renton 
Ericksen Motor Co., Bothell; Gree: 
Motors, Bothell. 
* 


Dealer Horgan Chairmans 


‘Heart’ Drive in New York 


Chairman of the Heart Fund’s 
automotive division for the 1952 
drive will be Ralph Horgan, pres- 
ident of Ralph Horgan, Inc., it 
was announced by William Zeck- 
endorf, general chairman of the 
New York Heart Assn. 

Horgan is heading this division 
for the third consecutive year 
and, in accepting the chairman- 
ship, said “New Hope for Hearts 
again is the theme of the drive, 
which seeks $1,100,000 from New 
Yorkers to carry on its program 
of research, education and com- 
munity service.” 

* * * 
San Diego Golf Tourney 

The San Diego (Calif.) Chevrolet 
Dealers Assn. sent a check for 
$2,000 to the local society for crip- 
pled children following the comple- 
tion of the annual open golf tourna- 
ment at the country club there. 
Ted Kroll won first place. 


2 New California Deals 


Two new dealerships have been 
started in California, and incorpo- 
ration papers have been filed with 
Frank M. Jordan, secretary of state. 
C and M Motors, Santa Clara, has 
been formed by James F. McCarthy, 
Michael Aronson and Melvin E. 
Cohn. White Truck and Equipment 
Co. will deal in trucks under the 
directorship of A, C. Dillinger, R. 
B. Lewis and A. L. Gronvale. 

cd * ca 


Greene-Haldeman to Give 


Auto Salesmanship Course 


Bill Neale, general sales man- 
ager of Greene-Haldeman (Chrys- 
ler-Plymouth), Los Angeles, has 
announced that the company is 
inaugurating a beginner’s course 
in auto salesmanship. Walter 
Haase, sales manager, will con- 
duct the course. 

The subjects covered will in- 
clude knowledge of new cars, 
used-car operations, appraising, 
prospecting, qualifying and han- 
dling and closing a sale. 

* * * 
Paul Cited Again 

Ray Paul, salesman for Skaggs 
Motors (Ford), Manhattan, Kans., 
has been awarded a Ford 500 club 
pin for his sales record during 1951. 

The pin was presented by Harry 

Stansberry, Kansas City Ford rep- 

resentative. Paul won a 300 club 

award for his sales record in 1950. 
*# * 


S ponsors TV Program 


Bennie Blaushild, head of B. W. 
Blaushild Co. (Dodge-Plymouth), 
Cleveland, is sponsoring an hour- 
long television presentation of 
“Bowler’s Jackpot,” a program 
which features contestants bowling 


for prizes. 
* * 


McCahill Heads Dealers 


Joe McCahill, Chevrolet dealer 
in Monessen, Pa., has been elected 
president of the Monessen Auto- 
mobile Dealers Assn. 

. * * 


|$150,000 Parnell Dealership 


Opens in West Vancouver 
Featuring a _ revolving display 
turntable in the showroom, Parne!l 
Motors has opened its new $150,000 
unit in West Vancouver. 
W. Parnell Johnson is president 


land general manager of the dealer- 


ship. Others on the staff include 
W. Bruce Morris, sales manager; 
Frank Jensen, secretary-treasure! ; 
Dennis O’Sullivan, service man- 
ager, and Bert Dudfield, servic° 
controller. 

of eo * 


2,000 Attend Open House 


Of New Rees Dealership 


Nearly 2,000 persons visited the 
open house celebration markin{ 
completion of the new quarters fcr 
Rees Motors, Chevrolet dealershi 
in Cameron, W. Va. 

A veteran of 23 years in the aut« 

(Continued on Page 39, Col. 1) 
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(Continued from Page 38) 


iobile business, dealer E. G. Rees 
iilt and equipped his new building 

provide efficiency, economy and 
ise of operation. Floor area is free 
rom posts and 25 double windows 
dmit sunlight. Completion of the 
9,000 square-foot L-shaped struc- 
ture is said to make it one of the 
biggest and most modern automo- 
tive dealerships in the Cameron 
district. 

* * 


K-F Distributor Files 


Bankruptcy Petition 

A voluntary petition in bank- 
ruptcy has been filed in the St. 
Louis federal court by Goonan Mo- 
tors, Ine. (Kaiser-Frazer distribu- 
tors), 1215 Big Bend Rd., St. Louis 
county. 

Martin L. Goonan, president of 
the company, listed liabilities of | 
$19,911 and assets of $5,032. He said 
the company was operating unprof- 
itably, and that the owner of the 
premises had ordered it vacated for | 
non-payment of rent. 

co * * 
Injured in Blast 

Bill Marshall, son of Chevrolet | 
dealer F. R. Marshall, of Bakers- 
town Garage, Bakerstown, Pa., 
narrowly escaped senous injury 
fighting a $300,000 fire at the Wav- 
erly oil refinery in Richland town- 
ship. Although hit by an exploding 
acetylene tank, young Marshall suf- 
fered only a bruised hip. 


* * * 


Rofinot Aids Red Cross 


N. Roy Rofinot, head of Harms- | 
Rofinot Chevrolet Co., Spokane, has | 
been named general chairman of 
division B of Spokane’s 1952 Red | 


Cross fund campaign. 
* * * 


Dealer Morgan ‘Gift Wraps’ 


Packards for Customers 


W. B. Morgan, head of Morgan 
Motor Co., Pasadena _ (Calif.) 
Packard dealership, states that 
all new Packards made ready for 
retail delivery at the factory ere 
now being “gift wrapped.” He 
explained: 

“Cars earmarked for the cus- 
tomer driveaway department are 
thoroughly serviced, lubricated, 
washed and polished. Then, to 
preserve the luster while await- 
ing delivery to the buyer, they 
are wrapped in_ transparent 
plastic.” 





* * * 


Clements Chevrolet Now 


Clements Chevrolet, Inc., has been 
opened at 3440 Clinton St., Buffalo. 
It formerly was known as Dusch |! 
Chevrolet. Officials of the new firm | 
are: Harvey Clements, president; | 
Marvin Knittel, general manager, | 
and Art Koch, sales manager. | 

* * 


Van Daam Joins 

Van Daam Motors (Chrysler- | 
Plymouth), 2315 Delaware Ave.,| 
Buffalo, has become a member of | 
the Buffalo Automobile Dealers | 
Assn. Edward Van Daam heads the | 
firm. 
* * * 


Hamilton to Orr 
Sale of Central Chevrolet-Olds- 
mobile, Ltd., London, Ont., to 
James A. Orr of Hamilton, Ont., 
has been announced by J. B. Sang- 
ster. Orr had been vice-president 
and general manager of Hamilton 
Motor Products, Ltd. 
. * 





* 


Firemen Honor Parker 


S. H. Parker, Chevrolet dealer in| 
Bellevue, Pa., was honored recently | 
by Bellevue’s volunteer firemen at | 
their annual dinner. The organiza- | 
tion traditionally pays tribute to| 
one businessman of the community | 


for service rendered to the borough. 
* 


* . 


Symons Buys I-H Deal 


Vie Symons has purchased the} 
International Harvester dealership, | 
Holton, Kans., from George Lierz. | 
Symons will operate under the| 
name of Symons Tractor & Imple- | 
ment Co. 


* * * 
Larson Aids Fund Drive 


For Chicago Red Cross 
Emanuel E, Larson, president 
of Broadway Lincoln - Mercury 
Sales, Inc., Chicago, has been ap- 
pointed to head the personal 
‘ervices group in the business 


| 
| 
| 


|and Berkeley, Calif., 


division of the 1952 Red Cross 
Fund campaign. 

Larson’s section will handle 
solicitations among 82,500 em- 
ployes of associations, clubs, flor- 
ists, hotels and restaurants. The 
goal for the fund has been set at 
$3,750,000. 

* * * 
Qvale Expanding 

Kjell Qvale, owner of British Mo- 
tor Car Distributors, Ltd., San 
Francisco, has taken over Oakland 
dealerships 
from Peter Sartori. New showrooms 











can be too light... it can be too dark. 
But if it isn’t right, I’m in for a lot of 
extra work. Believe me, I’ve gota match 
now! I use Martin-Senour special 
purpose black lacquers and enamels. 
That’s the way to get the best match... 
the best coverage...the best adhesion 
and the best appearance. Do as I do: 
Count on Martin-Senour BLACKS and you'll 


be satisfied...and your customers will be too. 


i 


“‘We find that Martin-Senour 
Blacks meetallourrequirements 
for match, density, fill and bril- 
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for the British cars have been com- 
pleted in Berkeley, Qvale an- 
nounced. 

ba * * 


Harper Auto Sales 


Harper Auto Sales, former Hud- 
son dealership at 20775 Harper, 
Harper Woods, Mich., has taken 
over the sale of Nash cars, it has 
been announced by Marcel L. Ma- 
hieu and Joseph L. Moran, owners. 

* * * 


Graue Deal Sold 

John Graue and John Graue 
jr., partners in John Graue Motor 
Co. (DeSoto-Plymouth), 702 Wall 
Ave., Joplin, Mo., have sold the 
business to C. A. Kenslow. Un- 
der new ownership, the business 
will be operated as Kenslow Mo- 
tor Co. Six associate dealers of 
(Continued on Page 44, Col, 1) 


It’s tough to strike the right match 
in black for spot or panel painting. It 














| J. E. Woosley, district manager. 


liance. 
from spot and pafiel repair to 
complete over-all refinishing.” 


Dealer Receives Nash Award— 


Leifeste Nash Motors, New Braunfels, Tex., recently was awarded Nash Motors’ 
10-point select dealer award. Shown at the presentation are (left to right): R. L. 
Martinson, assistant Dallas zone manager; C. E. Leifeste, owner of the dealership, and 

















That’s true for every job 
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Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolf 
Special Correspondent 
Rr cetargipen RICHMAN, vice-pres- 
ident and treasurer of Abra- 
ham & Straus, Brooklyn, asserts in 
Business Weck that: “Stores com- 
pete with each other only on per- 
sonnel. They buy at approximately 
the same price, sell at approximate- 
ly the same price. The only thing 
that makes them different is peo- 
ple.” He was referring to the A&S, 
Macy, Gimbel’s battle royal. 

A&S, which describes itself as “a 
metropolitan store with a home- 
town fecling,” further asserts that 
“salespeople in Manhattan = are 
sometimes curt, brusque, even 
downright rude, so A&S has care- 
fully drilled a policy of friendli- 
ness into its employes.” 

What Mr. Richman is saying, if 
I understand him correctly, is that 
the big stores in New York cannot 
compete effectively with each other, 
dollar for dollar, on the quality and 
performance of their merchandise. 


knowledgeable consumer knows she 
need not beat a path through the 
woods to find a better mousetrap. 
So she buys her mousetrap from a 
store to which she is emotionally 
attached, perhaps for its “home- 
town feeling.” 
+. . * 


Applies to Everybody 

T STRIKES me that Mr. Rich- 

man’s observation applies with 
equal truth to both retail outlets 
and manufacturers in almost every 
category. Technological savvy in 
America is so universal that the 
day of the “better mousctrap” is 
just about over. 

Today all reputable stores carry 
products of first-rate quality. The 
motorist who wants to buy a 
quality tire or battery has a wide 
range of brands to choose from. 
There are so many good motor 
cars on the market he cannot go 
very far wrong no matter which 
mak he selects, and the deter- 


mining factor is often the reputa- 
tion of the dealer. 

The same goes for farm imple- 
ments, paint, building supplies, ra- 
dio and television sets, boats, mo- 
tors, rods, reels and guns, poultry 
supplies and other farm merchan- 
dise. Local 
services laundries, 
photography, auto repair shops, 
restaurants, and so on—have their 
choice of many makes of high- 
grade equipment. 

In the manufacturing field, the 
fact is that few products in gen- 
eral use today possess exclusive 
features of important superiority. 

For example, any smart brewer 
can produce a_ beer delectable 
enough to please a lot of palates, 
and almost any miller, assuming 
he is able and ambitious, can make 
a flour of excellent quality and per- 
formance. Any tobacco man, if he 
has the desire and the dollars, can 
roll a cigaret that will hold its own 
in any blindfold test. 

Any responsible oil company can 


businesses that sell | 
drycleaners, | 


produce—and all responsible oil 
companies do produce—-gasoline of 
a quality that performs acceptably. 
Any baker worth his yeast can 
bake a salable loaf of bread, and 
any determined manufacturing 
chemist can compound a dentifrice 
no worse or no better than the 
many brands on the market. What 
it takes to produce a satisfying 
blend of coffee is surely no secret 
in the coffee trade. 

Automobile makers, like the 
coffee roasters, have few secrets 
of consequence; so universal is 
the industry’s know-how that 
every American make of car has 
its loyal band of followers. 
Today, moreover, there are few 
new kinds of products, despite the 
wonders of modern scientific dis- 
covery, and when there is a new 
kind of product many imitators 
quickly follow. The safety razor, 
for example, is no longer an exclu- 
sive idea; there are a number of 
good competitive makes on the 
market. 

x * 


Hard to Be Competitive 


NASMUCH as the era of the 
better mousetrap appears to be 
about over, at least in most areas 
of everyday merchandise, the busi- 
nessman of today is usually hard 
put to find selling points of prod- 


I gather from this that today’s 


COMBUSTION CHAMBER DEPOSITS 
CAUSE RAPID LOSS OF POWER! 


Engineering Surveys Show Modern Engines Suffer Greatest 
Loss of Power During First 2,000-10,000 Miles of Operation; 
New Method of Carbon Removal Restores Lost Performance! 


Detroit, MICHIGAN — Formation of 
normal combustion chamber deposits 
causes a rapid and serious loss of power 
in modern engines, according to re- 
cently published reports of automotive 
and petroleum research engineers. 
A survey of actual results obtained 
from tests of all makes of late model 
cars indicates an average torque loss of 
almost 12% during 10,000 miles of 
operation, with an average loss of 15% 
recorded at 20,000 miles. These findings 
are said to provide conclusive evidence 
that maximum deposit build-up and 
greatest power loss generally occur be- 
tween the first 2,000 and 10,000 miles. 


Carbon Acts as Insulator; 
Destroys Thermal Efficiency 


The deposits causing this rapid loss of 
engine performance are the inevitable 
by-products of normal combustion. As 
they accumulate, they act as an undesir- 
able insulator inside the chamber which 
effectively prevents normal dissipation 
of heat to the water jacket. This ab- 
normal retention of excessive combustion 
chamber heat causes a sharp drop in the 
engine’s thermal and volumetric effi- 
ciency, with consequent sluggishness, 
loss of power, and noticeable detonation 
or “ping.” 

To overcome these operating condi- 
tions, normal tune-up procedures offer 
the alternatives of advancing the spark 
to improve power or retarding the spark 
to get rid of the “ping.” It is pointed 
out, however, that neither of these alter- 
natives can correct the basic cause of 
poor engine performance. 


Periodic Carbon Removal Main- 
tains Modern Engine Performance 


To check the effects of deposits in 
normal owner-driven cars and to deter- 
mine the essential tune-up requirements 
for modern engines, automotive service 
engineers have conducted extensive tests 
on a random cross-section of privately 
owned automobiles. The cars were of 
15 popular makes and were powered by 
L-head and overhead valve engines, 
straight-8s, V-8s, and 6-cylinder engines. 
Mileages ranged from 4,600 to well 
over 50,000 miles. 

In testing these cars, each one was 
checked as received on a chassis dy- 
namometer to determine its maximum 
wheel horsepower at a given speed. The 
engines were then tuned to the manu- 
facturer’s specifications, and ignition 


timing was set for maximum power ob- 
tainable. Power gains obtained for all 
cars averaged only 1.6%. 

The engines were then “blast-cleaned” 
with the Kent-Moore “Head-On” Carbon 
Blaster to save time, eliminate need of 
removing cylinder heads, and to avoid 
possible distortion of the cylinder walls. 
Dynamometer readings, taken after car- 


bon blasting, reflected a further average 
power increase of 5%. Finally, the blast- 
cleaning operation permitted a further 
advance in timing to specifications. This 
resulted in an additional power gain of 
3.4%, or a total improvement of 10% 
over the initial power recorded. 

While these significant averages indi- 
cate a common need for periodic carbon 
removal as an essential adjunct to normal 
tune-up service, it is interesting to note 
that power recoveries as high as 25% 
to 30% were not unusual after blast- 
cleaning individual cars. 


WOW Y You can Blast-Clean 


combustion chambers without removing 
the cylinder head! 


Get set for Extra Profits with the 





Kent-Moore ‘HEAD: 


Extra profits ... and how! Take a look 
at the mammoth expanding market for 
new Carbon Blast Tune-Up Service. Over 
16-million late model cars... and each 
one a periodic repeat prospect for this 
quick new profitable Engine Service 
Special! 

Yes, you can really build volume with 
the Kent-Moore “Head-On” Carbon 
Blaster. It’s simple to install, easy to 
operate, low in cost. Yet it enables you 
to “blast clean” combustion chambers 
quickly and effectively without removing 
the cylinder head! No fuss, no muss, no 
bother at all! No hand scraping re- 
quired! No distortion of cylinder walls 
commonly encountered when the head 
is removed! Gets rid of the “ping”, 


ON’ CARBON BLASTER 


makes engines “sing” with new pep, 
new power, new improved perform- 
ance. Write for complete information 
today! 


KENT-MOORE ORGANIZATION, INC. 
5-105 General Motors Bidg. @ Detroit 2, Michigan 
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1926 Chevrolet Still Runs— 


Attention-getting feature in the show- 
room of Decker Chevrolet, Holland, Mich., 
was a 1926-model Chevrolet which had 
|been driven for only a year, then put in 
|storage for 25 years by its owner. Upon 
|the owner's death, the car was put in 
|running order simply by filling it with 
|gasoline, oil and air, and charging the 
battery. Jack Decker (right) sold the car 
to original owner when he was a sales- 
man for previous dealer. 
uct superiority worth making a 
noise about. 

Unfortunately, too many ad- 
vertisers, both local and national, 
do make a noise all the same. In 
their dilemma and desperation 
they often resort to bombast and 
ballyhoo, monkeyshines and men- 
dacity. Lacking exclusive talking 
points, we find them whooping 
up incredible and _ unsubstanti- 
ated claims of superiority. 

We also find them whooping up 
bargain sales that are not the real 
McCoy. 

I was thinking of all this when 
I read Kenneth Richman’s state- 
jment in Business Week. It struck 
|me that his comment, “The only 
thing that makes stores different 
is people,” provides food for 
thought for all advertisers. 

Take you, whatever your busi- 

ness. I do not believe that I am 
being too fanciful when I suggest 
that your ads are your “people.” In 
| print and over the air, or in what- 
ever media you use, your ads are 
your representatives, your spokes- 
men, the “face” you present to the 
|public, and what you say and how 
;you say it. In short, your deport- 
ment has as much influence on 
consumer feeling about your busi- 
|ness as the behavior of A&S sales- 
|clerks has on public feeling about 
|the A&S store. 
Have you ever thought about 
| your advertising in terms of com- 
| plete truthfulness, sincerity, mod- 
esty, friendliness and good man- 
ners? 

I suspect, as I have already 
suggested, that today’s knowl- 
edgeable consumers know that 
all reputable products, dollar for 
dollar, are about on a par for 
quality and performance no mat- 
ter where they buy them. 
| I suggest that you strive for a 
|feeling of “nice people” in your 
advertising. 


3 States Ponder 


Reciprocity Pact 


L ~ 

PORTLAND, Ore. — Preliminary 
steps toward the negotiation of 
new-truck and _ bus _ reciprocity 
agreements between Idaho and Ore- 
gon, and Idaho and Washington 
were taken by representatives from 
the three states at a meeting in 
Portland. 

Motor vehicle reciprocity had 
been in effect between the three 
states for many years before it was 
knocked out by the 1951 Idaho leg- 
islature through omission of au- 
thority for such agreements in the 
enactment of a new ton-mile tax 
law. Authority to make reciprocity 
agreements was restored by a spe- 
cial session of the legislature this 
year, however. 

Major problem involves vehicles 
weighing more than 26,000 pounds 
Registration fees and taxes are the 
main points to be reconciled rather 
than load limits. 





‘Dealer Anderson Stages 


Annual Midnight Preview 

L. C. Anderson, Inc., dealershi} 
lin Lake Orion, Mich., held its 
| annual auto show in connection 
— the unveiling of the nev 
Buick, Chevrolet and Pontiac cars 
| Feature of the event was a mid 
|night preview at the dealership’s 
|showroom, followed up by enter- 
|tainment and dancing. In addition 
|@ regular show was featured fo: 
| two days, 








FOR FACTORY 


Supply Outlook Dark | 
For Alloy Steels : 


EFENSE takes a lot of steel—particularly big chunks |! 

of steel that have to be heat treated in very large sec- 
tions. All of which presents a very unusual problem. 
The most important thing about a war as far as steel is| 
concerned is that war production creates a tremendous} 
demand for hard, tough steels¢-—— 
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we | Non-Toxic Dy Chek 
| Claimed by Turco 

LOS ANGELES.—S. G. Thorn- 
bury, president of Turco Products, 
Inc., Terminal Annex, 2649, Los 
Angeles 54, has announced that the 
;company has completed an _ im- 
| proved and non-toxic Dy Chek for- 
|mula “following increased interest 
in our metal inspection process.” 

Chief advantages claimed for the 
Dy Chek process over other meth- 
ods are inexpensiveness, that it does 
not require royalty or licensing fee, 
application to both ferrous and non- 
ferrous metals, portability and ac- 
curacy, the company states. 


“Dy Chek is not only applicable 
to mass production inspection of 
parts under factory conditions, but 
is unique in that it can be used 
by a single mechanic or inspector in 
examining parts in the field,” 
Thornbury said. 


that must be heat treated in|good as the steels they are replac- | 
big cross-sections. This, to-|ing. Sloppy heat treating practice) DiBello Motor Sales Awards— 
gether with the jet engine and tank |is out in an auto plant. Inspection 


programs, explains in simple terms |is more rigid. It has to be if a little . 
the critical alloy situation that is | pinch of boron is to replace a big |™®™ ore awarded sales trophies by Gaston DiBello, president of DiBello Motor Sales 


developing in this country. 


Al Brown (left), new-car salesman, and Dick O'Shaughnessy (right), used-car sales- 





slug of nickel or molybdenum. 


| (Pontiac), Buffalo. The awards were presented after a year-long contest in 1951. 





The battle to conserve alloys will 
be a severe test of America’s in-|} 
genuity—and patience. To under-| 
stand why this is so it is necessary | Fi 

i 
: 





to know something about the func- | 
tion of alloys in steel. 

Metallurgists add alloys to steel 
purposes: (1) to} 
make the _ steel) 
serviceable under | 
severe conditions | 


for two general 


No. 2 
in a 
Series 


of temperature or | : 
corrosion, (2) to} pe : 
assist in the process of hardening eee 
steel under production conditions. OU ae 
* x bs ae 
Alloy Content High & 


EAT or corrosion resistant ee | 


steels generally require rela- 


z 


Bante a abeit 


tively large alloy additions—from 
10 percent to as much as 95 per- 
cent of all the metallic materials 
are alloy. The so-called construc- 
tional, low alloy steels rarely re- 
quire more than 4 percent or 5) 
percent alloy. 

While the alloy content of cor- 
rosion-resisting and _ heat-resist- 
ing steels is high, the tonnage of 
such steels produced annually is 
small. Conversely, while alloy 
content per ton is low, the ton- 
nage of low alloy steels used for 
gears, axles, springs and a wide 
range of similar applications is 
so great that maximum alloy 
savings are being achieved by 
concentrating on the _ so-called 
low alloy steels. 

There is another reason why the 
major effort to conserve alloys is 
being directed at automotive steels: | 
there are few, if any, substitutes 
for most of the heat and corrosion- | 











resisting steels being used today. 7 Kien: 
In the low alloy field, boron does | , Seer 
the same job as nickel or molyb- “HBR Bex 
denum in_ hardening steel. In Hilts, Rem 
typical low alloy steels less than syiteey > 
a pound of boron replaces three ey 


pounds of molybdenum, or six 
pounds of manganese or chromium | 
or 18 pounds of nickel. | 

While there is much work to be} 
done, the acceptance of boron | 
steels is growing rapidly. The Au-| 
gust melt schedule was 25,000 tons | 
of boron steels. The December melt | 
was 45,000 tons. From now on, 
boron steel will be used by NPA| & 
for downgrading. This means that | , =’. 
if a metallurgist for an auto plant} ‘ ae 
is specifying too much alloy for| Gr" 
the job, the government will insist | ” 
that he use a boron steel contain- . 
ing fewer pounds of alloy. ing 

* * * 


Protests Expected 

Wit automobile plant metal- 
lurgists like downgrading? Un- | 

doubtedly, there will be many 

strong protests. Most of the pro- 


tests will not be allowed. Some auto 4 
plant managers who are using A 
boron steels today admit they 


would change back to higher alloy SA RA SE 
steels tomorrow if it was permis- 
sable to do so. 


In the past some of the alloy 


content of the steels was heat 
treating “insurance.” If the quench 
was not as severe as it should be =i 


or control over the heat treat pro- | 





ree 





cess slipped a little, the steel would 








still harden or “quench out” as! 
metallurgists put it. 
Under todays conditions — with 
leaner alloy steels—heat treat con- 
trol has to be tight—very tight. 
The new steels are meeting the 


ime specifications. Their record 

of serviceability is good—just as | 
Handling Box Shooks 

_ ROCKFORD, Ill. — A_unit-load 

bundle for handling box shooks 

vithout pallets is claimed to save 


noney and space for National Lock 
Co, here, 














Turn to Hastings for the most help. You'll get it because 
Hastings devotes all its energies exclusively to the replacement 


market. 


HASTINGS STEEL-VENT: The oil control ring engineered 
exclusively for replacement, and for all replacement service 
—use it for re-bore, re-ring and re-sleeve jobs. Chrome-faced 


for heavy duty service. 


HASTINGS MICRO-KNURLING: Finest piston re-sizing and 
re-surfacing with exclusive Hastings diamond knurl pattern— 
preferred by mechanics everywhere. 


HASTINGS SERVICE INFORMATION: Rated tops in the in- 
dustry by leading piston ring specialists. Let these complete, 
practical, authoritative handbooks, engineering bulletins and 
installation instructions keep you up to date. 


HASTINGS SERVICE TOOLS: Hastings engineers have cre- 
ated and developed many specialized service tools—available 
through your Hastings Jobber—to help you do better, faster 


and more profitable work. 


HASTINGS ADVERTISING: 


The famous Tough Guy sells 
the piston ring idea to your cus- 
tomers every month in leading na- 
tional magazines and farm journals. 





STEEL-VENT PISTON RINGS 


HASTINGS MANUFACTURING CO. « HASTINGS, MICH. 
Hastings Ltd., Toronto 
Piston Rings « Spark Plugs « Oil Filters + Casite « Drout 
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on television 








*If you'd like a detailed analysis of the summer television 


advertising opportunity, ask CBS Television Sales for the 


recent publication ‘‘It Takes Four Quarters To Make A Dollar.”” 





A peculiar summer, last summer. Hard to 
see how anybody got a sun tan. Judging by 
statistics, most people spent the summer 
indoors, looking at television, just as they'd 


spent the winter, and autumn, and spring. 


It’s true you can do almost anything with 
television, but the fact is that nobody ever 


got a tan from a cathode tube. 


But it’s just as true that summer sponsors 


didn’t get burned, either. 


Most CBS Television advertisers who kept 
their names and products selling all last 
summer (and most of them did) found” that 


... they were reaching big audiences —often 





larger than their October-April average 
. they reached those big audiences at a 
low cost per thousand—frequently lower 


than their October-April average. 


Summer’s going to be hot again this year— 
in CBS Television. And the people who are 
going to stay coolest and most collected 

—and collect most—are the advertisers who 


see to it they stay in that picture. 


CBS TELEVISION 
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mated by Anders to weigh 60 
pounds. 

But a deal is a deal, and Rat- 

| 
a | cliffe drove off in a new Dodge, 
- aan? and Anders strode off to the bank 
(Continued from Page 39) with a sack of silver over his 

John Graue Motor Co., in dis- ard Billings Chrysler-Plymouth. shoulder. - . . 

trict towns, have been made Billings said he is liquidating his , 

straight dealers under the new | James Billings Nash holdings in Moore Takes Packard 


arrangement. 
* * * 


$10,000 Fire Loss 
Fire damage at the Pontiac deal- 
ership in Burns, Ore., was _ esti- 
mated at more than $10,000, accord- 
ing to Roy Johnson, the owner. 
* * * 


Hendon Heads Local Club 


J. William Hendon, general sales 
Chevrolet 


manager of Parkland 

Co., Asheville, N. C., is the new 
president of the Kiwanis club 
there. 


* * * 


Billings Sells Nash Deal 
Buys Chrysler Firm 


Thomas J. Armentrout, a Port- 
land (Ore.), auto dealer since 
1918, has sold Armentrout Motors 
(Chrysler-Plymouth), to Richard 
Billings, who has operated the 
Richard Billings school of danc- 
ing here for 21 years, 

Name of the new firm is Rich- 





When a connecting rod 
is on the borderline... 
between good and bad... 


this one thousandth can throw you! 


fhe INVISIBLE 
thousandth 2 


Seattle to concentrate all his 
efforts on his two Portland inter- 
ests. Armentrout remains with 


R. C. Moore, former president of 
the Memphis Used Car Dealers 
Assn., heads the Memphis Packard, 








— ; . . Inc., which succeeds Treadwell- 
Se sew Sim Gs 8 7 salesman, Price, Inc., as Packard dealer in 
Memphis. The new company will| 
Silver Linin use the former Treadwell-Price 
g quarters at 938 Union Ave. New Knoerzer Showroom, Hammond, Ind.— 
o , * 


Colorado Buyer Offers 


$890 in Change 
John Anders, of Goffee Motor Co., 
Pueblo, Colo., had to lug the down 
payment on a new 


Lievendag Sells Deal 
At Flushing, N. Y. 


| R. Ed Lievendag, 


president of | 
Dodge to the|Lievendag Motors, 


Inc. (DeSoto- | 


bank in a sack over his shoulder. | Plymouth), Flushing, N. Y., has| Automobile Old Timers and the 
Mack Ratcliffe, of nearby Rye,| been forced by bad health to ea edad -Long Island Dealers) 


told the company that he would|up his dealership. He has sold to) 
turn in “a little bit of silver” in|J. David Perveler, and the busi-| 
the down payment, but none of the|ness is now known as Perveler | 
employes expected that there would | Motors, Inc, | 
| be $890 worth of silver dollars, half-| Lievendag had been in the auto-| 
| dollars and quarters. |mobile business for 32 years, and| 

Three employes of Goffee’s, John|had the oldest franchise of any 
| Anders, Francis Paglione and Lu-|DeSoto-Plymouth dealer in _ the 
cile Brothers, took two hours to| metropolitan New York area. Liev- 
count the money, which © was esti- |endag started business in 1919 and | 


* * * 


Fire Sweeps Schenck Deal 


Fire swept the Schenck Motor 
Sales Garage, Cortland, N. Y., 
destroying six new automobiles 
and five others in for repairs. 
Oscar J. Schenck, owner, esti- 
mated damage at between $25,000 
and $30,000. He said the fire ap- 






The unaided eye can’t see the slight 
out-of-round difference in rod bores 
that can “make or break” the success 
of your overhaul. Can you take a 
chance on customer come-back with 
a costly engine reconditioning job... 
when replacing faulty rods costs so 
little, protects you so well ? 





Your Federal-Mogul Jobber provides 
a complete, prompt, economical 
Federal-Mogul Exchange Insert Rod 
service. Remember—if in doubt, take 
it out! Replace with Federal-Mogul 
Exchange Insert Rods. They’re care- 





LO ee . fully reconditioned and immediately 
 .. ..... available! 








FEDERAL-MOGUL SERVICE 


(DIVISION OF FEDERAL-MOGUL CORPORATION) 


DETROIT 13, MICHIGAN 


Engine Bearings (Main, Cone 
necting Rod and Camshaft) e 
Connecting Rod 
Service—Exchange Insert Rods, 
Rebabbitted Rods e Connecting 
Rod Bolts and Nuts e V-Seam 
Piston Pin Bushings e Shims 
and Shim Stock 


Bushings 


FTlogute 





This night photo shows the new showroom of the Leo P. Knoerzer Co., 


has been a member of the NADA, 


Inc. (Cadillac- 
Oldsmobile), Hammond, Ind. The new display room will accommodate four cars easily. 
Roomy offices are situated in the rear. 


parently started from a car in 
the garage for repairs. 


Weber of St. Louis Signs 


Chevrolet Franchise 


Weber Implement and Automo- 
|bile Co., former DeSoto-Plymouth 
| dealership in St. Louis, has signed 
a Chevrolet franchise and changed 
its name to Weber Chevrolet Co. 
| Jack Hoehn, former Chevrolet 
|dealer, liquidated his business last 
year because of too limited a space 
|for his operations. Louis Reinke is 
| vice-president and general manager 
of the Weber company. 

* * * 


Longpre Gets Citation 
From National Jaycee 


Bob Longpre, president of Bob 
Longpre Pontiac Co., Monrovia, 
Calif., has been presented with 
the National Junior Chamber of 
Commerce key for distinguished 
service to the community. 

Attention was called to the 
fact that Longpre was the second 
charter member of the Monrovia 
| Exchange club, and was chair- 

man of the 1951 community chest 
| campaign. 


* + 


Hill Named Bank Director 


Frank A. Hill, president of Hill 
Motors, Ine. (Ford), Hempstead, 
L. I., has been elected a director of 
the Hempstead bank, it has been 
announced by Walter G. Barker, 
bank president. Hill is vice-presi- 
dent of the New York State Auto- 
mobile Dealers Assn. and has been 
Ford dealer in Hempstead for six 
| years. 

+ * * 


C’Mon a Park Circle 


Park Circle Motor Co., Baltimore, 
introduced the 1952 Chevrolet cars 
and trucks with a free mardi gras 
show and open house at which 
| Rosemary Clooney, the “Come On a 
My House” singer, was featured. 

* * * 


All Milne Aides Volunteer 


To Donate Blood 


All employes of Milne Pontiac 
Sales, Logan, W. Virginia, have 
volunteered to donate blood to 
the local Red Cross bloodmobile, 
John Milne has announced. 

~ *~ : 


Merrick-Miller to Expand 

Owners of Merrick-Miller Co. 
(Dodge-Plymouth), Columbus, O.., 
have asked for government permis- 
sion to build a $45,000 addition to 
the plant. 


* * * 


Paul Opens New !-H Deal 


Paul & Sons, International-Har- 
vester dealer at Alva, Okla., for 
12 years, has established a second 
dealership at Coldwater, Kans. 
John H. Paul is in charge of the 
Coldwater operation. 

x * * 


Salina Chevrolet Starts 


Pension Plan for Aides 
Salina Chevrolet Co., Inc., Sy- 
racuse, has instituted a pension 
| plan for its employes, it was an- 
nounced by Fred L. Rivoli, vice- 
president and general manager. 
In addition to social security 
| benefits, the plan offers insur- 
| ance for the employe’s family if 
| the insured should not live to re- 
| tire and a financial interest after 

| five years of participation. 

* * 


Rollins Meeting Surveys 
| Activities of All Firms 

John W. Rollins, president of 
John W. Rollins and Associates, a 
| management service for all Rollins’ 
| Enterprises, Rehoboth, Del., pre- 
— over the joint meeting re- 

(Continued on Page 45, Col. 1) 
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cently which reviewed the activities 
of the organization. 

Martin Krinick, controller of Rol- 
lins Motors, operator of Ford, Mer- 
cury and Lincoln dealerships, gave 
a report covering parts and service, 
service absorption, inventories and 
service policies. 

- a 7 


Burns, Missouri Dealer 


Seeks Gubernatorial Bid 

Stephen T. Burns, operator of 
a Mercury dealership in St. Louis 
(Mo.) county and another in Un- 
ion, Mo., is reported to be seek- 
ing the Republican nomination 
for governor of Missouri. 

Burns’ established his first 
dealership in 1939, and sold out 
during the war. Following 1945, 
he entered the automobile busi- 
ness again. ; 

South Bay Pontiac Opens 


South Bay Pontiac Motors, Inc., 
Patchogue, N. Y., announced the 
opening of its new sales and serv- 
ice facilities by inviting the com- 
munity in for an open house in- 
spection of the new structure. Own- 
ers are Harold Schackman and 
Murray Schwartz. 

* - 


Haney Heads Group 

Grace Haney, Oxford, Miss., has 
been named president of the busi- 
ness management council of the 
Chevrolet dealers in the Memphis 
zone. The organization is composed 
of office managers in the area. 

* * +. 


Burglars Visit Mutterer 


Burglars failed in an attempt 
to open a safe at the Ralph H. 
Mutterer Chevrolet Co., Albany, 
N. Y. They succeeded, however, 
in making off with merchandise 
valued at $300. According to state 
police, the burglars managed to 
burn the dial off the safe but 
could not open it. 

= * * 


Jay’s Utica Nash Opens 
In Yorkville, N. Y. 

Jay’s Utica Nash, Yorkville, N. Y., 
held the grand opening of its new 
sales and service facilities recently 
on Oriskany Blvd. 

The dealership is to be managed 
by Tony Nassif and his sons, 
George, Joseph and Shaffy. 


* * * 


Columbus Dealers Robbed 


Burglars broke into two auto 
dealerships in Columbus, O., tak- 
ing an automobile and a safe 
from Wahl Ford Co., and $30 
from Graham Motor Sales. 

x *~ * 


Byers Deal in Ohio 
Shifts Executive Staff 


George W. Byers, past president 
of George Byers Sons, Inc. (DeSoto- 
Plymouth), 46 E. Town St., Colum- 
bus, O., has been made chairman of 
the dealership’s board. He succeeds 
his brother, the late Thaddeus M. 
Byers. 

Frank M. Byers, with the organi- 
zation for 25 years, has been made 
president. K. C. Browne, who has 
been with the company since the 
opening of its branch in Louisville 
in 1941, was made executive vice- 
president, a new position. He will 
also continue as_ secretary-treas- 
urer. George W. Byers jr. has been 
named a vice-president. 

ca +. & 


Club Elects Schaeffer 


Joe Schaeffer, president of J&S 
Motors, Memphis, will head the 
Germantown Civic club there for 
1952. 


+ * * 
Suttell Forms Foundation 


To Aid Under Privileged 

The Suttell Foundation, to aid 
the sick, destitute and under- 
privileged, has been established 
by a group headed by J. Duncan 
Suttell, president-treasurer of 
Suttell Motors, Ine. (Lincoln- 
Mercury), Pawtucket, R. L 

Other incorporators are Sut- 
tell’s brother, Allyn K. Suttell, 
vice-president of Collyer Insulat- 
ed Wire Co.; Mrs. May C. Suttell, 
wife of J. D. Suttell, and their 
children, Barbara Suttell Reig- 
hard and Frank L. Suttell. Sut- 
tell is a son-in-law of the late 


| with the 
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Frank Crook, pioneer 
Island auto dealer. 


* * * 


Rhode 


White Motor Expands 

White Motor Co. has purchased a 
site at Fifth and Brannan Sts. in 
San Francisco for its new $750,000 
truck and bus station. Wilson D. 
Patterson, Pacific Coast regional 
manager, said it is planned to com- 
plete a 50,000-square-foot building 
by the middle of this year. 

* . * 


Old Studebakers Shown 
With °52s by Schloss 


A unique exhibition of antique 
Studebakers was opened to the 
public this week in conjunction 
display of new 1952 
Studebakers at the salesrooms of 
Ansel J. Schloss, San Francisco’s 
oldest established Studebaker 
dealer, 49 S. Van Ness Ave. 

The 1912 and 1913 models in- 
clude one entirely in original con- 
dition, including Presto tank, 
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30-Year Plaque for Central Motors— 


Cc. C. Clements (left), and C. R. Butler (right), partners of Central Motors (Stude- 
baker), Mankato, Minn., receive a plaque in honor of the firm's 30th anniversary with 
Studebaker. M. M. Scovill (second from right), regional manager, presented the award. 
Ferris Dooley, general sales manager for Central Motors, looks on. 


lights, lamps and hair-back up-_ the firm. Douglas Coppin has been 


holstery. placed in charge of the truck di- 
Pewee vision. 
Dealer Adds I-H Trucks * * * 
Jackson - Goldie Motors, Ine. Zettlemeyer Named 
(Chrysler-Plymouth), Hayward, Mark H. Zettlemeyer, president 


Calif., has added the International of McDonough Motors (Chrysler- 
truck dealership to its line, accord- Plymouth), Cleveland, has been 
ing to Edward E. Goldie, head of' named a trustee and secretary of 


Lhe Mysterious Case of the 


OT RANGER “ PAINT SHOP 
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the Cleveland better business bu- 
reau. He is a past presilent of 
the Cleveland Auto Dealers Assn. 


4 * + 


Graham Takes City Post 

Paul H. Graham, sales manager 
of Kessling Motors, Springfield, IIL, 
has accepted a position on the city 
civil defense committee 


+ * 


Heads Country Club 
Ab England, Los Angeles Pontiac 
dealer, has been elected president 
of the Wilshire Country club. 


+ + 


Bandit Takes $7,500 


From Feld Chevrolet 


An armed bandit robbed Earl 
J. Wehrheim, business manager 
of Feld Chevrolet, Inc., near St. 
Louis, of $500 in cash and $7,000 
in checks. 

As he entered an auto to drive 
to the bank, Wehrheim was 
stopped by the bandit, who de- 
manded the keys to the car and 
three money bags. He escaped in 
a nearby car. 

+ +” & 


25-Year-Old Heads Sales 


Roy Lewis, 25, has been appointed 
sales manager for Bill Froelich 
Motors (Ford), Los Angeles. 





How the [TINTOMETER foiled a sly villain! 


This is George Smiley’s own story. This is how it happened. 

“I had just finished spotting a fender when the door to my 
paint shop slowly opened. \ 
ness as a clammy hand settled on my shoulders, and I quickly 
turned, gripping my spray gun like a pistol. Naturally I smiled 
as I did so; this could have been a customer. 

“But here was an evil-looking stranger! Instantly I recalled 
that I had seen his profile on our Post Office bulletin board 






















prove it, he was off a mile. 


I had a strange feeling of uneasi- “I told him I didn’t believe in 


... Wanted! ... Reward! How easily operated scientific system for 
could anyone forget that face? 
Before me stood the notorious 
Fisheye Blisterbottom, enemy of 
automotive refinishing men 
everywhere! 

“Talking in his usual siy 
manner, he fed me his old line 
about cutting corners and shov- 
ing paint jobs through. Half 
finished of course. 

“I was determined to trap 
this monster, and I led him in- 
to a conversation on car color 
matching. He bit hard, and 
boasted that he could match 


helpful R-M Refinishers’ Manual. 


5935 MILFORD AVE., DETROIT 10, 


any car color by eye in five minutes! When I forced him to 


guesswork, and when I 


showed him my new R-M Tintometer color matching system, 
old Blisterbottom’s face turned a kind of salmon color. He 
knew he was licked and crawled away into the winter twilight!” 

Just like the scientific police systems used for matching the 
fingerprints of crooks like Fisheye, the R-M Tintometer is an 


matching car colors that 


are hard to capture! Used by Refinishers and Paint Jobbers 
throughout the country. Ask your Jobber now. Write for the 


Ask your Jobber to show you the latest 
R-M Refinishers’ slide film, “Pat, the Pixie Painter.” 





MICH. 








1244 N. LEMON ST., ANAHEIM, 


The R-M Tintometer makes 
it possible to prepare car 
colors in a matter of min- 
utes... accurate to the one- 
thousandths part of meas- 
urement! 


car lacquers © enamels © primers 


surfacers © tinting colors e 


Manufacturers of passenger and commercial 


: thinners 
© removers ¢ rubbing compounds, etc, 





CALIF. 
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MOBILE UNIT—National Electric Prod- 
ucts Corp., Pittsburgh, has announced this |" 
NE Rolla-Duct, said to provide power, | 
light or heat on location for any indus- | 
trial maintenance job. The company said 
the series contained a power and light 
unit, and strip of flood lighting, and a 
strip of infrared heating units. The car- | 
riage may also be coliapsed to roll under | 
jobs, the company said. 


* | 
| 


* * 





"51 GARDS FIT '52 CARS — Plymouth, 
DeSoto, Dodge, Chrysler, Chevrolet, Pon- 
tiac and Oldsmobile 88 dealers now may 
use the same front or rear Erie Kargard 
on "52 models as well as on ‘51 models. 
The ‘51 Erie Kargard fits these ‘52 or ‘51 
models equally well, thus making it neces- 
sary to stock only one Kargard model 
instead of two, according to J & H Sales 
Co., exclusive sales representatives for 
Erie Mfg. division Pressed Steel Car Co. 
75 E. Wacker Drive, Chicago 1. 





s s + 





FROM CUSTOM CRAFT — Customcraft 
Cover Corp., 132 W. 14th, New York, has 
recently marketed a new arm-rest cover 
styled in Jason Sealtuft. It is styled for 
extra eye appeal, the maker states. Like 
the vinyl arm rest cover previously brought 
out by Customcraft, the new cover is de- 
signed with a zipper opening for easy 
installation. Jason Sealtuft carries the seal 
of the U. S. Testing Co. 


* * 





MAKES A ‘CONVERTIBLE’ IN A JIFFY—The M-2 ADD-A-TOP interchangeable on any 


1950, 1951 or 1952 Chevrolet, Pontiac or 
vertible to the latest-style hardtop in a 
General Corp., 440 E. Jefferson, 
gives greater insulatién for warm winter d 


Easy instailation is accomplished without drilling into the body. The owner is in a 
position to interchange his top on a wide range of models, the maker states. 





|locked in every direction and distributed | 


| ings, 
| through which oil must pass, assures clean 


cars, trucks and tractors. 


the key at right. 
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OIL FILTER CARTRIDGE—Hastings Mfg. 
| Co., Hastings, Mich., has introduced an oil | 
filter cartridge which it claims has never | 
before been used in oil filtration. Called 
Densite, it is made from specially-selected 
raw cotton fibers, densely packed, inter- | 


uniformly throughout. According to Hast- 
each fiber works independently, | 
catching dirt, dust and abrasives until | 
every surface is coated. The fiber surface | 
larea, with millions of tiny openings | 


oil over a longer period of time, it adds. 


| to 





AIR CIRCULATOR — Kaicer-Frazer Sales 


Corp., Willow Run, has announced its air 
circulator, 
from the rear windows of cars. According 
the company, the device can be 
mounted on any car having a package 
tray between the rear seat and rear 
|window. It may be installed in 30 min- 
utes, the company said. 


|No adapters are required. The cartridge | ‘ 


lis available for most popular 






* Tem. 
“oe TEMx 





MOLDING SEALER — Electro Cote Co., 
St. Paul, has announced this device for | 
sealing rubber windshield moldings with 
Ten-X sealing compound. The company 
said the tube fits on the end of the blade- | 
edged nozzle, and pressure on the tube | 
is maintained by rolling the tube up with | 





CAR TRAY—Glass Laboratories, 407 | 
Douglass, Brooklyn, N. Y., has announced | 
an addition to its Magnatray line of mag- | 
| netic dash trays, the Champion. Is made | 
jin three colors—metallic gold, maroon or | 


gray. 





Oldsmobile 76 or 88 transforms the con- 
matter of minutes, according to Midwest | 


Detroit. The double laminate Fibreglas construction | 


riving and cool summer motoring, it adds. 


makes of |: 





|spark plug 
|adopted as standard equipment an gaso- 
line motors, tractors and engines is being 


excludes 
| the company states. 
| tools to install. 


| lubrication. 


SPARK PLUG CONNECTOR—A 


connector which has 


new 
been 


marketed by National 
Dept. F. Box 71, 


Products Corp., 
Waltham 54, Mass. 


| Called Sparky, it offers protection against 
| moisture, 
|water splash, according to the company. 


condensation, dust, dirt and 


The product has a self-locking double 


| watertight seal that encloses the terminal 


area tightly and prevents flashover and 
air, and fits any spark plug, 
It requires no special 


Moment ang OUARANTE? 
ONLY pom use wit 





LUBRICATOR—R. M. Hollingshead Corp., 
Camden, N. J., has announced this new 


|lubricator unit which is said to guarantee 


complete and constant upper cylinder 
The company said that the 
unit has been engineered for use with 
“Whiz Motor Rythm," and vaporizes the 


| lubricant at the immediate point of entry 
‘into the manifold air-intake. 


said to remove frost and steam | 


| 
| 


| 





WHITEWALL CLEANER—Kelite Products, 


| 3401 W. Touhy Ave., Chicago, 45, has an- | 


| nounced the development of Spray White, 
c liquid whitewall tire cleaner. The com- 
| pany claims that the material penetrates 
| deep into the tire pores and lifts dirt and 
grime to the surface where 


wiped away. 





TWO-WAY BEAD BREAKER — An 
improved, two-way bead breaker for the 


HAS 


Iron Tireman has been announced by 
Coats Loaders & Stackers, Fort Dodge, la. 
Uses built-in leverage to break both top 
and bottom beads and free ‘‘special lock- 


speed and safety, the firm states. It elim- 


work without getting into clumsy, awk- 
ward positions. Also locks in position to} 
force remaining air from protective type 
tubes, it adds. 








FUEL CALCULATOR—Fuel cost differen- 
tials between Cummins diesels and gaso- 
line engines can be calculated on this 
calculator prepared by the Cummins En- 
gine Co., Inc., Columbus, Ind. The calcu- 
lator shows both mileage and hourly com- 
parisons, the company said. 


RELAXES DRIVERS—This instrument slips 
eliminate muscular tension. Keeps the leg 
Manufacturer is Poyer Products, 9450 Collin 





it can be! 


ing" and frozen beads with new ease, | 


inates strain and allows the operator to} 











FOR SERVICE SHOP—A Trans-lift for 
removing and replacing automatic trans- 
missions in limited working areas is now 
being manufactured by Manzel, 315 Bab- 
cock St., Buffalo 10. Trans-lift Jr. is a low, 
floor hugging model that can be easily 
slipped under autos mounted on axle 
stands. Pumping while under the car is 
simplified by an easy-acting handle which 
swivels in all directions, the maker states. 
|The Manzel rotary adjustment pivots the 
|transmission around the center line, or 
|bolt circle, aligning it quickly in one 
| operation. This eliminates making further 
| vertical or lateral adjustments—simplifies 
alignment of bolts, dowels, splines and 
| drive shafts—compensates for variations 
in spring suspension, hoist or floor, it 


adds. 











leas Oe 

CAR HUSH—Quieter driving is the claim 
for a product announced by P-J Industries, 
315 N. 8th, Milwaukee. Car Hush when 
mounted under the hood of an auto ts 
said to combat sounds caused by the 
engine that are of air-borne nature. In 
addition, it is claimed that it will elim- 
inate condensation, provide a warmer run- 
ning engine in the winter and cooler in 
the summer. Is installed when the car is 
undercoated or can be applied by the car 
owner. Is fireproof and is not affected by 
oil, grease or gasoline, the firm adds. 








| 
| 


. 





HOLMES’ SMALL LOW COST WRECKER 
—tThis is the small Speed King Wrecker 
made by Ernest Holmes Co., Chattanooga. 
Is mounted on a 134-inch short wheel 
|base Ford F 4 truck. The 460 model is a 
}small compact unit suitable for mounting 
}on any standard one-ton truck. It was de- 
| signed for work in congested metropoli- 
tan areas and is especially desirable for 
| pickup and towing of cars under crowded 
| city conditions, Holmes states. 





under the driver's leg and is designed to 
in a direct line with the accelerator pedal. 


s, Miami Beach, Fla. 


(Continued on Page 47, Col, 1) 
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(Continued from Page 46) 


A new bulletin which describes 
floor patching and resurfacing ma- 
terial composed of pulverized nat- 
ural rubber, asphalt-rock limestone 
and cold asphalt emulsion is avail- 
able from Flash-Stone Co., Inc. 30 
E. Rittenhouse St., Philadelphia 44. 


* * ” 


FORD ‘50-FORD ‘49 





DODGE-PLYMOUTH '46-'47-'48 


FOR BUMPERS — Alton Auto Products, 
281 N. 6th, Brooklyn 11, N. Y., announces 
a new line of bumper upright replace- 
ments with models to fit all models o. 
Plymouth and Dodge ‘46, ‘47, ‘48, Ford 
1949 and ‘50. These uprights are exact 
duplications of original equipment, 
chrome plated on heavy gauge steel and 
bonderized to resist rust, the firm states. 


* * * 


Krylon Claims Control Valve 
Increases Spraying Efficiency 

A control valve which the com- 
pany claims increases. spraying 
efficiency and eases handling has 
been installed on all Krylon Acrylic 
Spray aerosol containers, according 
to Krylon, Inc., Philadelphia. 

The firm said extensive tests 
have proved that the new valve de- 
creased company-discovered rejects 
and improved the uniformity of 
application. A cap protects the 
valve when not in use. 

The product is used to protect, 
preserve and waterproof such 
items as automobile ignition sys- 
tems, television antennae, brass 
lamps and metal furniture. 





END LIFT—A completely redesigned 
1952 model Lee portable automobile end 
lift has been announced by Automotive 


Equipment Mfg., Lynwood, Calif., for use 
in body and fender shops, undercoating, 
greasing and steam cleaning cars. The 
Model 52 is said to be improved over 
existing models, featuring a new, wider 
frame design which adds to its stability 
and allows greater freedom of action on 
either side and to the rear of the lift. | 
Sixty pounds lighter, the Lee end lift can 
now be easily moved and stored by one 
man. Since it can be set on end, storage 
space required is now only 2% square 
feet. Eighty-five shore hardness rubber- 
tired 8 inch rear wheels permit easy 
movement over hoses and rough floors, 
the firm states. 


Convertible Top Installation 


Mapped in Atlas Booklet 

Atlas International Co., 201 N. 
Wells St., Chicago 6, designer and | 
manufacturer of all styles of con-| 
vertible tops, has issued an instruc- | 
tion booklet to show the “step-by- 


|indoor or outdoor surfaces. 


step” method of putting on a new 
convertible top. 

The two color book contains 16 
pages, and is seen to open up sales 
opportunities for garages, car deal- 
ers, filling stations and auto repair 
shops that have never before 
offered a convertible top replace- 
ment service. 


* + 


Oil-Dri Markets Paint 


For Slippery Surfaces 

Oil-Dri Corp. of America, 520 N. 
Michigan Ave., Chicago 11, has an- 
nounced the marketing of a safety 
footing product, called “non-slip” 
paint. The company said the paint 
contains abrasive material which 
affords excellent traction on either 


the 


The company recommended the| 
product for use on floors of fac- 
tories, machine shops, washrooms, 
restaurant kitchens and other sur- 


beds, 
stair-treads and fire escapes. 





running boards, 









aN 


* * * 


Coil Spring Bulletin 
Hellwig Products Co., Inc., 


faces exposed to grease and oil. It) San Fernando Rd., Glendale, Calif., 


is also said to be ideal on _truck has announced” a new bulletin de- 


SWEETEN YOUR PROFIT 
BY SELLING 


go Lea as HOPES . m » 


E-2-EYE GLASS | 


= 


( 


y 
iB 


catwalks, 


\lustrated with sketches and pic- 


|page booklet, 
|fundamentals, operating principles 
RING EXPANDER — Zim Mfg., Chicago |and adjustments of brakes. 
12, offers this ring expander. 
same principal as the firm's other 
models, bot hes larger jaws with a sliding | Martin-Senour Offers 
part attached to each jaw tip. 


Is built on | 


scribing and illustrating its com-|tory-matched lacquer and synthetic 
plete line of spring stabilizers. The | enamel colors duplicate car manu- 
bulletin furnishes information on/|facturer’s original specifications, 
coil spring stabilizers for all knee- 
action coil spring cars, trucks and 
commercial vehicles. 


* * * 


Russell Revises Booklets 
On Clutches, Brakes 


New and revised editions of the 
booklets, “Clutch Troubles and 
Their Cures” and “Modern Brakes” | 
have been published by Russell 
Mfg. Co., Middletown, Conn., and | 
the available on request. | 

“Clutch Troubles and Their 
Cures” is an 11-page booklet, il- 


tures of popular types of clutch 


assemblies. “Modern Brakes,” a 28- 
is a guide to the 


+ * * 





FOR WINTER DRIVING — Stone Moun- 
Matching Colors for °52s jtain Grit Co., Lithonia, Ga., has marketed 

Martin-Senour Paint Co., 2520/9" aid for winter driving, Traction Grit. 
Quarry St., Chicago, has announced |The company said that the material is 
development of factory packaged | crushed granite, packaged in a convenient 


6231 | finishes to match all 1952 Plymouth. | carton, that may be sprinkled under the 


Ford and Pontiac auto colors. 
_The company said that these fac-| 


|wheels of a vehicle stuck on snow or ice. 
(Cc ontinued on a Page 46, Col 48, Col. 3) 
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The more motorists see it on the 
road, the more they want it in their 
cars—and the easier it is for you to 
make more money selling E-Z-EYE* 
Safety Plate Glass. 

This handsome blue-green glass 
substantially reduces sky glare to 
make driving easier with less eye- 
strain. Drivers have this benefit year 
‘round and relief from snow glare, 


too, in winter. Another big advan- 


SWEETER!...if you sell new cars 


Introduced in 1950 Buicks, E-Z-EYE is being offered 
as optional extra equipment by more and more 


car manufacturers. When you sell the E-Z-Eye as_ windshields. 


option, you increase your profit. 


tage, it keeps the car interior cooler 
in hot weather. Smart looking, too. 
Different! 

Unshaded E-Z-EYE Safety Plate 
Glass is a uniform blue-green color 
and is used throughout the car. 
Shaded E-Z-EYE has a deeper blue- 
green tone across the top and is used 
only in windshields to further reduce 
glare from sun and sky. However. 
Shaded E-Z-EYE can only be in- 


replacement jobs into extra profit. 





| 


| 


E-Z-Eve sarety PLATE 


WITH THE SHADED WINDSHIELD 


stalled where it has been specifically 
designed for use in the automobile. 

Car owners willingly pay extra for 
the advantages E-Z-EYE gives them. 
That gives you an easy way to 
sweeten your profit—just by talking 
up E-Z-EyE Safety Plate Glass. 
made by Libbey + Owens+ Ford Glass 
Company, 5622 Nicholas Building. 
Toledo 3, Ohio. 


SWEETER!...if you replace auto glass 


You can install Shaded E-Z-Eye in some wind- 


shields and Unshaded E-Z-EYE in windows as well 


You'll turn a lot of ordinary 
*® 


L 
id i 


GLASS! 


| Reduces glare and heat 
Less Eyestrain— More Comfort 
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MARLITE WALLS AT MacNAMARA CLINIC, TOLEDO—Marsh Wall Products, = 
Dover, O., has announced a wall covering that is claimed to eliminate periodic paint- | 
ing, plastering and redecorating. The product, called Marlite, is plastic finished panels | 
which may be placed over new or old walls, the company said. The company said | 
panels may be cleaned with only a damp cloth. 


Court Gets Appeal 


On Mass. Insurance 











nnn | 
| 
j;court to set aside the 1952 rates | 
|fixed by Insurance Commissioner 
| Dennis E. Sullivan. 
The petitioners said that the 
BOSTON.—Seventy-seven foreign|rates, which are as much as $9 
and domestic firms selling compul- | above the 1951 figures, were too low 
sory auto insurance in Massachu-|for private cars and commercial 
setts have asked the state supreme | vehicles. 





WAdd 


to almost 4 





company, Lion Oil 


undercoating. 


Nokorode is uniform, 
cation—it can’t come out in troublesome 





Made and Guaranteed by 


Name 


Lion Nokorode Does 50% More 


Lion Nokorode Under-Car Sealer and 
Silencer is concentrated. You spray 
Nokorode to 4" thickness—and it dries 
thickness . . 
wasteful excess solvent. 


Unlike other undercoatings, Lion 
Nokorode is produced entirely, from raw 
materials to finished product, by a single 
under U. S. Patent 
2,393,774. That assures controlled uni- 
formity, controlled quality...a better 
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(Continued from 


A new bulletin giving up-to-the- 
minute information on the design 
and use of the Hoobler undercar- 
riage for flat beds, vans, high sides, 
tankers and other semi-trailers has 
been announced by the _ builder, 
Union Metal Mfg. Co., Canton, O. 

- 


* * 


Tool Safety Data 

How to take care of high fre- 

quency electrical tools and com- 

ments on various safety methods 

are listed in a bulletin published 

by Rotor Tool Co., 17325 Euclid 
Ave., Cleveland 12. 

* 


* * 


Bruning Adds Line 


Of Auto Enamel 


Bruning Brothers, Inc., Balti- 
more, have added a new automo- 
tive enamel to its industrial paint 
line. Bruning’s 1001 automotive 
enamel is described as an exception- 
ally efficient paint for interior or 
exterior use on construction equip- 


UNDER-CAR SEALER AND SILENCER 


. there’s no 


Page 47 
ment, trucks, trailers, farm equip- 
ment and other industrial uses. 


A manual prepared for dealers 
describes the paint. The company 
says it can be applied by either 
spray or brush. The enamel is rein- 
forced with pure Alkyd Resin for 
added washability and durability. 






RO a0 79) 
NEW DRESS FOR HOSE—This package 
jis sold to keep Flexrite radiator hose 
| looking clean, live and black, so it's easier 
|to sell, according to Acme Rubber Mfg., 
|Trenton, N. J. The colors are red and 
| yellow. 
* * 


Revolving Car Wash Brush 
Offered by Melaire 


A new revolving brush which is 
attached to the end of a garden 
hose and which the manufacturer 


+ 


Cars Per Drum! 


Result: You can coat twice as many cars 
with the same amount of Nokorode as 
you’d do with ordinary undercoatings. 
Yet Nokorode costs no more. Drum for 
drum, that means— 


..- You Make 50% More Profit! 


*‘blobs.’’ It’s 


Lion Nokorode Goes On Smoother, Faster — Saves Labor Costs! 


free-flowing, permitting 


steady pressure in the gun—no lost time 
due to lost pressure. 


And it’s stable, made of highly compatible 
materials—won’t separate out in storage, 
won’t clog guns or hoses causing ex- 


pensive clean-up jobs. Compared with 


for smooth appli- 


inferior undercoatings, Nokorode saves 
you plenty of man-hours— 


..- Giving You Even More Profit! 


Youre In the Black with 


® Nokorode 


poo HH 


FREE! How to Make More Money with Undercoating ! 
Lion Oil Company, El Dorado, Arkansas 


Please send me complete details on how | can increase my undercoating 
profits with Lion Nokorode Under-Car Sealer and Silencer. 


Street or Route 








City 


Naturally black— 
no useless 
coloring added. 





State 





LION OIL COMPANY 


El Dorado, Arkansas 





Brand of undercoating | am now using, if any 


S cennedanadiniesbtabiapiebebssahcbenataneniansasans 





claims can be used for washing 
cars and many other purposes has 
been announced by Melaire Dis- 
tributing Co., 420 Lexington Ave., 
New York 17. 

Called Swirl-O-Matic, the attach- 
ment is of brass and aluminum 
construction and works under high 
or low water pressure, the manu- 
facturer claims. It feeds an all- 
purpose detergent into the brush 
“automatically.” 

* * 


2 SARE A ANTS 





LATEST FROM KENT-MOORE—A full 15 
square feet of work bench area spotlights 
this addition to the Kent-Moore line of 
|“‘Selectional’’ service merchandisers. The 
|J-5104, has space to spare for bulky re- 
pair jobs or for time-saving arrangement 
of torn-down parts, states Kent-Moore, 
|General Motors Blidg., Detroit 2. The 
bench top is of heavy gauge steel pro- 
jteced by a Masonite cover, and under- 
|coated to deaden sound and vibration. 
|Bench doors are extra rigid, with specially 
designed stiffeners said to prevent warp- 
}ing and assure easy opening and closing 
lat all times, it adds. Barrel-type locks 
|safeguard tools when the storage space 
is locked. Bench top measures 72 inches 
|} by 30 inches, overall height 39% inches. 


lis finished in white baked enamel, with 
Chinese Red trim. Standard equipment 
includes bench guard rail, self-storing air 
gun and hose, portable tool dolly and 
tote tray, divided waste cloth container, 
two large steel bench drawers, and stor- 
age shelves. 


* 


* * 





DOOR HANDLE TOOL — Snap-on Tools, 
Kenosha, Wis., has announced a doors 
handle tool. The BF-756 makes easy work 
of removing door and window handles on 
cars or trucks that use the center-pin type 
of retainer, Snap-on states. The tool con- 
sists of a tapered fork with a pin perman- 
ently mounted in the center. In use, the 
tapered fork slips behind the escutcheon 
plate and handle to bring the retaining 
pin into view. The tool is then rotated 
until the pin in the tool lines up with the 
retaining pin in the door handle. A few 
taps on the end of the tool will then drive 
the pin out. A special feature is the swiv- 
eling head which combined with an offset 
handle lets the BF-756 work around ob- 
structions and in recessed spots that would 
be impossible to reach otherwise, the firm 
adds. 

a. . 


Russell Publishes Booklets 


On Clutches, Brakes 


Russell Mfg. Co., Middletown, 
Conn., has announced .publication 
of two new booklets, “Clutch Trou- 
bles and their Cures” and “Modern 
Brakes.” 

The company said that they are 
available on request, and that both 
contain information on the latest 


mechanisms and good shop prac- 
tices. 





CHROME PROTECTOR — Not only does 
this paste product, Quick Chrome Clean, 
remove rust and stains, but it also has 
| the added feature of leaving a protective 
waxlike film on the polished surfaces to 
| help safeguard them against future corro- 
| sion, according to Panora Co., Freeport, 
| Hh. 


(Continued on Page 49, Col. 1) 
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tion details easy to follow. Com-| 
plete engineering specifications and | 
drawings are also included, along | 
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Industrial Management Society, 
5 E. Wacker Dr., Chicago 1, has 
innounced that the proceedings of 
the 15th annual time and motion 
study and management clinic are 
now available. The society said 
that transcripts of talks by the top 
leaders in labor, management and 
government are included in the 128- 
page booklet. 





CLEARANCE LIGHT—A heavy-duty flush- 
type clearance light incorporating 
design principles that make it vapor and 
explosion-proof has been announced by 
Betts Machine Co., Warren, Pa. The light 
meets or exceeds SAE recommended pro- 
cedures, ICC and state requirements, it 
adds. It is completely wired, ready for 
installation. Exclusive features include the 
Snap Seal arrangement that holds a new- 
type plastic lens bubble-tight within a 
cast aluminum alloy body which is also 
a parabolic reflector. This pressure-seal is 
achieved through the use of a special 
composition ‘‘O"' ring that eliminates the 
need for screws or other lens fasteners, 
the firm states. 


new 








SIDEWALL CLEANCR—Farbach Chemical 
Co., Cincinnati, has announced the manu- 
facture of Real-White Side-Wall Cleaner, 
and said that the product is now being | 


distributed nationally through auto job- 
bers and retailers. The company said that 
the material consists of soap combined 
with dirt and grease solvent to make a 
jelly that is applied to the tires with brush 
or sponge. 


* * * 


Magnus Offering Cleaner 


For Plant Valves, Fittings 


Magnus Chemical Co., Inc., South 
Ave., Garwood, N. J., has 
nounced it is marketing a heavy 
luty alkaline cleaner for recondi- 
tioning valves and other fittings in 
ndustrial plants, 

Called Magnus 61RS, the product 
emoves such deposits as oil, paint, 
acquer, carbon and other  sub- 
tances, the company claims. Ac- 


10t have any harmful action on 
teel, cast iron, brass or bronze 
ind effectiveness is the same in 
nost cases. 


ied from Page 


an- | 
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Munray Develops ‘Putty’ 
For Coating Rinse Tanks 


Munray Products, Inc., Cleveland, 
has developed a “putty-like” plastic 
paste which it claims provides an 
excellent coating for surfaces of 
plating rinse tanks. 

The putty can be applied by a 
hand trowel to any desired thick- 
ness, the company states. The coat- 
ing compound is made by adding a 
gelling agent to a paste based on 
|Geon 121 vinyl resin, a product of 
B. F. Goodrich Chemical Co., 
|Cleveland. Besides resisting most 
| acids and chemicals, Geon has good 
resistance to oils, greases, abrasion 
and aging, according to the com- 
pany. 





FIRE PREVENTOR — Rochester Mfg. Co., 
Rochester, N. Y., has developed this de- 
vice claimed to prevent fires from short 
circuits in trucks, buses and cars. The 
Mak-Saf switch is connected to the dash- 
board with a flexible tube, and will break 
the electrical circuit from the generator by 
pulling the handle, the company said. 


* * » 


Crane Truck Bulletin 
A new bulletin issued by Baker 
Industrial Truck division, 1250 W. 
80th St., Cleveland, describes its | 
model CXB and CXF locomotive- 
type crane trucks. The six-page 


| service 


with action photographs that show | 


these trucks at work in a variety 
of applications. 
, ¢ 


°52 Edition of Bearing Report 


Is Being Distributed 


Anti-Friction Bearing Distribu- 
tors Assn., 1900 Euclid, Cleveland 
15, has announced that the “AF BDA 
Bearing Maintenance Report,” which 
has been published during- the past 
year by the association, will again 
be offered without charge during 
1952 to men within industry as a 
of the AFBDA and its 
members. 

The association states that the 
Bearing Maintenance Report will, 
in future issues, bring maintenance 
men the answers to many problems 
of bearing service which rarely, if 
ever, been covered in any other 
publication. 





SHIELDS SIDE MIRROR—Allen Products, 


20450 Sherwood, Detroit 34, has an- 
nounced addition of a new side mirror 
shield. The company states that it pre- 


vents deposit of rain, snow and ice on 
side mirrors, eliminates glare from sun 
and greatly reduces annoyance from lights 
of following cars. Vision-Aide shields are 
made of stainless steel, in two sizes, to 
|fit car and truck mirrors. The shields at- 
|tach securely by simply snapping into 
| place over the mirror frame, without need 
of tools, or special installation, the com- 
pany states. 

(Continued on Page 50, Col, 1) 


less engine drag now more important than ever... 


get YesCaaling ring performance by installing 





Try Ramco 


| 
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Ra VSEUL Corroration 


RAMC 


10-Up. Offer your 
customers the Outstanding Buy 
-ording to Magnus the cleaner does | now being nationally advertised 
| by Ramco in the 


AN 
(« Ue; 





St. Lovis 8, Missouri, 
A subsidiary of 
Thompson Products, Inc. 


















PUTTING 


Ramco 10 up 


Outstanding ring performance de- 
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engine drag. The higher compression 


of today’s newest type engines as well 
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of Ramco’s continuous spiral steel ring. 


RECONDITIONED 
OR NEW CYLINDER 





ae 
QUICK SEATING 


no carboning up of engine 
during break-in period 


NOTHING LIKE IT FOR 


ADJUSTS AUTOMATICALLY 


to compensate for the exact amount of cylinder wall wear 









HAS NO GAP 


for seepage of oil which can carbon 
up plugs at idling speeds 


BADLY WORN 
CYLINDER 












Joe Sting INTO ANY ENGINE 
- FROM THE OLDEST TO THE NEWEST TYPE! 


















New Products 


(Continued from Page 49) 








placements of weight which result 


Following a promotional cam- 
during skids, blowouts, sudden 


paign launched a year ago, sales 
of Krylon, Inc., Philadelphia, have | stops or from traveling over roads 
jumped 400 percent, the company with uneven surfaces. 
has reported in a year-end state- ' : 
ment. ; 
Krylon, a plastic coating which 
is released from a 12-ounce, press- 
urized container, protects against 
corrosion, rust, moisture and other 
causes of engine failure, according i 
to the company. It is applied to fens 
ignition coils, lead-in wires, starter 
and generator connections, spark 
plugs and other auto wiring. 
* * . 


We seql glare-free 


cor visor 


Los Angeles Firm Reveals 


Gyro Skid Control 

Safety Auto Stabilizer Co., 324 N. | 
Vermont, Los Angeles 4, will soon | 
distribute its Gyro Skid Control na- 
tionally—a device to counterbalance 
the unbalanced weight of a car! COUNTER CARD —Filterzone Auto Vi- 
during a skid. |sion, 641 Lexington, 

According to the company, the manufacturer of flexible inside windshield 
device can be installed in less than | visors, is now distributing a lithographed 
five minutes. By gyroscopic action, | display card printed in full color. This 





the company said, the Gyro Skid |display is suitable for window or counter | 
|of the position of the wheel. 


Control counteracts the uneven dis- | use. 





Brooklyn, N.  Y.,| 
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Pruden Tool Announces 


2 Additions to Line 

Pruden Tool Co., 310 W. 68th St., 
New York, has announced the addi- 
tion of two larger models to its 
Porta-Brasive Blaster line. 

One model, the PB-60, has a tank 
capacity of 260 pounds of sand, 
while the other, the PB-100, has a 
capacity of 400 pounds. Both in- 
corporate new features, the com- 
pany said. 


* 


Trailer Mileage Counter 


Offered by Knopf 
A new tamperproof, driveless 
hubodometer for commercial ve- 
hicles and trailers has been an- 
nounced by Knopf Instrument Co., 
250 Culver Ave., Jersey City 5. 
The unit, known as Pe-Ka Drive- 


| less Hubodometer, operates without 
| any outside driving parts. Since the 


mechanism is completely sealed in 


a case, it is not affected by dirt, | 


moisture or grease, and can be at-| at Texas Engineering and Mfg., 


tached to any hubcap, the company 
states. The mechanism remains in 
proper reading position regardless 








TESTS TRUCK TUBES — Defect-O-Tester, 


a wire protective guard in which new 
and used inner tubes can be tested at 
high pressure, is now available in truck 


sizes, states Reliable Spring & Wire 
Forms, Fulton Rd., Cleveland. 
* * * 


Special Drill Bushing 
Developed by Texan 


A special drill bushing for elon- 
gating holes in tooling and for 
drilling slotted holes has been de- 
veloped by M. L. Reeves, toolmaker 


Dallas. While conceived as an aid 
to setting tooling on jigs, the new 
tool also is proving valuable in 
other applications where elongated 


Checking stoplights at changeover time 


opens door to extra G-E auto lamp sales! 





NEW GENERAL ELECTRIC BANNER reminds customers they should have their lights checked. Put yours up now—in time to cash in during Spring changeover time. 


Check lights on cars brought in for service; 
make a sale on one car out of every three! 


PRING brings you a big opportunity for extra auto 
S lamp sales! Just check all the lights on cars brought 
in for changeover. It takes less than 2% minutes per 
car. And in an actual test, 131 dealers who checked 
lights of every car left for service found that 1 out of 3 
needed one or more lamp replacements! 





HANDY snap-on memo card has space 
to list lamps needed. Available in 
quantity from General Electric upon 
request. 


G-E AUTO LAMP GUIDE makes it easy for 
you to pick the right General Electric 
bulb for every replacement job. 


START WITH THE STOPLIGHTS! Most customers don’t 
know whether their stoplights work. They’ll be quick 
to say “OK, thanks”, when you suggest checking them. 
Then, it’s only a step to checking every light on the car. 


GET SET NOW. Call your General Electric lamp sup- 
plier and order all the G-E auto lamps you need. 





genenrt 





tamed 


BIG ADS like this one appearing in 
leading magazines, plus top-quality 
products, insure customer preference 


for G-E auto lamps. 


GENERAL @@ ELECTRIC 


or slotted holes are required, the 
firm states. 

Prior to the development of 
Reeves’ bushing, whenever it was 
necessary to move tooling fraction- 
ally in any direction, the toolmak- 
ers had to remove the tooling from 
the jig and remove the excess ma- 
terial with a rattail file, a process 
which took anywhere from 30 min- 
utes to over an hour depending on 
the thickness of the material and 
the dimension the hole had to be 
moved, it adds. 

With the new bushing it is possi- 
ble to do the whole job in many 
cases with one simple drilling op- 
eration, and even in cases where 
some filing is required, the amount 
and consequently the time is re- 
duced materially, Temco points out 





OIL-EYE’S ‘EASY-ON'—Oil-Eye Corp. of 
America, Winona, Minn., has introduced 
single Oil-Eye fitting kits for automatic 
transmission checking only. There are 
seven kits, one for each of the different 
car automatic transmissions on the market. 
Attached under the dash, the unit draws 
a sample of oil into view when the button 
|is pushed. The device tells when oil is low 
and also whether it is clean or dirty, the 
company said. 

* * * 
|House of Milo Offers 
| Tie Rod Safety Device 
| The House of Milo, 3646 Autumin, 
|Memphis, has announced a safety 
|device which placed on the ends 
|of an automobile tie rod prevents 
|the rod from ever becoming acci- 
|dentally disconnected, increases the 
|life of the rod and provides greas- 
| ing advantages. 
| The shield may be installed in 10 
;/minutes without removing or 
changing any part of the automo- 
| bile and fits 98 percent of all cars, 
ithe company states. It fits in an 
upright position on the ends of the 
rod. 


* * * 





; 


- / »s 


| ELECTRIC TIRE CHANGE R—Bishman 
| Mfg., Osseo, Minn., points out that this 
| tire changer eliminates the pulling of 
| bars and the need of running around the 
|machine. Since it does not have to be 
| bolted down, the changer can be movec 
| around. Has been built on a double beac 
| breaker, with rim chuck taking all rims 
| from 14 to 17 inches. 

| * * * 


Sherwin-Williams Issues 
Chart for Truck Colors 


A new wall chart for fleet owner 
color selection is being distributed 
by the automotive division of Sher- 

| win-Williams Co., 101 Prospect Ave., 
| N. W., Cleveland 1. 

| Designed to help refinishing shops 
(Continued on Page 51, Col. 1) 
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New Products 


| a white back panel for promotional 
copy. 

United Board and Carton Corp., 
Syracuse, New York, designed and 








Continued from Page 50 


11 more truck repaint jobs, the 
hart displays 54 _ factory-filled, 
eady-mixed colors for commercial 
ehicles, the company states. Color 
natches for Chevrolet, Ford, Dodge, 
International Harvester, GMC and 
Studebaker are included. 


* 





GM PRODUCTS 
CHRYSLER PRODUCTS 











MERCURY 
ARM REST COVERS —Silver Vogue | 
Auto Seat Cover Co., 6713 5th Ave., | 


Brooklyn, N. Y., offers these arm rest cov- 
ers made of Boltaflex. They come in five 
interior matching covers. 





AIR RIVETER — Barrett Equipment 
21st and Cass, St. Louis 6, has developed 
this bench-mounted, air-operated press— 
Air-Power Riveter. The company said that 
the riveter operates on standard shop air 
supply, with pressures of 100 to 125 
pounds. The riveter may be used in de- 
lining and riveting brake brake 
bands and clutch plates, Barrett stated. 


shoes, 


* * * 


r 








TIN CONTAINERS—Vulcan individually 
sized cans may be secured in both pieced 
and seamless (drawn) styles. A variety of 
diameters are immediately available in 
sizes from 24%, inches to 12% inches. 
Heights may be selected in a range from 
2 inches to 19 inches. The covers are in- 
dented at the top to hold securely the 
can placed upon it for stacking to save 
storage space and have flat curled edge 
covers which eliminate all sharp edges 


for safety in handling, but do not inter- | 


fere with taping, states Vulcan Tin Can 
Co., P. O. box 367, Bellwood, Iil. 


| maintenance or 
| outlet, moulded rubber junction is handy. 


|to O. A. Windsor 
| Monica, Calif. 1% 





Co., | 





FOR ELECTRICAL 
electrical equipment is used in automotive 


DeLuxe Products Adopts 
New Oil Filter Carton 

DeLuxe Products Corp., LaPorte, 
Ind., is packaging its deluxe clear 
oil filter cartridge in a new carton. 
The carton is yellow and black with | 1952. 


manufactures the carton which fea- 
tures a patented “E-Z” lock bottom. 


UNITS — Wherever 


repair, this new, four- 


resistant, 
Co., Box 


portable and oil according | 


505, Santa | 


TRUNK LOCKS —Royles Products Co., 
1017 Magazine St., New Orleans, is offer- 
ing this trunk lock to fit all Chrysler prod- 
ucts for 1949, '50, ‘51 and ‘52. In addi- 
tion, the company said, they are manu- 
facturing inside hood locks to fit Chevro- 
lets, 1949 through 1952, and Dodge, 
Plymouths, and DeSotos of 1959 through 
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These up-to-date Tools keep your 
body men and customers happy 


The secret of PROFITS for the busy body-shop is up-to- The 
date TOOLS . . . yes, tools that restore that new-car look 
to wrinkled fenders and damaged bodies i Jess time, and 
at lower cost. For more than a quarter-century, MIL- 
W AUKEE QUALITY TOOLS have kept abreast of the 
modern body shop's requirements with improvements ian 
that have gained for them the preference of many thou- 


sands of profit-wise car dealers, and skilled body men. 


Complete Set X-183 - - 
Limited Set X-183-F 
Cylinder Unit X-190 
X-190 Unit fits all Milwaukee frames 


Write for folder No. 124... learn how eco- 
nomically you can modernize the tool equip- 


ment of your body shop, for bigger profits. 


MILWAUKEE ELECTRIC TOOL CORPORATION 
5838 W. STATE STREET © MILWAUKEE 8, WISCONSIN 


QUALITY TOOLS 











Body and Fender Hammer — 
equipped with NEW, fast- 
action air-control valve, more 
powerful, exclusive self-align- 
ing Head and Dolly, and with 
frames adapted to all model: 


efficiency with any air pressure be- 
tween 60 Ibs. and 150 lbs.. 
light and heavy gauge metals. 


r 





I 


Awsator 





BRITISH PISTON SEAL—Piston Seal, a 
15-year-old British product from Douglas 


Holt, Ltd., has established a solid position 
in less than a year in America, according 
to G. C. Treglown, Inc., Fanwood, N. J., 
American distributor. Piston Seal is a min- 
eral compound that forms a cylinder lining 
compensating for worn cylinders and pis- 
tons. It is an inexpensive application that 
does not claim to cure valve, piston ring 
or bearing trouble. By forming an elastic, 
lubricant-impregnated sleeve between pis- 
ton and reduces oil waste 
sharply, stops piston wobble and slap and, 


cylinder, it 


| by improving compression, materially im- 
| proves performance and gas mileage, the | 


firm states. 






Famous for 
, ... the Milwaukee Electric Sander 
* hy | will quickly demonstrate why it is 


9 





SHOWS 'EM OFF—Doan Mfg., 1761 Lon- 


|don Rd., Cleveland 12, offers this display 


stand for its improved throw mats. The 
latest Econ-O-Mats are reversible, with a 
straight rib design on one side and a 
waffle-type construction on the other. This 
pattern, the firm states, provides an air- 
cushioned effect for the motorist—giving 
foot comfort due to resilient rubber foun- 
dation. 

(Continued on Page 52, Col. 2) 









“More Motor Guts” 


used by more body shops than any other. 


Milwaukee Pneumatic 


operates at time-saving 


on both 
$165.00 


$125.00 
$ 65.00 


waukee 


drilling 





The powerful and versatile Mil- 
waukee 9” Electric Polisher buffs 
out newly lacquered surfaces or adds 
a new-car look with amazing speed ...$69.50 


This popular 3-speed S-412 Mil- 
“Right-angle’’ Drill re- 
moves stubborn rivets and cuts the 
cost of 101 other drilling jobs. Com- 

plete for BOTH straight and right-angl« 


7” Model...$69.50 — 9” Model...$84.50 


ct * 
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(Continued from Page 51) 
How longer lasting vehicles can scriptive matter and illustrations to 
be built by automobile makers in| explain the increasing importance 
the future is indicated in a Naval of measuring with gage blocks and 


research laboratory report on “Re- 
sistance of Materials to Mechanical 
Shock,” now available to the public, 
the U.S. Department of Commerce 
has announced. The report can be 
obtained from the Office of Tech- 
nical Services, U.S, Department of 
Commerce, Washington 25, D. C 
' + ’ 


Fire Fighting Film 

“Not too Hot to Handle,” a new 
18-minute color sound film, has 
been released by Walter Kidde & 
Co., Inc., 40 E. 34th St., New York 
16. The picture demonstrates ap- 
proved fire extinguishing equip- 

ment and procedures. 

a + 4 


Gage Block Catalog 
DoAll Co., Des Plaines, IIl., has 
published a new 
catalog titled “Gage Blocks and 
Accessories for Modern Measure- 


ment Control.” It includes de- 


View of 2-Suiter 
Only good luggage has 
features like this: 2 
convenient suit hangers; 
special tie-rack and 
dust-free section for 
smaller clothes. 





No. 


Spe 
Finest | 
Quality 
Cowhide 
At Lowest 
Possible 


Prices 


The CROYDON... 


Matched Set Of Ladies’ Luggage. 


A gorgeous set! Expertly fashioned of Top-Grain Cow- 
hide, which is the finest. Lightweight plywood construc. J 
tion. Exquisite interiors of rich Rayon moire, full shirred 


pockets. Modern style solid brass locks. 
so pieces can be matched.) 


Style No. Item Dealers’ Cost 
950 14” Train Case $25.00 
952 21” Weekend 25.00 
956 24” Weekend 29.50 
953 26” Pullman 34.50 
954 18” Hat & Shoe 38.50 
955 21” Wardrobe 38.50 
958 29” Pullman 39.50 
959 29” Fortnighter 55.00 


comprehensive | 


552 Two-suiter 
Size: 24x 18 x72" 


light wave interference bands. 


1001-19 Irving Ave., Ridgewood, Queens, 


at 2600 rpms., and is an overhead valve 
|The model 





r * 


SHOWS SLIDEFILMS — Production of a/! 
DuKane lightweight, 300 watt, automatic | an i . 
sound slidefilm projector has been an-| Five } inyl Plastics 
nounced by DuKane Corp., St. Charles, tM. | After five years of research in 
| (formerly Operadio Mfg. Co.). boca oat | vinyl plastic and its application to 
ti ee eo oon oe “©! manufactured products in nearly 
Synchrowink film advance, from the in- | - < : 
audible signal on the record or by the) every type of light industry, Wat- 
use of a push button control. son-Standard Co., Pittsburgh, has 


Designed to Look Better, 
Last Longer, and 
Sell For Dollars Less 


No. 551 One-suiter 
Size: 24 x 18 x54" 


Matched Luggage for Men 
in Fine Top-Grain Cowhide 


No. 518 Short Trip 
Size: 18x13%2x 5%" 


No. 550 Companion 
Size: 21 x 14 x 7” 


You'll like the clean-cut, handsome styling at Contempo's sensible 
lower prices. Each piece solidiy constructed of Top-grain Aniline 
Cowhide. Wide 4 ¥2-inch bands on sides of each bag, and leather- 
covered steel center-frame give extra strength and longer wear. 
Here's a bag for every need. The two-suiter for extended trips; 
one-suiter for week-long trips; Companion for week-ends; the 
18-inch bag for short business or airplane trip. Expertly designed 
interiors for quick, efficient packing. Auto dealers, coast-to-coast, 
are selling Contempo Quality Luggage for Extra Profit and an 
added service to customers. Try a sample set today. Satisfaction 
guaranteed. 


COLORS: Smooth Suntan or Ginger Cowhide; 
Also 2-suiter and Companion in Black or Brown Walrus Grain 


Your List Price 

Style No. Item Dealers’ Cost Inc. Fed. Tax 
Sa2 24” 2-Suiter $31.50 $62.00 
551 24” 1-suiter 30.00 59.00 
550 21” Companion 26.50 52.00 
518 18” Overnight 23.50 46.00 


Send Order Form Today 
T CONTEMPO Luggage Co. 170 Fifth Ave.,N.¥.C. 10,8 
g Please ship the following numbers. J 
1 ( [enclosing check) [J (Ship C.O.D) i 


1 (© (Ship Open Account. Bank references attached) : 


Dealer's Cost fj 


Style No. Color Quantity 














(Open stock, 


List Price 
Incl, Fed. Tax 
$47.50 
47.50 
56.00 
65.00 
75.00 
75.00 
76.50 
98.50 


Veinm NAME. 





City 








gtontoe Title , 


COLORS; Smooth Suntan or Ginger Top-Grain Cowhide 





includes the Walter ‘four point positive drive,” 
maintain maximum traction under all operating conditions. 








WALTER TRUCK CO. ANNOUNCES ITS ‘SNOW FIGHTER'— Walter Motor Truck Co., | 
Long Island, N. Y., has started production | 
of this V-8 powered unit to combat winter snows. The engine develops 200 horsepower | 


job of 540 cubic inch piston displacement. 
the company said, to 


r * 


announced five basic products that 
are now available. These vinyl plas- 
tics, referred to technically as “dis- 
persions,” are Organosol, Plastisol, 
Foamosol, Rigidsol and Plastigel. 
The products are primarily de- 
signed to apply to different types 
of molding. 











GAS-O-LATOR — This is an emergency 
fuel unit and engine trouble-shooter made 


|by Viking Tool & Machine Co., Belleville | 


19, N. J. It is said to provide starting in- 
|surance for vehicles stalled due to any 
|fuel system breakdown such as frozen or 
|leaky lines, faulty fuel pump, vapor lock, 
or simply out of gas. Operating inde- 
pendently of the regular fuel system and 
bypassing the gas tank, fuel pump and 
all lines, Gas-O-Lator, by injecting the 
proper fuel mixture into the engine, gets 
the vehicle moving under its own power 
immediately, the firm adds. The trouble- 


shooting angle is that if the engine does | 
not start with the Gas-O-Lator, it indicates | 


the trouble is in the 
some mechanical part 
fuel system. 


ignition 
other 


system or 
than the 


itis 


THREAD INSERTS—Heli-Coil Corp., Dan- 
| bury, Conn., has announced a full line of 
| helical-wire thread inserts to replace 
| stripped threads. According to the com- 
| pany, helical inserts may be obtained in 
iron, steel, aluminum, magnesium, wood 
and plastics. The company claimed that 
the inserts have higher loading strengths 
jand greater resistance to wear than un- 
| protected threads in the same materials. 


DeSoto Honors Basso 


Domenich Basso, Inc. (DeSoto- 
Plymouth), Los Angeles, has been 
awarded a plaque by the factory 
for completion of three years of 
mechanical training in conjunction 
| with the service departments of 
|new-car dealerships in the U. S. 
|Larry Nelsen is service manager 
'of the dealership. 


STORMY: . 
WEATHER 


a 


| 


| 
} 
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| MEANS PROFITS 
FOR YOU! wire 


Patented 


AN ALL-WEATHER 
CONVERTIBLE CANOPY 
FOR PICK-UP TRUCKS 


\ Protects carge 
Y Protects personnel 


CLAMPS ON 


quickly without 
bolts, screws or nuts! Fits 
any flareboard. Won't slip, 
mB slide or sway. One man can 


| BS 


C 
| af 


| 


LOAD FROM ANY SIDE. Roll 
up and tie curtains. 


——— 
: 


CONVERTIBLE to 
space behind truck cab. 


Comes in 
one carton 54” 


long. Single unit 





frame unfolds like a card 


table for easy installation. 


Ideal for business, hunting, 
farm, industrial or military 
uses! Two trucks in one! 
Models for all pick-up 
trucks. 


RETAILS 
as low as 


S$ 50 WRITE TODAY 
FOR FULL 
DETAILS 
(plus tax 


JARBEN 


METALFAB CORP. 


BEN INC HARE 


BOX 5956, DALLAS, TEXAS 
Maker TRUK-VENT 
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“111 Nations OK 


‘Distribution of 


| Primary Nickel 





Credit’s Economic Role 


Kisselgoff Discounts Value of Control 
In Trying to Combat Inflation 


mane ies asta eet YT sets an, 


och al whe abe 








WASHINGTON. Control of con- 
umer credit can play only a lim- 
ed role in the achievement of 
conomic stability, it is concluded 
n an analysis made by Dr. Avram 
Kisselgoff for the National Bureau 
— Economic Research. 

Dr. Kisselgoff analyzed data on 
the demand for automobile in- 
stallment sales credit and for 
diversified installment credit sep- 
arately. 

His findings suggest, he reported, 
that there is a lag of about seven 
months between a change in income 
and its full effect on consumer use 
of credit for the purchase of auto- 
mobiles. 

He said consumers using install- 
ment sales credit for the purchase 
of goods other than automobiles 
are more sensitive to changes in 
current income than to changes in 
the income of the preceding year. | 
Here, he said, there is a lag of | 
only three or four months before | 
the full effect on credit demand. 

Using prewar statistics and)| 
checking them with recent data, 
Dr. Kisselgoff said he found total | 
current real income to be an im- 
portant element in the explanation 
of demand for installment sales 
credit. 

A 1 percent change in real cur- 
rent income in prewar, he said, 
tended to cause more than a 1 

percent change in the demand for 
installment sales credit. 

Dr. Kisselgoff’s report continues: 

“Annual changes in real current 
income were associated with more | 
than proportionate changes in de- 
mand for installment sales credit. 

“With an increase of one dollar 
in the annual income after taxes | 
available to consumers (current dis- 
posable income), installment sales 
eredit demand increased, on the | 
average, by a little more than nine 
cents. Measurement of the elas- | 
ticity of the relationship shows that 
installment sales credit was highly 
sensitive to changes in the income 
of the current year. 

“Total installment sales credit 
demand per consumer unit de- 
creased, however, when the size 

of the required monthly install- 
ment payment increased. In this 
relationship, installment sales 
credit was also sensitive to dif- 
ferences in the size of monthly 
installment payments, but to a 
lesser extent. 

“The amount of installment sales 


Numbers Game 


OPS Leads Figure Filberts 


A Merry Chase 


WASHINGTON. — If you've quit 
trying to keep up with OPS, con- 
sider the plight of the cost con- 
trollers at the new-car plants. 
These Figure Filberts last week 
were handed an alternative method 
for figuring out Capehart-formula 
adjustments. 

The new method is entitled, and 
we quote: “Amendment 1 to SR 1 
under CPR 1, Rev. 1.” 


In brief, CPR 1 is the original 
price regulation for new-car mak- 
ers; CPR 1, Revision 1, gave the 
manufacturers price relief last 
September; SR 1 to CPR 1, Rev. 1, 
incorporated the provisions of the 
Capehart amendment—but based 
on pre-Rev. 1 price increases; 
Amendment 1 to the above allows 
Capehart adjustments based on 
post-Rev. 1 price increases. 
There are also two amendments 
to CPR 1, Rev. 1, as contrasted 
with the new amendment to SR 1 
under CPR 1, Rev. 1. The Rev. 1 
amendments, numbered 2 and 3, 
cover conversion-steel relief and 
extra equipment, respectively. 

Had enough? Don’t forget the 
dealer regulations, CPR 83 for new- 
car dealers (amended once); CPR 
94 for used-car dealers (amended 
once), and CPR 34 for service shops 
amended twice). 


Morris Buys Monorail 

PHILADELPHIA. Morris, 
Wheeler and Co., Inc., steel ware- 
10use concern here, has acquired 
Industrial Monorail and Conveyor 
Co., and plans to continue the} 
manufacture of industrial cranes | 
at the local location. i 


|; consumers, 


credit was also affected by the in- 
come of the preceding year, though 
only slightly.” 

Dr. Kisselgoff also found that the 
margin of income above the costs 
of necessities may be of particular 
value in analyzing consumer credit 
demand in periods of strong infla- 
tionary or deflationary movements. 
Moreover, consumers attach great} ; : 
importance to the prices of durable! § ”" gay ka: 
consumers’ goods, relative to the iad : eatin . mee CV 
prices of the other goods they buy.| ,- : 

Some forces have been steadily | Linhart Chevrolet in Jeannette, Pa.— 
tending to reduce somewhat the} 
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Linhart Chevrolet, Jeannette, Pa., recently held open house. The renovated two-story 


| demand for installment sales credit, | structure has been redesigned with regard for usefulness and efficiency as well as 


especially for the purchase of auto-| styling. The dealership’s old building is nearby and will be used for mechancial 
mobiles, he noted. | service work. 
“Probably the most important of 


these,” he reports, “have been the World Title Holder 
accumulation of liquid assets by 


the increasing use of | LARAMIE, Wyo.—Elmer Lovejoy, 


durable consumers’ goods for trade- | 80, well-known resident, has been 
in purposes, and the increasing ten- | driving an automobile for the last ihc sae eee diabetes 
dency of consumers to purchase | 57 years. He believes he holds the PPro oaaagecnse Pot ase mahing out? .0TS. 
durables | through direct cash bor-| world’s title. In 1895 he built One | MOTIVE NEWS gives you the entire story 
rowings. ‘of the first “horseless carriages,” | every week throughout the year. 


land it is claimed that he knows 
|more about the oldtime cars than 
anyone in town. 


this new Golden “Bear” Service 


makes a highly profitable business EWEN 











WASHINGTON.-A plan of dis- 
tribution of primary nickel for the 
first quarter of this year has been 
established by the manganese- 
nickel-cobalt committee of the In- 
ternational Materials Conference, it 
was announced here last week. 

The 11 governments represented 
in the committee have given notice 
of their acceptance of the alloca- 
tion, it was said. The member 
countries are: Belgium (for Bene- 
lux), Brazil, Canada, Cuba, France, 
western Germany, India, Norway, 
the Union of South Africa, the 
United Kingdom and the U. S. 

The IMC plan applies to all mar- 
ketable forms of primary nickel, 
including the  ferro-nickel and 
nickel cast iron produced from New 
Caledonian ores, as well as the sin- 
tered oxide (matte) exported from 
Canada to the U. S. These three 
products were not under allocation 
in the fourth quarter of 1951. 

The availability of primary nickel 
for the first quarter of 1952 is esti- 


|mated at 33,583 metric tons. 


PROFITABLE! 


"197-84 SUPER FRAME-ALINEMENT SERVICE 


handles the TOUGHEST JOBS WITH EASE! 
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IN EVERY § RESPECT! 


Super FLEXIBLE a pot FAST 


@ Adjustable runwoys for all tread widths. 

@ Available in flush or floor models. 

@ Does frame straightening, front and rear 
axle straightening, 5-point alinement 
checking and correcting. 


speed up operation 
operation 


members in minutes 


@ New Low-High Step Beams save time— 
@ Straightens the four major bends in a single 


@ Pulls frame horns, knee actions, rolled front 


@ Cuts set up time to a minimum 


SAFE 


@ All hook-up assemblies are 
locked solid. 

@ No chains used for stretching. 

@ Operator works outside of 
machine 


Super 


alinement checks 


cuRATE 
Super A 


@ Famous 115-S Alinement Heads speed up 


@ You safely guarantee all jobs to 
manufacturer's specifications 


@ Quickly and accurately checks caster, 
camber, toe-in, kingpin angle and 


turning radius 


@ Has 96,000 pounds of hydraulic power 
@ Super Strong—an extra measure of 
strength is built into the machine 


se 





% 





@ Includes axle and rear housing tool set, 
and Flex-O-Power Correction Unit 


See your “‘Bear”’ Jobber for full details or write TODAY for the new 197-84 Super 
Frame-Alinement Service Data Sheet! BEAR MFG. CO., Dept. A-14, Rock Island, Illinois 


SAFELY SERVICE 
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More Cooperation Advised . . . 





Truckers Get Warning 


Of Municipal Curbs 


NEW YORK. The trucking in- 
dustry was put on notice last week 
to expect increasing restrictions of 
its operations in the nation’s cities. 

Henry K. Evans, transportation 
specialist of the U. S. Chamber of 
Commerce, told the Local Cartage 
National Conference that growing 
downtown traffic volume, already 
50 percent higher than 10 years 
ago and apparently headed for 
higher levels, is causing more 
and more streets to be closed to 
truck operation. 


Yet, local pickup and delivery 
trucks, Evans said, should have 
equal priority rights with other 


downtown traffic. 

“Provision of street and curb 
space for delivery of goods,” he 
said, “is certainly as important as 
provision of such facilities for the 
customer who comes to buy the 


goods. As greater crowding on our 
streets compels more traffic prohi- 
bitions, local truckers should make 
it their business to cooperate with 
public officials in promoting con- 


structive traffic measures that rec- | 


ognize this principle of equality. 


| panel 





Evans, who was moderator of a 
session, entitled 
Local Truckers Avoid Being Legis- 
lated Off the Streets?” recommend- 
ed that: 

1. Truckers and merchants 
work out means of speeding up | 
loading and unloading operations; 

2. City officials provide for an 
adequate number of reserved curb 
truck loading zones, selected on a 
basis of engineering study; 

3. Truckers, merchants and city) 
officials cooperate on plans _ for| 
more efficient street usage, such as | 


one-way streets, improved signals,’ regulations. 


QUESTION: 


ANSWER: 
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At Home on Wheels— 


Lester Purdom, Missouri conservation 
commission agent, uses his Nash Airflyte 


las his home away from home. Purdom 
maintains contact with his headquarters 
vio a specially - installed two-way car 


radio. The wildlife expert uses the Nash 
convertible bed on his long trips through 
the Ozark hills. 


prohibited parking and turning re- 


strictions; 

4. More off-street and alley truck 
loading bays be provided by down- 
town businessmen through both 
voluntary means and municipal 





















_—=Coming Events 











Dealer Conventions 
March 10-1!—Annual 


convention of Louisi 





ana Automobile Dealers Assn., Hotel 
Jung, New Orlear 

Apr. 7-8—13th annual convention, Misso 
Automobile Dealers Assn., Muehlebach 
hotel, Kansas Cit 

April 7-8—32nd annua vent 
Automotive Trade Assn., Elks C 
Springfield 

May 22-24—Annua! convention Wash 
ington State Auto Dealers Assn., Ch 
nook. hotel, Yakima, Wash. 

Sept. 14-16 — Annual meeting, New York 
State Auto Dealers Assn., Hotel Syra- 
cuse, Syracuse, N. Y 

Sept. 20-22 — Annual convention, South 
Carolina Automobile Dealers Assn., 
Ocean Forest hotel, Myrtle Beach, S. C. 

Oct. 19-21 — Florida Automobile Dealers 
Assn., Sans Souci hotel, Miami Beach, 
Fla. 

- * * 
Dealer Auto Shows 

Feb. 16-24— 44th annual Chicago Auto 
Show, International Amphitheater, Chi- 
cago. 

Feb. 19-23—Syracuse Automobile Dealers 


Assn., County War Memorial, Syracuse, 
N, Y. 


Feb. 22-March !—Washington Automo- 
tive Trade Assn., National Guard Arm- 
ory, Washington, D. C. 

March 3-8—40th automobile show, Colli- 
seum, Denver. Sponsored by the Denver 
Automobile Dealers Assn. 








FE" 


KRW No. 50-AX 
Dollie. Shown at 
left with rear axle 
separated. No. 127 
Tote Pan and No. 
127-A Tote Pan 





215 MAIN ST. 


World's largest manufacturer of 
Garage Tools and Equipment 


BUFFALO 3, N. Y. 


Stand optional at 
$4.00 and $10.00 
respectively. Upper 
inset shows huge 
3-ton axle mount- 
ed on dollie. Low- 
er inset shows auto 
front axle on dollie. 











March 7-l6—Los Angeles Motor Car Deal- 


ers Assn., Pan Pacific auditorium, Los 
Angeles. 
March 8-15— Kansas City Auto Show 


sponsored by Motor Car Dealers Assn. 


of Greater Kansas City, Municipal aud 
ers’ Assn., Hunt Armory, East End 
Pittsburgh, Pa. 

March 14-23—Motor Show, Pacific Interna 
tional Livestock Exposition, Portland. 
Sponsored by the Automobile Dealers 
Assn. of Portland. 


March 29-Apr. 6— Seattle Auto Show 
sponsored by Seattle Automobile Deal 


ers Assn., Field Artillery Armory 
Seattle, 
* * + 
Aftermarket Shows 

Feb. 28-March 2— Pacific Automotive 
show, Pan Pacific auditorium, Los 
Angeles. 

March 17-18—Canadian Automotive Whole 
salers and Mfgs. Assn., Mount Royal 


hotel, Montreal, Que. 
March 20-23—/0th annual Southwest Auto 


motive show, Sam Houston Coliseum, 
Houston, Texas. 

* 7 * 

General 
Feb. 18-19—American Petroleum Institute 


meeting, Sheraton-Cadillac hotel, De- 
troit. 

March 3-7—American Society for Testing 
Materials, spring meeting, Hotel Statler 
Cleveland, Ohio. 

March 20-2i—Annual meeting, Automobile 
Dealers Assn. of Indiana. 

March 22-Apr. 6—Chicago Internationa! 
Trade Fair, Navy Pier, Chicago. 

Apr. 7-9—Annual meeting, National Truck 
Leasing System, Conrad Hilton hotel, 
Chicago. 

April 23- May 4—34th International Motor 
Show, Turin, Italy. 

May 5-7 — Automotive Engine Rebuilders 
Assn., San Antonio, Texas. 

May 16-17 — Southeast Automotive Show 
conference, Asheville, N. C. 

May 18-19—American Petroleum Institute 
Copley Plaza, Boston, Mass. 

June 23-27 — SOth anniversary meeting 
American Society for Testing Engineers, 
New York City. 

Sept. 10-12 — National 
50th annual meeting, 
Atlantic City, N. J. 

Oct. 20-24—National Safety Council, 40th 
national exposition, Conrad Hilton hotel, 


Petroleum Assn., 
Traymore hotel, 


Chicago. 
Nov. 10-13—American Petroleum Institute, 
32nd annual meeting, Conrad Hilton 


hotel and Palmer House, Chicago. 
* * * 


Engineering 


March 4-6—Society of Automotive Engi 
neers meeting, Sheraton-Cadillac hotel 
Detroit, 

April 21-24—Society of Automotive Engi 
neers meeting, Hotel Statler, New York 
City. 

June |-6—Society of Automotive Engineers, 
summer meeting, Ambassador and Ritz 
Carlton, Atlantic City, N. J. 

Aug. I1-13—Society of Automotive Engi- 
neers, national West Coast meeting, 
Fairmont hotel, San Francisco. 

Sept. 9-l1—Society of Automotive Engi- 
neers, national tractor meeting, Hotel 
Schroder, Milwaukee, Wis. 

Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh, Pa. 

Nov. 3-4—Society of Automotive Engi- 
neers, Chase hotel, St. Louis, Mo. 

Nov. 6-7—Society of Automotive Engi- 
neers, Mayo hotel, Tulsa, Okla. 

Nov. 30-Dec. 5—Society of Automotive 
Engineers, Statler hotel, New York City. 


Texas Tops 
Packard Grid Contest 


Won by Housewife 


DETROIT. Although football 
has given way to winter sports, 


| Packard has revealed that a Texas 


housewife rated tops in a contest 
started last fall by the Packard 
Sports Library, a service promotion 
mailing, to pick contestants and 


|} winners of four New Year’s Day 


| bowl games 


the Rose, Sugar, Cot- 


| ton and Orange bowls. 


The contest closed Oct. 31. Tops 
among hundreds of entries was 
Mrs. D. L. Alexander, of 2345 Har- 
rison St., Beaumont, Tex. 

Mrs. Alexander picked the win- 
ner and contestants in both the 
Rose and Sugar bowls—Illinois over 


|Stanford and Maryland over Ten- 


nessee. In addition, she had two of 
the four teams in the Cotton bowl 


| (Texas Christain) and Orange bowl 
| (Baylor). 


Although it didn’t count in the 
final verdict, Mrs. Alexander had 
the other two teams in the Cotton 
and Orange bowls, but had them 


jreversed. Besides beating out en- 
| tries from all over the country, Mrs. 


Alexander topped her husband, who 
failed to place among the first 25 
money winners. Prize winners are 


| being notified by nearby Packard 


dealers. 


Collingwood Moves Up 
John G. Collingwood, service 
manager of Hamilton Motor Prod- 
ucts, Ltd., Hamilton, Ont., has been 
appointed vice-president and gen- 
eral manager of the company, 


|succeeding James A. Orr. Colling- 
|wood has been with the company 


since 1936. 
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in Terms of Sales .. . 





It’s 
DETROIT.—Copies of a letter | 
vritten by a dealer to his employes | 
iave been included in a bulletin to 
ll members of the Detroit Auto 
ealers Assn. Paul Graves, execu- 
ive vice-president of DADA, said: 

“It is so full of good information 
ind suggestions, we think every 
jealer should supply one to each of 
iis employes.” 

The text of the letter follows: 
The recent move by the govern- 
ment in freezing a big percentage 
of the steel used in new-car produc- 
tion undoubtedly was right and 
necessary as a defense measure. 
This move, however, does bring up | 
definite problems for all of us in| 
business. 

Fortunately, our company is not | 
dependent alone upon the sale of | 
new cars and if each of us accept | 
a share of responsibility now, we | 
can continue to operate effectively | 
with no cause for worry. | 

Obviously, however, it will be 
necessary to do everything possi- | 
ble to develop further income | 
from the parts and service de- 
partments, to make better new 
and used car deals and to save 
every possible penny of unneces- 
sary expense. It is with this 
thought in mind that I call a few 
things to your attention and sin- 
cerely ask for your help. 

Certain expenses of our company 
such as rent and taxes are fixed 
and cannot be changed. With infla- 
tion upon us obviously they cannot 
be reduced but there are many 
other expenses which, even though 
they may be necessary, can be held 
to a minimum or even reduced by 
careful consideration and coopera- 
tion by each one of you. 

In this automobile business (our | 
business), each dealer hopes to} 
make 3 percent net profit on the) 
total volume of business. (Some | 
dealers don’t do this, and a very | 
few are slightly higher.) This sim- | 
ply means a possible profit of three | 
cents left out of every dollar taken 
in—after the cost of labor, mate- 
rials used and expenses of operat- | 
ing our business (before income | 
taxes) are taken out. } 

Unnecessary expenses, waste, poor | 
car deals and poor customer rela- | 
tions within the organization means 
the difference between profit and | 
loss. 

Therefore: Every three pennies 
saved is the equivalent to $1 of 
sales; every 30 pennies saved is 
the equivalent to $10 of sales; 
every $3 saved is the equivalent 
to $100 of sales; every $30 saved 

is the equivalent to $1,000 of sales. 
Here are a few samples of what | 
can be done in our various depart- | 
ments: 
Shop Tools and Supplies: The 
wasting of nuts, bolts, washers, 
cotter pins, rags, cleaning fluid, car | 
polish, oil, grease, antifreeze, care- 
less handling of tools and equip- 
ment is not only unnecessary, but | 
wastes dollars needlessly. } 

Every nine cents saved is the | 
equivalent to the profit on an hour’s 
labor by one of our better mechan- | 
ics, | 

Free Service: If an owner “talks | 
us” into giving him something for | 
nothing that he honestly should pay | 
for—say $6—you are throwing away | 
the profit we should earn on a $200 | 
sale. Three or four such give-aways | 
will kill the whole profit on a cou- 
ple of car sales. 

Insurance: Carelessness creates | 
fire hazards and accidents, and | 
increases our insurance rates. Ad- 
ditional premiums of $100 is the 
equivalent to $3,300 in car or 
service sales. 

Customer Policy Adjustments: 
Customer adjustments are brought 
about by customer dissatisfaction. | 
Every car and service salesman, | 
tower operator, or anyone else | 


handling customers, should sell | 


$5 Million Addition Slated | 
By Goodyear in Canada 

TORONTO.—R. C. Berkinshaw, | 
general manager of Goodyear Tire | 
and Rubber Co. of Canada, Ltd., 
has announced a $5,000,000 expan- 
sion program at its plant. 

A new building at the plant will 
allow for enlargement of building 
facilities, storage and _ shipping, 
Berkinshaw said. He said he hoped 
production would begin in the 
early part of 1953. 


every customer right. Do not make 
unnecessary promises or promises 
you cannot keep. Give every cus- 
tomer everything he rightfully de- 
serves, and make every customer 
glad to do business with us because 
we do keep our promises 100 per- 
cent. 

But always remember every $3 
you give away equals $100 in sales. 
Service Department: Sell every 
job right—mechanics do every job 
right. Remember every $5 adjust- 
ment or comeback equals $166 in 
sales. 

Trucks and Company Cars: It 
costs us five cents for every mile 
we travel in company cars or 
trucks. How many unnecessary 
miles do we travel in one day? 
An average of only 10 miles per 
day is 3,650 miles per year and 
at five cents per mile costs $182, 
which will require $6,083 in sales 
to offset. 

Miscellaneous: I am sure that you 
do not realize that a five cent tele- 
phone call requires $1.66 in sales 


|and such a little thing as a three- 





IT’S 
THE 






Used by car manufacturers and thou- 
sands of dealers and paint shops in 


every section of the country 


1. It’s a complete masking depart- 


ment on wheels! 


2.A fully mechanized, easily mov- 


able unit! 


motions, 


3. Eliminates extra 
steps! 


| 
| 





Time to Be Penny- Wise 


cent stamp requires 99 cents worth 
of sales. Lights left on in our base- 
ment or any other place is another 
item we don’t realize costs consid- 
erable in sales. 

Credit: This is an item like policy 
adjustment. If we let out a new 
car with a small balance, a repair 
job or parts for which we later 
cannot collect—say for $10—it will 
require $300 of future sales to make 
up this loss. 

These are only a few of the items 
of expense that we have each 
month, but I am sure that they are 
sufficient to let each of us know 
the importance of eliminating any- 
thing that will reduce each of our 
net earning capacity. 

Please do not misunderstand 
this note. We do not mean to cut 
one item that will make our work 
less efficient, harder or produce 
dissatisfaction and less volume. 

If in addition to making every 
effort to save expense you will 
make the same effort to help us 
create more business in all depart- 


ments, this will help. If every per- 





BIG STORY 


IN MASKING: 


simple operation. 


By saving you time, the PERMACEL 
Double Duty Masker saves you 


money. 


Fill in coupon for 


saves 
cedure. 


* DOUBLE DUTY 
MASKER 


| [INDUSTRIAL TAPE CORP., New Brunswick, N.J. + Worid-famous specialists in pressure-sensitive tapes. 


4. Dispenses pre-taped paper in one 


Free 
“Mask Them Quick And Easy,” that 
outlines profit-boosting masking pro- 


18, 1952 
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Circus Atmosphere for Showing— 


| Jack Kennedy Chevrolet, St. Lovis, used a ferris wheel, merry-go-round, balloons 
and toys for the children in connection with introduction of the 1952 models. 


son in our company will personally 
make some real effort to bring in 
new customers for new cars, used 
cars, service or parts, the result 
will be amazing. 


If you will just drop a note in 


the suggestion box on anything 
that would be helpful to you or 
any other employe, we will greatly 
appreciate it. 

May I thank you in advance for 
your cooperation. 
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Booklet, 


COMPANY .... 


STREET 


THE 


Permacel 


DOUBLE DUTY 
MASKER 


INDUSTRIAL TAPE 


CORPORATION 
NEW BRUNSWICK, NEW JERSEY 
DEPT. 11 F 


lease send copy of free booklet 


“Mask Them Quick And Easy” 
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Auto Personnel 








William J. Wade has been named 
director of administrative services 
for Willys-Overland Motors, Toledo, 
Raymond R. Rausch, vice-presi- 
dent, has announced. 

* * 3: 


Firestone Names Hathaway 


As Sales Manager 

Promotion of Earl B. Hathaway 
to sales manager of Firestone Tire 
& Rubber Co., Akron, has been an- 
nounced by Har- 
old D. Tompkins, 
Firestone sales 
vice-president. 

Hathaway was 
eastern’ division 
sales manager 
from 1942 to 1948, 
when he was 
named sales man- 
ager of the Akron 
divisions. He has 
been with the 
company since 





E. B. Hathaway 
1927. 


Phileco Names Dr. Pitt 
Appointment of Dr. Courtnay Pitt 







J. THERON BROWN 
PRESIOENT 


Underwood Corporation 
803 Main Street 


Attention: Mr. L. P. 


Gentlemen: 


and simplicity of the 


and ink entirely. 


in about a third less 


highly recommend this 


CS:pb 





E souTH Ss 


Baton Rouge, Louisiana 


Through the elimination of work duplication, 


to the management policy commit- 
tee of Philco Corp., has been an- 
nounced by William Balderston, 
president. 

+ a * 


Three Executives Added 


To Ethyl Corp. Board 


Election of Joseph A. Costello, 
B. Bynum Turner and Sanford M. 
Wagner to the board of directors 
of Ethyl Corp. is announced by 
E. L. Shea, president. The three 
men are all vice-presidents of 
Ethyl in charge of operating func- 
tions within the company. 

Costello has been with Ethyl 
since 1928. Turner, research and 
engineering vice-president, joined 

| Ethyl in 1946. Wagner, sales vice- 
president, joined the corporation 
in 1926, less than two years after 
it was first organized. 
* * * 


Nash Lists 2 Appointments 
In Service, Exports 
| Nash Motors, Detroit, has an- 


| nounced appointment of M. L. Hud- 
son as assistant sales manager in 


Mr. Clifton Strahan says: 


Daisy LeJeune operating 
the Underwood Sundstrand 
Automobile Dealers 
Accounting Machine for 
Capital City Ford Co., Ine.. 
Baton Rouge, La. 


|the export division and J. R. Leon- 
jard as assistant service manager of 
the eastern division. 

Hudson was formerly’ export 
manager for Federal Motor Truck 
Co. Leonard is a former Philadel- 
phia zone service manager of Nash, 
service representative for Buick 
and has handled sales and service 
for Hyvis Oil Co. in Warren, Pa. 

* * * 


Dealer Wile Accepts Post 


With OPS in Columbus 
Appointment of Fred Wile, Co- 


lumbus auto dealer, as_ business 
analyst for the Columbus district 
Office of Price Stabilization, has 


been announced by Clyde C. McBee, 
district director. 

Wile has been in the retail auto- 
mobile business for more than 25 
| years. 


|Ford Names Hole as Chief 


| At Metal Stamping 


Bs 





Not Honest-to-Goodness Injuns— 

These erstwhile Red Men from the staff of Waldie & Bremner Motors (Pontiac), 
Duncan, B. C., are putting on their welcome show for the '52 Pontiac. Left to right are 
| H. Buckham, H. MacMillan, R. Brown, all salesmen, and E. M. Waldie, sales manager. 





Appointment of Alton J. Hole 
as general manager of the metal 
stamping division of Ford Motor 
Co., has been announced by Ray 
H. Sullivan, vice-president of the 
engine and pressed steel group. 

Since December, 1949, Hole had | 
been manager of the Buffalo | 


stamping plant. Succeeding him 
is John B. Kendall, who had been 
production manager there since 
January, 1950. 

A veteran of 26 years in the 
automotive industry, Hole was 
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ane? dealers 


This letter is typical of many we receive 
from auto dealers everywhere praising the 
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Capital ‘ Oily Sord Co. Ine. 


LARGEST FORD OCDEALER 


P O Box 1950 


BATON ROUGE, LA 


Bahan 


We wish to express our complete satisfaction with 
the Sundstrand Class D Automobile Dealers' Accounting 
Machine which we installed in December, 1949, 


machine operation, we have been 


able to effect a substantial reduction in the cost of 
operating our Accounting Department, 
records made on this machine and have eliminated the pen 


We now have all 


Our sales are between two hundred and three hundred 
units per month and all postings are handled with ease and 


time than previously. 


On the basis of our past experience, we estimate our 
investment was recovered within the first year, and we 


machine to other dealers who are 


interested in obtaining complete and up-to-date records 
at reduced cost and time, 


Very truly yours, 


CAPITAL CITY FORD COMPANY, 


/ on Sefahan 


Office Manager 


speed, 


time- and money-saving advantages of ac- 
counting with the Underwood Sundstrand 
Machine and System. 


Let us show you how to complete all your 
accounting records each day ... balance 
all accounts daily . . . complete financial 
statements the first of each month. 

Fill in the coupon and mail it today. 


Y Reasons why 


you should SIMPLIFY with 
UNDERWOOD SUNDSTRAND 


Daily Operating or Management Controls in 
minutes . . . not hours. 


Financial Statements Completed the FIRST of 
the month... in hours .. . not days. 


Lowest operating cost for today’s ‘‘Competi- 
tive Market.” 


Pa A Tried and Proved method . . . used today 
by car dealers from coast to coast. 


... that’s why dealers using 
Underwood Sundstrand say it’s 


THE BEST SYSTEM 

THE BEST MACHINE 

THE BEST PRICE 

THE BEST INSTALLATION 


“SIMPLIFY and SAVE with SUNDSTRAND” 


INC. 
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UNDERWOOD CORPORATION 








Underwood 


Corporation 


Accounting Machines... Adding Machines. ..Typewriters - 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 
Sales and Service Everywhere 


Carbon Paper... Ribbons 





One Park Avenue, New York 16, N. Y. 


Send me your illustrated folder, Form S-1326, describing the Under- 
wood Sundstrand Automobile Dealers Accounting Machine and System 


Name of Company 





Name and Title 





Street. Sadat 





Zone. ee, 
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general manager of Ford’s High- 
land Park (Mich.) operations be- 
fore becoming manager of the 
Buffalo plant. Kendall joined 
Ford in 1949 as a general super- 
intendent. From 1928 to 1949 he 
was with Fisher Body. 
+ = * 


Willys Names Pickett 
Government Contract Head 


| William S. Pickett has been ap- 
|pointed director of the contract 

administration division of Willys- 
| Overland Motors, , 
Inc., it has been 
announced by 
Raymond R. 
Rausch, vice- 
president and ex- 
ecutive assistant 
to the president. 

In his new po- 
sition, Pickett is 
responsible for 
the direction of 
contract work in et Bes 
all sales of eimaeana¢ 
Willys-Overland products and serv- 
lices to the U. S. Government. He 
{has been at Willys-Overland for 
more than six years. 
* * 


Two Given New Duties 


In Champion Sales 

Champion Spark Plug Co., To- 
ledo, has announced that Vice- 
Presidents Robert A. Stranahan jr. 
and James F. Lewis jr. have taken 
on new duties as co-directors of 
sales department activities. 

Although they are assuming 
added responsibilities, both will re- 
itain their other duties. Stranahan 
|will continue to correlate research 
jand engineering activities and di- 
jrect original equipment sales. 
Lewis will continue in his capacity 
as director of purchasing, advertis- 
ing and public relations. 

Lewis recently was appointed 
by Secretary of the Navy Dan 
Kimball to his advisory group on 
supply management. 

e of 4 

















Barrett Named to Head 


Sales at Rinshed-Mason 


| Frederick G. Weed, president of 
Rinshed-Mason Co., Detroit, manu- 
facturer of automotive and indus- 
trial paints, ‘has 
announced execu- 
tive changes ele- 
vating William R. 
Barrett to the 
board of directors 
as sales vice-pres- 
ident. 

Barrett joined 
R-M in 1947 as 
generalsales 
manager, after 
having been with 
Reichold Chemi- 
|cal as assistant sales manager in 
| Detroit. 
| Joseph R. Mason, a son of the 
|late Herbert Mason, who was a 
|company founder, was also elected 
to the board as assistant secretary. 
|He has been assistant sales man- 
|}ager of R-M’s refinishing division. 
| Arthur W. Byrum has been ap- 
| pointed comptroller and assistant 
| treasurer. 





W. R. Barrett 


| Quaker Ups Merkel, Klemm 
| At Detroit and Cleveland 


Quaker Rubber Corp., division of 
| H. K. Porter Co., Inc., Philadelphia, 
has appointed J. J. Merkel and E. 
E. Klem branch managers of the 
Detroit and Cleveland districts, re- 
spectively, it is announced by J. R. 
(Continued on Page 57, Col. 1) 
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‘(Continued f 
ceach, vice-president and general 
anager. 
Merkel has been with Quaker in 
iles since 1948 and has previous 
<perience in the rubber industry. 
Klemm has been a salesman with 
the firm for more than three years. 
ok * 7 


Prichard Given Promotion 


In Packard’s Dallas Zone 


Cc. E. Briggs, Packard general 
sales manager, has announced the 
promotion of Ernest N. Prichard 
to assistant zone manager of the 
Packard Dallas zone _ office. 
Prichard was formerly Packard’s 
special representative in the zone. 

Prichard joined Packard in 
1949. Previous to this time he had 
experience in retail selling and 
office management with competi- 
tive dealers. In 1949 Prichard be- 
came business manager in the 
Dallas zone. In a little over a 
year, he was promoted to sales 
promotion manager, and in May, 
1951, was appointed special rep- 
resentative. / 

* * 


Haugh Heads Production 


Of Buffalo Kralinator 

Arthur T. Haugh has been named | 
to head up the production of a 
new oil filter, the Buffalo Kralin- 
ator, produced by 
Buffalo Pressed 
Steel Co., Youngs- 
town, O. 

Haugh comes 
to Buffalo Pressed 
Steel after a re- 
tirement of sev- 
eral years. For- 
merly, he had 
been an executive 
in several parts 
manufacturing 
organizations, in- 
cluding Sparks-Withington 
Jackson, Mich.; Echoephone 








A. T. Haugh 


Co., 
Co., 
Chicago, and Zenith Radio Corp., 
Chicago. 


+ & * 
Three Promoted in Sales 


By Raybestos-Manhattan 

George W. Marshall jr., vice- 
president of Asbestos Product di- 
vision of Raybestos - Manhattan, 
Inc., has announced the appoint- 
ment of Jack E. Cole as sales man- 
ager of the Equipment Sales divi- 
sion in Chicago. He succeeds Harry 
C. Dishman, who has retired. 

F. M. Moyes, assistant Chicago 
district manager, has been appoint- 
ed district manager to succeed Jack 
E. Cole, and E. E. Goepfrich, field 
sales engineer of the Detroit office, 
has been promoted to assistant 
chief engineer, passenger-car and 
light truck brake linings. 

* * * 


Jensen Promoted to Head 
Universal CIT Division 

Charles S. Jensen has been ap- 
pointed vice-president of Universal 
C.LT. Credit Corp., and will head 
the company’s New York division, 
it was announced by L. Walter 
Lundell, president. 

Jensen will direct the activities 
of branches in the metropolitan 
New York, Long Island and lower 
New York State areas. George E. 
Chariton has been appointed sales 
manager for the division. 

* * * 


Burnett, Pretz Reassigned 
In Ford Engineering 
Appointment of W. E. Burnett 
as Ford passenger car engineer 
and P. H. Pretz as vehicles test- 
ing engineer on the engineering 
staff of Ford Motor Co., is an- 
nounced by Harold T. Youngren, 
engineering vice-president. 
Burnett was formerly assistant 
Ford passenger car engineer. 


Pretz was formerly assistant 
Lincoln-Mercury passenger car 
engineer. Both joined Ford in 
1946, 


ct f - 
3M Announces Promotions 
Of Six Key Executives 
Promotion of six key executives 
of Minnesota Mining & Mfg. Co., 
St. Paul, has been announced by} 
company officials. 
Louis F. Weyand, of Detroit, a} 
Vice-president and member of the | 
board, was promoted to executive | 
vice-president. Robert W. Young,| 
President of Minnesota Mining & 
Manufacturing International Co., a| 


rom Page 56) 


wholly-owned 3M _ subsidiary, was 
named to the chairmanship of that 
organization’s board. Clarence B. 
Sampair, vice-president of 3M In- 
ternational, succeeded Young as 
president. John A. Borden, general 
manager of the cellophane tape di- 


vision, was named _ sales and 
marketing consultant for all 3M 
| tapes. 


| The board also elected George W. 
|Swenson and Hubert J. Tierney 
| vice-presidents of the parent com- 
| pany, 


Freehill Named Successor 


To Leventhal at OPS 


Harold Leventhal, who had been 
chief counsel of OPS since estab- 
lishment of the agency, has _ re- 
signed to return to private law 
practice in Washington. 

Before leaving, Leventhal under- | 
took to reorganize the office which 





|he has presided over for more than | 


a year. Joseph H. Freehill was ap- 


| five 


associate chief counsels and 
six assistant chief counsels to head 
the large staff of attorneys at OPS 
headquarters. 

| KF. Stewart Stranahan will head 
up the industrial materials and 
manufactured goods division, which 
includes the automotive branch 


Hagglund, Pollard Move Up 
At Detroit Automotive 

Promotion of I. M. Hagglund to 
sales department manager and 
G. M. Pollard to service manager 
has been announced by S. F. Baker, 
president of Detroit Automotive 
Products Corp. 

Hagglund has been with the com- 
pany in various sales and service 


|Office activities for 12 years except 


for Army service. Pollard has been 


with the company 10 months in the} 


service department. 
* 


Crane Reelected President 


By Georgia Parts Dealers 

A. C. Crane, Atlanta, has been 
reelected president of the Georgia 
Assn. of New and Used Auto Parts 
Dealers. 

The organization also passed a 
resolution asking all auto wreckers 


pointed deputy chief counsel, with to send in their initial inventory 


Does mor 


— 








Revolves the wheels and checks alignment 


under true driving conditions—unaffected 
by inaccuracies of tire, rim, or hub. 





Why Mechanics LOVE the Dyn-A-Lyzer 


No positioning of car square with rack. 
Revolves the wheels—unquestioned accuracy. 
The flick of a switch restores all parts to normal 


position—no rolling—no shaking. 


Checks wheel runout in a matter of seconds. 
Checks Caster, King Pin Inclination and Turning 


Radius in a single operation. 


A glance in the Tractoscope checks tracking. 
Sets Toe and Centered Steering Position to hair- 


line accuracy in a single operation. 


Shows when the right correction is being made and 


exactly how far to go. No guesswork. 


No elaborate instrument checking. 








BOARD o- EDUCATION % 
DRIVER TRAINING CAR 


OLDSMOBILE DIVISION 


For Lansing Schools— 


J. F. Wolfram (right), general manager | 
of Oldsmobile, presents the keys to a| 
driver training car to Dwight Rich, lan-| 
sing superintendent of schools. Olds is 
providing the Lansing board of education 
with three driver training cars free of 
charge for driver education courses. The 
cars are Super 88s equipped with special | 


dual-brake controls for training purposes. | 





reports and comply with NPA order 
M-92. 


* x * 


|Superior Promotes Runkle 


To Vice-President | 
J. H. Shields, president of Su- 
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|perior Coach Corp., Lima, O., has 


announced the promotion of G. L. 
Runkle to vice-president in charge 
of engineering. 

Runkle has served a total of 
years in various phases of automo- 
tive engineering and _ production, 
and during the past five, has been 
Superior’s chief engineer. 

* * 


99 
22 


Ford-Canada Names Two 
Don E. Hutchings, general sales 
manager, Parts and Accessories di- 
(Continued on Page 58, Col, 1) 


WantTo Make 
Painting Pay? 


e than any other alignment machine 


ACCURACY 
never before 


Uses surveying principles 
to set Toe and Centered 
Steering Position based 
on proper tracking of all 







pay more for it. 


ACCURATE — builds prestige. 


COMPLETE—worth more than any 
other alignment service and they 


four wheels. 


FAST—precision methods avoid guesswork. Com- 
plete Dyn-A-Lyzer service requires less time than 
any other alignment service. Users report 20 min- 
utes average for complete check and correction. 


Avoids time-wasting 


complaints and costly adjustments. 


IMPRESSIVE—revolves the wheels and demonstrates 
wheel alignment under true driving conditions. 


EASY TO USE—on the job instructions start profit 
flow the day your Dyn-A-Lyzer is installed. 


Whether you want to make more service profit, en- 
joy the prestige-building power of outstanding serv- 


Lyzer Service. 


ice superiority, or provide MODERN Steering Cor- 
rection Service for your customers, you need Dyn-A- 


Send for complete information today. 
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s MANBEE EQUIPMENT DIVISION 

g 185.£] North Wabash Ave., Chicago 1, Ill. 

; Send complete information about the Dyn-A- 
Lyzer=Manbee’s Dynamic 4-Wheel Alignment 

: Analyzer. 

y Name Title 

4 Company 

3 Street 

i City Zone State 
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Motor Co. of Canada, 
has announced appointment of 
J. F. Reid as sales manager for 
Ontario and northern Quebec, and 


vision, Ford 


of R. G. Williamson as assistant 
sales manager for the same dis- 
tricts. 


Powell Gets Personnel Post 
At Nash—El Segundo 


Appointment of Norval E. Powell 
as assistant director of personnel 
has been announced by Campbell 
Wood, works manager of Nash Mo- 
tors assembly plant in El Segundo, 
Calif. 

Powell joined Nash in 1950 in the 
capacity of labor relations super- 
visor after serving a number of 
years with Capitol Records and 
Food Machinery Corp. in executive 
personnel positions. 


+ * + 


L-O-F Shuffles Four 


In Sales Divisions 
Changes in the sales department 
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of Libbey-Owens-Ford Glass Co., 
Toledo, have been announced by G. 
P. MacNichol jr., sales vice-presi- 
dent. 

J. M. Johns, general manager of 
industrial sales, has been appointed 
general manager of the new fiber- 
glass division, succeeding Robert 
E. Worden, Philadelphia consulting 
engineer. 

E. M. Everhard, general manager 
of distributor sales since 1942, has 
been named to the newly-created 
post of general ‘sales manager. E. 
C. Walbridge, manager of window 
glass sales, succeeds Everhard. 

A. P. Plant, manager of defense 


|gales, succeeds Johns in industrial 


sales, 
* * + 


Adams Succeeds Founder 


Of Ramsey Corporation 

James E. Adams, of Toledo, has 
been named vice-president and 
general manager of Ramsey Corp. 
in St. Louis, replacing the com- 
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MacLeod Gets Ford Award— 


Ford has presented its Four-Letter award 
Motors, Elston Ave., Chicago. J. L. Kemp, 
the award before all the employes of the 
office. 


pany’s founder, J. A. Ramsey, who 
will continue as vice-president in 
an advisory capacity. 

Adams will manage Ramsey 
plants in St. Louis, Sullivan, Mo., 
and Fruitport, Mich. He is a for- 
mer vice-president and _ general 


18, 1952 


to Hugh J. Macleod, president of Macleod | 
Chicago new-car sales manager, presented | 
dealership, and officials of Ford's Chicago 


manager of Toledo Steel Products 
Co. 


' * + 
Sealtight Names Shapiro 


To Executive Sales Post 
Cc. W. Nelson, general manager 


| manager 


| industry 





of Sealtight Corp. Cedar Rapids, 


Ia., has announced the appointment 
of Milton Shapiro as executive sales 
His activities will include 
the development of foreign mar- 
kets. 

Shapiro previously had_ been 
western and Canadian sales man- 
ager for the firm, and has long 
been identified with the automotive 
and advertising field in 
various administrative capacities. 

* * + 


Nelson Named Sales Chief 


For Sundstrand Division 


Robert N. Nelson, formerly assis- 
tant sales manager, has been pro- 


moted to sales manager of the 
Pneumatic = _ divi- 
sion of Sund- 
strand Machine 
Tool Co. 
Nelson became 
affiliated with 


Sundstrand in 
1946 as a sales en- 
gineer. He was 
advanced to the 
post of assistant 
sales manager 
earlier this year. 
In his new post, 





R. N. Nelson 

he will have direct supervision of 
sales engineers employed by Sund- 
strand to work with jobbers in the 


industrial and automotive 





| 


}ments 


fields. ——s 


Thanhouser, Foster 
Named APIC Members 


Lloyd F. Thanhouser, vice-presi- 
dent of Continental Oil Co., Hous- 
ton, and Rayburn L. Foster, vice- 
president of Phillips Petroleum Co. 
Bartlesville, Okla., have been ap- 
pointed members of the American 
Petroleum Industries Committee 
for 1952, it has been announced by 
Frank M. Porter, president. 

Thanhouser was named to suc- 
ceed James J. Cosgrove, chairman 
of the board at Continental Oil. 
Foster’s appointment enlarges the 
APIC from 10 to 11 members. 


+ ~ * 
Homestead Valve Promotes 
Schuchman, Seifert 


Don H. Krey, general sales man- 
ager of Homestead Valve Mfg. Co., 
has announced the appointment of 
Fred Schuchman and James E. Sei- 
fert as field sales managers for the 
company’s Hypressure Jenny divi- 
sion. 

Formerly national accounts rep- 
resentative, Schuchman will be in 
charge of the eastern district while 
Seifert, who was moved up from 


| sales promotion manager, will man- 


age the central district. 
* ~ * 


Universal CIT Names 2 
As District Managers 

Universal C.L.T. Credit Corp. has 
announced _Managerial appoint- 
to its district offices in 
Akron and Lynchburg, Va. 

Arthur W. Stadler jr., formerly 


motor sales representative, has 
been made district manager in 


|Akron, and Joseph R. Sullender, 


| who joined the company before 


World War II, will head the firm’s 





“You know what you're selling 
when you sell WIX! Yes . . . and 
so does your customer! When he 
buys good oil and WIX Engineered 
Filtration he knows that combina- 
tion will pay off in better engine 
performance and longer engine 
life. And, he knows when he needs 
new oil or a new cartridge because 
you can show him the condition 
of the oil with the patented WIX 
DIRTECTOR.” 

CLEAN OIL and CLEAN PROF- 
ITS go hand in hand with WIX 
ENGINEERED SELLING . . . and 
for three good reasons! First. . . 
THE PRODUCT .. . with its 
amazing filtrant WIXITE that out- 
performs and does mot remove 


detergent additives from the oil. 
Second... THE LINE... a filter 
cartridge for every filter, each engi- 
neered to provide a plus in savings, 
a plus in performance and a plus in 
mileage. Third . .. SALES TOOLS 
... the patented WIX Dirtector that 
tells the story without conversation, 
the WIX Cabinet Merchandiser that 
saves steps and speeds sales AND 
sales helps that build sales for 
YOU! It’s the same story no matter 
what vehicle you service . . . Car, 
bus, truck or tractor; or what type 
of oil is used .. . straight run, pre- 
mium or heavy duty . . . and that 
story is—CLEAN IT UP WITH 
WIX! 


THE WIX DIRTECTOR 


With the increasing use of HD 
olls which darken so quickly in 
use, old methods of testing oil by 
color are out. The patented WIX 
Dirtector clearly shows the con- 
dition of motor oll... reveals the 
contamination in dirty oll... 
shows clearly when oil and car- 
tridge require changing. Ask your 
jobber about the WIX Dirtector 


today. 


CANADIAN FACTORY: 


wix 


ACCESSORIES CORP. 





REG. 


OIL FILTERS @® CARTRIDGES 
WIX ACCESSORIES CORP. © GASTONIA, N. C. 


TRADE MARK 


LTD., 25 CURITY AVE., 





TORONTO 


ONT. 


13, 


newest branch in Lynchburg. Serv- 
ing with him as branch manager 
will be H. Glenn Jenkins. 

* * + 


Cuthbertson Named Aide 
For U. S. Rubber in L.A. 


Promotion of Dr. G. R. Cuthbert- 
son to assistant factory manager of 
U. S. Rubber Co.’s Los Angeles 
plant, has been announced by How- 

jard N. Hawkes, vice-president of 
the tire division. 

Cuthbertson began his career 
with U. S. Rubber in 1937 as a 
research chemist, and for the past 
12 years has been stationed at the 
Detroit plant. A. N. Iknayan has 
been appointed to succeed Cuth- 
bertson as assistant director of de- 
velopment in Detroit. 

on * 
Kroeger Named Sales Head 
For Marvel-Schebler 


Appointment of Fred H. Kroeger 
as sales manager of power brake: 
and devices for Marvel-Scheble: 
Products division of Borg-Warner 
Corp., Chicago, has been announce« 
| by the company. 

Kroeger previously was a sale: 
executive of Bendix division, Ben 
dix Aviation Corp., at South Bend 

* * * 


White Names Gaudaur 
| J. G. Gaudaur has been appointe: 
| branch manager of White Moto: 
|Co. of Canada, Ltd. Hamilton 
(Ont.) branch. 





AUTOMOTIVE NEWS, FEBRUARY 18, 1952 














By Bob Finlay 











| AVE you ever stopped to realize | 

that the added burden of red/| 
tape that is wrapped around your | 
business might have been avoided | 
if there had been increased under- | 
standing by the forces that made | 
America powerful? 

Maybe we should have done a 
better merchandising job on that. 

George Romney, vice-president of 
Nash, pointed out the other day 
before the Adcraft Club of De- 
troit that the strength of the na- 
tion is based on religious, political 
and economic freedom. 

There’s an ancient myth that 
to mobilize for war (or to keep 
the peace) we must throw away 
part of the basis of our strength 
and accept absolute authority of 
the state. 

Romney said we have that au- 
thority now because of a misunder- 
standing, which can be traced back 
in large measure to the ideas of 
our so-called elder statesman, Ber- 
nard Baruch. 

The idea was that there was no 
choice—that we had to accept abso- 
lute authority to get the job done. 

But, asks Romney, what of vol- 
untary cooperation? He points 
out that such cooperative pro- 
grams under the National Adver- 
tising Council have accomplished 
goals in blood donations, traffic 
safety, nurse recruiting, forest- 
fire prevention and other fields 
that no government could do. 

And so we wonder if the business 
of dealers is not hampered need-| 
lesslv by the rules and regulations | 
of OPS and threatened by contrels | 
over production and installment | 
credit. 

Can dealers do more to merchan- | 
dise the understanding of a com- | 


petitive. cooperative capitalistic | 
system? 








* * * 


Sales Manuals 


K. BRAASCH & STAFF, auto- 
* motive sales consultants, 
have announced two new manuals 
on automotive salesmanship. They 
sav the manuals feature field-test- | 
ed sales principles used in training | 
more than 30,000 automobile sales- | 
men since 1925. 

Braasch has experience in en! 
promotion work both in the auto} 
dealer and auto factory fields. 

+. * | 


* 

Free Check 
ON ALLEN CHEVROLET in| 
Buffalo attracted additional | 
service business by offering to} 
check the front end and steering | 
mechanism on any passenger car | 
free of charge. The offer was made | 
through a newspaper ad. 

« * * 


Advertise Advantages 

UESS MOTORS, BUFFALO, took | 

advantage of its enclosed used- 
car selling facilities during the cold | 
winter months with newspaper ads 
that invited prospects to “Visit our 
special heated showrooms.” 

Copy continued: “It is difficult | 
and inconvenient to find a good 
used car in the snow and cold of a} 
used-car lot. Select the car of your | 
choice in comfort. Over 100 cars to | 
choose from.” ai 





| 
| 


* 


Stunts 
P. DART held a “treasure hunt” 

* to help attract crowds to the 
recent show-day celebration at his 
talents dealership in Greenville, 

a. 

All rural boxholders in the Dart 
area were circularized in advance | 
of the new-car showing with infor- 
mation on the prizes to be given) 
away at J. P. Dart Chevrolet. 

A treasure map with three num- 
bered keys was distributed to each 
boxholder. Those with keys match- | 
ing the lucky numbers at the deal- 
rship were privileged to open a 
reasure chest and take out a prize. 
The treasure chest, with two 
‘etty girls dressed as pirates in 
‘tendance, was in a “pirates’ den” 
t up in the service department, 
hich has been remodeled and | 
quipped with a Visualiner. 

For several days before the big 


ro 


ow 


aan 


event, a buccaneer roved the streets 
| passing out treasure chest keys. 


Get Acquainted 


SCHBORN MOTOR SALES, 
Hamburg, N. Y., gave consid- 


| erable stimulus to its used-car busi- 


ness during January with a unique 
promotion in which residents of the 
area were invited to guess the iden- 
tity of Al Eschborn, head of the 
agency. 

The firm ran newspaper ads in 
three community papers in the 
Hamburg area. The ads carried a 
photo of Mr. Eschborn, but no other 
identifying information. Caption 
urged readers to “get acquainted 


| with one of Hamburg’s finest auto 
| dealers.” 

Participants were invited to 
guess the identity of the photo, 
what new car the firm sells and 
where the firm is located, An- 
swers were mailed to a Post Of- 
fice Box in Hamburg. 

The agency offered prizes of al- 
|lowances of up to $300 in trade 
on any used car in its stock. The 
first prize was $300, second prize 
| $200 and there were 25 other prizes 
|of $100 each. Prizes were awarded 
|on the basis of “correctness, neat- 
j;ness and originality” of answers 
submitted. 


Albert M. Heintzman, sales man- | 


|ager for Eschborn Motors, who 
|conceived the promotion, reported 
more than 125 replies were received 


and that the stunt served to gen-| 


;erate some used-car business. He 
did point out, however, that most | 
of the prospects were interested in | 
cars priced under $1,000, and that) 
the firm’s stock of this price group 
was inadequate to demand. 

Heintzman feels that the promo- 
tion served the dual purpose of 
stimulating used-car business dur- 
ing a dull season of the year, as 
well as acquainting a large number | 
of area residents with the Eschborn 
Motors operation. 





Philadelphia Assn. 
Asks Law to Curb 
Towing Racket 


PHILADELPHIA. 
of a law to curb the automobile 
towing racket in this city is being 
considered by the Philadelphia 
Automobile Trade Assn. 


The association is urging dealers 
to report any unfavorable experi- 
ences they might have had with 
the towing companies so that neces- 
sary steps can be taken in getting 
a hearing before the city council on 
the proposal. 


Action by the association stem- 
med from a recent incident involv- 
ing a dealer’s customer whose 
| wrecked car reportedly was hauled 
off by a towing company after the 
| owner signed a blank agreement, 
'which later was discovered to be 
ber authorization for an estimate 
of repairs on the vehicle. 

Preventative measures being 
| sought by the association are: 
quire all towing companies to be 
licensed to haul vehicles; require | 
the companies to use a standard | 
| towing agreement, such as releas- 
ling the vehicle upon the owner’s 
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OF YOUR VOTE 


WELDED? 
FINANCED? 


«um 


THE MAN HIMSELF” 


TIME FoR 


ACTION: VOW 





| Political Proof — 


The answer to the question, “Why 
Vote?" is provided by Stanley W. Wil- 
liamson, director of the training division 
of Florez, Inc., Detroit, who demonstrates 
part of a flannel-board talk, “Power of 
Your Vote."" Other speakers are being 
recruited from business groups for an all- 
out en before the national elections. 





| request so he can have a choice of 
selecting the garage to which he 
wants to turn over his car for 
repairs. 
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DON'T GET CAUGHT SHORT 


when spring shock absorber 
replacement sales z-o-o-m! 


See your jobber 
without delay. 


The World's Best 
Shock Absorber is 
Now Advertised in 


Ev ening 


POST 


and in 


and in 


S MAGAZINE 


Willy hie 


LUMBUS 


got mer id 


yp uae 


SHOCK ABSORBER 


LICENSED BY DE CARBON 


Precision built and guaranteed by 


HECKETHORN MANUFACTURING & SUPPLY COMPANY, LITTLETON, COLORADO 







AN 
aca HO qrnueTon: © 


(Typical of the half-page 
advertisements now being used 
to help you sell this 
better shock absorber 
to your customers.) 









yy CO. 
~ warn TURING, met “suert 

















60 





AUTOMOTIVE NEWS, FEBRUARY 18, 1952 





ar Fal 
 Otetndg  e 


} FoRD DEALERSHIP 





| 


McCoy-Skaggs Gets 4-Letter Award— 


McCoy-Skaggs Co. (Ford), Dodge City, Kans., recently received the Ford Motor Co. 


four-letter award for its operations during 1951. The award was presented by J. D. 
Flynn, special field manager for the area, and was accepted by H. M. Skaggs. Here, 
the employes of the dealership attend the presentation ceremonies. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Auto Market Page... 





By Lorena Abbott 
Staff Correspondent 


Popular-priced cars are 


| Memphis New Car Dealers Assn., 
| said. 
moving | ito average out monthly payments 


“People need that much time} 


in Memphis as fast as they can be|they can afford.” 


put on the sales floor, according to | 
one local dealer. Other dealers re- | 
port waiting lists on cars in the 
$2,000 bracket. Higher priced 
models are not moving too fast, 
but dealers are not overstocked. 
“We need a 24-month credit plan 
to sell the average new car,” 
Arnold Klyce, president of the' 


One factor in the strengthen- 
ing of the new-car market here 
has. been the decrease in the 
spread between late model used 
cars and new cars, which had 
been as high as $800. There seems 
to be a fair balance now between 
the selling prices of the two. 


Encouraging, too, is the fact that 

















It’s 


Was | Hearing Right? According to this 
Alemite salesman, friction—and fighting fric- 
tion—was proving a solid business booster, 
and a BiG business booster for car dealers 
everywhere. How? Well, he had a movie 
with facts, figures—the whole story. Would 
I arrange for a showing before my organiza- 
tion? It was OK by me. A good idea. 


our biggest problem — 


to more traffic, more 


come-BACK 
that counts! 


The Movie Made a Hit! Right off it tackled 


to get them in and keep them coming back 
to us for service. It showed how the Alemite 
“Magnet Plan” built total service business. 
Made frequent, proper lubrication the “key” 


across the board! We agreed to give it a try. 











the 


new car owners, how 


volume, more sales 








— pis case is typical [ 


One more example of how dealers all over 

the country are “cashing-in” on the Alemite “Magnet Plan.” 

Making their Service and Parts Department pay as much as 84% of their 
overhead with Alemite “Magnet Plan” features. Want the 

facts? Call your Alemite distributor. Or mail this coupon now! 


ALEMITE 


A PRODUCT OF 





your fixed overhead — 





O 


Name 
Address 


City 








already increased 12% 
oil and parts sales are at a record high! And 
Alemite advertising, every two weeks in 
Post and Collier’s, gives us an extra follow- 
up system—at no extra cost. Take it from 
me, friction-fighting —tied up with Alemite 
—is some salesman. Best one we ever had! 


MAIL THIS COUPON—NO OBLIGATION 


Judge for yourself how the Alemite ‘Magnet Plan” can help you cover 
improve your trading position. 


Alemite, Dept. C-22, 1826 Diversey Pkwy., Chicago 14, Illinois 
1 Send us complete information on the “Magnet Plan” 


EWS MOTOR SALES 
— TION DEPARTMENT — 


Did It Pay Off? Our customer return has 


. Lubrication volume, 


We would like to arrange a showing of your Hollywood movie 
“It's The Come-BACK That Counts!’ 


.._Zone State 


=] Memphis Sales Gaining 


| trade in losses have now been al- 
|most eliminated and many cars are 
lselling near OPS ceilings. 

| Dealers feel, however, that by the 
end of 1952, the buyer’s market 
| may have to be reckoned with 
jagain, and that costs are likely to 
jup the prices of cars beyond the 
lability of prospective purchasers 


to pay. 
* * 7 


Indianapolis 


New-car sales in Marion county 
(Indianapolis) in 1951 were off 5,911 
units, tentative figures of the Indi- 
anapolis Auto Trade Assn. disclose. 
During the year franchised dealers 
delivered 26,292 units, compared 
with 32,203 units in 1950. 

New-truck sales, however, held 
to a fairly even keel with the sale 
of 3,626 units in 1951, compared 
with 3,770 registrations in 1950. 

Chevrolet was the county new- 
car sales leader in 1951 with 5,775 
units, with Ford second with 5,320. 
Plymouth was third with 2,850 
units, and Buick was fourth with 
1,816 units. Fifth place went to 
Pontiac with 1,586; Mercury, sixth, 
1,248; Dodge, seventh, 1,130; Olds- 
mobile, eighth, 1,086; Studebaker, 
ninth, 1,044, and Chrysler, 10th, 846. 

Total sales of other lines were: 

DeSoto, 706; Cadillac, 600; Austin, 
9; Crosley, 39; Frazer, 1; Henry 
J, 166; Hillman, 1; Hudson, 577; 

Juagar, 4; Kaiser, 193; Lincoln, 

173; MG, 3; Morris, 4; Nash, 757; 

Packard, 200, and Willys, 158. 

Chevrolet also led the new-truck 
field in 1951 with 1,088 sales, com- 
pared with 921 turned in by Ford. 
International had 750 sales; GMC, 
118; Studebaker, 79; White, 83; Wil- 
lys, 81; Dodge, 426; Austin, 1; 
Brockway, 1; Crosley, 3; DeSoto, 
1; Diamond, 2; Divco, 25; FWD, 1; 
Mack, 9; Marmon-Herrington, 1; 
Metro, 1; Nash, 3; Plymouth, 5; 
Pontiac, 5, and Reo, 19. 

During the final month of the 
year new-car sales were off 306 
units from the 2,098 units sold in 
November. December new - truck 
sales were down to 259 units from 
the 449 sold in November.—(C. L. 


Kern.) 
* =” +” 


Sedalia, Mo. 


New-car demand is less than it 
was a year ago at this time, ac- 
cording to W. C. Askew, president 
of Askew Motor Co. (DeSoto- 
Plymouth), Sedalia, Mo., who said 
|he thinks this is because dealers 
are going through a transition pe- 
riod in converting from a peace to 
a war economy 

“This is a "iull, ” Askew said, 

“and it will pass. A few custom- 
ers bought cars at the beginning 
of the Korean war because they 
were scared. Now nobody is 
scared so there’s no hurry. A lit- 
tle later on demand will increase 
to take care of actual needs.” 

Askew said prewar used cars 
were easily sold a year ago. No one 
wants them now at any price, he 
declared. Only “good stuff” is mov- 
ing from his used-car lots. He said 
used-car volume and service volume 
was about the same as it was a year 
ago. Accessory volume is also about 
the same.—(L. H. Houck.) 

x z 


* 


Ottawa 


With signs already pointing to 
| higher prices for some new cars to 
|be sold in Canada in 1952, includ- 
ing certain British imports as well 
as Canadian-produced models, deal- 
ers expect that this alone will not 
bring an adverse reaction from 
prospective buyers. 

“New-car sales will not drop sole- 
ly for the boost in prices,” said 
one veteran dealer, confiding that 
if such price resistance should de- 
velop in 1952, higher tradein allow- 
ances or discounts may follow to 
help stimulate business. 

Other new-car dealers seem to 
hold the same viewpoint, though 
they are crossing their fingers 
about the general sales situation 
due to other hindrances to sales, 
particularly consumer credit reg- 
ulations, high cost-of-living and 
the shortage of cash offers. 

However, a bright side is pictured 
by many dealers in rumors now go- 
ing the rounds that the Canadian 
government may relieve some pres- 
sure by lowering sales and excise 

(Continued on Page 61, Col. 1) 
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Boom Predicted 
In Repair Jobs 
‘On Older Autos 


KANSAS CITY.—The automotive 
|products business is in for one of 
the biggest booms it has ever seen, 
says Jack F. Whitaker, vice-presi- 
dent of Whitaker Cable Corp. 

Basing his predicition on car 
registration figures from 1950 and 
1951, Whitaker estimated that there 
will be a 53 percent increase over 
the previous year in vehicles four 
to 10 years old which will require 
hard parts repairs. 

Units three years old, he said, 
probably will need repairs during 
the last half of the third year, 





Auto Markets 


(Continued from Page 60) 








ixes that are presently considered |6,323 trucks at the end of 1950, rep- | 
iscriminatory against this indus-| resenting a gain of 2,373 vehicles in 
ry. This is a possibility for spring, | all classes. 
hen the annual federal budget is Sedgwick county (Wichita), 
rought down.—(M. L. Schwartz.)| sprinted way ahead of any other 
* ¢ * county in Kansas in both cars 
’ and trucks, with a total of 89,750 
Columbus, 0. cars and 16,825 trucks licensed in | 
Franklin county (Columbus), O.,| 1951, totaling 106,575 units. Year- 
iealers were reminded more of 1950/ ago totals were 74,949 cars and | 
than 1951 by new-car sales in the} 14.489 trucks, for a gain of 17,137 
first half of aa” a year. 4 in 1951, 
The total for the 15-day perio In Wyandotte county (Kansas 
was 517 units, a good deal i City), there were 58,628 motor ve-| 
to the 644 sold in the first 15 dayS |i icles listed of all descriptions. Pas- | 





Sunbeam-Talbot at Monte Carlo Finish Line— 


of Tr 1950, worn! pe py senger cars totaled 49,443 and) _ Stirling Moss, driver of a Sunbeam-Talbot, a product of the Rootes Group, is shown| Whitaker said that not many re- 
sold in the same period of Ja Y ltrucks tallied 9,185. Records in this| taking second place in the regularity test at the Monte Carlo Rally. Moss was Brit-|placement parts would be sold to 


1951. county at the end of 1950 showed |ain's champion racing driver last year. cars one and two years old, and 

The same was true of new- |56610 motor vehicles, of which) —Tthat the quality replacement ‘parts 
truck sales which totaled 65 in |48939 were motor cars and 8,371|GM Graduates 2.500th | was awarded to John Rushlow,|market for vehicles over 10 years 
the first half of this January, | were trucks. The gain for 1951 was ° ° , | service manager for J. Kelsey Mc-|old is out, “as these cars are main- 
against 66 in the first 15 days of |2018 units—(George M. Hunholz.)| Buick Service Manager |Clure Buick, River Rouge, Mich. j|tained on a_ bare operational 
ogee gn oye FLINT.—The 2,500th Buick deal- Ics RESID He margin.” 

alf of January, * er service manager has been grad- There will be only a small - 

New-car sales by makes in the M &V Motor Sales uated from the service manage- Hall Promotes Unger centage of vehicles weee “eos veane 
first 15 days of January of this| M. & V. Motor Sales, Cincinnati,| ment training program at General| Nat Unger, assistant manager for/|old which will require lighter re- 
year were: Austin, 1; Buick, 46;/has been incorporated by Jack) Motors Institute, E. J. Krause,|Phil Hall Buick, Hollywood, Calif.,|pairs, such as spark plugs, fan 
Chevrolet, 114; Chrysler, 13; De-|Mollman, W. J. Reilly and E.| Buick service manager, reported. |has been promoted to used-car|belts, battery cables and the like 
Soto, 6; Dodge, 38; Ford, 57; Henry | Williams. Krause said diploma No. 2,500| sales manager. Whitaker pointed out. , 
J, 1; Hudson, 7; Mercury, 27; Nash, 
15; Oldsmobile, 38; Packard, 6; 
Plymouth, 85; Pontiac, 32; Stude- 
baker, 22; Willys, 4; Jaguar, 2, and 
Kaiser, 3. 

New-truck sales in the same pe- 
riod were: Autocar, 1; Chevrolet, 
25; Dodge, 7; Ford, 7; GMC, 7; 
International, 15; Mack, 1; White, 
1, and Nash, 1.—(Bert D. Strang.) 


* * x 



























KEY TO CUSTOMER SATISFACTION 






R Precision-made DeVilbiss products—Spray Equipment, Exhaust 


Systems, Air Compressors and Hose—simplify refinishing prob- 






lems and insure professional results. With them you can turn out 






factory-quality finishes and build greater customer satisfaction. 





Richmond, Va. 


With supplies of 51 models fairly 
well cleaned out by most dealers, 
the majority of new-car merchants 
in Richmond, Va., are looking for- 
ward to good business this year. 

Sales are expected to be “fairly 
good,” with the supply of new 
cars from the factories regarded 
as the major deterrent to volume | 
sales. | 

John E. Raine, general manager | 
of the Automotive Trade Assn. of | 
Virginia, said prospects for a fairly | 
good supply of new vehicles are not | 
too bright at present but that deal- | 
ers “will have cars to sell.” 

Raine said that some dealers in| 
sections of the state where there} 
have been strikes and work stop-| 
pages have high stocks of new cars, | 
but he expects the situation in| 
these areas to right itself when the | 
bad spots in the employment pic-| 
ture are eliminated. 

Raine said the greatest diffi- 
culty in selling new cars now is 

Regulation W. The high price of 
new cars and strict terms of 
Regulation W are likely to keep 
the used-car market “fairly clean” 
for some time to come, Raine 
said. 

He said that people who cannot 
afford new cars under present 
credit restrictions are expected to 
buy used cars at lower prices. An 
extension of time payment terms 
from the present 18 months to 24 
months would help the situation 


"ll fit f ll 7 

You'll profit from a 

immeasurably, Raine added.—(T. D. ‘ 
ie og | of these spray-appearance services 


Topeka, Kans. 


According to the state motor ve- 








Over-all auto refinishing with DeVilbiss equipment is just one of the highly profitable spray-appearance services. 


ne bcos ged Magy mp" — 1. Over-all vehicle refinishing ance services is a money-maker. It at the new look their cars get, and 
ease ak tends tham were Meeneed 2. Vehicle touch-up jobs simply doesn’t pay to try and get such customer satisfaction builds 
a year ago. along with makeshift, inadequate business. 

Final tabulation for 1951 showed 3. Spraying chrome protective equipment to handle these services 





890,780 cars and trucks licensed in| material Your focal DeVilbiss Jobber or 


105 counties in Kansas. At the close | 
of 1950 there were 849,808 licensed 
vehicles. 

By far the larger gain was in 


4. Spraying underbody coatings 


when the cost of equipping your 
shop with the proper DeVilbiss 
spray equipment is so amazingly 


branch office will gladly give you 
detailed information or, if you pre- 
fer, write us direct. 


5. Spraying upholstery recondi- low 
cars—totaling 676,170. Listings for aK 


cars in the pleasure classification ' 
Pp You'll reap the benefits for years to 


totaled 646,660 for a 12-month rer ase ; 
gain of 29,510. 6. Spraying waxes come. Records prove appearance THE DEVILBIsS COMPANY, Toledo, Ohio 
Kansas now has 214,610 trucks 7. Spraying flock coatings services can easily account for one- Windsor, Ontario © London, England 


licensed. This was 11,462 more than 
Were tabulated at the end of 1950, 
when the total was 203,148. 

Nearly half of the car-truck gain 
for 1951 took place in the three 
most heavily populated counties of 
the state: Shawnee (Topeka), Sedg- 
wick (Wichita) and Wyandotte 
(Kansas City). The three counties 
accounted for 208,113 of the state’s 
899,780 motor vehicles. A year ago 
these counties had 186,384 vehicles. 
They produced a net gain of 21,729 
in 1951. 

shawnee county (Topeka) listed 
35,956 cars and 6,754 trucks at the 
erd of 1951, against 34,014 cars and 


third of service department volume. Santa Clara, Calif. 


Every one of these 7 spray-appear- Customers are actually astonished 


Branch Offices in Principal Cities 





FOR BETTER SERVICE, BUY 


| DeEVILBISS 





‘ 


Air Compressors Hose and Connections Spray Guns Spray Booths 
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| PLYMOUTH—'51 Cambridge sedan, $1,470. | 
e e "49 SD sedan, $1,035. '47 SD _ sedan, 
$720; Deluxe sedan, $725. '46 SD sedan, 
Used-Car Auction Prices |, 
PONTIAC—’51 Chieftain (8) sedan, $2,120, 
2,030. '50 Chieftain (8) sedan, $1,605*, 
$1,370; SL (6) sedan, $1,320* 48 (8) 
(Continued from Page 30) sedan, $950 
STUDEBAKER—’'50 Commander sedan, $1,- 
ton pickup, $855, '49 Custom (8) sedan, | BUICK—’'50 RM _ sedan $1,700; Special 110. '48 Land Cruiser sedan, $810*. 
$925*, $970, $1,000; Deluxe (8) sedan sedan, $1,185; Super sedan, $1,790, $1,- 
900. '48 SD (8) sedan, $710, $800. ‘47 620; Riviera coupe, $1,900 49 RM se- ae J a , 
oD (8) club coupe, $787, $700. '46 sedan, dan, $1,265*; Super sedan, $1,210, $1,- OAKLAND, CALIF. | 
$550. '41 sedan, $230. °'39 2-dr., $300 190, '48 Super sedan, $905; RM sedan, (A. L. Pollock a Dealers ociens ane 
iO 5'49 Cosmo ite sede s00* $940*. '46 Super sedan, $695, $460; RM | Auction. Sale every Tednesday *rices are 
gs eg eee es z sedan, $685. for sale of Feb. 6.) 0 
MERCURY—’50 club coupe, $1,330*; 4-dr., | CHEVROLET—'51 SL Deluxe sedan, $1,- | BUICK—'50 Super Riviera coupe, $1,870, | 
$1,400*, °49 2-dr., $1,030 | 600. '50 FL Deluxe sedan, $1,380*, $1,- $1,595° ; Special 2-dr. $1,625; 4-dr., 
NASH—'50 Statesman sedan, $950 |} 260, $1,235; SL Special sedan, $1,175 $1,385*; Super conv., $1,800; 2-dr., $1,- 
OLDSMOBILE—-'50 (98) sedan, $1,600*; $1,155, 2 at $1,150, $1,145. '49 FL De- | 845; 4-dr., $1,650, $1 610°. 49 Super 
(88) club coupe, $1,650*, $1,860*; (76) luxe sedan, $1,040, $1,030, $990; FL 4-dr., $1,225. '48 Special 2-dr., $935. 47 
4-dr., $1,350*, '49 (98) 4-dr., $1,190. °47 Special sedan, $950, $940, $920. '48 FM RM conv., $750; 4-dr., $825. °40 Super | 
(68) 2-dr., $720. conv., $755; sedan, $890, $885, $870; FL 4-dr., $190, $130; club coupe, $165. 
PACKARD—’50 club sedan, $1,250 sedan, $780. '47 FM sedan, $745; SM | CADILLAC—'51 (62) 4-dr., $3,775*. ‘50 
PLYMOUTH—'51 Cranbrook club coupe, sedan, $725 (62) 4-dr., $3,025*, $3,085*; (61) 4-dr., 
$1,750; Belvedere, $1,900. '50 SD sedan, | CHRYSLER—’'50 Windsor sedan, $1,695; $2,810*. °49 (61) club coupe, $2,180°; 
$1,300, $1,075. '49 SD conv., $1,010 | NY sedan, $1,725. s P an teat cae. aot (60) 4-dr., $1.775*. n 
PONTIAC—'51 (8) Catalina, 2,250*; | DeSOTO—'50 Custom sedan, $1,575, $1,500 2 (62) 2-dr., $630. , 
Chieftain (8) sedan, $1,850. ‘50 SL (8) *48 Custom sedan,’ $920; suburban, $615. CHEVROLET—’'50 business coupe, $1,160; Newest Deal for L M in Los Angeles— 
oeeiae ie ae a yoy sSeor: alone PR gy + pepe . oa lan, $1,390 ‘49 a jax cae ge05. Wt po Te Holmes Tuttle, Charles Cook and Howard Cook are co-owners of Holmes Tuttle 
125. *4 SL (6) sedan 960*; Torpedo 7 E—’5 Meadowbroo sedan, os 49 %- ) ,, iD; 4 e 2- “ . . 
3) sedan, $725. ‘47 Torpedo (8) sedan, ‘47 sedan, $785. $1,075, $1,140. °48 SM 2-dr., $725. '47] Lincoln-Mercury, Inc., which was recently opened at 419 S. La Brea Bivd., Los Angeles. 
$575. FORD —'51 Custom (8) sedan, $1,640, ’50| FM 2-dr., $800. '46 SM business coupe, | Left to right are Jack McClure, sales manager; Charles Cook, Holmes Tuttle, and 
STUDEBAKER—’'52 Champion 2-dr., §$2,- Custom (8) sedan, $1,245. °49 Custom| $620. ’41 2-dr., $26 | Howard Cook 
050*, °50 Champion 2-dr., $1,120. ‘49 (8) sedan, $950, $940, $825; Deluxe (8) bes "47 Sesh $975. ‘41 4-dr., $320 dante enntionoe —— pi es a 
> sedan, .005*. '46 %-ton pick- sedan, 50*. '42 (8) sedan, $325. | DODGE—’51 Jayfarer 2-dr., 1,480. ‘41 : 5 F a i ane ie ’ 
up. $250. yh aay : FRAZER 47 Manhattan non $460. | %-ton panel, $130. 40 S-dr.. "$150. %-ton pickup, $350. 40 (8) 2-dr., $140. 49 SD 4-dr., $1,065. '47 2-dr., $670. '41 
MISCELLANEOUS—'51 GMC %-ton pick- | HUDSON—'47 Super (6) sedan, $530. ‘46 |FORD—'51 (8) %-ton pickup, $1,135. '50| HUDSON—'5S1 Hornet 4-dr., $2,100. ‘48 | 2-dr., $220; 4-dr., $225 
up, $775. '50 GMC %-ton pickup, $900. Commodore (8) sedan, $375. Deluxe (8) 2-dr., $1,025; conv., $1,470; 4-dr., $705. '47 2-dr., $440. - ( PONTIAC—’51 4-dr.. $1,655. °50 2-dr.. 
KAISER—'51 Henry J (6) sedan, $1,010. Custom (6) 2-dr., $1,145. ’49 Custom | KAISER—’51 Henry J 2-dr., $875. °49| 1.390: 4-dr., $1,670*. '49 conv., $1,360*. 
N PLAINFIELD N J ‘49 sedan, $775. (8) 4-dr., 2 at $1,015; club coupe, $1,015; |  4-dr., $880. we | °46 4-dr., $655. '41 2-dr.. $250. '39 club 
_ 9 a MERCURY—’'50 sedan, $1,375, $1,340; Custom (6) 4-dr., $950*; club coupe, | LINCOLN—'41 4-dr., $155 coupe, $180. 
(Lebanon Auto Auction. Sale every Wed- conv., $1,365. $975, $1,000; (6) ‘%-ton pickup, $840,| MERCURY—'46 4-dr., $590. STUDEBAKER—'51 Commander club 
nesday. Prices are for sale of Feb. 6.) OLDSMOBILE—'51 Super (88) sedan, §2,- $810; Custom (8) 2-dr., $1,050; conv., | NASH—'46 Ambassador 4-dr., $585. coupe, $1,700; 4-dr., $1,700*. '50 Cham- 
(Market firm, Brisk activity reflects 200*. ’50 (98) sedan, $1,650. '49 Super $1,115. °47 Deluxe (8) 2-dr., $705; (8) | OLDSMOBILE—'48 (98) conv., $1,275. '46 pion 4-dr., $1,305. "47 Champion 4-dr. 
good retail business, Sold 78 units out of (88) sedan, $1,: '47 (98) sedan, $755*. station wagon, $870*. °'46 (8) station 4-dr., $625*. '42 2-dr., $105*. $615. 46 i4-ton pickup, $685. ‘41 Cham. 
97 offerings.) PACKARD.-'42 (6) sedan, $245. wagon, $795; (8) Deluxe 2-dr., $570. '41| PLYMOUTH—'51 Cambridge 2-dr., pion club coupe, $150. 


$1,475. 





butcher, the baker, the cocktail maker 


the 





prove 





‘And so did all the progressive merchants shown here. They 
modernized their places of business with Pittsburgh Store 
Fronts and Interiors ... and here’s what they say: 


Florist W. R. Shackelford, 
Wilkinsburg, Pa.: 


‘‘Our business has more than 


doubled in 


Pittsburgh front is the talk of the 


town.” 


Women’s apparel store co-owners 


Sam Prago 
Greensboro 


“Since modernizing four months 
ago we have found that business 


is running 
comparison 


in 1950. We are well satisfied.”’ 


Furniture store owner 
J. H. Biggar, Pasadena, Calif.: 


“Our new exterior has attracted 
people from all over Southern 
California to Biggar’s . . . we be- 
lieve the fact that the number of 


employees 


1946 to 130 in 1951 is significant.” 


HEN you modernize your establishment 


for better business, consider the ad- 


vantages of using Pittsburgh modernization 


materials . . . the leaders in the 


field. The 


line includes such eye-catching products as 
Polished Plate Glass ; Twindow—Pittsburgh’s 


window with built-in 


insulation: 


Carrara 


Structural Glass in ten handsome colors: 


lustrous Pittco Store Front Metal 


: beautiful. 


clear Mirrors; and many other quality prod- 


ucts that will help give your place 


of business 


a new sales personality . . . inside and out. 









PITTSBURGH 


PAINTS 


d it...with increased sales! 


Restaurant-bar owner 
Louis Fratangelo, Pittsburgh, Pa.: 


“Since the installation of the new 
Pittsburgh front business has in- 
creased 30% and employee mo- 
rale and working efficiency is at 
a new high.” 


our new store! The 


Hardware store president 
and A. Guyes, John Sell, Pittsburg, Kansas: 


N. C.: “‘What our new front did for our 


business is almost unbelievable, 
and we had to employ more sales 
people to take care of the in- 
creased business.” 


20 to 25% better, in 
with the same period 


Grocer Harvey C. J. Deiley 
(shown, center, with partners) 
Allentown, Pa.: 


“We have found that our business 
has improved beyond expecta- 
tions as a result of our new store 
front. It is a very attractive one 
and exceeds our fondest dreams 
as to appearance and pulling 
power.” 


doubled from 65 in 





For information about the complete line 
of Pittsburgh Products. and for photo- 
graphic examples of how other merchants 


sales-winning store fronts and interiors. send 
for our booklet. “How To Give Your Store 
The Look That Sells.” It’s yours for the ask- 
have used Pittsburgh Products to create ing. Just return the coupon. 





————— eee eee 











: | 
Sto re Fron ts your quand teas ee Guess 19, Pa. 
| 7% Without obligation on my part, please send me a | 
and Interiors = as Your Store The Look Thet Selle” | 
| ‘ Sp 8 BG cada need Wie ak case Oe eae ath ae heads | 
| by Pj tisburgh ? alae rs, Negara Nad er See 
a . PN ease ccna wea State | 
re $e a 

* GLASS + CHEMICALS - BRUSHES - PLASTICS 


an a a GLASS COMPANY 


MISCELLANEOUS — '48 International 1'%- 
ton pickup, $850. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 6.) 

(Market continues active. Sold 49 units 
out of 82 offerings.) 


BUICK—’'47 Special 2-dr., $705. 


CHEVROLET—’51 Bel-Air, $1,830. '50 FL 
Deluxe 2-dr., $1,340. °49 FL Special 2- 
dr., $905. ‘48 FL aerosedan, $930. °47 
FM 2-dr., $810. '46 SM 4-dr., $265. '40 
4-dr., $200. 

DODGE—'49 (commercial) 4-dr., $810. '48 
4-dr., $615. 


FORD—’51 Deluxe (6) 2-dr., $1,200. ‘50 
Deluxe (6) 2-dr., $950; Deluxe (8) 2-dr., 
$950. ’49 Deluxe (8S) 2-dr., $985; Custom 
(8) 4-dr., $860. °48 SD (8) club coupe. 
$560; 4-dr., $450. '47 SD (8) 2-dr., $605. 


$660. '46 SD (8) club coupe, $650; 2-dr., 
$450, $655. °41 SD (8) 4-dr.. $305. '40 
Deluxe 2-dr., $235; 4-dr., $270. 
KAISER—’51 2-dr., $1,100. 
LINCOLN—'49 4-dr., $960. 
MERCURY—’48 club coupe, $780. °47 club 
coupe, $600*. 
OLDSMOBILE—’51 (S88) 2-dr., $2,420*. ‘49 
(88) 4-dr., $1,295. '41 4-dr., $250*. 
PLYMOUTH—'49 SD 4-dr.. $950. '47 SD 


club coupe, $780. ‘46 Deluxe 4-dr., $575 
'46 Deluxe club coupe, $505. 
PONTIAC—’'51 (8) club coupe, $1,305. 
SL (8) 4-dr., $1,275. 
STUDEBAKER—'51 (V-8) 
dr., $1,260. 
WILLYS—’48 Jeepster 2-dr., 
delivery 2-dr., $310. 


MASON CITY, IA. 


(Lapiner’s Car Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 6.) 
(Sold 122 units out of 146 offerings.) 
BUICK—’51 Super Riviera 4-dr., $2,175*. 
'50 Special 2-dr., $1,265. '49 Super 4-dr.. 
$1,210*. '46 4-dr., $510. 
CADILLAC—’49 (61) 4-dr., $2.010*. 
(Continued on Page 63, Col. 1) 


"49 
Commander 4- 


$780; . panel 


lide 


(Continued from Page 27) 


them to live that winter “like the 
rich folks down the road.” 

A short time ago Hull visited 
that old home town and run into 
one of the natives who informed 
him that the daughter of the kindly 
farmer had stayed on the farm but 
was due to lose it because the local 
bank was foreclosing a mortgage 
on the place. 

= * * 


Hull Calls Bank 


yo got in touch with the bank 
and lifted the mortgage but told 
the banker that he was not to let 
the daughter know who had done 
it. He then told his wife that he 
had bought a pig for $624 that 
morning and that it was not only 
the best bargain he had ever made 
but one of the most satisfying deals 
of his entire life. 

Herb Estes, Ford dealer in pre- 
dominately Republican Ann Ar- 
bor, Mich., seems to have a justi- 
fiable complaint against the lat- 
est Democratic candidate for 
President of the U. S. For years 
Herb has had an airplane trail- 
ing a sign over all University of 
Michigan football games lettered 
with his slogan, “For the Bestes, 
see Estes.” Now he understands 
that Sen. Kefauver, whose first 
name is the same as Herb’s last 
name, is adopting the same slo- 
gan for his campaign. 

Better Homes & Gardens will 
come out in March with a story 
designed to protect its readers from 
being overcharged on car repairs. 

The story, “How Much Should 
Car Repairs Cost?” is built around 
the thinking that unknown, un- 
scrupulous garagemen can gyp the 
owner if he doesn’t know fair re- 
pair prices. The story is well il- 
lustrated and seems to be one that 





will aid many car owners. 
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Used-Car Auction Prices 








Doman, St. Aubin 
Slated to Speak 
At Lube Meeting 
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CHEVROLET—51 SL Deluxe 2-dr., $1,325 $780. ‘49 Custom (8) sedan, $940, $960 DETROIT.—The Chek-Chart Ad- 
$1.365; 4-dr., $1,640°; Bel-Air, $1,630 Deluxe (8) sedan, $835. '48 a — visory Board of Engineers, Chicago, 
& 3 ] . Q5 9 t 200 r 40 7 SD (8) sedar 660 ; ’ 

%-ton pickup, $015 39° SL. Delt 5 hae I ¥ ans $5 : Deluxe "(6 "sedan has announced speakers for the 

-ton pickup s eluxe d SD (6) sedi $561 yeluXe (6 di . / : 
$1,100. '48 FM 2-dr., $800. 47 SM 4-dr $495; SD (8) sedan, $620. ‘40 Deluxe Detroit meeting of the API lubri- 
wee TR aay a cation committee to be held today 

a oe ner. Sel, Ga lee Sane 40) setae Be. eee - and tomorrow (Feb. 18-19) at the 

DeSOTO—'49 4-dr., $1,130 MERCURY—'49 sedan, $980*, $955*. °46 Sheraton-Cadillac hotel. 

DODGE 51 Diplomat, $1,880* 19 Mea sedan, $420 j : _ 
dowbrook 4-dr., $1,075. '48 Custom 4- | NASH—'51 Statesman (600) sedan, $1,240 | Among the key speakers will be 
dr., $785, ‘42 4-dr., $300 50 Statesman (600) sedan, $895. ‘49 | G. T. Doman, national service man- 

FORD 51 Custom (8) 2-dr $1 540° De- (600) sedan, $790 48 (600) sedan, $785 | ager of Ford Motor Co., who will 
luxe (8) business coupe $1,365 50 Cus- PLYMOUTH 50 Deluxe sedan, $1,150. '49 | dise nas “Meevies Approac h te Cue 
tom (8) 4-dr., $1,225; 2-dr., $1,175; De- SD sedan, $1,105, $1,115, $1,000; De- | Sati . >” . a 
luxe (8) 2-dr., $1,025. °49 Custom (8) luxe sedan, $1,030. ‘47 SD sedan, $710: | tomer Satisfaction,” and M. E. St 
4-dr., $925, $885, $850, $815; conv., $785 Deluxe sedan, $630. '46 SD club’ coupe, | Aubin, director of the service sec- 

a ot gt oe eee ee | tion of General Motors, who will 
'DSON—'49 Commodore (6) 4-dr., $785. | PONTIAC—'4s SL (8) sedan, $1,040". '46 | | talk on “Planning and Manning for 

KAISER—’51 4-dr., $1,230. '49 4-dr., $500 he gy sedan, $750, $680; SL (6) | the Job Ahead.” 

7 c F sec ) ‘ A 
‘47 4-dr., $420 | edan 6 ee : . -" : ’ | ‘ 

MERCURY "54 2-ar., $1,790 '50 club — 2-R-—'47 Land Cruiser sedan, | | Other | speakers and their, sub- 
coupe, $1,365. '49 2-dr., ). = wee . oo See jects will include John C. ale, di- 

OLDSMOBILE—’49 (98) Deluxe 4-dr., $1,- | WILLYS—'50 (4) Jeepster, $690; (6) sta- | jec ras a Mo 
270*; (88) club coupe, $1,265* tion wagon, $855. '49 (4) Jeepster, $660; a rector of main enance, efiners 

PLYMOUTH—’52 Cranbrook 4-dr., $1,865. onnen espe: $975. ‘47 (4) station | Fejjer Visits Deal on Debut Day— Transport & Terminal Corp., De- 
’51 Cranbrook 4-dr., $1,400, $1,470. °50 asthe bh aren —_ on icants as an 
SD club coupe, $1,045. '47 Deluxe 4-dr., | MISC Te 51 GMC ‘%-ton chas-| gob Feller, pitcher for the Cleveland Indians, autographs a baseball for a young | feral by ed oan es Pro 
SD c ; aia ‘ . . » ~ 
645. ore gia WRITE TED Warren, O. The baseball hero recently spent an | 145 
NTA 51 (8) 4-dr.. $1,905*. '50 (8) DENVER admirer at Stuart Chevrolet, Inc., War y | grams; * © W. Geotei, vicearedl- 

PO! ‘ a is e 4 = f d reeting friends of this dealership on new-car announcement , . aa 
— ee a oO (Denver Auto Auction, Inc. Sale every ona ee See | dent, Quaker State Oil Refining 

STUDD AEER "50 Champion 2-dr., $920*. | Tuesday at Littleton, Colo. Prices are for day. - — ——— _- SR : a | Corp., on “Some Automotive Lubri- 
fae Champion ag ery tin c on °51 model teads tion wagon, $675*, $720; %-ton pickup, 775*. ‘48 Windsor club coupe, $1,045; | cation Problems from an Oil Mar- 

WILLYS— "49 Jeep, $630. yrecker, $565, | OM others. Sold. 207 units out of 239 $630, $635. '48 Jeep, $535. ‘47 station| 4-dr., $1,030. | keter’s Viewpoint,” and C. G. A. 

MISCELLANEOUS 5 Reo wrecker, $565. softerings.) wagon, $445 _ DeSOTO—'47 Custom club coupe, $990. | Rosen, consulting engineer, Cater- 

~ x if 7 Cc "51 Special sedan, $1,880*. '50 Su- | MISCELLANEOUS—’'50 GMC _ 1.-ton pick- | pODGE—’52 Coronet 4-dr., $2,225 llar Tractor Co., on “ ‘oopera ion 
S, N. Y. iviera ¢ 335°, §1,695*: Spe- ae thy Mag | Dilla 
HORSEHEAD os ' cial saan, “siiv0". $1 108°" 81 260" Beaten: FORD—'51 Victoria, $1,850; Custom (8) | Between Two Industries.” 
(Horseheads Auto Auction, Sale every Ly “ ¢ ? aan mw aune’ Salk 4-dr., $1,690. "50 Deluxe (8) 4-dr., §$1,- . 

Friday. Prices are for sale of Feb. 8.) $1 85 - $1,320*, gut ae Ee . 18 . 300. °49 Custom (8) 4-dr., $1,000. °47 Arthur H. Motley, president of 
(Market stronger.) Super sedan, $1, Ty ‘gs "aieetat MANHEIM, PA. club coupe, $700. Parade publications, will be the 

BUICK—’50 Special sedan, $1,375*. °49 | $1,310". 48 Super sedan $785. Specia , | HUDSON—’48 4-dr., $835. b et speaker. He will discuss 
Super sedan, $1,150; RM sedan, $1,230*. sedan, $255. (Manheim Auto Sales & Auction, Inc. | CargeR 49 4-dr., $870. | banquet sp . - < 
"48 Super conv.. $800; RM conv., $790 CADILLAC 50 (62) sedan, $2,905° ; (61) | Sale every Friday. Prices are for sale of |NASH-—’51 Statesman 4-dr., $1,400. '49| “Use It or Lose It. 

'41 Super club coupe, $205, $210. | Syetes saa: Pr a : ji2,’ | Feb. 1.) — Super (600) 4-dr., $930. aad — ieee 

y s—'47 (62) sedan, $1,245*, $1,-| 2 o,cv0 ae Og I opt (Market very good, Sold 59 units out | OLDSMOBILE—'50 | (98) 4-dr., $1,620°; | 

a | $2,065. "48 (62) sedan, $1,695", $1,800°. | of g4 offerings.) (76) 2-dr., $1,335%. '48 (66) 2-dr., $925, Jews Honor Jesselson 
“Ea Brey . ’ . y | "47 (6 sedan, 92 . 46 sedan, od : | ‘4? an ae | 8AM 72 5. 

CHEVROLET—'51 Deluxe sedan, $1,625°, | 20 So. Sedan, $1,326°. "46 (62) sedan, | poicm 51 RM 4-dr., $2,250°; Super| '47 (66) '2-dr., S860", “46 (a6) 2 ar.| NEW YORK.—Ray  Jesselson, 
$1,250. °50 SL Deluxe Bel-Air, $1,500; CHEVROLET—’51 Bel-Ai 1,890, $1,900° Riviera coupe, $2,180*. ’50 Super 4-dr.,| $640. ee, , : 
sedan, $1,255. '49 FL Deluxe sedan. a. ioe: Ee, ee oe ke 755%; 2-dr., $1,400; Special 4-dr., $1,- | PACKARD "50 club sedan, $1,275. '46/ automotive manufacturer's repre- 
$1,050, 2 at $1,115, $1,080. er | 645, $i, pe Hy m7 Tas. Si aise ’ 505*; 2-dr. $1 395. '49 RM 4-dr., §$1,- | -dr., = ec —_! $1,920. |sentative and founder and former 

5: 7 3 iz sede 900 “ *L | oY, < 7 ° _ = > f ‘re r 2-dr. 
ane ier sanunoian. $930. $835. '47| $1,835*; FL Deluxe sedan, $1, 450, $1,495, 355°, oa oe ee 710°. 48 | PLYMOUTH 52 Q-dr. $1,779; Concord | Chairman of the Christian commit- 
FL aerosedan, $760; SM sedan, $725. '46| $1,520, $1,585, $1,600, $1,625. 50 Bel-Air, | CADILLAC—'50 (61 ) 4-dr., $2,710*. AS | o-ar., $1,310. '50 SD’ 4-dr., $1,345. '49|tee of the Automotive division of 
7M ’ ' 600: SM club coupe, | $1,595, $1,625*; SL Deluxe sedan, $1,140, (62) 4-dr., $1,815". '46 (62) 4-dr., $1,030. | SD 4-d $1.175 

FM club coupe, $ : SM clu oupe, | - oak m OnE oA BP bei ‘ we at gh | dr. 75 i cia the United Jewish Appeal, has been 

5 x 37 $1,235, $1,248 $1,250, $1,255, $1,265 F € SL De- ’ 2 250* 
$650; %-ton pickup, $370 — sas 1e0u, 299, | CHEVROLET—’51 Bel-Air, $1,795; SL De | PONTIAC— 51 (8) Catalina, $2. 90 t I i. the 
CHRYSLER—’46 NY club coupe, $695. $1,295, $1,325. '49 SL Deluxe sedan, luxe 4-dr., $1,705*. '50 Bel-Air, $1,510; | Chieftain (8) 4-dr.. $1,450*. °47 (8) ‘| awarded a trip to Israe Vy 
sE—'49 Wayfarer sedan, $1,065. '47| $945, aan Esse’ ‘ab BE, eee $1.-| SL Deluxe 2-dr.,_ $1,400; FL Deluxe | dr., $610. '46 SL (8) 4-dr., '$820°. organization for his part in mobil- 
Custom sedan, $695. | 00, eVIO, 91,110, + aerosedan, 2-dr., $1,315. '48 FM club coupe, $930. | sTUDEBAKER—’51 Land Cruiser 4-dr., |;,: rae " for the 
FORD—'50 Custom (8) sedan, $1,180; | $750 $805, $870. °47 SM club coupe, $670.) +47 IM 4-dr., $740. 46 FM 4-dr., $670. | $1,580. '50 Champion club coupe, $1,150; UIE Christian support 
_Deluxe (6) sedan. $1.000; %-ton pickup | SS FM jedan, $550. “41 sedan, $310, | comvenem—'s1 Imperial club coupe, §3,-! RD 4-ar., $1,210 
, CHRYSLER—’52 Windsor Newport, §$2,- | a A 
Advertisement 950*. '51 Windsor sedan, $2,080*, $1,- 
980*. °49 NY sedan, $1,010", $1, 205°, 
$1,430*. 
M lti ] Sales DeSOTO '48 sedan, $865*. ‘41 sedan, 
$180". 
Vu Ip ex ‘ | DODGE—'51 Meadowbrook sedan, $1,550*. 


NOW-- A PORTABLE ALIGNER THAT'S 


ee 7 ’50 Coronet sedan, $1,285*. °48 1%-ton 
Opportunities In | truck, $435. '47 sedan, $545. $570, $600. , 
FORD—'51 Victoria, $1,775, $1,855: Cus- 
| tom (8) sedan, $1,675, $1,690, $1,695*, BOTH CONVENIENT & ACCURATE! 
M k t $1,745*, $1,750*; Deluxe (8) sedan. 
arm \Viarke | $1,505, $1,550, $1,600", $1,640*, $1,645*. 
} ‘50 Deluxe (8) sedan, $1,270*, $1,300*, 
$1,355*. "49 Custom (8) sedan, $960", 
y any city families own a $980, $1,025, $1,035*, $1,100*, '$1,110*: 
How many city | Deluxe (8) sedan, $805, $820, $835, $870° 
truck or a tractor: | $915, $930, $935*. ’48 (8) sedan, $710*. 
: ; oe | $830. '47 (8) sedan, $470, $570, $575. 
According to United States Pe $725, $760. '46 (8) sedan. $495, $510. 
. i rmation, half of the |HUDSON—'50 Commodore (6) sedan, $1,- 
ernment infor ae a ica don’t | 220, $1,235*. ‘49 Commodore (6) sedan, 
“big city” families in America don $895, $1.000* 





. — r. | LINCOLN—’49 sedan, $1,335*. 
— ve _.,__ | MERCURY—'51 sedan, $1,775*, $1,965°, 
y w many rural families $2,200*. '50 sedan, $1,400*, $1,410*, $1,- 
Well, ho y 465*. °48 sedan, $825*. '46 sedan, $575. 
own cars? | ‘42 sedan, $235, $270. 
, err | NASH—'50 (600) sedan, $945*, $1,005*, 
Census figures clearly indicate | $1,090. 49 (600) sedan, $905*. '46 (600) 
as sity of population de- sedan, $475. 
that as density in : cag | OLDSMOBILE—'51 (98) Holiday, $2,500*: | 
creases, car ownership increases. | sedan, $2,315*, $2,325": Super (88) se. | 
ilies own not only trucks} dan, $2,280*. "49 (98) sedan, $1,075*, 
Rural famil - han| $1:285*, $1.305*. "47 (76) sedan, $525°, 
and tractors, but more cars than!  g539«. 
their “big city” counterparts. For | PACKARD—’51 (200) sedan, $1,885*, $2,- 


100* 


example, among the subscribers to| prymourH—'52 suburban, 2 at $2,220. 
Farm Journal, America’s largest | = eee, ee ae eee 
p sa: or > 020, 240, 31,90 . ue . bs 
rural magazine, every 100 families | conv., $1,100. '48 sedan, $700. ’47 sedan, 
y ssen cars, 44 trucks} $510, $525, $570. 
own 106 passenger cé | PONTIAC—’52 Chieftain (8) sedan. $2.- 
and 73 tractors. 740*. ’51 (8) Catalina, $2,460*; Chieftain 
. | (8) sedan, $1,930*,' $1.970*. °50. (8) 
The reason for this multiple! Catalina, $1,735; Chieftain (8) sedan, 
ownership is obvious. Few city fam- oes a. $1, a i See. a * 
pee: m lieitain (8) sedan, »iey, »* 
ilies are as dependent on cars for) 95+ $1,045* $1.355*.' 48 (8) sedan. VISUAI t { I E 
daily transportation and _ business | wittiain ces = (6) Soden, Goes. ; 
° P S 4 4 vo ommander sedan, 
errands as those who live in the|  §1.610*: Champion conv.. $1.495*. 50 
: » , | Champion sedan, $945, $1, 120°. "49 Com- 
country. Thus cars, as well gcd mander sedan, $970*, $1,000*. nder r 
1} Operator checks toe-in without getting under ca 
trucks and tractors, play a vita | WILLYS—'52_aerosedan, $1,750*. '49 sta- 





part in the business operation of | 


Operator can see the toe-in correction as he makes it while under 
Rural America. 


the car 


‘Federal-] -Moeul 
The quality of rural ownership 


| 
is also a factor of interest to rr hg Parts Depot 


car dealer. In a two-year period, | 
‘In Kansas City 


for instance, 600,000 Farm Journal | 
families bought new cars. Some} KANSAS CITY. — Federal-Mogul 
|has opened a new zone warehouse 


Operates on any level area, can be stored in floor space | x 9'2 feet 
Strong, permanent-magnet attaches checking gauge to hub.—a 
hub cap remover is only tool needed 


Operation is simple — all readings direct — even an inexperienced 


5,000 families bought Cadillacs. An 


operator con accurately check caster, camber and toe-in in a matter 


equal number bought Lincolns and 
high-priced Chryslers. 


Realizing the importance of cars | 


and motive equipment to rural 
families, Farm Journal inaugurated 


a series of informative maintenance | 


irticles back in the fall of 1950— 
‘Keep ’Em Rolling” editorials ap- 
vearing regularly at seasonal 
ntervals. “Keep ’Em Rolling” fea- 
tures are a welcome help to farm 
‘eaders, who. are vitally interested 
n better maintenance. They are 
qually welcomed by dealers, who 
1ave found it profitable to tie-in 
vith the program, through their 
‘wn promotional programs or with 
he help of their suppliers. 





| here which will serve 13 of the com- 
pany’s branches in 11 central states, 
it was announced by Neil A. Moore, 
vice-president in charge of the serv- 
ice division. 

Moore said a master inventory of 
over 8,000 part numbers will be 
maintained at the warehouse and 
that shipments of engine bearings, | 
bushings and Bower roller bearings 
will go to company branches in 
Kansas City, St. Louis, Omaha, 
Springfield, Ill.; Minneapolis, Far- | 
go, N. D.; Sioux Falls, S. D.: Des| 
Moines, Wichita, Denver, Oklahoma 
City, Tulsa and Amarillo, Tex. 

Moore revealed that production 
of rebabbitted and reconditioned 
connecting rods for these branches 
has already begun with full volume 
|operation expected early next 
month. 


of minutes 


ing department for o small investment 


or write 


“TRADEMARK LANSING 4, 


ALIGNERS AND CORRECTION TOOLS » 


STEAM CLEANERS eo 


WHEEL 
WEIGHTS @ 





JOHN BEAN DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 
MICHIGAN 


WHEEL BALANCERS 


CAR WASHERS 





Optical light ray system magnifies toe-in readings eight times 


Visualette’s new, exclusive features can give you an efficient align 


Ask your John Bean Jobber 


{ne 
= 


AND BALANCING TOOLS 
+ HEADLIGHT TESTERS 
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| | } | | | | o . 3 
Car registrations by states are | | | |} 2 | = } | « $s 9 | 
h kly, as com- G | | 3 | a | 2 = > e | 
released here weekly, as | ze £ 2 , be y | s ~ a a r « « 2 m ° F } s | 
» | wv 3 - as | } . fin ie | e b = a 
scsi lg ctendygeie egal S a 6 |< | | r 3 oz | « | = 5s | § = | =< 7 els | z| = £ sizsie 5 © $ 3 < 
tives in state capitals. i . a a) Ce ise i £ | 8 5 5D - |e 2 io = | 5 | § 2 | 51 3 ean » | 3 = 2 5 
56 | 6 gle /s8) 2/5 = |22/ 2 | 8/6/13 |é OF a xz |r| < €;/o/Fi/z ies > = 
34 States Previously ‘S| 5315| 4913| 11567| 17624) 39419| 38770; 988| 10323 0081) 16835, 4113 44242) 11103, 15371| 91664 1748 1914, 3662) 173) 148/ 180! 3634! 5886; 3226; 8306, 809; 605| 207993 
Reported for December 50 11843) 9447| 22803) 42106| 86199) 56301| 2241| 18241 76783) 37135| 5122) 72108| 24174 25623' 164162) 153) 3232) 4139 7524|— 142) 152! 365) 6772, €317|_ 5231! 12774 1379' 483! 370283 
Arkansas s—~—S ne |) 40| 98 248 435 368 #«=5 4JI5 48814! 31 500 113, 138 923 24 13) 77 I 26 53 18-132 12 4 2129 
‘50 73 85 185 388 _731 447 14 _ 118) 579 254) 2] 663 __ 138) _ 202 7 1269) 33 35 48 | oe 27 Co 104 4 i 2879 
California 7 ~~ “51, 888 718, 1444, 1744, 4794, 4025, 91, .439, 5555, 1963, 879 4950 1558 1828 J1178 93, «190'~=Ss 283 59, 108 7 621. 755 352 1009, 101, 319, 25141 
50' 1978, 1388) 2269; 4704| 10339) 5891, 327, 2455) 8673) 3977, 506, 8626, 316931241 19402 9, 310| 378 697 25] 93|_—«20+_—814) «1396 555) 2150) 190! 301 44655 
Indiana 57) «16B)o223| «376, 689, +«:1456, «+1714; ~=S 41, S432, «2187, 749, «1150S s«1677, Ss 516, S676 3768 4 103, 149 2 4 10 156 277 92, «498 3 7 8637 
50! 956; 803} _1752| 3329) 6840) 6272) 208; _—*1216, = 7696| 2977, ~—«428| 7962) 2022, 2269) 15458 68,122) 3785682 #50, 93821021 487) 1679202) 35150 
Kentucky __ - — ‘SI) 92; 67) 236| 369 784 941 12; 224 «+1177; 393 60 1212; +259, «359 2283 52 3% 88 2 42. «157 53 224 12 2, 4824 
'50| 176, 132) «340; _—«662)_—*1310| ~—*1:160 21| 246} (1427) «S71 43,1645) 394) 433 3086 45 3984 | | 776 104,—S 73217, 35, 10,6430 
Maine i: 22 21 58 93 194 170 5 68 243 57 10 262 5! 56 436 22 14 36 17 30 7 43 3 1009 
'50| 27 14 50| 122 213 331 9; 126) 466 67, 24 463 54,147 755 14 26 40 _ 3 44 64 42 89 4 1730 
Maryland SI) 014) 120; 190) 357 781 873 22; (+176; +1071; ~=—«292 51 860, 217; 305 1725 83 45 128 2 3 9% OS 69, «146 19 8 4165 
50/243) ~=—«152) Ss 497, Ss 891; —s«:1783) = 1350 48; 308 1706) 56! 451442, 515) 475 3038 2 97 45, 144) 2 2; 106 ‘15! 95 267 23 11, 7328 
Massachusetts z "BI; 173) 218 367, 637, 1395) 1086 22; 352, +1460 543, 141, 1339 443, 472 2938 59 39 98 5 WW - % ©6198 76 255 25 24, 6586 
50 3461 339,644) :1318) ~—2647|_—*1525 75; 581, 2181) 1145) 138, 1427) 1179 710 4599 7\ 60; 132 4 13 7 168 «259,121, S381 47 22, 10583 
Mississippi a "51 85 47, 138, 284 554 553 14, +169 736, 244 50 798, 149 253 1494 28 3% 64 2 24 56 38, «174 i0 3152 
‘50 142; 109} 189) 649; 1089) 663 19} 167 849; 510 55 1014) 208) 308 2095 2 52 32 86 7 36 55 42, 156 14 2) 443! 
Missouri 51; 220, «235, + «479, +~« 891, ~=—«1825) ~—«1:75 40 444, 2259, 4654, 166, 2302; 483) 690 4295 62 71133 10 94 «413——~=«C«d1:33)'s 3386 20 7, 9575 
‘50| 428/378) 755, 2166; —3727|_—2469 99, 831) 3399) 1247 241, 3414) 925) 985 6812 1 85 135 231 3 9° 184 528) 164) 464 50 3) 15574 
Montana TT) 57 43 91, 146 337 322 9 90 421, 143 36 434, «122,~—=—«w14%6 881 7 12 19 2 47 4l 28, «+101 21 1 1899 
'50 64 31,114) 203 412 306 13 92 411) 255 SI 5097| 157, 157 1129 4 20 24 48 37 32 35 92 16 2212 
Nevada 51 20 12 13 24 69 55 2 20 77 26 17 65 21 31 160 3 3 1 14 5 15 17 1 362 
‘50 42 20 30 73 165 74 8| 110 192 67 29 136 30,194 456 10 3 13 15 17 13 45 3 919 
New York Bl; 709, 1021, 1576, 2076, 5362, 3462, 125, 1060, 4647; 2423) 736, 4549, 1572, 2309, 11589 210, 267, 477 25 8., 19 357, 706 428, 85, 138, 218) 24882 
‘50, 1434) 1357) 2836; 3902; 9529 4184 206 1713) 6103) 3960 598, 5027, 2923, 2487; 14995 8} 354) 353) 715 14 52} 24 598. 748 533, 1298) 257, 461; 35327 
Oklahoma "51, 185, 182; 387, 673) 1427, 1431 36, 448, 1915; 530 86; 2077, 471, 592 3756 4l 37 78 1 5 102, 198 60318 14 14, 7888 
‘50; 274; 286, 600) 1448) 2608) 155! 51! 530; 2132; 1299 116) 2881) 751; 911 5958 2 4\ 58 «10! 5} 103, 209; 117, 330 19 3) 11585 
South Dakota SI, 25 54, 116 228 232) 5 81 318 85 18 190 60 76 429 8 10 18 26 37 15 53 a 1130 
‘50 73 61) 154) = 305 593 315 8! 124 447, 20! 2! 508} til; 18! 1022 19 42 62 49 36 34 64 7 2314 
Vermont TT) 20 13 29 49 il WH i 50 162 58 7 164 49 45 323 i a 17 2 4 29 i2 34 16 1 712 
‘50; 3! 25 44, 122 222 112! | 28; «144 72 7 188 79 68 414 13 10 24 } 12 7 12 1 12 3 859 
All States Reported "51; 8142; 7906) 17103) 26040, 59191) 55888, 1418, 15491| 72797, 25136, 6551) 65621, 17187, 23347, 137842 2494, 2796, 5290, 267, 353, 248, 5559, 8956, 4622) 12511, 1238; 1210) 310084 
For December ‘50; 18130) 14627) 33262| 62388) 128407; 82951| 3348) 26886] 113185, 54298; 7436; 108013) 36829, 38274, 244850, 262) 4518) 5757, 10537, 192, 317, “501, 9973, 13004; 7579/ 20121; 2282, 1311) 552259 
12 Months’ "51, 149435) 112643 | 298603 | 542649 1103330, 862309 25816) 233339 | 1121464 | 392285, 97093) 1067042 273472337821; 2167713 51372, 52286) 103658 3508; 3800 5304, 96847) 140035, 66999 205514, 26047, 16682 5060903 
_ Total "50/ 151300! 115023 | 300104 '547367/1113794/ 1166118) 34318) 318217| 1518653 | 535807 | 101825! 1420399 | 372519 440528| 2871078) 11884, 14339 85832/112055| 1869 5452) 6896/ 134219 175722) 73155| 268229) 33926 11370) 6326438 


New Commercial Car Registrations, All States for December, 1951-1950 
























































































































































z 
Truck registrations by states are i 3 5 = : Truck registrations by states are 
released here weekly, as com- = 3 7° 2 sz i * 6} 5 released here weekly, as com- 
pleted by R. L. Polk representa- s z ° = 8 ‘ r r] : oO  j 5 i 3 ¥ 2 a . pi 5 “4 pleted by R. L. Polk representa- 
tives in state capitals. 2 g 3 8 E g 3 x v > = s g s = ° = z = = 3 x tives in state capitals. 
PLBLSLS LS SBLBigais@iPisiSi i RBisgiszisgiszisisisiszisiz 
34 States Previously 51 90; 64| 13767 19} 161! 127) 5007 10590|  21| 4008! 3889| 14) 414 49; 144 8| 1497; 469, 1212) 101| 41696)'5I 34 States Previous! 
| y 

Reported for December '50 127} 156} 18166 18} 326| 330) 7453 79| 15889} 17) 6010) 3713) 66! 1498 30| 337 18} 2049] 857) 1572} 83] +58794)'50 Reported for December 

Alabama Bly 2 1 566) 3 261 1} 426 130, 109 10 2 71 15) 67 3) 1667|"51 Alabama 
50! 726| | 254 5) 712 204) 123 29 2 4 86 16 64 || 2227)"50 

Arkansas 51 380) 5 114 221 135,74 1 57 " 12 1010|"5! 7 Aviac 
‘50 \ 574| | 157 424) 189 62 3 i 55 4 25| 1504|'50 

California TT) 4) 1062 | 25; +12; ~—~508| 2; 943 9° +414 «233 7 9 i0 4 2 15, 106) 53| 87 7; 3516/51 - California 
___ ‘50 30) 5| 1270 2 21 23| 745 3, 1144 4 478 141 24,45 25 12, 189, 60; 118} 23)  4362)'50 

Indiana ‘5! 2 499 2 8 5; 172 1; 368 94, = «183 6 I 5 79 31 30 7; 1493|'51 a Indiana 
a 1722 7; 52 17| 537 9) 1727 4| 384, 874 55 15 62 261' 243) 160 8,  6137)'50 

Kentucky Bl 4 467 | 5 1) 123) 1| 340) 143,99 2 4 5! 643) 2; (1291/"5! = Kentucky 
‘50 629) 4 4) 125] | 367 170, 117 10 5 50 2 73 1563) '50 

Louisiana BI Nl | 460) 3] | 003} 361 | 1; 126) 64] 3 1 42 6, 22 1202/"51 Louisiane 
‘50 \ | 259] ) 2 94 399 \ 74, 60 13 9 59 7 26 1005 | '50 

Maine 51] | 1) 132] l | 24) | 95) 57, 45 2 ; 4, (32) 406|'51 _ Maine 
=e ‘50 | 2) 197! 29 3} tty 37, 16 29 4 25 i 480 | '50 

Mississippi ‘By l | 575 ] | 146 1) 318) 202; 88) 6 4 55 4 2 1) 1420\"51 Mississippi 
- 50 | 561] 164) | 513 239, 82 5 3 2 75| 3| 72 1] 1724|'50 

Missouri 51) | 670) 2 1) 212] 1; 489) 193; 150 26 5 4l 30, 2l 4, 1845|"51 Missouri 
50) 2 | 983) | 7| 26) ~—« 338) | 880 416} 130 33 ' 3 7 35) 43 2} 2996} '50 

Montana 51) 224) 1 4 im. 144) 51) 70) 1 l 3] 14) 3). «37| 599|'51 Mont 

'50| | | 235) | af | 5a | 150) 7 31 30] 2 51 | (39 | Bele0 rer 

Nevada TT) l 32) 1 12 | 32 37). Oo l 1 2 8) | (2 | 150)'5! Nevad 

‘50| | | 37 | | 20] | 26| 31/13 | | 46 | 154}"50 aiid 

New York 51) 29, +37) ~—«956| | 3) 05) 418) 7 8) 1136] 3) 222, 278) 51 5) 27] [| 50) 53) 85) 4B 3451/51 New York 
‘50! 37| 87) 1001 | 79) 26} 588} 32) +846 6} 335) 262! 238) 3 52| 3] 96) 137] «135 17) 3981|'50 

Oklahoma 51 1 | 866) ] 1 4, 299 1; 544 3); 210) 23 7 l 2] 8) | %5| 32) 47 16) 2329)"51 Oklah 

‘50 | | n22} al at] 335 | 774} i} 356) 18a! 2 8| 4 6 | 104) 31] 744 | 3017]"50 hit 

South Dakota 30 mW 29) | 106 27) 68) l y 19 2) «28 390/51 South Dakot 

50) | | ie af at alsa | sas} oul «S| 2/ | 4 | 15] | 3| | §53]'s0 ee eee 

Vermont Bl] | 39 l 2) 12| 25 1) 10) Th l l 2| 1) 2} 3 130|"51 Vv ¢ 

50| | ait tee | 24] : 30 | 2) 13] | | 4] | 4 | {| | far ls0 ener 

All States Reported 51] 133, 103| 2 28| 249) 165, 7497 16138, 38, 6061; 5588, 25) 538; II; 72; 196, 23) 2180) 720) 1777, 187) 62596|'5I All States Reported 

For December "50/ 197 an za 31) 499 x 10969 | iS 24140, 34 9069 5884] 95|‘1961| 58} 518} 33] 3205) 1407| 2498| 136| 89273) '50 ler Sesmtaber 

12 Months ‘BI; 22 344) {| = 2 |106600| 1008|250802) 501100285) 95104) 668; 9794; 301; 908) 3427) 334) 32675) 12260) 24292| 1479) 1003850)'5! 12 Months’ 

Total 50} 2072 364 aaase 422| 5675 4309| 99716| 1469/315912| 323] 97200) 9781 673| 9908) 1362| 3876| 354] 45881| 12050) 24640| 1767| 11423071 '50 Total 

The following advertised-delivered prices 757.23; bus. cpe., $1,615.52; ome. $2,- 
- are based = a ned by ong FE ~ elle e ne .68; age Suburban, $2,287.99. Cam- 

factories, lished — 4-dr. sed., eel; cl. cpe. 
Price S These prices include ( T ( i g p Oo N W ( $1,788.55. P/E I sed., $1,915.80: 
federal excise taxes and factory handling urren el in rices n e ars el. ee, fir 884-99: Belvedere, $2,216.39: 
’ conv. 
charges. They do NOT include tramspor- | wag., $3,197.84; 8-pass. sed., $3,337.66. | $1,753.50; 2-dr. sed., $1. ses: bus. cpe., $1,- MERCURY—Customline—4-dr. sed., $2,- PONTIAC—Chieftain 6—4-ar. sed., $2,- 
tation » 8 taxes or | Windsor Deluxe — 4-dr. sed., $2, 726.54; | 601; stat. wag. $2,0 6— | 231.50; 2-dr. sed., $2,174; cl. cpe., $2,296; | 000.95; 2-dr. sed., $1, 943.06; stat. wag., 
optional eq Newport, 8. 084.24; conv., $3,206 Sara- | 4-dr. sed. $1,7 ¥- a $1,720.50; cl. | 6-pass. stat. wag., $2,754; 8-pass. stat. | $2,597.24. Chieftain 6 Deluxe—4-dr. sed.. 

AUSTIN—A-40—Devon 4-dr. sed., a. sed., $3,217. 40; ‘cl. , $3,-| cpe., $1, 730 * casternine *g—4-ar. sed., wag., $2,802.50. Monterey—4- -dr. sed., $2,- | $2,104.11; 2-dr. sed,, $2,046.26; conv., $2,- 
595; conv., $2,195; Countryman stat. wag., | 189.62; Town & Country wag., $3,922, 37; | $1,844. 0: oar $1,796; cl. cpe., $1, | 312;’ hardtop, $2,430; conv., $2,585.50. | 427.54; stat. wag., ‘$2,680.99. ‘Chieftain 8 
$1, 865. A- -80—hardtop, $3,295. (Detivens 8-pass. sed., $4,167.15. New Yorker—4-dr. 805.50; stat. aan. i? 248.50. Crestline 8— | (Merc-O-Matic optional at $189.81 on all|—4-dr. sed., $2, 075.40; 2-dr. sed., $2,- 
“8. pene. AgER pean ged... $3,530.18; bate wo $3, —_ = re. Victoria, x = 104; tn owe ™ &. 213. rd 7. models. ) es stat, wag., $2,670.64. Chie: 8 

= a 192.92; ,088.59. Impe -dr. sed., a -26; | wag., \ . (Ford- le option at = juxe—4-dr. sed., $2,178.58; 2-dr. sed., 
2-dr. sed., $2,133.91; cl, epe., $2,099.50; | Newport, $4,219.22. Crown Imperial — | $184 on all models.) 885.15 Rambler” Otnteen — Countey cub | $2121.78; conv., $2,500.48; stat. wag., $2,- 
bus. cpe., $2,040.48, S Deluxe—4-dr. | 8-pass. sed., $6,870.54; lim., $6,992.53.| HENRY J VAGABOND — Four — 2-dr. | seq. $1,968.25; conv., stat. wag., $1,933.25, | 753-52. Catalinas — luxe 6, $2,288. 
sed., $2,239.14; 2-dr. sed., $2,181.13; Ri-| (Fluld-Matic optional at $131.81 on Wind-|sed., $1,448.55. Six—2-dr. sed., $1,593.68. | Statesman Deluxe ~. bus. 4m $1,841.40, | SUPer Deluxe 6, $2,354.27; Deluxe 8, $2,- 
viera, $2,278.95; conv., $2,615.22. Super— | sor, standard on Windsor Deluxe and other| qUDSON—Pacemaker —4-dr. sed., $2,-| Statesman Super——4-dr. $1,958; 2-ar, | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 
4-dr.' sed., $2,545.16; ' Riviera, $2, 460.16; series. Fluld-Torque standard on Crown | 296.54; 2-dr. sed., $2,250.13; ci. cpe., §2,- | sed., $1,928.50; cl. epe., “1,961,80. States. | Matle optional at $178.35’ on ali models.) 
conv., $2,848.38; stat. wag., $3,27 Imperial, optional at $166.51 on all other | 296.54; bus. cpe., $2,102.77. Wasp—4-dr man Custom——4-dr. sed., $2,125.45; 2-dr.| ROOTES—Hiliman Minx — sed., $1,533; 
engmest ter—4-dr. sed., $3,177.88; aon ne om on. ge steering | sed. $2,448.33; 2-dr. sed., $2,396. 15; gi. $2,099.05; cl. cpe., $2,122.30. Ambas- | conv., $1,890; stat. wag., $1,938. Sunbeam- 
3 ogee a $3,428.29; ‘stat, wag., $198.90 sy ng mperial, optional at/| ope’ — $2,4 448.33; Hollywood, $2,789.68; cmiie Super—4-dr. sed., $2,330.10; 2-dr. | Talbot—sed., $2,685; conv., $2,911. Hum- 
$ (Dynaflow’ standard on Road- .90 on other series.) a $3,025. Commodore 4-dr. | sed., $2,303.65; cl. ope. $2,325.85. Aubes- ber—Hawk sed., $2,041; Super Snipe sed., 
master, optional at $192.50 on Special and| OROSLEY—stat. wag., $1,001.64; bus. 654. nas “cl. epe., $2, a, 91; 3 Holly: sador Custom——4-dr. $2,500.65 $3,369; Pullman lim., $5,110. Rover 75— 
s omer. ig pone S optional at | coupe, gg Oy ry ee , wood, $2,976.59; conv., $3,223.65. Hornet | sed., $2,474.20; cl. cpe., $2, bs 40. (ityara sed., $2,552; Land-Rover, $2,011. (Deliv- 

on Roadmaster.) y.. 91000. 38: Bee wag., $1,076.77; | __4-dr. sed., $2,749.18; cl. cpe., $2,722.51; | Matic optional at $166.65 on Statesman |ered at U. 8. ports.) 

CADILLAC—Series 62—4-dr. sed., $3,- |C°MV-, $1,035.38; Sports roadster, $1,028.72. | Hollywood, | $3,071.19; conv., $3,318.24. | and $166.95 d dels. ) STUDEBAKE Custom—4-ar. 
683.70; cl. cpe., $3,587.20; ee de’ Ville, OTO—Deluxe—4-dr. sed., $2,336.24; | Commodore Eight—4-dr. sed., $2,749.18; el, 7 ow cog ire 88 — 4-ar. sea.. | S¢4-, $1,75742; 2-dr. sed., $1,723.85; cl. 
$4,012.97; conv., $4,162.68. Series 60 Spe-|cl. cpe., $2,323.22; Carry-All sed.. §$2,-| cpe., $2,722. 51; Hollywood, $3,071.19; | s> 331.95; 2-dr. sed., $2,246.23, Super 88|CP¢- $1,751.75. Champion Deluxe—4-dr. 
ge ar. sed., $4,323.38. Series 75—8- | 573.90; '8-pass. sed., $3,140.31. Cus conv., $3,318.24. (Hydra-Matic optional at|—4 ar seq $2,444.94: 2-dr. sed., $2,- sed., $1,849.30; 2-dr. sed., $1,815.76; cl. 

pass. oe, E $5, 427-89; Imperial sed., $5,-|4-dr. sed., $2,555.15; cl. cpe,, $2,534.10; a 79 77 on all models.) 378.94: cl. cpe., 2 328. 96; Holiday, $2,-| Pe. .$1,843.64. Champion Regal—4-dr. 
642.94. ( Matic standard on 62 and Sportsman, $2,890.50; conv., $2,995.71; AGUAR—. - = pees, $4,039; | 655.16: conv., $2.8 Classic 4-ar, | S¢d-, $1,933.48; 2-dr. sed., $1,899.94; cl. 
60 Special, optional at $199.66 on 75. GM/|8-pass. sed., $3,359.38; stat. wag., $3,- a. $4,065. Mark VII—4-dr., $4,170. | ceq $2,766.81: ouaes, $3,001.11; conv.. | CP®:, $1,927.82; Starliner, $2,220.35; conv., 
power steering optional at $198.43 on all 187.80; Suburban, $3,728.30, (Tip-Toe| (Delivered at U.S. ports.) $3,206.77. (Hydra-Matic optional at $178.35 | $2: 257.50. Commander Regal—4-dr. sed. 
Hydra-Matic models.) Shift standard on Custom, optional at} KAISER VIRGINIAN — Special — 4-dr. | n'ai] models. GM power steering optional | 52/107.01; 2-dr. sed., $2,072.04; cl. cpe.. 

CHEVRO a Styleline Special — 4-dr. | $131. 97 on Deluxe. ) sed., $2,212. 26; 2-dr. sed., $2,159.79; bus. at $198.90 on Super 88 and 98.) $2,101.10. Commander State—4-dr. sed., 

sod; $1,674.03; 2-dr. sed., $1,617.11; cl.| DODGE — Wasincee — 2-dr. sed., $2,-|cpe., $1,991.89; 2-dr, Traveler, $2,264.7 $2,193.05; 2-dr. sed., $2,158.08; cl, cpe., 

$1 623.77; bus. cpe., $1,532.92. Style-| 037.50; bus. cpe., $1,890.36. Meadow rook 4-dr. Traveler, $2,317.21. Deluxe — - PACKARD — 200 — 4-dr. sed., $2,528; | $2187.14; Starliner, 2,487.52; conv., §$2.- 
lee’ Dedune—4-ér. sed., $1,764.94; 2-dr. | —4-dr. sed., $2,166.32. Co! sed., $2,327.70; 2-dr. sed., $2,275.23; cl. | 2-4F. sed., $2,475. 200 Deluxe—4-dr. sed., | 531.01. State Land Crulser—4-dr.’ sed. 
sed., $1,710.96; cl. cpe., $1,729.94; Bel-Air, | $2,258.24; cl. cpe., $2.2 242. 42; Dipiomai, cpe., $2,296.22: 2-dr. Traveler, $2,380.17; | $2-675; 2-dr. sed., $2,622. 250—Mayfair, | $2 319133. (Automatic optional at $231.24 
$2,010.16; conv., $2,132.30; stat. wag., $2,- | $2,602.72: conv., $2,696.88; Sierra -dr, ‘Traveler, $2,432.63. (Hydra-Matic | $3,293: conv., $3,450. 300—4-dr. sed., $3,- | on Champions and $243.08 on Commanders 

1.67. Fleetline Deluxe—2-dr. sed.,’ $1,- | 905.74. (Gyro-Matic perce at $102.61 on | optional at $162.30 on all models.) 094. Patrician 400 — 4-dr. sed., $3,767. | and Land Cruiser.) 

710.96. (Powerglide optional at $178.35 on LINCOLN — Cosmopolitan — 4-dr. sed., | (Ultramatic standard a 400, — ional at | © WILLYS-OVE ro—Lark 2-dr. 


Deluxe models. ) 
CHRYSLER—Windsor—4-dr. sed., $2,- 
499.91; cl. cpe., $2,476.79; i & Country 





all models. ) 

FORD—Mainline 6—4-dr. sed., $1,677.50; 
2-dr. sed., $1,629; bus, cpe., $1,525.50; 
stat. wag., $2,004. Mainline 8—4-dr. sed., 





$3,483; spt. cpe., $3,587. Capri—4-dr. one. 
$3,626; spt. o., $3,828.50; conv. a 
(Hydra-Matic standard on all models 





$iso on other models. 
at $39.45 on all models.) 


PLYMOUTH—Concord — 2-dr. 


optional 


sed., 


$1,- 


RLAND—Ae 
sed., $1,731.30; Wing 2-dr, sed., $1,988.96; 
Ace 2-dr. sed., $2,073.97. Four—stat wag., 
$1,783.30. Six—stat. wag., $1,866.14. 
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On the Financial Front... 





Three Auto 


Stocks 


Gain in Value 


By George Deery 
Associate Editor 
jig common stocks of three auto 
makers gained in value in the 
month ended Jan. 31, with Crosley 
showing the best appreciation—10.5 
percent, according to First of Mich- 





Nash Net Slides 
To $1,034,024 in 
Three Months 


Nash-Kelvinator has reported net 
earnings of $1,034,024 after federal 
and state income taxes, equal to 23 
cents per share, for the three 
months ended Dec. 31, the first 
quarter in the 1952 fiscal year. 
This compared with net earnings 
of $5,081,101 or $1.17 per share, for 
the corresponding period a year 
ago. 

Reflecting lower production of 
both appliances and autos, sales for 
the quarter were $71,766,558, com- 
pared with $101,835,155 for the like 
period last year, the Nash decreases 
being due largely to a three-week 
strike in the plants of an imorptant 
supplier. 

Other factors contributing to the 
decline in sales and earnings, Nash 
stated, were governmental controls 
over prices and credit and restric- 
tions on use of certain materials. 


Firestone Profit 


At New High 


Firestone Tire & Rubber has re- 
ported that for the fiscal year 
ended Oct. 31, sales and profits 
were the highest in its 50-year his- 
tory. Net sales amounted to $975,- 
766,455, compared with $690,571,555 
for 1950, an increase of 41 percent. 
Net income amounted to $48,398,950, 
compared with $33,267,561 for 1950. 

Profits of foreign subsidiaries 
were $21,213,178, from which the 
firm provided a reserve of $11,277,- 
388 to cover profits earned in cer- 
tain countries which could not be 
remitted during the year because 
of exchange shortages. 

* * * 


Earnings 
Four Wheel Drive — Six months 
to Dec. 31: Net income $200,110, 
equal to 67 cents a share on net 
sales of $11,286,320, compared with 
a loss of $13,864 on sales of $5,002,- 
327 a year earlier. 


O’Connor Joins Thompson 

Michael O’Connor has_ joined 
Thompson Motor Co. (Chevrolet- 
Buick), Sedalia, Mo., as co-owner. 
The firm name is now Thompson- 
O’Connor Chevrolet-Buick Co. 





SAVE COSTLY 
Drive-Line Repairs 
INSTALL 


National 


PARTS & ASSEMBLIES 
And Re-Use Original Assemblies 


National parts enable you to extend 
the life of expensive drive-line assem- 
blies. Install National parts to restore 
original quiet, efficient operating con- 
dition. Save buying a new drive-shaft, 
drive-shaft housing, transmission case, 
and ring gear and pinion assembly. 

As Advertised in the Saturday 
Evening Post 
Sold Nationally by Leading Jobbers 











Write or Wire for Details—Dept. AN 
ATIONAL MACHINE WORKS, INC. 








igan Corp., an investment banking 
firm. 

Kaiser-Frazer was up 6.3 and 
Nash-Kelvinator rose 2 percent. 
Registering an average loss of 3.7 
percent, six issues gave up ground, 
led by a 7.7 percent topple by 
Packard. 
Others on the 

Hudson, 5.6 percent; Studebaker, 
3.3. percent; Willys-Overland, 2.6 
percent; General Motors, 1.7 per- 
cent, and Chrysler, 1 percent. 

* * * 


EO’S spurt of 22.2 percent was 

the best in either the car or 
truck group, and gave the latter 
group an average boost of 15 per- 
cent. Mack was the only other 
truck producer to end up the month 
with a better price, up higher by 
7.4 percent, the First of Michigan 
analysis reveals. 

Diveo and White both slipped 
9 percent; Diamond T, 4.3 per- 
cent; Four-Wheel-Drive, 5 per- 


losing side were | 


eee any gts 
a WEE COME Ei 


| 
| 


| ae . 
| Reynolds Firm Starts 41st Year— 


Studebaker's regional office in New York was the locale recently for celebrating the 
40th anniversary of Reynolds Motor Car, Norwalk, Conn. Shown at the plaque pre- 
sentation ceremonies are (left to right): H. J. Crawford, district manager; Agnes 
O'Connor; William L. Olsen, secretary-treasurer of the dealership; Frank Reynolds, 
president; A. J. Wise, assistant regional manager; Frank Gossett, salesman, and Cliff 
H. Monahan, district manager. 





cent, and Autocar, 2.8 percent. |General Motors, 51%, and Hudson, 


International Harvester and Fed- | 12%. 
eral remained unchanged. | Others are International Har- 
Closing quotations for the above|vester, 35; Kaiser-Frazer, 6%; 


issues on Jan. 31 were: Autocar,| Mack, 16%; Nash-Kelvinator, 19%; 
8%; Chrysler, 69%; Crosley, 2%;| Packard, 4%; Reo, 22; Studebaker, 
Diamond T, 13%; Diveo, 11%; Fed- | 3255; White, 26%, and Willys-Over- 








eral, 5%; Four-Wheel-Drive, 7%;' land, 9%. 





OPS Promises 
No Price Slashes 
In ‘Soft Markets’ 


WASHINGTON. — OPS assured 
lretailers last week that it has no 
intention of reducing price ceilings 
lin the case of “soft market” situa- 
|tions. 
| Virgil Zimmerman, OPS special 
lassistant, said the agency plans to 
adhere to a policy of setting ceil- 
lings that are fair and equitable 
lrather than seeking to effect roll- 
backs which might produce dis- 
tortions and future inequities in 
the economy. 

Zimmerman said that OPS has 
not generally reduced ceiling prices 
on some products to the level pre- 
vailing in some markets because 
in some areas prices are lower than 
those which would yield a fair 
profit in a normal market. 

In other areas, he said, some 
prices are even lower than the 
minimum which could be estab- 
lished by law under the Defense 
Production Act. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 





MOTIVE NEWS WANT ADS! Are you? 





TAX BULLETINS FOR AUTOMOBILE DEALERS SINCE 1932 





STOKES TAX CONTROLS, Ine. expresses its appreciation 


to the many Automobile Dealers and their guests 
who visited our Booth at the recent National 
Convention. We are grateful for the constructive 


suggestions offered by the Dealers. 


It always has been and still is our objective 


to constantly improve the “Stokes Tax Bulletin 





Service.” This objective has been vindicated by 
the ever increasing number of Small Dealers who 
annually join the Larger Dealers as satisfied 


subscribers. We look forward to a year of suc- 


cessful service to the Dealers culminating with 


Francisco Convention. 


a happy reunion in January 1953 at the San 


TAX BULLETINS FOR AUTOMOBILE DEALERS SINCE 1932 
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Highways & Safety... 





Safety Award Honors 
Hereford, and Kansas 


By Sam Sampson 


Staff Writer 

R T. HEREFORD, president of 
*Hereford Motor Sales, Inc. 
(Chevrolet - Oldsmobile - Cadillac), 
Emporia, Kans., receives AUTOMO- 
TIVE News’ “safety minded dealer of 
the month award” for February be- 
cause of his lead- 
ership in the 
state’s 
safety movement. 
Hereford, who 
was elected state 
chairman of the 
Inter - Industry 
Highway Safety 
Committee in 
1950, said the 
“Check Your Car” 
campaign in 
BR. T. Hereford Kansas that year 
enlisted the support of more than 





1,000 dealers, and was the most suc-/ior high school level is probably | driver-training setups. The program| junior chamber of commerce. In 


Cuyahoga county Mo pryalilan CLEVELAND: 


traffic | 


| 
| 





cessful that the state has ever had. 

Much of the credit, Hereford 
said, must go to Roscoe Ham- 
bric, secretary-manager of the 
Kansas Motor Car Dealers Assn., 


who supported the drive com- 
pletely, and to Col. Hugh Ed- 
wards, superintendent of the 


Kansas Highway Patrol, who set 
up “road blocks” to spot-check 
cars on the road. 

“I have been interested in getting 
more dealers in the state to sup- 
port the high school driver-training 
program,” Hereford said, “because 
it is my belief that the nation has 
not scratched the surface of the 
program. 

“And, as an individual dealer, I 
think a dual-controlled car for the 
driver-training program at the jun- 











Wyatt Donates 4th Dual Car— 


For the fourth consecutive year E. J. Wyatt Chevrolet, South Boston, Va., has donated 
a Chevrolet to the C. H. Friend high school for driver training. Shown above at the | gioner 


| the highway safety campaign car- 
|ried on by the chamber there, 
the local dealers’ organization car- 
ried advertising in support of the 
program, and in return, have en- 


. |joyed the backing of the chamber 


|in programs of its own. 


“No motor car dealer can give 
too much of his time to promoting 
highway safety,” Hereford § de- 


clared. “With fatalities rising every 
day, all persons connected with the 
industry must exert every effort to 
educate the driving public to be 
safety-minded.” 


M neBonald Rips 
Federal Laxity 
On Road Needs 


Thomas H. MacDonald, commis- 
of the Bureau of Public 


| presentation are A. G. Carter, school principal; Dorothy Cheatam, instructor, and | Roads, told the Joint Committee on 
E. W. Stembridge, assistant general manager of the Wyatt dealership. 


| the 


|Emporia’s Program 





finest 


contribution 
safety that any dealer can make.”|has_ been _ functioning 
* * * 


Defense Production recently that 


~|there has been a failure among 


towards | was launched in 1948, he said, and | mobilization officials to recognize 
efficiently | the nation’s dependence on good 


| since. 


Mutual support and promotion of | 


| roads. 
The charge came on the heels of 
a government news release that 


— said that Emporia/|local programs, Hereford contin-| Charles E. Wilson, defense mobiliz- 
has one of the oldest and best|ued, has been carried on by the|er and James Knudson, DTA, had 


OHIO’S LARGEST MARKET 


Ohio's Largest D 
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| recognized the need of increased 


~| steel allocations to the rail indus- 


try for building more freight equip- 
ment. 

MacDonald compared the BPR 
requests for steel in each quarter 
to what has actually been allocated 
under CMP. 

In the second quarter, he said, 
the 68,000 tons of structural steel 
for roads is about 30 percent of the 
|amount requested. 
| This is so completely inadequate 
|that it will not even permit the 
|} completion of vitally necessary de- 
fense road projects already under- 
|way, much less allow any others, 
MacDonald declared. 

“The second quarter months of 
| April, May and June are the sea- 
sonal peak in the road construc- 
tion industry,” MacDonald § said, 
“yet the DPA has ruled that 32,000 
tons less of structural steel may be 
used than in October, November 
and December—when highway con- 
struction is at one of its low ebbs.” 


” - * 
| y) 
Isn’t Worth It, 
« 
‘Time Study Man 
e 

‘Says of Speeding 

How much time do you actually 
|save when driving your car at 
high speeds? 
| Nowhere near enough to justify 
ithe increased risk of getting into 
la highway accident, according to 


|Edward P. Curran, safety director 
of the Keystone Automobile Club. 


According to facts supplied by 
jthe Assn. of Casualty and Insur- 
'ance Companies, Curran said, the 
|proportions of time to speed drop 
|sharply as the speed increases. 

On a 10-mile trip, the table stat- 
ed, it takes 60 minutes at 10 miles 
per hour; 30 minutes at 20 mph; 20 
minutes at 30 mph; 15 minutes at 
40 mph; 12 minutes at 50 mph; 10 
|}minutes at 60 mph; 8.6 minutes at 
'70 mph, and 7.5 minutes at 80 mph. 

“It is quite apparent, then, that 
jabove 50, the time saved is really 
|negligible,” Curran said. 
| “However, the frequency and 
|severity of traffic accidents in- 
|crease tremendously with increased 


|speed. In view of the facts, is 
|speeding really worth the time 
saved ?” 


* ~ 


N ovthwest Road 
‘Aid Disclosed 


| The U. S. Bureau of Public Roads 
spent about $50,000,000 in the ad- 
ministration and construction of 
|roads in Washington, Oregon, Mon- 
jtana and Idaho during 1951, ac- 
jcording to W. H. Lynch, division 
| engineer. 
| Lynch said that this amount is 
somewhat less than the previous 
|year, owing to shortage of steel 
and other critical materials which 
|have been channelled into the de- 
|fense effort. About $33,000,000 of 
| the total was made in direct pay- 
j}ments to states and contractors, 
jand the remainder was match 
money for the four-state area, he 
| said. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
| Section. Others are profiting from AUTO- 
| MOTIVE NEWS WANT ADS! Are you? 
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(Continued from 


he government of Mexico, the U. S. 
‘echnical Cooperation Administra- 
ion and the IRF. The school would 
yrovide 10 courses: (1) construction 
equipment operator, (2) bus op- 
erator, (3) truck operator, (4) con- 
struction equipment mechanic, (5) 
transport equipment mechanic, (6) 
‘onstruction equipment master me- 
chanic, (7) machinery engineer-su- 
perintendent, (8) solderer, (9) agri- 
cultural equipment operator and 
(10) mechanic specialist in internal 
combustion motors. 
= ° * 


Vore Latin Plans 
'MRAINING for 60 mechanics from | 
Central and South America will 
be provided in the U. S. through 
Point IV funds under agreements | 
between the Technical Cooperation | 
Administration and 10 Latin Amer- | 
ican republics. 

The students will be trained in 
auto-diesel mechanics and welding 
at the Auto-Diesel college, Nash- 
ville, Tenn. Ten of the trainees will 
come from Mexico, 10 from Colom- 
bia and five each from El Salvador, 
Nicaragua, Panama, Ecuador, Cuba 
and the Dominican Republic. Stu- 
dents are expected to begin classes 
about the middle of March. 


* - + 

Sawyer’s Appraisal 
DDRESSING a luncheon meet- 
ing recently on the subject of 


Whitewall Ban 
To Stay Awhile, 
NPA Declares . 


WASHINGTON.—Many an auto- 





ist would like it, and so would car | 


makers, but the government has no 
intention of lifting the ban on white 
sidewall passenger tires—not soon, 
anyway. 

That is the word from E. D. 
Kelly, director of the NPA’s rubber 
division. 


99) 


Page 


being a public official, Secretary of 
Commerce Sawyer paid a beautiful 

tribute to a man long endeared to 

the automotive industry. 

Secretary Sawyer said that fine 
public officials are not necessari- 
ly those who give out the best 

| statements. While words are im- 
portant in influencing public opin- 
ion and the direction of policy, 

| he said, the public official “should 

| be judged—if we are judging him 
objectively—partly by what he 
he says but mostly by what he 
does.” 

| He pointed out Thomas H. Mac- 

| Donald, Commissioner of Public 

Roads in the Commerce depart- 
|ment, as an example of “a fine, 
| unobtrusive public official.” 

“He rarely makes speeches or 
| gives out interviews; he is a mod- 
|}est and perhaps shy person; but 
his effectiveness is great,” Sawyer 
said. 

Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 











| 


Two Dodge Pa. Dealers Honored— 


W. A. Burgunder (front row, left), McKees Rock, Pa., and Raymond Connelly (front 
row, right), Sewickley, Pa., were awarded the Dodge 25-year silver anniversary plaque 
at a recent meeting of the Pittsburgh Dodge Dealers’ Assn. Standing behind the 
award-winning dealers are the current and past officers of the association (from left): 
L. M. Broadbent, Pittsburgh regional manager; Robert Beadling, president of the asso- 
ciation; Stanley Evans, secretary-treasurer, and Dave Horvitz, past president. 











A very important 
message to new 
car dealers and 


) ~ 
CIO Accuses 


° Wis. Dealers 
In Salesmen’s 


Bid 


MILWAUKEE.—Five auto deal- 


|}ers have been named by the UAW- 


CIO in charges of discharging 
salesmen participating in a drive 
to organize an auto salesman’s af- 
filiate of the CIO Amalgamated 


Clothing Workers union. 

The five companies named are 
Soerena Motor Co., Packard Mil- 
waukee Co., Ryan Nash Co., Ruby 
Downtown and Sawyer Buick Co. 
They were accused of unfair labor 
practices. 

According to the charges, the 
five dealerships fired eight sales- 
men for organizational activities 
including one who had been an 
auto salesman for local car dealers 
for 25 years. 

All the dealers are members of 
the Milwaukee County Auto Deal- 
ers Assn., but the association pres- 
ident, Wallace Rank, declared that 
the group was not directly con- 
nected with the alleged activities of 
the five dealers. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


To avoid customer 


complaints of 


STICKY VALVES, 





GUMMY DE 





service station men 





Demand for white sidewalls has | 


been rising steadily since NPA took | 


most of the wraps off passenger tire 
output Jan. 1. 
now turn out all the casings -they 
want as long as they don’t exceed 
their allocations of natural rubber 


or the amount of natural rubber | 
permitted in auto tires, Kelly said. | 

Because the average whitewall | 
takes from one to two more pounds | 
of tree rubber, they continue to be | 


restricted. Kelly explains that to 


permit their return would mean the | 


relaxation of the 
stockpiling program. 

Up to the present, the federal 
procurement agency has been buy- 
ing “to the full extent of available | 
supplies” to speed stockpiling, Kelly | 
said. This has “barely” enabled the | 
government to obtain the quantities | 
desired, he added. 


government’s 


Manufacturers can | 


CHANGE to ond 
STAY with Custom- 
Made HAVOLINE \ @ Facts... 














Rep. Bender had written NPA re- | 


cently asking why the U.S. banned | 
the whites at a time when Canadian | 


rubber companies are turning them 
out in great numbers for sale in 
this country. 

In his answer, Kelly pointed out 
that regulations limiting the use of 
natural rubber in several types of 


products were tightened at the start | 


of the year, and “under these con- 
ditions, 
remove the ban on white sidewall 
tires.” 


that it was industry practice to use 


a high proportion of top quality | 


natural rubber in making the white 
tires. Sidewalls for the ordinary 
casings are made entirely of gen- 
eral purpose synthetic rubber, he 
said. 





Stewart New President 


Of Greensboro Assn. 
GREENSBORO, N. C.- 

Greensboro Automobile Dealers 

Assn. has elected S. I. Stewart, of 


Stewart Motors, Inc., as president. | 
m= ©.1 
vice- | 


Other new officers are: 
Ingram, Ingram Motor Co., 


president, and Paul Brown, Gate | 
City Motor Co., secretary-treasurer. | 


Vancouver Charters 
Two automotive firms have been | 
incorporated in Vancouver, B. C. | 
They are: Stan Carter Motors, | 





Ltd., with capitalization of $10,000, | 
and Inland Motors, Ltd., with cap- | 


italization of $50,000. 


it would be inconsistent to | 


Kelly told the Ohio simian | 


- The | 


| 


| 


| 





| Even meets Army and Navy 
standards for heavy duty 

oils used in tanks, trucks 
and submarines. 


POSITS, etc. 


caused by closer 
engine clearances and 
hydraulic valve lifters 
in the new cars — 


And tell your 
customers why! 
Give them these 


FACT ® Heavy duty motor oil is now 





factory driveaways. 


specify heavy duty motor 








oil 


being used at car manufacturers’ plants 
...on their proving grounds...in their 


FACT @) Many new car manuals now 


oil. 


FACT @)Custom-Made HAVOLINE 
has proved itself a preventive of sticky 
valves, gummy deposits, etc. 


FACT @ Custom-Made HAVOLINE is 
a heavy duty (high detergent) motor 
even exceeds heavy duty re- 





quirements. 





The Texas Compa 


ny 
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By Jack Weed 
Truck Editor 
WASHINGTON. — The highways 
of this country have failed to keep 
| pace with the growth of transpor- 
am | tation and are now facing a crisis, 
toan, |. D. Bransome, president of Mack 
bev. |Trucks, Inc., told more than 300 
truckers attending the annual con- 


Owners of Truck Fleets Meet— vention of the National Council of 
Private Motor Truck Owners, Inc., 


Over 300 privately owned fleet operators, representing approximately 85 percent | hore. 
of all truck ownership in the nation, discussed the problems of their branch of trans- | Bransome declared: “We have 
portation at the annual convention of the Council of Private Truck Owners held | to decide whether our highways 
recently in Washington, Inadequate roads and burdensome taxes, aimed especially at| are going to keep pace with the 
truck operation, were on the agenda. growth of this country’s traffic or 
= y : ; | whether they are going to turn 
| heavy-duty equipment, including | into bottlenecks that will stub the 
| tractors, bulldozers and cranes.| growth of the nation.” 
Darrald R. Kearney will be service | Among others who addressed the 
PORTLAND, Ore.—Rowe Bros.| manager of the new unit. |}assemblage were Sen. Edwin C. 
Automotive Service, vehicle re- | asia | Johnson, chairman of the Senate 
building concern since 1931, has | |} committee on 
erected a new one-story unit at Dean Sells Interest |eign commerce; Arthur C. Butler, 
S. E. 6th and Clinton, it was an-! S. J. Dean has sold his interest | director of the National Highway 
nounced. |in Page-Dean Hudson Motor Co.,| Users conference; Karl M. Rich- 
Clarence J. Rowe, president, said | Forrest City, Ark., to Mr. and Mrs.| ards, of the Automobile Manufac- 
the new structure will be devoted | W. C. Page. The Pages will operate lturers Assn.; George A. Meyer, of 
exclusively to the rebuilding of | the business as Planters Equipment | the Defense Transport Administra- 
trucks, trailers, buses and other | Co. tion, and W. Y. Blanning, of the 


~ 
oo 
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New Structure Erected 
By Rowe in Portland 


Championship Class! 


interstate and for- | 


Road Crisis Cited 


Bransome Sees Bottleneck to Transport Growth: 
Drescher Reelected Head of Private Haulers 


ICC bureau of motor carriers. 


“Major Problems of Private Mo- | 


tor Transport” was a panel discus- 
sion that took in taxes, highways, 
equipment and public relations. 
This was followed by a General 
Motors film presentation of “Let’s 
Get Out of the Muddle.” 
| Sen. Johnson told the meeting of 
the federal interest in the private 
carriage. Clarence Lea, of the 
Transport Assn. of America, dealt 
with the public interest in the pri- 
vate carrier. 

A feature was a “Workshop 
Forum.” Some of the questions in- 
| cluded “How Can We Curb the Ton- 
Mile Tax Threat” and “Should 
‘Private Carriage’ Be Redefined by 
Future Legislation?” Reducing ac- 
| cident losses, correcting highway 
| deficiencies and truck leasing also 
came in for broad consideration. 
| Among the large fleet operators 
| addressing the gathering were W. 
H. Ott jr., of Kraft Foods Co.; H. 
O. Mathews, Armour & Co.; A. M. 
|Grean jr., Ward Baking Co., and 
| F. A. Phinney, National Biscuit Co. 
| A new feature to meetings of 








@The superior quality of Ditzler Finishes is best shown 
by their championship performance in the automobile 
industry. For nearly fifty years Ditzler Finishes have been 
preferred by most of the leading manufacturers of pas- 
senger cars, trucks and buses. This continuous preference, 


which lifted Ditzler to its present rank 






3 Big Reasons Why Ditzler RIP RAP 


@ High solid content gives more 
film-forming materials — fewer 
coats are necessary. 

Ditzler Rip 
e@ Sands easily and feathers out 
beautifully—no splitting or 
chipping at the edges. 


Pitt 48 UU 8 ea 8 GLAS S& 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 


as the leading 


exclusive manufacturer of automotive finishes, was gained 
solely by the year-in and year-out dependability of its prod- 
ucts. There can be no stronger proof that Ditzler Finishes 
are better than any others for all your refinishing needs. 

















Is Better Than Other Primer Surfacers 


@ Extra-good holdout increases 
durability and keeps paint jobs 
looking better longer. 


Rap is available in 


three popular colors—Dark 
Gray, Neutral Gray and Red 
Oxide—in easy-to-pour cans. 
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this type was introduced with “Hos- 
| pitality Time,” a cocktail hour and 
banquet put on by a group of truck 
|and trailer manufacturers. 

Both manufacturers’ executives 
and fleet operators were loud in 
their praise of this united effort, 
since it eliminated the customary 
competition among suppliers on 
both cocktail hours and extrava- 


gant entertaining. 
| Hosts at this initial effort were 


Autocar, Diamond T Motor, Frue- 
hauf Trailer, General Motors Truck 
& Coach, International Harvester, 
Mack, Trailmobile and White. 

T. A. Drescher, president, was re- 
elected as were all of the officers 
who served this past year. The 
only change in officers was the 
addition of Carl Ehrenberger, of 
Standard Brands, Inc., to the direc- 
torate. 

The council will meet in Detroit 
for its 14th annual convention Jan 
22-23, 1953, with Hotel Statler being 
the headquarters. 


Firestone Offers 


2 Economy Tires 


AKRON.—Production of two new 
lower-priced car tires was an- 
nounced last week by H. D. Tomp- 
kins, sales vice-president of Fire- 
stone Tire & Rubber. 

“These new tires,” Tompkins 
said, “already are available in most 
| sizes through Firestone dealers and 
stores.” The Champion super-bal- 
loon is designed for late-model 
automobiles, and the conventional 
Champion tire for older cars. 








‘Bootleg’ Sales Reported 


| Up in North Carolina 


RALEIGH, N. C.—There were 
416 new cars sold by non-fran- 
chised dealers in the state dur- 
‘ing January as compared with 
393 the previous month, accord- 
ing to the North Carolina Auto- 
mobile Dealers Assn. 

Cars and number of each sold 
in January: Buick, 17; Cadillac, 
7; Chevrolet, 163; Chrysler, 1; 
DeSoto, 2; Dodge, 1; Ford, 167; 
Henry J, 1; Hudson, 1; Kaiser, 
2; Mercury, 10; Oldsmobile, 8; 
Packard, 1; Plymouth, 22; Pon- 
tiac, 10, and Studebaker, 3. 

In December: Buick, 11; Cad- 
illac, 4; Chevrolet, 151; DeSoto, 
1;- Dodge, 4; Ford, 179; Henry J, 
1; Mercury, 5; Nash, 1; Oldsmo- 
bile, 3; Plymouth, 20; Pontiac, 9, 
and Studebaker, 4. 








| Advertisement 


“Get Ready for 
_ The Big Push” 


Farm Journal’s “Keep ’Em Rolling” 
features have not only proved to be 
very popular among readers, but 
also won much enthusiastic sup- 
port from the automotive industry. 
| No wonder! 

The “Keep ’Em Rolling” features 
are packed with good maintenance 
suggestions that save Farm Jour- 
nal’s more than 2,850,000 readers 
lots of headaches and money, and 
they strongly urge these prosperous 
rural customers to line up their 
overhaul jobs and get them to the 
shops early. This sort of timing, as 
every dealer knows, is a vital fac- 
tor in his profitable operation. 

The latest “Keep ’Em Rolling” 
feature is titled “Get Ready for 
the Big Push.” It appears in the 
March issue of Farm Journal, 
America’s largest rural magazine, 
and will reach the homes of your 
best rural customers today, Feb- 
ruary 18. This will be a big get- 
ready-for-Spring feature, and it 
will perform a valuable service for 
the owners of 6% million motor 
vehicles and for hundreds of deal- 
ers who can get more business by 
tying in with this promotion. 

Copies of the March issue in 
which this feature appears are 
available to dealers and distribu- 
tors who want them. If you haven't 
decided how to take advantage of 
the push the “Keep ’Em Rolling” 
promotion puts behind the products 
you sell, this feature will give you 
many ideas. To get your copy, 
write Dealer Service Department, 
Farm Journal, Philadelphia 5, Pa. 
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Unions Peril Auto Shows 


‘Continued from Page 1) 


pleting necessary assignments in 

the huge Amphitheater. 

Lack of lighting was CATA’s 
biggest worry, inasmuch as 85 per-| 
cent of the exhibits were set up| 
through Wednesday night by em- 
ployes who came in side entrances. 

* bd ” 
pe ngeoac mag imperiled was the 
show preview scheduled for last 
Friday night. More than _ 20,000 
dealers, prominent Chicagoans and 
guests were invited to attend a 
premiere of the exhibits and stage 
revue, which were scheduled to run 

daily through Feb. 24. 

Teamster strategists, dictating 
the tactics of the affiliated Sales- 
men’s union, apparently had in- 
tended to prevent exhibits from 
reaching the Amphitheater when 
they ordered the pickets into 
action last Monday. The Sales- 
men’s group has been attempting 
to organize Chicago front-shops 
since last fall. 

But electricians, carpenters and 
even truck drivers who entered the 
back way brought more exhibits 
into the Amphitheater Tuesday and 
Wednesday. By Thursday, however, 
the Teamsters leaders had pre- 
vailed upon brother unions to join 
in sympathy stoppages. 

CATA attorneys, charging the 
Salesmen’s and Teamsters unions} 
with conducting an illegal secon-| 
dary boycott, won a hearing before 
the regional NLRB director, Ross 
Madden, on Wednesday. Seymour 
Lewis, CATA counsel, pointed out 
that the association was not legally 
empowered to bargain collectively 
for its dealer members and could 
not take any part in the unionizing 
campaign. 





* * 
ADDEN airmailed the CATA 
and AFL presentations to the | 
Washington office of the NLRB)! 
Wednesday night. There had been 
no NLRB ruling as of press time | 
Thursday. 

Should the pickets violate an)} 
NLRB “cease and desist” order, 
the agency could apply for injunc- 
tive action. Pickets then would be 
in contempt of court if they con- 
tinued to march. 

At stake in the controversy 
were millions of dollars worth of 
exhibits, leased Amphitheater 
space and entertainment talent, 
special newspaper show sections 
and hotel rooms rented by auto 
companies to entertain Chicago 
area dealers and the press. 

Keeping their fingers 
meanwhile, auto companies and 
dealers went ahead with show 
plans late Thursday in hopes that | 
the “show would go on” for the) 
eight-day run. 

. 


crossed, 
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| Veatrenarsabaler were to occupy ap- | 
proximately 152,000 square feet 
of space on both floors of the 
Amphitheater, with 19 makes of 
cars principally on the second floor 
and other displays in both wings | 
of the first floor. | 

Decorations, the huge stage and 
other effects were designed and 
built by Becker Brothers Studios, 
retained in that capacity for every | 
show under CATA sponsorship. The 
color scheme throughout the build- 
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Willys Earnings 
Up Sharply 

TOLEDO.W—Willys-Overland in 
the three months ended Dec. 31 
had record sales of $65,975,662 and 
a net profit of $1,603,345 after all 
tax reserves, Ward M. Canaday, 
president, announced last week. 

The quarter's earnings were 
equivalent to 53 cents a_ share, 
compared with a net profit of $1,- 
078,574, or 34 cents a share in the 
three months ended Dec. 31, 1950. 

Sales were up 54 percent over the 
total of $42,906,682 for the Decem- 
ber quarter of 1950 and 224 percent 
over the total of $20,366,006 in the 
comparable period of 1949, Canaday 
said. 





WELCOME TO AUTO SHOW 
See ad pages 70 and 79. 


TOW BAR SALES CO. 





40 S. Clinton St., Chicago, III. 
AN 3-8888 
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ing is a rich golden brown with 
ivory white overlay. 

By way of preparing salesmen 
to handle the public, refresher 
courses were held during the 
week preceding the opening. A 
number of breakfast, luncheon 
and dinner meetings are being 
sponsored by manufacturers— 
some for dealers and others for 
the press. 

Sponsors are General Motors, 
Chrysler Corp., Ford, Studebaker, 
Hudson, Willys-Overland, GMC 
trucks, and the Cadillac, Chevrolet, 
Oldsmobile and Pontiac divisions 


of GM. 
A WIDE variety of body styles 
features the truck exhibits, 
and the 41 displays in the accessory 
section contain a number of new 
items, such as Bump-Air inflated 
guards and interchangeable sun 
and night driving glasses. 

The show also features public | 
demonstrations of two-way motor 
truck radio communications in 
the Willett Co. space. Visitors are 


+ + * 





permitted to operate the setup, 

which has been licensed by the 

Federal Communications Commis- 

sion. 

The 19 car makes in complete 
lines are: Buick, Cadillac, Chevro- 
let, Chrysler, DeSoto, Dodge, Ford, 
| Henry J, Hudson, Kaiser, Lincoln, 
| Mercury, Nash, Oldsmobile, Pack- 
ard, Plymouth, Pontiac, Studebaker 


and Willys. 
‘Along with Diamond T, GMC, | 
Hendrickson and _ International 


Harvester, the truck section also 
| features Chevrolet, Dodge, 
Studebaker and Willys. 
Making it debut in Chicago and | 
attracting big crowds is the Chrys- 
ler engineering display, occupying 


Ford, | 


| 12,700 square feet of space. It is the | 


largest single exhibit in Chicago 
show history. 

Mayor Martin Kennelly of Chi- 
cago was to officiate at the open- 


jing of the show. U.S. savings 


| bonds were presented to winners in | 


|a safety slogan contest among pub- | 
|lic and parochial high school stu- | 


dents of the city. 


This year's show is even 


accomplishments in the automobile field. 


Walt Green, Daily News automobile editor, covers 
the field in his weekly column and in special articles. His 
\ writing is directed to the automobile owner—written 


\ in homey, easy-to-understand style. 


Green tells the automobile story, day by day as it 
unfolds—clearly, concisely and completely. 
His alert coverage makes most Chicago Daily 


\ News readers automobile-conscious. 
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ADVERTISING 


CHICAGO DAILY NEWS 


NEW YORK OFFICE: 
9 Rockefeller Plaza 


Almost a half a million people saw the show of 1950 and 
again in 1951. 
The Chicago Daily News has always ha 
part in making the Auto Shows such a success, because this 
paper's readers have been continuously and compre- 
hensively INFORMED of developments, trends and 


— 
an important 


















Holley Centri-Flo— 


Holley Carburetor Co., 


| bigger 
trucks. 


passenger cars 


| the company said. 





$5-$10 Auto Use Tax 
Planned in Gotham 

ALBANY, N. Y¥.—New York’s 
Mayor Impellitteri told the state 
legislature here last week that 
the city hoped to impose a new 
$5 and $10 auto use tax on July 
1 to meet the city’s financial 
needs. 





Detroit, is pro- 
| ducing this carburetor for installation on 
and heavy duty | 
Less space is required, for the air 
| cleaner is designed so that it fits over and | 


around the carburetor, almost hiding it | completed in 10 days. 


K-F Schedules 


‘New Models for 


j | Chicago Show 


f | WILLOW RUN.—The 1952 Henry 


|J Corsair and Kaiser Manhattan 
|models were scheduled for display 
at the Chicago auto show. 
Kaiser-Frazer said last week, 
| however, that the models will not 
|be announced publicly until Feb. 
|29 and March 14, respectively, for 
| the Corsair and Manhattan, 
Meanwhile, two teams of Kaiser- 
| Frazer executives are spearheading 





|}a coast-to-coast series of regional 
| dealer previews of the forthcoming 
|models. The entire circuit will be 


The eastern team is headed by N. 
O. Eklund, general sales manager, 
| and Frank Brosnan, assistant gen- 
;eral sales manager. The western 
| team is composed of Walter deMar- 
| tini, sales vice-president, and E. W. 
| Berger, assistant to deMartini. 

The company said that the new 
models feature both styling and 
mechanical changes. Both models 
are offered in addition to the 1952 
Henry J Vagabond and Kaiser Vir- 
|ginian, introduced to the market 


- last month . 
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... this was 
49.635 MORE LINES 
than appeared in the 
second Chicago daily 


With 70% of its circulation concentrated among 
the ABLE-TO-BUY FAMILIES the Chicago Daily 
News is a powerful advertising medium for reach- 
ing the Upper Half Families who buy 8 out of 
New Cars sold. The Chicago Daily News 
reaches this fruitful market effectively, economi- 
. in the EVENING. 
In the relaxing atmosphere of the home the family 
group can leisurely read and carefully consider 
advertising when contemplating the purchase 
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GMC Looks Back 50 Years— 
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Affecting Factories and Dealers. . . 





Auto Advertising 


By George Deery 


Associate Editor 
Last year was a good one for 
newspapers, and the top five 
earried 40,000,000 lines or more. | 


Heading the list was the Milwau- 
Journal with 45,788,894 lines, 


laccording to Media Records. 
| It was a repeat performance for | largest volume of advertising car- 
|that paper, which also was in first |Tied in any newspaper, magazine 


position in 1950, having had 44,649,- 
|859 lines. Second place in 1951 was 


This 1902 GMC truck model chugged along on two cylinders, and would haul a} itaken by the Chicago Tribune for 
one-ton load at a top speed of 10 miles per hour. The company has prepared 13 | a total of 45,466,900. 
miniatures of former models, beginning with 1902, to show the company's 50 years 


of progress ¢ att the Chicago Auto Show, now underway. 





To a Millionth 


Profilograph Measures 
Timken Circles 

CANTON, O.—The Profilograph, 
a development of the Timken 
Roller Bearing Co. can measure 
accurately within a millionth of an 
inch whether a ground circle is 
perfect or not, the company has 
announced. 

The new machine is a refinement 
of a device to measure the smooth- 
ness or roughness of a steel sur- 
face, Timken said, and was de- 
veloped by the company’s experi- 
mental engineers. 


The part to be measured is 
mounted and turned slowly, the 
company said, and a _ diamond 


needle and a tiny mirror traces 
lightly over the surface. As the 
needle strikes variations on the 
surface, the mirror is moved, and 
the resulting variations in a light 
beam are recorded on circular film. 

By changing the length of the 
light beam, the company § said, 
surface variations can be magnified 
up to 5,000 times their actual size. 


& 





* * 


Third place went to the Los 
rcsnscsaandl _Times, _which carried 


GMC Unwraps New Trucks 
At Chicago Auto Show 


CHICAGO.~— Against a back- 
ground stressing 50 years of GMC 
truck progress, a gleaming array 
of the company’s new truck models 
for both civilian and military use 
is being exhibited at the Chicago 
Automobile Show. 

Three new GMC truck models 
highlight the exhibit, while a huge 
revolving 50th anniversary “birth- 
day cake” with scale model GMC 
trucks of various vintages accents 
historical developments by the 
company over a half-century. 

It is the first public showing 
of a parcel delivery, known as 
the GMC model P152-22, which 
has dual-range Hydra-Matic 
transmission with four speeds 
forward and one in reverse. 

GMC is showing three diesel 
units, including the new model 
D450-37, a three-cylinder welter- 
weight which, it says, brings die- 
sel power into the 2%-ton weight 
class for the first time in trucking 





EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


OF 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


NEW! NEW! 


Ventshades now available 
for most hard-top convert- 
ibles. Write for information. 


AUTO VENTSHADE CO. 


4881 PEACHTREE INDUSTRIAL BiVD. 
CHAMBLEE, GEORGIA 











“ Atlonto’'s Finest Industrial Area 





entshades 


Trade Mark 


THESE FEATURES 
MEAN BIG SALES! 


@ Open-window ventilation 
when it rains or snows 





© Safety from exhaust fumes 

@ Less fogging of glass 

@ Shade from the sun 

More comfort the year ‘round 


© Added beauty for the car 


@ Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 











© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 

Member MEMA 





|history. The show model is a trac- 


tor, capable of hauling a gross 
combination weight (tractor and 
trailer) of 35,000 pounds. 

Another GMC diesel in the ex- 
hibit is the model 650 tractor, for 
long-distance truckers hauling 
loads grossing 55,000 pounds. 

The third show unit emphasizing 
diesel is a cutaway 4-cylinder die- 
sel engine with the interior ex- 
posed to demonstrate how the 
mechanism, with GM’s_ two-cycle 
design, operates. 

Incidentally, GMC claims that 
in 1951 it sold approximately 40 
percent of all diesel trucks regis- 
tered in the U. S. 

Of interest to the armed forces 
is a new 6 by 6 tactical military 
vehicle, the M-135, now in produc- 
tion at Pontiac. The new model is 
larger, faster, lower and easier to 

drive, easier to maintain and able 
to carry heavier loads than its 
historic predecessor of the last war, 
the “Army Workhorse,” the com- 
pany states. 

Powered by a six-cylinder gaso- 
line engine developing 145 horse- 
power, the 6 by 6 has in its Hydra- 
Matic drive eight speeds forward, 
two in reverse and hits a maximum 
speed of 58 miles per hour carrying 
a 10,000-pound payload, GMC said. 

Other truck models shown in 
the exhibit are a half-ton and 
one-ton panel delivery, a half- 
ton pickup, two-ton stake, a cab- 
over-engine tractor capable of 
hauling a gross combination 
weight (tractor and trailer) of 
65,000 pounds, and one of GMC’s 
model 650 diesel tractors. 

The GMC “birthday cake” is a 
huge revolving cake-shaped dio- 
rama on which have been placed 13 
scale model GMC’s, beginning with 
the 1902 model and continuing on 

through the intervening years up 
to the present. The miniatures are 
exact in every detail and even 
have, in the tool compartments be- 
neath the front seat, tiny hammers, 
pliers and wrenches. 

On one of the miniatures, a 1918 
GMC panel delivery, is: “When 
Words Fail, Send: Dolly Varden 
Chocolates, the Chocolate Cream, 
for the Girl of Your Dream.” 

In addition to that model there 
is a 1912 newspaper delivery truck; 
a 1922 15-ton highway tractor with 
semi-trailer; a 1927 tank truck that 
the famed “Cannonball” Baker 
drove from New York to San Fran- 
cisco to set a new cross-continental 
record, and 1950-52 models includ- 
ing a stake body, refrigerator, tele- 
phone line repair, dump, petroleum 
hauler and a diesel tractor-trailer 
combination. 





Denver Dealers Offer 
Tickets in Blood Drive 


DENVER.—The Denver Auto- 
mobile Dealers Assn. has ar- 
ranged with the Red Cross to 
give two free tickets to its March 
Auto Show for every pint of 
blood donated to the local blood 
drive, according to Tom Braden, 
executive secretary of the or- 
ganization. 

The association also estab- 
lished a car pool during Feb- 
ruary to transport donors to the 
Red Cross blood bank at the 
Denver general hospital. Charles 
Hover (Ford), show publicity 
chairman, completed the ar- 
rangements with the Red Cross. 





jout that 





42,256,545 lines. The New York 
Times chalked up 41,223,199. In 
last place among the five leaders 
was the Washington Star with 
40,042,712 lines. 

The Milwaukee publication points 
its “1951 volume set an 
jalltime industry record and is the 


or other printed medium.” The 
paper’s major gain for the year 
was in classified volume. 

* * x 


Coyle Joins C-E 

Henry T. Ewald, president of 
Campbell-Ewald, ad agency, has 
announced the appointment of M. 
Patrick Coyle as 
a vice - president 
in charge of re- 
search, market- 
ing and merchan- 
dising. He will 
work in the De- 
troit offices. His 
principal respon- 
sibility will be in 
connection with 
the agency’s serv- 

' ice to the Chev- 

M. P. Coyle rolet account. For 
the last six years he has been with 
Opinion Research Corp., Princeton, 
N. J., as director of product and 
style research, as well as client 
counsel on public relations, mer- 
chandising and dealers relations. 
In this capacity he served such 
accounts as General Motors, Good- 
year Tire & Rubber, Murray Corp. 
of America, and Chevrolet. 

: a oa 
Membership Drive 

Appointment of a _ Broadcast 
Advertising Bureau membership 
promotion chairman in 46 states 
has been announced by BAB 
President William B. Ryan. 

The chairmen will participate 
in a nationwide BAB recruitment 
drive now being planned by Ryan 
and Allen M. Woodall, WDAK, 
Columbus, Ga., BAB board mem- 
ber and chairman of that organ- 
ization’s membership committee. 

* * + 


Petok Joins M-E 
Appointment of Sam Petok to 





the public relations staff of Mc- 
Cann-Erickson has been announced 
by Frank S. Hedge, public relations 
director. Petok comes to McCann- 
Erickson from the public relations 


| staff of Kaiser-Frazer. He is a for- 





mer member of the Detroit Free 


Press and Miami Herald editorial 
staffs. Petok is a graduate of 
| Wayne university, where he was 


editor of the Detroit Collegian, and 

attended the Medill school of jour- 

nalism at Northwestern university. 
* * * 


DeSoto’s Day 

DeSoto is giving its ’52 models, 
featuring the new Fire Dome en- 
gine, the best ad support in the 
division’s history, 
according to Karl 
H. Bronson, direc- 
tor of advertising 
and sales promo- 
tion. The cam- 
paign opened last 
week with four- 
color, double-page 
spreads in Life 
and the Saturday 
Evening Post. In 
addition to that, 
there were black 
and white insertions in other lead- 
ing magazines. 

Newspapers were high in the list, 
too, with factory ads in 135 Sun- 
day newspapers, augmented by fac- 
tory-dealer cooperative copy and 
dealer group space in several hun- 
dred more papers. 


In addition to DeSoto’s Groucho 
Marx program, there was a plug 
on the Auto-Lite TV show, “Sus- 
pense.” Dealers are reported to 
have scheduled thousands of spot 
radio and TV airings as well. 

Batten, Barton, Durstine & Os- 
born is the agency. 

* * * 


Dearborn Promotes 


Promotion of four men in the ad 
and sales promotion division of 
Dearborn Motors has been an- 
nounced by J. F. Pedder, ad vice- 
president. 


W. H. Binns has been promoted 
from assistant advertising manager 
to advertising manager. L. E. 
Birger, ad production manager, has 
been promoted to ad display and 
production manager. A. L. Lawson 
has been promoted from product 
promotion supervisor to sales pro- 
motion manager. W. T. Murphy, 
assistant ad manager, has been pro- 
moted to public relations manager. 


Kari H. Bronson 
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Improved PAK-JAK 


ONLY TWO-SPEED GEAR RATIO 
ALL-PURPOSE SERVICE JACK 
With DETACHABLE ADAPTORS for 
Transmissions and Differentials 

“IT CRADLES THEM ALL" 
AUTOS AND TRUCKS 
ONE man does the work of TWO 
Eliminates costly comebacks! 
TOW BAR SALES COMPANY 
Only $49.95 complete 40 South Clinton St. 


Chicago 6, Illinois 














—FOR SALE— 
TAXI FLEET OF 300 TAXICABS 


Presently in Use 


Available in groups of 30 up — Prices for immediate sale 


Write at once to Box AN 210 


c/o AUTOMOTIVE NEWS 
DETROIT 26 
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Nash Marks 50th Anniversary 


(Continued from Page 10) 


iim, and when he was only 12, he 
ran away—on his own from then on. 

Married when he was 20, Nash 
was still making only $1 a day 
at 27, when he joined the Flint 

Road Cart Co, as an upholstery 
stuffer. Here, natural qualities of 
leadership brought him to the 
superintendency of the plant 
within six months. 

He was vice-president and gen- 
eral manager of the company, then 
known as the Durant-Dort Carriage 
Co., in 1910, when he entered the 
automobile business. Forty-six years 
old, he became president of Buick. 
Then, within two years, president 
also of Oakland Motor Co., the Olds 
Motor Works, General Motors 
Truck Co., and president of Gen- 
eral Motors. 


He resigned in 1916 to satisfy 


a desire he always had had—to 
* * 





50 Years in Ramblers— 


Above, the 1902 Rambler, the first to 
be offered by Nash's predecessor, Thomas 
B. Jeffrey Co., Kenosha, Wis., was a one- 
cylinder, 12 horsepower runabout. Below, 
the 1951 Nash Rambler ‘Country Club" 
hardtop convertible shows the progress in 
50 years of automobile manufacturing. 

* * «* 


build a car under his own name— 
when he purchased the Jeffery Co. 
at Kenosha. 

For the remainder of 1916, his 
company continued to turn out 
Jeffery cars. In 1917, the name- 
plate bore the name Nash. In the 
fall of that year, the 1918 Nash 
model was introduced, which was 
the first Nash-designed car. The 
name Nash Motors had sales appeal 
~10,000 cars were sold in the first 
full year of production. 


Nash produced more than 11I,- 
000 Nash trucks in 1918—a record 
unequaled by any other manufac- 
turer prior to that time. Most 


Quick Change 


Dealer License Plate Holder 





Guaranteed 





Safe, fast and easy to use 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 


C. HOWARD 


1498 Overlook Drive Akron 7, Ohio 





All Makes and 
Models Ffom 1935 
FREE Headlining Catavg % 

& Dealer Price List 


“ = FIELDER MFG. CO. 
05 East hog Street 
exas 








of these trucks were the famous 
Quad which did a magnificent 
job in World War L 

For its bodies, Nash at the very 
| beginning turned to another long- 
|established pioneer, Seaman Body 
| Corp., which traces its history back 
to 1846. In 1919, Nash purchased a 
| half interest in the Seaman com- 
| pany. The other 50 percent was 


| purchased in 1936. 


In 1924, Nash acquired the trade 
name and equipment of LaFayette 
Motor Car Co. which had been 
founded in 1920 at Indianapolis. 
This company, which was moved in 
1922 to Milwaukee, produced ex- 
pensive cars, selling for more than 
$5,000. Nash did not continue pro- 
duction of the big LaFayette, but 
in 1934 introduced a low-priced car 
of that name which was produced 
until the fall of 1940, when it was 
superseded by the Nash “600.” 

In 1930, Charles W. Nash retired 
as president of Nash Motors, as- 
suming the position of chairman of 
the board, but he continued active 
management of the business. 

By 1936, Nash wanted new lead- 
ership for his company. He asked 

George W. Mason, then president 
of Kelvinator Corp. of Detroit, to 
become president of Nash Motors. 
Mason declined the presidency 
and negotiations resulted in a 
merger of Nash Motors and 
Kelvinator on Jan. 4, 1937. The 
new Nash-Kelvinator Corp. was 
formed, with Nash as chairman 
of the board and Mason as presi- 
dent. 

Shortly after the merger, Nash 
Motors began a long-range pro- 
gram which eventually led to the 
introduction of the Nash “600,” (re- 
named the Statesman in 1950), an 
automobile built on an entirely new 
principle, known as “Airflyte” 
body-and-frame construction. 

In 1938, Nash introduced “condi- 
tioned air” heating system, known 
as Weather Eye, which operates on 
the principle of forced air, elimi- 
nating dust and fumes, and pro- 
vides “coatless comfort” and frost- 
free windows. 

Sales of the “600” rose sharply 
in the first six months of 1941, for 
a sales jump of 86 percent for 
Nash compared with a gain of 
only 35 percent for other inde- 
pendents. 

World War II temporarily halt- 
ed Nash’s automotive expansion 


Staten Island 
Starts New Plan 


In Loaning Cars 


ST. GEORGE, N. Y.—A new plan 
in loaning cars to schools in this 
area has been instituted by the 
Staten Island Automobile Dealers 
Assn. 

Under the plan each of the 22 
dealers contributes $75 to a com- 
mon fund, and the money is held 
until the car is returned from the 
school. The system, it was pointed 
out, guarantees the dealer against 
any loss on sale. 

It was further agreed that the 
car used should not exceed $1,600 
in cost to the dealer. Of the three 
cars available at that price, it was 
decided to put all dealers’ names 
in a hat and draw a name to in- 
sure complete impartiality in chos- 
ing the car. 

The car, when delivered to the 
school, will have the association’s 
emblem on the side to give every 
dealer participating an equal share 
in publicity. 


AAA Tenet 


Wisdom, Skill, Virtue 


Is New Code 


WASHINGTON. —In its weekly 
bulletin for its contract garages 
and service stations, the American 
Automobile Assn. last week in- 
cluded this code for AAA service- 
men: 

WISDOM is knowing what to do. 

SKILL is knowing how to do it. 

VIRTUE is in doing it. 

This note was appended: 

The year 1952 is a year in which 
wisdom, skill and virtue in auto- 








:|mobile service and repair work will 


be essential. 





program. During the war, Nash- 
Kelvinator built more than $600,- 
000,000 worth of aircraft material, 
including engines, propellers and 
helicopters. 


After the war, the company con- | 


tinued its rapid growth. It was one 


of the first to reconvert and bring | 


out postwar models. Output of 
Nash cars in 1946 totaled 4.69 per- 
cent of the industry——highest in the | 
company’s history. 

The company’s research and styl- 
ing departments also were enlarged 
during the postwar years. New con- 
cepts of design were incorporated 
in Ambassador and Statesman 
models. 

In 1948, a new assembly plant was 
opened for West Coast distribution 
near El Segundo, Calif. 

Charles W. Nash died June 6, 
1948. He was succeeded as chair- 
man of the board of Nash-Kelvin- 
ator Corp. by George W. Mason, 
who also continued as president. 

In 1950, Nash revived the famous 
Rambler name. In April, the con- 
vertible model was introduced, fol- 
lowed a few months later by the 
Rambler station wagon. By the 
summer of 1951, Nash Motors was 
producing and selling more than 20 
percent of all the station wagons 
built in the U. S., and more than! 
8 percent of the convertibles. In| 
July, 1951, the company introduced | 
the Rambler hardtop convertible | 
and other models. 

Also in the Nash picture is the | 
experimental car, the NXI (Nash 





New Westinghouse Plant 


UNION CITY, Ind.—Limited pro- 
duction and the beginning of grad- 
ual employment at Westinghouse 
Electric Corp.’s new small motor 
division plant here will begin Feb. 
11, it was announced by Ralph E. 
Davis, superintendent. Construction 
work on the building is now com- 
plete, he said, and about 40 percent 
of the machinery has been installed. 
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1902 Mass Production of Ramblers— 


Early Rambler chassis are lined up wai 


pany said 1,500 Ramblers were built tha 
world's first mass producers of automobiles. 


| Experimental International). The 
| NXI, now called the NKI, continues 
| to be studied with a view to future 
| production. 

In 1951, Nash collaborated with 
Donald Healey Co. of Warwick, 
England, in producing the Nash- 
Healey sports car. This high-pow- 
ered custom car, built in limited 
quantity, was the first sports car 
to be introduced by an established 
American automobile manufacturer 
since the mid-’20s. Nash aggres- 
sively continues its interest in 
things new and yet to be disclosed 
to American automobile owners. 





| ‘Antiques to Vie 


| In Roadster Show 


OAKLAND, Calif.—The 1952 Na- 
| tional Roadster show, scheduled for 
|Feb. 19-24 at the Oakland Exposi- 
tion building, will include an an- 
tique roadster division, it was an- 
nounced by Mrs. Mary L. Slonaker, 
show manager. 

The “old boys” of auto row will 
compete in their own division as 
well as against modern day auto- 
mobiles in class, beauty, design, 
originality, workmanship and type 





* * * © 


ting to be moved onto the assembly line 


at Kenosha, Wis., in 1902. While they looked more like bicycles than autos, the com- 


t year to make the company one of the 


N. y. Clamps iow n 
On Truckers in 


Tax Delinquency 


ALBANY.-—A crackdown against 
truckers who are delinquent in fil- 
ing their monthly mileage tax re- 
turns has been ordered by the state 
tax commission. 

The commission warned that un- 
less truckers filed monthly mileage 
tax reports for October, November 
and December, 1951, they will face 
revocation of their motor vehicle 
registration. 

A list of delinquent truckers has 
been made out and will be sub- 
mitted to the state motor vehicle 
bureau with instructions to revoke 
registration plates, the commission 
said. 

The order does not apply to car- 
riers who have been keeping rec- 
ords and turning in their monthly 
reports, nor does the tax, the com- 
mission pointed out. 

Action also was to be taken 
against out-state truckers who have 
failed to comply with the regula- 
tions, and the commission said that 
tardy carriers would probably have 
their permits taken away and ve- 








of engineering, Mrs. Slonaker said. 


hicles seized. 





SHURE BUILT SERVICE EQUIPMENT 


SERVI 


Non-conductor Nat-Flex* 


grease, water. Complete with air hose, blow 











MODEL 
9100 


CE WORK BENCH 


"LOW BOY" 


top resists oil, 







MODEL 
9205 





SERVICE MERCHANDISER 


Versatile combination of Work Bench and 
cabinets. Nat-Flex* top. Includes parts washer, 
fluorescent light, blow gun and retracting 





gun, and parts washer. All-steel body. 6-ft. air hose. *T. M. Reg. 
_ {SERVICE MARAGER | 
MODEL 
9320 
MODEL SERVICE 
w192 MANAGER'S 


1" thick Nat-Flex* top is a non-conductor; 
will not fracture or break. All-steel body. Arc- 
welded legs and shelf corners. 
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“SCOTTY WORK BENCH 





MERCHANDISER 


Lighted shelves and 
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of 
NATKIN & CO. 
»” A 1601 S. HANLEY RO. 


$T. LOUIS 17, MO. 


1601 S. HANLEY RD 


ST. LOUIS 


WRITE FOR 
DESCRIPTIVE INFORMATION ON COMPLETE LINE 





Sells profitable accessories and chemicals. 


inclined panel. Space for 


job tickets, records and manuals. 


hure 


MANUFACTURING CORPORATION 
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In the ‘Capehart Round’ 
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Chrysler Fourth to Up Prices 


(Continued from Page 1) 


its allowed by the 
ula. Ford managed to post sub- 
ceiling “basic’”’ prices on all models 
in its newly-styled 1952 lines. 

OPS, meanwhile, issued a clari- 
fying amendment to the Special | 
Order for Hudson dealers, who | 
along with Big Three retailers 
had been allowed to raise car | 
and equipment prices as of press | 
time Thursday. 
The amendment advises Hudson 

dealers that OPS will tolerate with- 
out penalty higher prices charged 
on 1952 models. before Special 
Order 12 took effect on Jan. 24. 
Some Hudson dealers feared puni- 


tive action because they had 
“jumped the gun” on price in- 
creases before the effective date, 
it was learned. 

+ + * 


ASIC” prices of Chrysler Corp. 
cars and equipment were re- 








leased in Special Order 14 under 


Capehart form- | Ceiling Price Regulation 83. ‘Basic 


prices embrace dealer markups and 
must be posted by dealers on show- 
room charts also listing federal 


|excise taxes, freight charges, trans- 


portation charges, state or local 
jtaxes and preparation-and-condi- 


| tioning charges. 
Chrysler Saratoga V-8s and six-| 


cylinder DeSotos were the 1952 
lines for which Chrysler Corp. did | 
not take all the price 
lowed by the Capehart formula 
Supplementary Regulation 1 to re- 
vised CPR 1. 

DeSoto basic retail ceilings are 
up $81.59 to $132.29, amounts 
which are from $24 to $39 below 
the limits. Saratogas are from 
$102 to $183 under the full totals 
permitted. 

All other Chrysler Corp. makes 
advance by the full limits, ac- 
cording to OPS. Plymouth _in- 





everywhere speaks for itself. The 


its future. 


And in this sound, essential parts 
jobbing business, the NAPA Job- 
ber Franchise is an asset of proven 
value. NAPA is the largest inde- 
pendent parts organization in the 
automotive industry. Through 
warehouses in 39 key cities, NAPA 
distributes parts and supplies of 
unsurpassed quality to NAPA Job- 
bers throughout the nation. 

The parts lines distributed by 
NAPA are all produced by in- 
dependent manufacturers. These 
parts cover the requirements of 
cars and trucks of all makes and 
ages. And they share in common 
a single standard of quality .. . 
“always equal to or surpassing the 
parts they replace.” 

The jobber who holds the NAPA 
Franchise and distributes these 
lines enjoys the full freedom of in- 
dividual ownership. But he has, 
behind every phase of his business, 
the support and counsel of a great 
national business organization. 








Put your money and abilities to work in the 


PARTS JOBBING 
BUSINESS 


—under the NAPA Franchise 


In peace or war, the consistently profitable record of parts jobbers 


The tremendous and continuing growth in car registrations assures 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION 
Suite 706, Fox Building, Detroit 1, Michigan 


business is sound and essential. 


The NAPA Jobber also has 
these other important advantages: 
(1) NAPA Warehouse Service— 
-master stocks on all NAPA lines 
within overnight shipping distance; 
(2) A uniform, written policy of 
Stock Control and Obsolescence 
Prevention; (3) Established meth- 
ods for sound management and 
operation; (4) Far-reaching sales 
and advertising programs. 

. . . 

For more than 25 years, compe- 
tent jobbers have found that the 
NAPA Jobber Franchise helps 
greatly in making a given invest- 
ment of time and money pay 
greater returns. If you are inter- 
ested in a business opportunity 
which offers a high degree of sta- 
bility, security and profit potential, 
investigate carefully the parts job- 
bing business and the NAPA Job- 
ber Franchise. Desirable opportu- 
nities are open now. For full in- 
formation, write: 











There isa HERMAN BODY manne for 
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Eva, 
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Trim, modern, with “room to spare 
wheelbase and larger capacity is 
special interiors for these 
bodies, lunchwagons, ete. 
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HERMAN BODY COMPANY 
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The HERMAN “FORWARD CONTROL” Delivery Body 


bodies—bookmobiles, 





, 


your Customers 


Specific Needs! 
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Used wherever shorter 
Herman builds many 
display rooms, hatchery 


WIRE, OR PHONE COLLECT 


interior.” 
paramount. 











ST. LOUIS 10, MO. 


boosts al-| 


creases range from $64.02 to $85.14; 
|Dodge increases, from $72.48 to 
$117.82, and Chrysler increases (in- 


the 


39. 


cluding Saratoga), from $82.90 
to $235 Most items of factory- | 
jinstalled Chrysler extra, special or 
optional equipment are up in rela- 


[tion with Capehart-percentage ad- | 
| justments. 

It was pointed out that the 
|Chrysler, Ford and GM decisions | 
to price beneath ceilings on cer- 
tain models were made by the 


factories, and not ordered by OPS. 
* & * 
i procedure for obtaining 

Capehart relief first calls for 
the factories to submit cost state- 
ments requesting percentage ad- 
justment allowances based on in- 
creases in labor, materials and 
overhead expenses up to _ last 
July 26. 

OPS examines these petitions 
and then announces allowable per- 
centage increases applying to 
wholesale prices. The agency may 
arbitrarily reduce the percentage 
amounts from those requested, as 
|it did in the case of the Kaiser- 
|Frazer petition. 

Within five days of receiving 
| an OPS go-ahead on wholesale 
| increase percentages, factories 
must file suggested new whole- 
sale and “basic retail” prices for 
its cars and equipment. The fac- 
tories decide at this point 
whether to take all or part of the 
allowed percentage boosts on the 
respective models, 
| In the Capehart cases, there has 
|been a lag of at least 10 days be-| 
tween the OPS percentage increase 
announcements and certification of | 
new wholesale and “basic” prices. | 
Hudson’s Special Order of “basic” 
prices, for instance, was not issued 
juntil nearly a month after the fac- 
‘tory was given its percentage ad- 
| justments. 

It was during this January pe- 
| riod that Hudson dealers sold 1952 
|ears at unofficial prices, before 
|Special Order 12 became effective. 
| Last week’s Amendment 1 to Hud- 
son Special Order 12 assured the 
Hudson dealers that OPS would 
wink at the prematurely higher 
pricing. 











* * * 


N THIS connection, the Connecti- 

cut Automotive Trades ASsn. re- 
ported an OPS interpretation on the 
| waiting period between OPS whole- 
|sale and retail price announce- 
|ments. All new 1952 cars on hand, 
|regardless of when or where pur- 
|chased and regardless of how long 
they have been in stock, may be 
increased in price as soon as the 
necessary Special Order becomes 
| operative, according to this ruling. 
OPS emphasized that a factory’s 
|decision to post subceiling prices 
at this time does not forbid it from 
applying for the balance of the al- 
lowable increases at a later date. 
As the agency put it in the Chrys- 
ler Corp. price announcement: 

“For those 1952 models on 

which the company has not ap- 

plied the full amount of the Cape- 
hart adjustment authorized by 

OPS, it may later apply the addi- 
tional permissible adjustment to 

its wholesale factory dealer price, 
which would result in a further 

increase in the ‘basic’ retail price, 
subject to published authorization 
by OPS.” 

“Basic” prices on Ford cars are 
from 90 cents to $96.88 under full 
Capehart ceilings; Mercurys, $28.20 
to $71.07 under, and Lincolns, $86.16 
to $387.21 under. Special Order 13 
covers “basic” prices on the three 
Ford Motor Co. lines. 

General Motors took the entire 


Aetna to Hold 
- se ” 
Engine Clinic 
CHICAGO.—An engine clinic, 
first of its kind ever to be held in 
porn = and sponsored by Aetna 
Auto Parts Co., is expected to draw 
| 600 at Mechanics Union hall Feb. 26. 
Arnold Zimmerman, president of 
Aetna, said the clinic will feature 
a group of outstanding engineers 
from leading engine parts manu- 
facturers who will discuss the lat- 
est developments in truck and bus 
motors. They will include fleet spe- 
cialists in gasoline, diesel, butane 
and propane operations. 























White's Black Cites Oldtimers— 


White Motor this year paid tribute to early 10,000 years of service at its annual 


pin-award banquet. 
completed 40 years of service. Pins were 


A total of 655 employes was honored, 


including 17 who have 


given 450 “freshman” oldtimers who have 


passed the 10-year-mark. Pins were also given to all who completed five year service 
records from 10 to 40 years. Gold watches were given the 40-year veterans. Above is 


President Robert F. Black (center), 
Henry J. Berndeen and Barney Broeker. 





Capehart adjustment on Cadillac, 
Chevrolet, the GMC Suburban car, 
Buick Series 50 and 70 and all 


Oldsmobile models except Deluxe | 
88 sedans; Super 88 sedans, club | 


coupe and Holiday, and Classic 98 


Holidays. The spread between these | 


Oldsmobile models and full per- 
missible ceilings is $20 to $60. 
Buick Series 40 cars are $34 to 
$56 below full ceilings. Pontiacs 
are $2 to $15 below. Special Or- 
der 11 which deals with GM, 
already has been amended once 
to cover new items of factory- 
installed equipment on Oldsmo- 
biles, Buicks and Cadillacs. 
Release of Chrysler Special Order 
14 left Special Orders still in the} 


be works Thursday for Kaiser- 
both of | 
— being contingent upon OPS 


Frazer and Studebaker, 
which got approval for a wholesale 


| percentage adjustment at the same 


presenting watches to two of the 40-year men, 





time OPS took this step for Chrys- 
ler. OPS had yet not acted at all 
on initial adjustment petitions from 
Nash and Willys-Overland. 


* * * 


|Rootes Car Prices 


Raised in Britain 


LONDON.—Rising costs and pro- 
duction cutbacks were given as the 
reasons last week for an across- 

| the-board price increases on Rootes 
|Group cars, ranging from $56 for 
|the Hillman Minx to $140 for the 
Pullman Limousine. Steel shortages 
|}made the output cutbacks neces- 
| sary some time ago. 

| The Rootes action came six weeks 
| after Austin boosted its prices in 
this country. Neither Austin nor 
Rootes has yet petitioned for high- 
er price ceilings in the U. S., such 





approval. 
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STOCK! Americas Finest Gute Compass 


25th YEAR 


Since 1927 Dinsmore Compasses have made driving 
easier, safer and more enjoyable for motorists all 
over the world. Today these precision made, fully 
jeweled Dinsmore compasses are standard equip- 
ment on many of our finest cars. 
LIST, Only $5.49 Illuminated. 
If your jobber is not stocked, order direct. 
Dinsmore compasses are fully guaranteed. 
WRITE FOR COMPLETE LITERATURE 


DINSMORE 


All 
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POST 





FITS ALL CARS 
1815 Kelso Street Flint 1, Michigan 





AMERICA’S FIRST MANUFACTURER OF AUTO COMPASSES 
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K. R. Wilson Lists | 
Dealer Winners 


Of NADA Prizes 


BUFFALO, N. Y.—K. R. Wilson, 
maker of special service tools for 
Ford, Mercury, Lincoln and Pack- 

rd vehicles, last week announced 
the winners of the daily drawings 
held at the company’s booth during | 
he NADA convention. | 

Each day, visitors to the K. R.| 
Wilson booth were given stubs to 
fill out and at the end of each day, 
a drawing was held for four prizes. 
First prize each day was a KRW 
35-piece socket wrench set, and sec- 
ond, third and fourth prizes were 
KRW open end box wrench sets. 

The list of winners included: 

Frank J. Bristol (Ford), Ocean- 
side, N. Y.; J. C. Schlesinger (Pon- 
tiac), New York; W. J. McClintoch 
(DeSoto-Plymouth), New Lexing- 
ton, O.; Wayne Backus (Stude- 
baker), East Wilton, Me.; Harold 
Johnson (DeSoto-Plymouth), San- 
ford, N. C.; Harold Benz (Dodge), 
Ann Arbor, Mich.; George Harrison 
(Ford), Newport, R. IL. and Lynn 
D. Timmerman (Ford), Lima, O. 

Also, L. M. Browning (Chevrolet- 
Oldsmobile), West Point, Va.; 
M. Williamson (DeSoto-Plymouth), 
Hopkinsville, Ky.; R. A. Cozzins 


(Ford), Arlington, Va.; Rex G. 
Powell (Ford), Fuquay Springs, 
N. C.; Jack McGregor (Ford), 
Canajoharie, N. Y.; H. H. Lewis jr. 
(Chrysler - Plymouth), Powhatan, 
Va.; Ray W. Kline (Chrysler-Plym- 
outh), Beaver Springs, Pa. and 
Cc. E. Olander (Ford), Wichita, 
Kans. 





Roadster Show 
On This Week 


OAKLAND, Calif. — One of the 
swank hand-built custom coupes of 
the Bay area was entered last week 
in the third annual National Road- 
ster Show, Feb. 19-24 at Oakland 
Exposition building, Show Manager 
Mary Slonaker announced. 

The entry was created from a 
basic 1949 Ford. Harold F. Scott, 
of Richmond, Calif., worked on the 
car at home, creating the custom 
body on a 1949 Ford chassis with 
stock engine. Appointments include 
a ’51 Pontiac top, alligator and 
cobra skin interior upholstery pan- 
eling, bar in the back seat, auto- 
matic door operation eliminating 
outside hardware, grille cut and re- 
worked, French headlights, frame 
chanelled four inches and a high- 
polish fuchsia paint job. 


Test for Fee | 
New-Model Pitch Used 
By Rental Firm 

BOSTON.—On the day the 1952 
Plymouths were introduced in the 
Boston area, R. S. Robie, Inc., an- 
nounced that its Boston outlet had 
the cars available for rental. 

The Robie firm, New England li- 
censee for Hertz Driv-Ur-Self Sys- 
tem, Inc., offered to rent the new 
cars for normal purposes, giving 
users a chance to road test them if 
they were considering buying one. 

According to R. S. Robie, the idea 
was greeted with considerable in- 
terest. A prospective buyer can use 
the rented car as long as he needs 
to get a full impression of its per- 
formance and handling, which isn’t 
possible with the dealers’ demon- 
strator units. 





Carrigan Rises 
At John Bean | 


LANSING.—Tracy Carrigan, who 
has been manager of the Automo- 
tive department of the John Bean 

; division here since 

1944, has been 
named eastern 
manager of the 
division, accord- 
ing to Paul L. 
Davies, president 
of Food Machin- 
ery & Chemical 
Corp. Carrigan 
succeeds H. L. 
Byrd who has 
c been made vice- 
Tracy Carrigan president in 
charge of all John Bean operations. 
Carrigan joined John Bean in 1933 






AUTOMOTIVE NEWS. FEBRUARY 


Automotive News-Reel 





C.| dent and general manager of Ford divi 
supervisor who spoke at the ceremony; Ward; E. A. Marselus, manager of the new 


depot, and Ragone. 
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Mapping Chevrolet Service Program— 

Regional service managers of the Chevrolet division met in Detroit with E. L. Harrig 
(seated, left), national service manager, to draw up a new spring service program 
for Chevrolet dealers and owners. The men represent eight Chevrolet service regions. 
Standing, left to right, are: C. R. Sanford, Dallas; E. R. Britton, Atlanta; H. L. Fishtahler, 
Detroit; J. B. Allison, Washington; D. L. James, San Francisco, and J. H. Smith, Chicago. 
Seated: Harrig, W. E. Crawford, New York, 





Baker's Model of Ford Distribution Plant— 


Ford's newest parts distribution facility in Los Angeles was duplicated in a cake by 
Joe Ragone (right), pastry chef of the Ambassador hotel there, when the dedication 
ceremonies were held last week. Earl G. Ward (center) parts and accessories manager 
for Ford, gets ready to wield the knife. From left to right are L. D. Crusoe, vice-presi- 


sion; Raymond Darby, Los Angeles county 
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Nash Gets Ready for Safety Drive— 


H. C. Doss (left), sales vice-president of Nash, and M. R. Darlington jr., managing 
director of the Inter-Industry Highway Safety Committee, are shown discussing plans 
for Nash participation in the national car safety check program in May. The poster 
above was used by Nash during last year's check campaign. 





and C. C. Chase, Kansas City. 





Canada Dealers 
Open Ad Drive 
On Essentiality 


OTTAWA. — The Federation of 
Automobile Dealers Assns. of Can- 
ada has started the wheels rolling 
to “put the automobile where it 
belongs” and take it out of the 
“luxury” classification. 

The association is running huge 
newspaper advertisements in Cana- 
dian newspapers urging the public 
to join in a nationwide protest 
against the excessive taxation of 
passenger cars. 

A coupon in the ad reads: “In 
my opinion taxes on passenger cars 
in Canada are excessive and should 
be reduced.” 

Persons are urged to fill in the 
coupon and send it to the dealer 
associations. 

“Right now,” the ad reads, “the 
Canadian government classes pas- 








Opens Rebuilding Shop 
Orange Motor Co., Inc. (Ford), 
Albany, N. Y., has opened a new 





ac a sales engineer. 


reconditioning shop for used cars. 


;senger cars in the same category 
|for taxation as juke boxes, slot 
machines and a lot of other non- 
essentials. 

| “Why?” the ad asks, “when 73 
|percent of the automobile owners 
use their cars for work. Surely an 
automobile is as essential as a bus 
or streetcar. An expanding defense 
program is going to require more 
cars for workers, not less. Join the 
protest.” 





Canada’s Car Excise Tax 


Soars 7,305% in 13 Yrs. 


MONTREAL. — A Canadian 
who buys an averaged-priced 
new automobile today must pay 
nearly eight times as much in 
sales and excise taxes to the 
Federal government as he did in 
1939, and more than five times as 
much as what his U. S. cousin 
pays to Washington. 

On an average sedan in Can- 
ada the sales tax has jumped 
from $59.70 in 1939 to $142.49 to- 
day, an increase of 138 percent. 
But the big bite has come from 
excise taxes, up from $4.81 in 
1939 to $356.22 today, a rise of 
7,305 percent. 
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Borg-Warner Opens Lab 


New Division at Detroit to Speed Development 


Of Defense, Civilian Inventions 


DETROIT. — Borg-Warner Corp. 
last week announced establishment 
jof a separate laboratory division 
|here for carrying both defense and 
|civilian items from the invention 
stage to actual production. 

Development of new products for 
war use and the improvement of 
automatic transmissions, Bendix 
said, is being given priority by a 
staff of more than 50 engineers, de- 
signers and other technicians under 
the direction of David T. Sickle- 
steel, newly appointed general 
manager of the laboratory. 

Sicklesteel previously was engi- 
neering vice-president with the De- 
troit Gear division of Borg-Warner. 

The laboratory, occupying 20,000 
square feet of floor space at 8651 
E. Seven Mile Rd., Detroit, has been 
equipped with electric and gas- 
driven dynamometers and other 
testing devices as well as with 
highly modern machine shop tools. 

There also is a special fleet of 
passenger cars and trucks for 
road-testing transmissions, torque 
converters, transfer cases and 
other automotive equipment. 


“The laboratory is enlisted in the 
national defense effort in the cre- 
ation and improvement of military 
products,” Sicklesteel said. “In ad- 
dition, we are concentrating on the 
development of lighter, simpler, 
more efficient, less expensive auto- 


Truman 


(Continued from Page 3) 


House desires, and which unques- 
tionably faces obstacles in Congress, 
calls for: 

1. A two-year extension of the 
Defense Production Act, which ex- 
pires next June 30. 

2. Repeal of the act’s Capehart 
amendment which allows manu- 
facturers price boosts covering 
cost increases between the start 
of the Korean war and last 
July 26. 

3. Repeal of the act’s Herlong 
amendment which guarantees pre- 
Korean percentage markups. to 
wholesalers and retailers. 

4. Repeal of the act’s Butler- 
Hope amendment banning slaugh- 
tering quotas on livestock. 

5. Raising from $2.1 billion to $3 
billion the limit on loans, guaran- 
tees and purchase commitments 
made by the government to expand 
critical materials production at 
home and abroad. 

6. Restoration of stronger credit 
controls. 

The first five steps would, accord- 
ing to the President, provide price 
control powers “by and large... 
adequate to do that part of the 
anti-inflation job which price con- 
trols reasonably can be expected to 
handle.” 

But, he added, Congress last year 
seriously weakened government 
power to limit credit for financing 
consumer goods purchases and real 
estate. He asked Congress to “close 
this infiationary loophole.” 

In discussing the Capehart, Her- 
long and Butler-Hope amendments, 
the President described them as 
“bad legislation” with each giving 
“special treatment to certain fa- 
vored groups.” 

He said the Capehart and Her- 
long amendments are both aimed 
directly at raising prices ... “and 
they do just that.” 


| matic 
|converters for automotive use.” 


transmissions and _ torque 

In addition to Sicklesteel, an ad- 
vistory committee will assist in the 
direction of the laboratory. Mem- 
bers are C. S. Davis, chairman of 
Borg-Warner; Roy C. Ingersoll, 
president of Borg-Warner; Howard 
E. Blood, vice-president of Borg- 
Warner; A. J. McAllister, president 
of Detroit Gear division; and E. S. 
Russey, vice-president of Warner 
Gear division. 


Mich igan House 
Debates U.C. Tax 


Barring Diversion 


LANSING.—House opposition 
was predicted last week for a 
Michigan bill to establish a 3 per- 
cent specific tax on the transfer of 
used cars which would not be sub- 
ject to the sales tax diversion 
amendment. 

The bill passed the senate along 
strict party lines, it was reported, 
but Sen. George N. Higgins, Re- 
publican, sponsor of the bill, said 
that a road block is being set up 
in the house. 

It was estimated that the mea- 
sure would recapture $3,000,000 a 
year now diverted to cities and 
schools from used-car sales taxes 
and add $12,000,000 a year to the 
general fund. 

The bill is aimed at doing away 
with “title-jumping” by dealers in 
used-car sales, and stop individuals 
from selling several used cars a 
year without paying sales tax. The 
bill allows individuals to sell only 
two cars a year tax-free. 

Higgins said that school repre- 
sentatives lobbied vigorously 
against the bill in the senate, and 
will transfer operations to the 
house. 

Sen. Charles S. Blondy, Demo- 
cratic floor leader, forecast that 
either the schools or the munici- 
palities would take the bill to the 
supreme court as an infringement 
of the diversion amendment. 


Miss. Studies Plan 
To Bar Unlicensed 


JACKSON, Miss.—A proposal to 
form a state commission, which 
would regulate vehicle dealers, has 
been made by State Rep. Thomas 
Garrott, an automobile dealer. 

In order to obtain a dealer license 
under the proposed law, a person 
would have to report his financial 
status and what experience he had 
in buying and selling vehicles. 

According to Garrott, the com- 
mission also would have the power 
to check licensed dealers who may 
be using illegal methods in their 
business. 





In Any Event 

JENKINGTOWN, Pa.—A gaso- 
line service station on York Rd. 
near here has solved the problem 
of the gasoline price war. Most 
places post a new sign every time 
the market quotation goes down. 
However, this station has a sign 
out front that covers every con- 
tingency. Two arrows point toward 
the ground, and the caption reads: 





“It’s down.” 





The company was cited five times out of 








Campbell-Ewald Wins 5 Out of 9 Awards— 


Halsey Davidson, vice-president, and Henry T. Ewald, president of Campbell-Ewald, 
ad agency; and William G. Power, ad manager of Chevrolet, are shown from left to 
right as Ewald accepted five awards for his firm from the Art Directors Club of Detroit. 


a possible nine awards, with four of the 


places going to the Chevrolet account and one to Jam Handy Organization. 
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Roundup from State Capitals... 








By Bethu 


Legislative C 


lawmills were grinding | 


QTATE 


early this month in 14 states— | 
Arizona, 


Georgia, Ken- | 


Maryland, 


Colorado, 
tucky, 
Michigan, Missis- | 
sippi, Missouri, 
New Jersey, New 
York, Rhode Is- 
land, South Caro- 
lina and Virginia. 
Special legisla- 
tive sessions end- 
ed in January in 
Delaware and 





Guam 2 Idaho. A_ budget | 
nae Sumas session and prob- | 
able concurrent special sessions 


will get under way in California 
next month, with Louisiana’s regu- 
lar session scheduled to start in 
May. Special sessions for various 
purposes may be expected in sev- 
eral other states. 

Current developments in_ state 
capitals throughout the country 
plainly reveal, however, that action 
affecting the automotive industry 
will by no means be limited to 
states with legislative sessions. 

From Montana, for example, 
comes word that Gov. Bonner’s 
highway advisory committee is 
considering submitting an initia- 
tive measure to the state’s voters 
in November calling for a state 
bond issue, to be amortized by 
an added 1-cent gasoline tax. 

A look at other highway financ- 
ing developments discloses no action 
yet on Massachusetts legislation 
proposing a _ second $200,000,000 
highway bond issue, along with 
another gas tax boost... Talk of 





|the 


ol egista lion Affecting Ante Sndustry 


ne Jones 
orrespondent 
a possible 1953 Oklahoma road bond 
issue is being scaled down, with 
indications that the size 


Massachusetts, | 000,000 instead of the $102,000,000 


figure previously mentioned. 

Proposals for increased gasoline 
taxes, automobile registration fee 
boosts and a new system of truck 
taxation, to finance a contemplated 
billion-dollar, long-range highway 
modernization program, were bur- 
ied in the Colorado legislature. 
Only a highway department reor- 
ganization bill and a measure to 
plug ton-mile tax loopholes were 
left with a chance of passage as 
Colorado session headed for 
its windup. 

* + * 


Michigan Court Test 
ICHIGAN’S supreme court will 
decide whether the 1%-cent 

gasoline tax increase enacted by 
the 1951 legislature will be referred 
to the electorate in November. Op- 
ponents of the referendum move 
contend the gas tax boost was also 
an appropriation measure and 
therefore can’t constitutionally be 
subjected to a referendum. 

An appeal from a ruling up- 
holding the constitutionality of 
New York state’s new weight- 
distance tax on heavy trucks is 
expected to be argued at the 
March 10 term of the appellate 
division of the state’s supreme 
court, with the state meanwhile 
further restrained from collecting 
the levy .. . The Illinois supreme 
court has been asked for an early 
ruling on the validity of higher 


of the 
|proposed issue may be nearer $35,-| 





truck licensing fees enacted by 

the 1951 legislature .. . Franklin 

Nixon, head of the New Jersey 

State Grange, is advocating en- 
| actment of a weight-distance tax 

on heavy trucks. 

Tentative agreement on new 
truck and bus reciprocity agree- 
|ments between Idaho and Oregon, 
| and Idaho and Washington was 
}announced. Reciprocity had been 
lin effect between the three states 
|for many years before it was 
|knocked out by the 1951 Idaho 
| legislature through omission of 
jauthority for such agreements in 
| the enactment of its new ton- 
jmile tax law. Authority for reci- 
| procity was restored by the recent 
|Idaho special session. 
| An Arizona bill would provide 
for reciprocity agreements between 
|Arizona and other states and the 
| District of Columbia for the move- 
}ment of commercial motor vehicles 
... A Kentucky bill would restore 
jauthority for bus license fee reci- 
| procity which was_ inadvertently 
knocked out by a 1950 act. 


* * * 


Toll Road Action 


ROPOSALS for new or broad- 

ened toll road enabling legisla- 
tion have been introduced in the 
legislatures of Georgia, Massachu- 
setts, Michigan, New Jersey and 
Virginia . . . Ohio’s State Turnpike 
commission, with the aid of Gov. 
Lausche, is continuing efforts to 
obtain a steel allocation for its pro- 
jected cross-state toll superhigh- 
way ... Toll road extensions are 
planned in Maine, New Jersey and 
Pennsylvania. 

Pending tax bills of direct inter- 
est to automobile dealers include 
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Individually designed 
to fit all "52 models 





GRILLE GUARD 
WITH WINGRAILS 
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FINISH 
TION 


You want extra 
profits . . . your 
customers want the 
best protection for 
their cars. When you 
sell CELLO both you and 


the customer are satisfied, 
because Cello Grille Guards 
are specifically ENGINEERED 
to provide the finest protection 
money can buy. 


Only top-quality materials 
and workmanship go into the making 
of Cello Guards. 


Join the thousands of success- 

ful merchandisers who are now featuring 
Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes. 1946-1952. 


For full information on Cello 

Guards and License Plate frames write 

to the factory today for FREE catalog pages 
and price lists. 


GRILLE GUARDS 
your GUARD for life 


/Cello Products Co. 161 Prescott Street, East Boston 28, Mass 
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been with Chevrolet since 1943 and 


Pittsburgh zone. 


Miller Heads Windber (Pa.} Deal— 

H. J. Stechschulte (left), retiring Chevrolet dealer at Windber, Pa., wishes luck to 
his successor, Duke Miller. Stechschulte is a veteran of more than 25 years in the 
auto business, most of which he spent with General Motors and Chevrolet. Miller has 





is former organization manager of the 





a Michigan bill which would im- 


the sale of used cars through li- 
censed used-car dealers, The meas- 
ure presumably would take such 
sales out from under the state 
sales tax, which now goes largely 
to local governments. 

A two-cent increase in New 
York State’s gasoline tax rate 
was proposed as part of a rev- 
enue-raising program submitted 
to the state legislature by New 
York City to aid in solving the 
city’s fiscal problems. The city 
would get about $20,000,000 for 
the proposed gas tax boost. A 
number of new and increased 
locally-imposed taxes also are 
sought by New York City, which, 
if it obtains such authority, 
would cut its sales tax from 
three percent back to the former 
two percent rate. 

Municipal revenue problems are 
being raised in several other states 
in ways which would affect the 
automotive industry. In Virginia, 
for example, a pending bill would 
permit incorporated towns to levy 
license taxes on motor vehicles, 
thus giving them the same privi- 

cities. 
x + 


General Taxes 


| THE field of general state 
taxes, Gov. Talmadge’s proposal 
for a state constitutional amend- 
ment reducing Georgia’s state 
property tax from five mills to 
%4-mill was quickly approved by 
the legislature for submission to 
the electorate in November .. . 
Gov. Pyle asked the Arizona legis- 
lature for immediate action toward 
revaluation of the state’s taxable 
property. 

v. Williams renewed his pro- 
posal for a Michigan corporation 
profits tax ...A minority bill in 
New Jersey proposes a seven per- 
cent income tax on net corporate 
earnings ... State income tax 
reduction bills were headed for 
enactment in Maryland and Vir- 
ginia, 

Proposals for new sales taxes in 
Kentucky and Virginia have little 
support ... Some sales tax exemp- 
tions were expected to be enacted 
in Georgia, including a measure 
exempting transportation of tan- 
gible personal property . . Gov. 
Byrnes opposed any South Carolina 
sales tax exemption legislation .. . 
Bills to plug sales tax loopholes 
and impose a two percent use tax 
were introduced in Arizona. 

Only affirmative legislative action 
thus far this year on the highway 
fund diversion issue was* the Vir- 
ginia legislature’s approval of a 
resolution expressing legislative 
opposition to the use of highway 
funds for unrelated purposes. Sim- 
ilar resolutions have been adopted 
lin Virginia for two decades, during 
|which period they have proven an 
jeffective barrier to diversion pro- 
|posals . . . About $21,500,000 of high- 
|way-user tax receipts would be di- 
verted to nonhighway purposes 
under the budget recommendations 
submitted to the New Jersey legis- 
lature by Gov. Driscoll, who con- 
tends that since the state operates 
under a single state fund there 
can be no diversion of “highway 
funds.” 





+ © +* 


Vehicle Inspection 

Two bills proposing compulsory 
motor vehicle inspection died 

for lack of action in the Michigan 

legislature, with such measures still 





pose a 3 percent specific tax on), , 


pending in Georgia and New York 
. A compulsory inspection law 
will be sought in Oklahoma next 
year, when a more stringent pro- 


gram will be proposed in New 
Mexico . . . Requirements of the 
Texas inspection program, being 


launched under a 1951 law, were 
sharply liberalized in a move to 
quiet public opposition. Deadline 
for compliance with the new Texas 
law had earlier been advanced 
from Apr. 1 to Sept. 6. 

New bills relating to motor ve- 
hicle equipment requirements in- 
clude Virginia proposals which 
would require all trucks of 10 tons 
or larger to be equipped with rear- 
wheel fender flaps; require all ve- 
hicles to be equipped with mufflers 
approved by the state division of 
motor vehicles; require trailers to 
have running lights visible at night 
for at least 500 feet; and require 
that motor vehicles registered after 


Jan. 1, 1953, have automatic or 
electrical signal devices if hand 
signals are impossible. Effective 


date of the latter proposal could be 
postponed by the governor if there 
is a shortage of such equipment. 

A Michigan bill would prohibit 
the sale or use of flame throwers 
on automobiles .. . Truck oper- 
ators would be required by a 
New Jersey measure to equip 
their vehicles with mudguards or 
flaps on rear wheels ... A Ken- 
tucky bill would ban TV sets in 
passenger cars except by permis- 
sion of the state police commis- 
sioner . . . A Massachusetts bill 
would require exhaust pipes 12 
inches above the tops of buses or 
trucks. Another Massachusetts 
proposal would require vehicles 
equipped with hydraulic brakes 
to carry spare brake fluid. 

New or more stringent motorists’ 
financial responsibility laws are be- 
ing sought this year in several 
states, including Louisiana, Missis- 

sippi, New Jersey, New York and 
Rhode Island. 











DON'T BREATHE 
EXHAUST FUMES! 


Assure exhaust-free air to breathe. 
Cut down sickness, headaches, 
smarting eyes. Disappearing over- 
head and under-floor types. Built 
to order or as standard kit. Send 
for sketch sheet and new catalog 


NOW IN STOCK! 


Reinforced Neoprene Hose for replac« 
ment. All sizes. 3-to-1 longer life tho» 
metal hose. Send us your orders. 


ENGWALD 


EXHAUST ELIMINATING SYSTEMS 
357 Lafayette Ave., Brooklyn 5, N.Y. 
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As Cars in Transit Rise .. . $85, 000 Swindle | 
Jails ‘Cut-Rater’ | All Car Makers Signed 
For Pitt: Show 
Dealer Auto Stocks Edge Up rarer roca, Per Pitusbureh Show 


| 27, was sentenced to one to 10 years 
outlook seemed to be that there|less of how they, the dealers, might | in jail on a charge of fraudulent 
will be a short supply of cars but | a That is, the cars were coming | dealings in motor cars. 


manufacturers have contracted 
for space and will be represent- 


‘Continued from Page 1) 


Jan. 952 2 »b. | . . itts y ; y 
961 1, 1952, and 418,042 on Feb. 1, the supply of customers will fall in | “loaded” with accessories, | yronkewicz admitted swindling ius bin semaines to por 
2 7 > os >» cate , * * * Pe, : a “vd, 4 sac 
The survey revealed new-car the same category. 11 persons out of $85,000. He said 


Lawlor, president of the Pitts- 
burgh Auto Dealers Assn. 


However, most dealers recalled 


|TNVHOSE dealers who thought the 
that in the past they have been 


} factory was right said they had 


victims gave him money for new 


tocks down 148,485 its f 4 - : . : 
sag nc fa caer nig bacon by se cars which he promised to deliver 


ago levels to almost the lowest level 





since normal car production was 
resumed following World War II. 

Dealers said that February 
would probably tell the story of 
whether there will be a serious 


poor guessers about spring mar- 
ket conditions. 


sales this spring were the ones 


whose inventories of cars account- | 


already established trading ratios, 
similar to those that were 


| new-car shortages. 
Generally, such dealers have 


| at 
prac- | 
The dealers most optimistic about | ticed in the early postwar years of | the money to a man known to him | 
| only as “W. W. 
| portedly assured him that he would | 


“cut-rate” prices. 


Lawlor predicted that the 
Gronkewicz testified that he gave 


week-long event would break all 
| previous attendance marks. The 


Johnson,” who re-| runt armory will be the show 








: oi oe ed for most of the new 1951 models| decided to sell 65 percent of their lreceive the cars for his “custom-| Scene. 
"buake po ving bahar yen = still in the field. They found it im-| new cars with a used-car traded | ers.” 
i, most dealers said they had possible to move them, except at a| in, and 35 percent on so-called | . a ES SS oa 
enough cars on hand to meet cur-|!0SS, at the end of the year and| “clean” deals. In most cases, cars 
rent demand. Exceptions were hope to bail themselves out this| shipped loaded from the factory 
dealers who had just introduced | SPTing. | will supply the “clean” deals. 
completely redesigned new models, |,, 1%¢Y base their optimism for sels | Dealers handling so-called me- 
and they expressed suspicion about |#™8_@ better price on 1951 models | dium-priced and high-priced cars L 

on the fact that 341,000 fewer new are keeping a close eye on the sales —- - ~ 


duplication among orders on hand. 

* 

| pe every dealer in the survey 

who predicted a serious short- 

age of cars this spring, there was 

another on the other side of the 
fence. 

Boiled down, the average dealer’s 

. 


New-Car Stocks 
In Postwar 


* * 


s * 





cars will be built in the first two 
months of this year than were built 
in the first two months of 1951. 
This year’s production deficit will 
exceed 600,000 cars by the end of 
March. 
a * + 

OR that reason, some dealers 

think the new-car market will 
soon change overnight from one of 
lethargy to one of frantic buying. 
Other dealers see high prices and 
credit restrictions precluding such 


picture as it concerns cars in the 
so-called low-priced field. They 
know that when the market can- 
not be supplied down below, busi- 
ness usually climbs up the price 
ladder to them. 

A good many dealers handling 
medium and high-priced lines of 
|ears still have sizeable stocks on 
hand, despite the low level of stocks 
on an industrywide basis. These 
dealers, however, say they can al- 
ready see their way out because 











GS sé~Put the Skids 
under Overtime Costs! 


























(Esti ted by Aut tive —_ a development. dealers in lower-priced lines have Gain more production cme war! — 
Care Cars in Total A good many dealers in the latter | stopped discounting and refuse to factory by utilizing American Airlines 
Transit Potential i : , ‘ 5 . 
fates ore oy jaan _— pe } ce eo | ore and | allow anything over wholesale for Airfreight! We'll show you how it 
Ending Stockst Dealers Stocks gulations w rive many | a tradein. ll rT . 
Jan, 1,°50.. 251,754 188,500 440,254 | Prospects for new cars down to 1951 actually saves money as well as time. 
Apr. 1, ’50.. 276,136 158.900 434.136 and 1950 models. They advise G M” B Hit 
June 1, °50.. 247,680 60, 07, watching the auction prices on one- Ss over us 
July 1,°50.. 311,084 167,500 478.584 B= 
Aur. t 150. 299,642 160,400 400.082 that a sappy U NY f shale M AVY) For further information, wire us collect- 
Oct." 1, °50.. 208,367 157.800 366.167| "Dealers generally agree that -S. For Kuluing A\ R\ American Airlines, Cargo Sales Division, 
an 2 ian. s : 1952-model introductions in Jan- . /\ b Ave., New York 17, N. Y. 
. 1,°50.. 295,521 128,300 423,821 Sates 100 Park Ave., Neu , 
i ‘st. 305,888 98,900 404.788 wany ane stimulate amen bey- F isher Tool J ob 
Feb. 1, °51. ¥ uf y ing. 
Mar. 1,61:  a0aie74 138,000 439.814 | "Completely ‘redesigned ear ina | DETROIT.—Harold R. Boyer, a 
May 1,°51.. 369.101 113.000 482.101| metropolitan area, said he check- | Vice-President of ag ren ¥o ee 
June 1, °51.. 365,241 93,000  458.241| ed his orders and found that 25 |"OW chairman of the Aircra ro- 
a 1, - pas nnd | apn bony percent of them were already | duction Board, said last week that 
Sept, 1, °51.. 283,402 ‘300 370,202 | dead because the prospects had |# canceled Fisher Body machine 
Oct. 1, ‘51. 200.768 79.500 330.208 succeeded in getting delivery at +l spa should have been con- a i a aelaai 
ov . ’ ’ ’ 
: 1.51. 250.44 ’: 327.945 | @nother dealership. He had not on , 
Jan. 1,°52.. 224.968 31.000 *255,968| been able to satisfy color require- | He said the Air Force had can- 
Feb. 1, °52.. 200,557 69,000 +—«-269.557| ments. celed “a much needed insurance 0 
+Field stocks include cars actually at Some dealers said their factories | Policy,” and that if the country was 


dealerships, those warehoused by dealers 
and factories and demonstrators. 
*Revised. 


were shipping cars in anticipation 





of a tight supply situation, regard- 














BUSINESS MANAGEMENT 


MANAGER 


Independent automobile manufacturer needs man 
for headquarters business management depart- 
ment. Must have thorough background in dealer 
accounting, with sales personality and ability to 
develop and sell programs to dealers. Write giving 
full details of experience and salary required. 


BOX AN-220, c/o AUTOMOTIVE NEWS 
DETROIT 26 




















DOUGLAS 
ALSO MANUFACTURES 








Frames 


Chrome Insignia 


build turret lathes was one of the 
best kinds of insurance the coun- 
try could have. 

In testimony before the House 
armed services subcommittee, R. L. 
Gilpatrick, undersecretary of the 
Air Force, named Boyer as one of 
the men who recommended that 
Fisher make the machines. 

Boyer said that the Bullard Ma- 
chine Co., Bridgeport, Conn., which 
holds the patents on the turret 
lathes Fisher was to make, is still 
quoting late 1953 delivery on ma- 
chines needed to build jet engines 
that were scheduled for 1952. He 
said that contracts were being 
negotiated between Bullard and 
GM six months before he took gov- 
ernment office, and that negotia- 
tions dragged on three months 
more before they were settled. 

Gilpatrick told the subcommittee 
that the machines would cost $90,- 
600 each from Fisher, because of 
the cost of building a new plant. It 
is understood that the lathes can 
be delivered from Bullard for about 
$38,000 each. 





Twin Coach Line 
Of Bus Engines 
Put on Market 


KENT, O.—Twin Coach Co. an- 
nounced here last week that it is 
offering its complete line of 90 to 
250 horsepower engines for sale to 
all bus manufacturers. 

The move marks a radical de- 
parture from former practices as 
the company has previously built 
Fageol and Fageol-Leyland engines 
for use only in its own motor 
coaches. 

Engines made available by L. J. 
Fageol, president, include units for 
operation on all three types of 
widely-employed motor fuels—gas- 
oline, propane and diesel fuel. The 
Fageol gasoline engine, introduced 
in 1945, is claimed to be the first 
modern high compression engine 
designed expressly for motor coach 
use. It operates on a 7.5 to 1 com- 





in danger, Fisher Body’s ability to | 












Headache 
? 


CARLIFE GUARANTY “72” 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 
customers regularly for service. CARLIFE GUARANTY “72” 
relieves headaches caused by dissatisfied customers, because you 
pay their policy claims without cost after the expiration of their 
new car warranties. This retains them as friends and future cus- 
tomers. CARLIFE GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 
you almost immediately. CARLIFE GUARANTY “72” relieves 
headaches caused by the loss of valued customers, because under 
this tested approved plan they must return for inspection and 
lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 
of others, to make your business more secure, more profitable, and 
more pleasant. 


It costs you nothing to get the inside story of this ORIGINAL, 
UNIQUE PLAN that Fe the futare of your dealership by pro- 
viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


eran ket ar Pee eames | 


MAIL THIS COUPON TODAY FOR FREE INFORMATION 


The Carlife Guaranty Co. Phone VErmont 8-5077 
8827 Strathmoor, Detroit 28, Michigan 
RUSH us more information concerning CARLIFE GUARANTY “72" 


without cost or obligation. Show us what other dealers are 
doing. 
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1130 S. 7th Street 





Minneapolis 4, Minn. 


buses in 1950. 
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2 Million Tons of Scrap? Each Maker’s Share « 
Nearly That Amount Expected This Year New-Car Sales, 1951-1950 
From Auto Wreckers, NPA Says Pet. Pet. 1951 
Total Share Total Share Pct. Pt. 
Parvo : Almost poe Saas cies deh tudes Enemy er ‘an 5950 Py “—— 
000 additiona ons of iron and stee Oy Y s SKS > 
< . r , é 1, y A + 4, 
scrap may be available to the na- | 4re available for salvage. This rep- | bap eon — arg 7 a oat > “2 i he 
eee anos alee , resents about 1,121,000 tons of scrap. | “deol : ' : ; By 
tion’s steel mills and foundries from “on : 112 23 2 1.82 : 1 
F Officials explained, however, that | DeSoto 643 2. 115,023 & 0.4 
auto wreckers’ yards this year, it|+:, tonnage is based on a survey | Dodge 298,603 5.90 300,104 4.74 + 1.16 
was announced following a joint | of only about half of the auto Plymouth ...... . 542,649 10.72 547,367 8.65 + 2.07 
meeting of scrap producers and/|wreckers in the U. S. They said FORD MOTOR CO. 1,121,464 22.16 1,518,653 24.00 —oe 
consumers with NPA officials. that the 2,000,000 tonnage is a con- POPE veecssencscesness 862,309 17.04 1,166,118 18.43 —1.39 
NPA said that under M-92, the | Servative estimate of the total scrap Uneste 25.016 a 34,318 = 
ei ; : 'that should be available from auto WALLY sr en6isasirscoee 233,339 4.61 318,217 5.03 —0.42 
wreckers’ yards in 1952. GENERAL MOTORS ..... . 2,167,713 42.83 2,871,078 45.38 += —2.55 
M4 : : EE eT 392,285 7.75 535,807 8.47 ——O.72 
. o ~) Only those automotive vehicles . / 7 
I H Spotlights | built prior to 1946 and in wreckers’ eae 97,093 1.92 101,825 1.61 +0.31 
~ yards must be under demolition be- EE. 5.405 vemeeee oe 1,067,042 21.08 1,420,399 22.45 —t1.00 
20-Year Growth fore March 1 to obey requirements Oldsmobile ........ 273,472 = 5.40 372,519 = 5.89 0.49 
‘ “Le of M-92, NPA pointed out. ih nag MO 337,821 6.68 440,528 6.96 —0.28 
In Exhibit A committee spokesman warned || KAISER-FRAZER 103,658 2.05 112,055 1.77 +0.28 
| NPA that an estimated 90 percent a ee eee ee ee) a eee 11,884 19 —0.19 
CHICAGO. — Twenty years of | of the auto wreckers would be guil- Henry J ........... 51,372 1.02 14,339 23° +0.79 
leadership in heavy-duty motor|ty of non-compliance by March 1| EE ib RE G8 So F979. 8.8 & <i 52,286 1.03 85,832 135 0.32 
truck sales was to be the under-| because of their inability to wreck || ANGLIA-PREFECT 3,508 .07 1,869 03 +0.04 
lying theme of International Har- that many cars between Dec. 11, EER CREE T EE 3,800 .08 5,452 .09 —0.01 
t Co.’ lorful t truck when the order was issued, and the 0, <a eres 5,304 AW 6,896 VW ah 
oo we See see oe ee. HUDSON ............. 96,847 1.91 134,219 2.12 —0.21 
display at the Chicago auto show.| fe attributed this to several fac-|] NASH ........-...--.00: 140,035 2.77 175,722 2.78 —0.01 
Centerpiece of the display planned |tors such as the weather, lack of PACKARD .......cseeeeee 66,999 1.32 73,155 1.16 +0.16 
is a giant modernistic globe, repre- | labor and inadequate facilities, and SRP. wicevesvenses 205,514 4.06 268,229 4.24 —0.18 
senting the world-wide acceptance the further problem of complying | , 2. Sree re ee 26,049 51 33,926 54 —=0.03 
of International trucks. In motion| With municipal smoke ordinances MISCELLANEOUS ......... 16,682 .33 11,390 18 +0.15 
around the globe is a stream of which forbid wreckers to burn old —_ —_——_—_—_- -— 
brightly colored miniature Interna- hulks in certain areas, notably | POUR. sctitere tise 5,060,903 100% 6,326,438 100% 
tionals. Pittsburgh and Los Angeles. } —Automotive News compilations from R. L. Polk & Co. data 
“One Million on the Road” and 
“Standard of the Highway,” recent|As Trucks Total 1,003,850 . . . 


advertising theme, are the mes- 


sages expressed in connection with | 


the globe-girdling display. Eight 
trucks are shown, with all but two 
in the heavy-duty class. 

One group of three trucks dem- 
onstrate the three fuel types of 
power plants available in the Inter- 
national L line. Comprising the dis- 
play are a Harvester red diesel- 
powered LD-305, or Adirondack 
green model LP-195 with propane- 
butane fueled engine, and a red 





Banking Firm Exhibits 
At Chicago Auto Show 


CHICAGO.—A, C, Allyn and 
Co., Inc., investment bankers 
here, was scheduled to sponsor 
an exhibit at the Chicago Auto- 
mobile Show—the first invest- 
ment firm to take a booth at 
the annual auto show, according 
to Arthur C. Allyn, advertising 
manager. 

The exhibit will feature show- 
ings of a film, “Money at 
Work,” and an illuminated dis- 
play of silver dollars telling the 
story of current investment op- 
portunities. 





LC-195 cab-forward model powered 
by a gasoline engine. 

Other trucks in the I-H display 
are a six wheeler, LF-192, painted 
red; cab-forward LC-182 with van- 
type body, painted green and 
cream; a two-tone green and white 
retail delivery truck with Metro 
body equipped for civil defense 
emergency ambulance use; a model 
L-122 truck with pickup body, 
painted cream, and a diesel-pow- 
ered model LD-205 highway tractor 
in orange. 
































(Continued from Page 1) 


sales in 1951, against 86.98 percent 
in 1950. 
+ * * 
se independents benefitted only 
slightly, however, as their share 
last year rose to 12.73 percent from 
12.72 percent in 1950. 

Foreign cars were responsible for 
most of the reduction in the Big 
Three’s sales penetration, although 
foreign car registrations last year 
still constituted less than % of 1 
percent of the total market. 

Specifically, foreign cars ac- 
counted for .42 percent of the 

1951 new-car market, against .26 

percent in the previous year. Sales 
of miscellaneous American-made 
automobiles amounted to .06 per- 
cent of last year’s total, against 
.04 percent in 1950. 

The trend was just the opposite 
in new-truck sales. The “top five” 
in new-truck sales in 1951—Chev- 
rolet, Ford, Dodge, GMC and Inter- 
national—captured 89.97 percent of 
the market, compared with 89.73 in 
1950. 

. *. * 
HE 16 other truck makers listed 
in registration totals accounted 
for 9.88 percent of new-truck sales 
in 1951, against 10.14 percent in 
1950. 

Miscellaneous American - made 
trucks had .12 percent of the 1951 
market, compared with .10 in 1950, 
while foreign truck sales last year 
comprised .03 percent of the total 
market—the same as in 1950. 

It was an odd year for both 











Each Maker’s Share . . . 

Total 

Sales 

1951 

CHEVROLET ............ 350,344 
aa PS 250,802 
I ie oo toa 106,600 
CRE 100,285 
INTERNATIONAL ....... 95,184 
STUDEBAKER ........... 32.675 
es 24,292 
RRR 12,260 
ER eee sn Bt 9,794 
DIAMOND T ........... 4,508 
aes 3,752 
ES NSE 3,427 
BROCKWAY ............ 2,182 
AMIOCAR .........05.. 2,112 
RR 1,008 
ES a, 908 
KENWORTH ............ 668 
ee 501 
es ons sanc at 434 
MU cece a, 334 
PETERBILT .............. 301 
MISCELLANEOUS ....... 1,479 
| Ae so 1,003,850 





New-Truck Sales, 1951-19 


—Automotive News compilations from R. L. Polk & Co. data 


Pct. Pct. 1951 
Share Total Share Pct. Pt. 
of 195! Sales of 1950 Gain or 
Sales 1950 Sales Loss 
34.90 414,496 36.28 ——ji 2 

24.98 315,912 27.65 ae 

10.62 99,716 8.73 +1.89 

9.99 97,200 8.51 +1.48 

9.48 97,818 8.56 +0.92 

3.26 45,881 4.02 —0.76 
2.42 24,640 2.16 +0.26 
1.22 12,050 1.05 +0.17 
98 9,908 .87 +0.11 
45 5,675 50 —0.05 
.37 4,309 .38 —0.01 
.34 3,876 .34 De 
Pe 2,384 21 +0.01 
21 2,072 18 +0.03 
10 1,469 13 —0.03 
.09 1,362 By —0.03 
.07 673 .06 +0.01 
.05 323 .03 +0.02 
.04 422 .04 cae 
.03 354 .03 iat 
.03 280 .02 +0.01 
15 1,487 .13 +0.02 
100% _ ~=—'1,142,307 100% 


new-car and new-truck sales. The 
sales peak for new cars occurred 
in March, while the best month 
for new-truck sales was October. 
Cut into three-month periods, the 
best quarter for new-car sales was 
the first quarter when 1,416,599 were 
sold. Sales declined in each suc- 
* * * 


1951 New-Car 
Sales by Month 





BI. cuit scvaccanes sadeacvdncdsritierter eer 472,766 
SUID c.- 55. eciocasetcchoseutonivsievesantiaouiae 430,797 
REIS re ties re iett BY 512,599 
NINE: Sicck casa ceexyssitansssovchas cokyetedssut ez 
May 470,446 
June . 454,665 
a .... 406,333 
Aug. .. ... 424,422 
SMI,» scsisadincizvcssciteassooiaiessacn ahem 406,217 
RE ned yi ccscrarvstieerid ch chante 373,162 
Nov. 332,099 
EERE EE SRN rte eet een?) 310,084 

Total ......... ceccessesceseseeee tO, 903 


* * * 


ceeding quarter, hitting a low in the 
last three months of 1951 of 1,015,- 
345, as production cutbacks became 
effective. 
* * = 

ho fourth-quarter total was the 

lowest quarterly new-car sales 
figure since the first three months 
of 1949. The poorest month in 1951 
for new-car sales was December 
when volume dropped to 310,084, 
the lowest monthly figure since 
February, 1949. 

New-truck sales pursued a slight- 
ly different course. The best quar- 
ter was the second quarter when 
volume hit 263,049, while the final 
|quarter of the year was the lowest 
| with 231,394 sales. > 
| The final quarter of 1951 was 
| the poorest three-month period 
| for new-truck sales since the 
| 





initial quarter of 1949. December 
was also the poorest month for 
new-truck sales, with only 62,596 
registered—the lowest monthly 
figure since January, 1947, or al- 
most five years. 

There was a general contraction 
in new-car sales on a unit-volume 
|basis. Only Henry J and Anglia- 
Prefect were able to sell more cars 
|in 1951 than they sold in 1950. 
| * + wt 
JN THE case of Henry J, it should 

be pointed out that the car was 
not introduced until late in 1950 
and its sales total for the final three 
months of that year was only 14,339 
units. 

While volume dropped, there was 
no change in the order of finish for 
the first five in the list of “top 
cars.” It was Chevrolet, Ford, Plym- 
outh, Buick and Pontiac in that 
order for the fifth straight year 
in 1951. 

Following the front runners, 
there was the usual fluctuation. 

Dodge, hampered by strikes in 








1950 when it finished eighth, 








1951 Car Sales Hit 5,060,903 


moved to sixth place last year, 
jumping over Oldsmobile and 
Mercury, which wound up sev- 
enth and eighth, respectively, 
after being sixth and seventh in 
1950. 

Studebaker was steady in ninth 
place just as in 1950, but Chrysler 
moved back into the top 10, shov- 
ing Nash back to 11th. This was an 
exchange of the places held by the 
two in 1950. 

* * 
[-Ipsere gained from 13th in 1950 
to 12th in 1951, while Cadillac 
also improved a notch to 13th. Hud- 
son slipped to 14th from 12th in 
1950, while Packard improved from 
16th to 15th. 

Kaiser dropped back from 15th 
to 16th, but Henry J forged from 
19th to 17th. Willys again fin- 
ished 18th, while Lincoln dropped 
from 17th to 19th. 


Crosley gained from 21st to 20th, 
while Austin moved from 22nd to 
21st and Anglia-Prefect stepped up 
from 23rd to 22nd. Last, without a 
single registration in 1951, was 
Frazer which was 20th in 1950. 

In market percentage, eight 
makes (plus miscellaneous) im- 
proved in 1951 over 1950, while 14 
suffered losses and one—Crosley— 
remained even. 

* * 7 
“== in order of gain, those 
which improved their new-car 
market slice were: Plymouth, 2.07 








Sales Royalty— 


Quiz King of the Los Angeles area 
Chevrolet dealers is Shelton Hohn, sales- 
man for J. V. Baldwin Motor Co., Los 
Angeles. Hohn won a contest among 268 
salesmen, scoring 96 percent in a quiz 
devoted to new car features. 


| 
| percentage points; Dodge, 1.16; 
| Henry J, .79; Chrysler, .56; DeSoto, 
|.41; Cadillac, .31; Packard, .16; 
Anglia-Prefect, .04, and miscellane- 
| ous, .15. 
| Suffering declines in market 
penetration were: Ford, 1.39 per- 
centage points; Chevrolet, 1.37; 
| Buick, .72; Oldsmobile, .49; Mer- 
cury, .42; Kaiser, .32; Pontiac, 

-28; Hudson, .21; Frazer, .19; 
| Studebaker, .18; Willys, .03; Lin- 
| coln, .03; Austin, .01, and Nash, 

01 

Crosley’s market slice in 1951 was 
.11 percent, the same as it was in 
1950. Crosley new-car sales last year 
totaled 5,304, against 6,896 in 1950. 

By maker groups, Chrysler Corp. 
and Kaiser-Frazer Corp. improved 
their market share in 1951, while 
Ford Motor Co. and General Mo- 
tors Corp. declined. 

. . * 

HRYSLER CORP.’S market bite 

went up from 17.60 percent in 
1950 (because of the long strike) 
to 21.80 percent in 1951. K-F im- 
proved from 1.77 percent in 1950 to 
2.05 percent last year. 

Ford Motor Co. dropped from 
24 percent of all new-car sales 
in 1950 to 22.16 percent in 1951, 
while GM fell from 45.38 to 42.83 
in 1951. 

(The market penetration of GM 
and Ford in 1950 was abnormally 
high and that of Chrysler low be- 
cause of a 100-day strike against 
the Chrysler Corp. in the spring of 
1950.) 

In the new-truck field, 12 makes 
(including miscellaneous) increased 
their market bite in 1951, while 
seven experienced declines and 
three—Crosley, Reo and Sterling— 
remained unchanged. 

* . oa 


yp sna increasing their market 
share were: Dodge, 1.89 percent- 
age points; GMC, 1.48; Interna- 
tional, .92; Willys, .26; White, .17; 
Mack, .11; Autocar, .03; FWD, .02; 
Brockway, .01; Kenworth, .01; Pe- 
terbilt, .01, and miscellaneous, .02. 

Declines in truck market share 
included: Ford, 2.67 percentage 
points; Chevrolet, 1.38; Stude- 
baker, .76; Diamond T, .05; Fed- 
eral, .08; Pontiac, .03, and Divco, 
01. 

Reo held steady in 1951 with .34 


* bad * 


1951 New-Truck 
Sales by Month 


DN pact Note, estat 7) Re ee 88,058 
SS arasascaeacéivvadatestuascaresasnaciias 78,581 
ETC ESTE 86,287 
| 84,961 
May . 90,627 
June ...... 87,461 
duly ... 84,021 
EEA RENEE eepere e 87,646 
BES axccagiressctuansereniaks adios taearon 84,814 
IR fe ce acta OES asia inccatiaseas 92,281 
RR ERE ree SA ORS tars REM nr SF 76,517 
Dec. ... 62,596 

ne 


* aa + 
percent of the market, as did Cros- 
ley with .04 percent and Sterling 
with .03 percent. 

Seven truck makers were able to 
point to a numerical gain in sales 
in 1951 over 1950. They were: 
Dodge, GMC, White, Autocar, FWD, 
Crosley and Peterbilt. 


* * * 


es | TeeRs was very little change in 


the order of finish of all the 
truck makes in sales totals. Inter- 
national and GMC switched places 
last year, with GMC taking over 
fourth place and International mov- 
ing down to fifth. 


Rhame Heads GM’s 
Rochester Div. 


DETROIT.—C. E. Wilson, presi- 
dent of General Motors, Friday an- 
nounced appointment of Paul W 
Rhame as general 
manager of the 
Rochester Prod- 
ucts division. 

Rhame, plant 
manager for AC 
Spark Plug divi- 
sion at Milwau- 
kee, succeeds 
Ralph B. Knight, 
who will be on 
special assign- 
ments until his 
retirement June1. Ut! W- Rhame 
Knight, a veteran of 23 years with 
General Motors, became _ genera! 
manager of Rochester Products last 
June. Rhame has been associated 
with AC since 1923. 
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X-F Delivers First Aircraft Engine— 

The first military aircraft engine built in Detroit since World War Il was turned over 
to the Air Force last week by officials of Kaiser-Frazer'’s Detroit Engine division. The 
plant, which also turns out Kaiser auto engines, began tooling for Wright Cyclone 
R-1300 engines about a year ago. Present assembly of aircraft engines is with parts 
manufactured by Wright. On hand for delivery of the first engine were, standing 
(left to right): Carl Olson, Engine division chief engineer; James Respess, chief 
inspector; Bob Scheurle, assembly manager; Clarke Silcott, general manager; Col. 
W. R. Corey, Air Force inspector, and D. D. Keith, engine inspection superintendent. 
Kneeling are: J. F. McCloud, assistant manufacturing manager, and William McGuire, 


assembly and testing superintendent. 








Teague Gambles on Fuel, 
Wins Daytona Race 


DAYTONA BEACH, Fla. — Aside 
from the scheduled contest with 61 
other late-model stock cars, Mar- 
shall Teague carried on a private 
race with his gas tank to win the 
final event of NASCAR’s Speed 
Week here Feb. 10. 

When the race was shortened 
to 150 miles (from the planned 
200-miles), because of a 55-min- 
ute late start and an incoming 
tide endangering one of the 
straightaways, Teague decided to 
drive his Hudson Hornet straight 
through without refueling. He 
just made the checkered flag 
and his car rolled to a stop before 
be could make another lap. 

Second spot was taken by an- 
other Hudson Hornet, driven by 
Herb Thomas, 1951 NASCAR cham- 
pion. Others in order were Pat 
Kirkwood (Chrysler); Fonty Flock 
(Olds); Gober Sosebee (Olds); Bill 
Blair (Olds); Tommy Thompson 


Pacific Auto Show 
Expands Facilities 
For Exhibitors 


LOS ANGELES.—Officials of the 
1952 Pacific Automotive show have 
announced that because of over- 
subscription for space at the Pan 
Pacific auditorium, facilities for ex- 
hibitors have been expanded into an 
annex. 

“When we first planned for this 
year’s show, we felt that the size 
of the auditorium would be more 
than ample, but the response to it 
has far exceeded our expectations,” 
they said. 

Approximately 75 booths and 65 
exhibitors have been set up in the 
annex, in addition to the 498 booths 
and 315 exhibitors in the main 
building. 

Officials are urging wholesalers 
who have not yet sponsored the 
show to do so as soon as possible 
“so they may take full advantage 
of the benefits afforded a sponsor- 
ing wholesaler.” 

Hours for sponsors will be from 
10 a.m. to 2 p.m. Feb. 28 - March 1, 
the dates of the show, while the 
remainder of the time will be open 
to the entire auto industry. 








Auto Stocks 





Feb. Feb. 1951 
13 6 High 

Chrysler 71% 70% 82% 65% 
Crosley 256 2% 5% 2% 
GM 5154 52 54 46 
Hudson 13 125 20% 12% 
K-F 6% 6% 8% 5% 
Nash 19 19 22% 17% 
Packard 4% 4% 8% 4% 
Stude. 33 32% 35% 25% 
Willys 9% 9% 12 1% 
Average 23.43 23.16 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 








(Chrysler); Tommy Moon (Hud- 
son); Lloyd Moore (Chrysler), and 
Frank Schneider (Olds). 

Teague averaged 84.65 miles per 
hour over the 4.1-mile sand and 
paved track. One strip of the track 
was on the famous Daytona beach, 
where many international speed 
records were set before the trek 
to Bonneville Salt Flats in Utah. 
The other strip was a section of 
asphalt road running parallel with 
the beach. Both straightaways were 
good, but the turns had to be ne- 
gotiated in loose sand, and many 
cars rolled over. None of the driv- 
ers, however, was hurt. 

During Speed Week festivities 
here, it was announced that a 
second 250-miler has been ar- 
ranged for Detroit. After meet- 
ings with two Detroiters, Bill 
France, NASCAR president, said 
the date had been set for June 
29 at the Michigan state fair 
grounds track. 

On the day preceding the late- 
model race, the track accommodat- 
ed 97 sportsman division cars 
which battled out the sandy turns 
in a melee of flying fenders and 
wrecked and burning cars. Jack 
Smith, of Atlanta, was named the 
winner after the disqualification of 
Tim Flock was announced by the 
judges. Second place went to Cur- 
tis Turner, Roanoke, Va. 

NASCAR showed the Speed Week 
crowds the first running of the 
new Speedway division cars. While 
only four were ready to compete 
in the measured-mile speed trials 
on the beach, others will be ready 
for the first race of the division 
at Darlington, S. C., on May 10, it 
was announced. 

These cars have Indianapolis-type 
bodies, powered by stock-car en- 
gines with some modifications. The 
rules for the division state, how- 
ever, that the engine must have 
been a stock automobile engine be- 
fore the modifications were made. 

Buck Baker, Charlotte, N. C., 
led the others with a speed of 
132.94 miles per hour with a 
Cadillac-powered job. Second was 
Leland Colvin, Camden, S. C., 
with 123.88 with a Mercury en- 
gine. Bill Miller, of Atlanta, made 
115.79 in a car with an Olds 88 
engine, and Larry Farr, Chicago, 
drove his Nash-powered car at 
114.18. These speeds, NASCAR 
pointed out, were recorded on 
southbound runs only. 

In another two days of speed 
runs over the measured mile, sports 
cars and sportsman division cars 
were thrown into one classification 
for competition in speed alone. The 
two fastest speeds were set by 
Jaguar sports models. John Bird, 
Daytona Beach, chalked up 121.79, 
and Fred Dagavar, Pelham Manor, 
N. Y., made 120.97. 

Tim Flock was third with a modi- 
fied Ford, hitting 112.25. Fourth 
was Pat Kirkwood, in a slightly 
modified 1952 Chrysler, who clocked 
106.16. 





| additional aluminum would help, 
| but pointed out that copper still 





Still Below Quota Pace... 
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Output Up Slightly to 101,258 


(Continued from Page 1) 


tion so far totals only 449,829, as 
against 762,145 at the same point 
in 1951. As a result, car building 
will have to average about 92,000 | 
weekly through the next six weeks | 
if the first-quarter goal of 1,006,000 | 
cars is to be realized. } 

Automotive people are becoming | 
increasingly doubtful that the| 
first-quarter goal can be reached, | 
and they are almost uncertain | 
about chances of producing the} 
930,000 cars supposed to be allowed | 
by NPA in the second quarter of 
this year. 


* + * 
gig uncertainty over second- | 
quarter production prospects | 


was not alleviated much with! 
NPA’s granting of an additional | 
1,000,000 pounds of aluminum for | 
ear building in the period. | 

In announcing the additional al- 
location, Manly Fleischmann, De- 
fense Production administrator, 
said he hoped it would allow plants 
to produce 930,000 cars in the April- 
May-June period. 

Auto makers admitted that the 


poses a formidable bottleneck to 

realizing the 930,000 car ceiling. 

“Copper, more than aluminum,” 
said an industry spokesman, “will 
be the controlling factor of what 
kind of car production volume is 
realized in the second-quarter of 
this year.” 

* * * 

— there are growing 
4 indications that a shortage of 
so-called low-priced cars is in the 
offing for early this spring. Output 
of the three volume-selling makes 
so far this year has averaged only 
28,800 weekly, while final registra- 
tions for 1951 show that they sold 
at the rate of 47,500 weekly 
throughout 1951. Further, some of 
this year’s car production has al- 
ready been exported out of the 
country. 

Total car production in U. S. 
plants so far in 1952 has aver- 
aged only 64,200 weekly, while 
sales of all makes produced in 
this country averaged 97,000 a 
week in 1951. Again, no allow- 
ance is made for this year’s ex- 
port shipments, 

In Ann Arbor, Mich., last week, 
U. S. Rep. George Meader proposed 
that all quotas on automobile pro- 
duction be eliminated. 

7 * * 
}.) grog forwarded his proposal 
to Washington along with a 





200 Idled as Fram Plant 
In Kansas Shuts Down 


INDEPENDENCE, Kans. — All 
Fram employes have been notified 
of a shutdown of the company’s oil 
filter plant here, effective March 1, 
according to E. E. Eady, plant man- 
ager. Drop in sales was blamed for 
the closing. 

Fram employs 200 persons here. 
Hoping the shutdown would be 





temporary, Eady said that the com- 
pany was trying to get a defense) 
contract for the plant. | 


suggestion to defense planners for 
conserving copper by ordering the 
use of copper-plated steel 
tors. 


Meader 
announced 


a radiator 
by Monroe 


referred to 


recently 


Auto Equipment Co., which report- | 


edly uses only one-quarter as much 
copper as conventional radiators. 


Meader said he believed the use 


radia- 


of Monroe’s radiators would en- 
able the auto industry in the 
second quarter of this year to 
build substantially more than 
930,000 cars and still stay within 
present copper allocations. 
| However, Meader apparently 
|failed to note that Monroe would 
not be able to get in production on 
its radiators for several months. 
Berniz THOMAS 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 























Week Week Jan. 1 Jan, 1 
Ended Same Ended February, to to 
Feb. 16, Week, Feb. 9, 1952, Feb 17, Feb. 16, 
1952 1951 1952* to Date 1951* 1952* 
CHRYSLER 17,815 28,326 17,911 38,942 152,598 116,181 
Chrysler 2,512 3,641 2,496 5,442 15,757 15,938 
DeSoto .... 1,930 2,948 1,762 4,041 12,297 12,679 
Dodge 5,044 7,440 4,942 10,895 39,128 33,648 
Plymouth 8,329 14,297 8,711 18,564 85,406 53,916 
FORD . 15,735 = 28,828 =—-:18,016 »= 31,469 =—:175,855 56,902 
Ford 12,209 23,005 9,841 24,126 135,791 42,399 
Lincoln ............. 645 472 515 1,160 4,457 2,052 
Mercury .... neat 2,881 5,351 2,660 6,183 35,607 12,451 
GENERAL MOTORS... 32,648 59,177 32,107 70,819 313,457 212,651 
Buick ...... a 5,850 10,582 5,727 12,177 57,929 38,031 
Cadillac 1,630 2,330 1,631 3,588 15,798 §,616 
Chevrolet ...... 16,281 30,266 15,793 35,207 155,028 105,158 
Oldsmobile ...... 3,905 6,901 3,986 8,744 33,551 26,935 
Pontiac .............. 4,982 9,098 4,970 11,103 51,151 32,911 
KAISER-FRAZER .... 1,126 5,330 1,091 2,376 20,319 6,507 
Frazer Re eer secs ne oF hidaiens hea 
Kaiser ~ 1,126 5,330 1,091 2,376 20,319 6,507 
CROSLEY ..... 58 228 57 115 1,488 362 
HUDSON .............. 1,599 4,332 1,617 3,542 29,302 10,574 
NASH . 1,542 3,820 1,205 3,038 15,382 6,370 
PACKARD ...... 1,372 2,146 1,441 2,813 12,611 6,581 
STUDEBAKER ...... 3,370 5,087 3,371 7,630 36,231 28,074 
WILLYS-OVERLAND;+ 982 813 850 2,230 4,902 5,627 
Total Cars, U. S. 76,247 138,087 72,666 162,974 762,145 449,829 
+Includes station wagons. *Revised. 5 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended February, to to 
Feb. 16, Week, Feb. 9, 1952, Feb 17, Feb. 16, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET 6,322 9,738 6,091 13,500 56,680 40,396 
CROSLEY ..... 10 12 7 25 110 42 
DIAMOND T. 175 246 184 396 1,373 958 
oS ee 80 68 80 176 661 502 
DODGE ..... 3,492 3,734 1,727 5,889 21,823 20,686 
FEDERAL 60 20 60 120 294 279 
FORD ....... 4,506 6,824 4,184 9,630 40,431 25,675 
GMC ........ Baspuisiat 2,380 2,856 2,179 4,959 20,115 14,466 
INTERNATIONAL 3,414 3,739 3,549 7,671 25,329 23,195 
MACK ............ ; 270 353 290 616 2,570 1,723 
REO ........ sina 361 299 322 761 2,142 2,400 
STUDEBAKER ..... 1,320 712 1,103 2,679 5,500 7,375 
WHITE ...... ; 298 348 288 640 2,213 1,976 
WILLYS-OVERLAND 2,022 1,946 1,856 4,233 9,189 12,632 
MISCELLANEOUS ...... 301 268 312 675 1,817 2,035 
Total Trucks, U. S.... 25,011 31,163 22,232 51,970 190,247 154,840 
Total Cars, Trucks, 
ae cocceesveeee 101,253 169,250 94,898 214,944 952,392 604,669 
Total Cars, Trucks, 
Canada. ............... 6,042 9,828 6,169 13,093 61,787 41,607 
Grand Total 
Cars and Trucks, 
U. S. and Canada.......107,300 179,078 101,067 228,037 1,014,179 646,276 





*Revised. Miscellaneous includes Autocar, 
Drive, Sterling, Nash, etc. 
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Winners in 





Stemac Stunt at NADA Parley 


During the national dealer convention in New York, Stemac distributed a token to | 





dealers when they visited its booth. A sign invited them to return to the booth on 


Thursday by 11 a. m. If, upon returning, 
awarded 200 sets of nameplates, whether 
to right: L. A. Maggard (DeSoto-Plymouth), 
Orange N. J.; E. J. 
Stemac. 


a dealer could show the token, he was 
it was a new account or a-customer. Left 
Plainview, Tex.; L. M. Griggs (Ford), East 


Lambin (Mercury), Minneapolis, and E. McKanna, president of 





Corbitt, Marmon H., Brockway, Four-Wheel 


a 
Cadillac Orders 
se 
Spurting Anew 

DETROIT.—Cadillac Golden An- 
niversary models, shown through- 
out the country during the recent 
announcement 
period, are re- 
ceiving “unusual- 
ly enthusiastic” 
public attention, 
according to J. M. 
Roche, general 
sales manager. 

Roche, recently 
returned from a 
nationwide tour 
of the division's 
sales areas, re- 
vealed that deal- 
ers and distributors are reporting 
a sharp increase in orders in re- 
sponse to the advanced mechanical 
and styling features offered in the 
| 1952 Cadillac. 

“This public acceptance,” Roche 
said, “further increases the demand 
for Cadillac cars that was evident 
throughout 1951.” 





J. M. Roche 








AUTOMOTIVE NEWS. FEBRUARY 18, 1952 








a sa 


Showing Interest in the Ford Truck F-8— 





Three dealers at an introductory showing of the 1952 Ford F-8 in New York actually 


“get out and get under" to reach a mechanic's-eye view of the model's power plant. | 





Obituaries 


Johnson, Head 
Of Sealed Power 


MUSKEGON, Mich. — Funeral 
services were held here Feb. 15 for 
Charles E. Johnson, a founder and 
president of Sealed Power Piston 
Ring. Mr. Johnson died from a 
heart attack. His son, Paul C. 
Johnson, is a_ vice-president of 
Sealed Power. 

* * Bs 
Jack A, Layley 


PORTLAND, Ore.—Jack A. Layley, ex- 
ecutive general manager of Smith Auto 
Parts, died of a heart attack here Feb. 11. 
Mr. Layley was a director of the National 
Standard Parts Assn. and a former presi- 


dent of the Portland Automotive Trades 
Assn. 
* * * 
B. A. Dollens 
HILLSDALE, Ill.—B. A. Dollens, 50, a 


vice-president of General Motors, died Feb. 
9 in a hospital here, Mr. Dollens also was 
general manager of GM’s Electro-Motive 
division, a regent of General Motors Insti- 
tute, and formerly general manager of 
GM's Saginaw (Mich.) Malleable Iron di- 
vision. 
* * * 


E. L. Archer sr. 

HOPE, Ark. E. L. Archer sr., 53, 
founder of the Archer Motor Co. (Stude- 
baker), here, died at his home on Feb. 6. 

* * * 


Marcel H. Tisne 


BROOKLYN, N. Y. — Marcel H. Tisne, 
former accessory sales manager of A. 
Schrader’s Son, died Feb. 4 while vacation- 
ing in Florida, Mr. Tisne retired from the 





company several years ago, after 28 years 
of service. 
* * * 


Percy R. Smith 


WILMINGTON, N. C.—Percy R, Smith, 
59, president and partner in Cape Fear 
Motor Sales here, and Lafayette Motor 
Sales, Fayetteville, N. C., died in James 
Walker Memorial hospital Feb. 5. Mr. 
Smith had been in the automobile business 
35 years. 


* * * 
William J. Fleck 
PHILADELPHIA.—William J. Fleck, 46, 
vice-president of Transport Equipment Co., 
2215-17 Race St., died recently. 
* 


Sam Gibson 


MONESSEN, Pa.—Sam Gibson, used-car 
manager for 20 years at the John L, Gib- 
son Oldsmobile - Chevrolet dealership, died 
Jan. 29 of a heart attack. 

7 - 


a 
Mark K, Butts 


CORTLAND, N. Y.—Mark K. Butts, 47, 
sales manager of Hub Motor Sales, Inc., 
died suddenly Feb. 7 while attending a 
sales convention in Boston. He had been 
associated with Hub for the past two years. 

* * * 


John Durbin 


NEW YORK.—John B, Durbin, 59, auto- 
motive consultant to General Motors and 
other auto companies, died here last week. 
Mr. Durbin started his career in the auto 
industry in 1915 with Mack Motor Corp. 
He joined GM Overseas in 1927 and trans- 
ferred to GMC fleet sales in 1931, resigning 
this post in 1942 to become an independent 
consultant. 


* *~ * 
Fred C. Kenney 


NEW YORK.—Fred C. Kenney, 68, as- 
sistant treasurer and assistant controller of 
Studebaker Corp., died at his home in 
Queens Feb. 10. Mr. Kenney joined Stude- 
baker in 1910. 














Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


$10,000 PER YEAR minimum for service 
manager in one of Southern California’s 
largest dealer operations. The right man 
will earn over $12,000 per year with 
guarantee and profit sharing plan. Must 
be capable executive, mechanical experi- 
ence of secondary importance. The man 
we want is now employed, so all cor- 
respondence will be strictly confidential. 
Position now open. Box 1150, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER, capable of taking 
complete charge of Metropolitan New 
Jersey Oldsmobile dealer’s service de- 
partment, 400 cars, administrative abil- 
ity, aggressiveness and tact as well as 
knowledge of product is essential, Excel- 
lent salary plus incentive. Please state 
complete qualifications and references in 
reply. Box No. 1117, c/o Automotive 
News, Detroit 26. 











AUTO TUNE-UP MECHANIC. Must be 
top Cadillac and Oldsmobile tune-up man. 
50%, group insurance and other benefits. 
Can arrange housing. Do not answer 
unless fully experienced with tune-up 
procedure and Clayton dynamometer. 
Contact Bill Comstock, Rubidoux Motor 
Co., 3595 Market St., Riverside, Calif. 





WANTED—Bookkeeper with Ford experi- 
ence. Come to the land of sunshine, 20 
miles from Phoenix. Wonderful living 
conditions. Prettiest town in Arizona. 
Earnhardt Ford Sales, Chandler, Ariz. 





SERVICE MANAGER 


Largest eastern foreign car distributor desires 
service manager capable full management 
mechanical and bodywork shops. Salary excel- 
lent. Only superior man considered. 


Box 1083, c/o Automotive News 
Detroit 26 


- - Classified 











Want Ads - - 


HELP WANTED 


SERVICE MANAGER wanted by GM 
dealer in northern New Jersey. Must be 
thoroughly experienced Oldsmobile or 
Pontiac, capable full management of 
mechanical and body shop. Salary com- 
mensurate with ability, plus bonus. Ad- 
dress Box 1149, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER for Lincoln-Mercury 
dealer in Detroit area. Full charge of 
shop. Must be merchandising and sales 
minded. Good salary and pleasant work- 
ing conditions in this one-owner dealer- 
ship, Specify salary expected. Box 1140, 
c/o Automotive News, Detroit 26. 


SALESMEN. Manufacturer of custom auto 
seat covers expanding territory. Highly 
successful with complete line for new 
car dealers. Good commission. Write for 











information, giving qualifications, etc. 
Fabric Mfg. Co., inc., Box 1259, New- 
ark, N. J. 





WANTED BY LARGE midwestern dealer— 
accountant and office manager, experi- 
enced in automotive accounting, especially 
Chrysler line. College graduate, Would 
prefer C.P.A. with some auditing experi- 
ence, but not essential. Box 1138, c/o 
Automotive News, Detroit 26. 


MANAGER, Dodge-Plymouth dealership, in 
Illinois town of approximately 50,000 
population. Perfect facilities with long 
lease in wonderful trading area, doing 
million dollar volume. Prefer man capa- 
ble investing approximately $25,000 with 
privilege buying balance later. If unable 
to invest, will consider capable operator 
on profit sharing basis. Box 1136, c/o 
Automotive News, Detroit 26. 


AUTO PARTS MANAGER for large Lin- 
coln-Mercury dealer in Detroit area. Ex- 
cellent salary and wonderful chance for 
good future. Employer will only id 











CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive, industry from Maine to 
California. Low Rates: EIGHTEEN CENTS (18c) PER WORD for each insertion. Cash in advance. Position 
Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
at regular rates, but if signed “Box No. ...... _ in care of Automotive News, Detroit 26, Mich." add One Dol- 
lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 


received. Display Ads: $9.80 per 


inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 
GENERAL MANAGER or SALES MAN- 
AGER, 30 years old, married, clean cut, 
mature. Presently employed by large 
volume Ford dealership doing district’s 
number one job in city of over 500,000 
population, Proven outstanding record in 
sales management. Can accept full respon- 


sibility in all phases of the business. No 
future possible with present employer. 
Would like salary and profit sharing 


plan. Excellent references from present 
employer, ftactory, etc. Box 1121, c/o 
Automotive News, Detroit 26. 


{ OFFER MY SERVICE as ‘‘General Man- | 

ager’’ to a dealer who wants a large, | 
fast, profitable operation with no head- | 
aches. I have twenty-five years’ experi- | 
ence in the automobile business and have 
built three of the largest dealerships in | 
the country, My record speaks for itself. 
1 am not interested in a small or medium 
sized dealership unless it has sales poten- | 
tials that can be developed. Let's make | 
a deal. Harry Herzog, 2468 Downing | 
Drive, Cincinnati 8, Ohio. Phone Popular | 
2160. P. S. | can sell trucks, too—and 
make money. | 


SALES MANAGER, General Manager or 
Office Manager. Experienced in all phases 
of new and used car operation and busi- 
ness management with Chrysler and Ford 
dealers in large southern city. 1% years 
with Hull-Dobbs operation. Have been 
new car dealer. 36 years old, married, 
non-drinker, interested in permanent con- 
nection with 100 to 600 ‘‘Big Three’’ 
dealer, preferably south or southwest. 
Box 1153, c/o Automotive News, De- 
troit 26. 


NAVAL OFFICER, being released from 
active duty, would like permanent oppor- 
tunity in sales department of large dealer, 
or managership of smaller deal. GM or 
Ford preferred. Age 33, college honor 
graduate, Protestant, F & AM. Nationa. 
cash register sales trained. Automobile 
selling experience. Location immaterial. 
Opportunity primary prerequisite, Write 
Box 1152, c/o Automotive News, De- 
troit 26. 





| 

















_ DEALERSHIPS AVAILABLE ~ 


DEALERSHIP AVAILABLE, handling one | 


of ‘‘Big Three,’’ within an 80 mile radius 
of Detroit. One-half million dollar busi- 
ness per year Building and used car 
lot included in price of business. Reason 
for selling, desire larger dealership. 
Necessary to be financially responsible 
with factory approval. Box 1154, c/o 


Automotive News, Detroit 26 








DEALERSHIP AVAILABLE, now handling 
DeSoto-Plymouth in fast growing New 
Mexico town. Excellent facilities with 
long term lease. Gross sales over $300,000 
yearly. Can be greatly increased. Entire 
deal $32,000 or if used cars not pur- 
chased, considerably less. Reason for sell- 
ing, buying a larger dealership. Box 1135, 
c/o Automotive News, Detroit 26. 

FOR SALE. Very exceptional buys in deal- 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 
ern states. Leonard J. Schrader, 509% 
East Green St., Champaign, Ill. Phone 
9094. 

GM AVAILABLE, northwestern Ohio. About 
$150,000 average gross. Will sell inven- 
tory, $10,000 - $15,000. Sell or lease 
property. New building and equipment. 
Dissolving partnership. Box 1146, c/o 
Automotive News, Detroit 26. 

OUTSTANDING AUTOMOBILE 
handling Dodge and Plymouth. Central 
Texas, county seat town. Owner 30 years, 
retiring. Box 1147, c/o Automotive 
News, Detroit 26. 

DEALERSHIP WANTED 

WANTED—Ford, GM or Chrysler dealer- 
ship in south or southwest. Confidence 
guaranteed. Box 1143, c/o Automotive 
News, Detroit 26. 

WANTED—Studebaker dealership, 50 to 
100 car franchise. Outright purchase or 
% interest. Prefer west coast but will 
consider others. Box 1144, c/o Automo- 
tive News, Detroit 26. 

GM DEALERSHIP WANTED by experi- 
enced operator. Prefer midwest. Will 
pay cash. Factory approval assured and 


























BUSINESS and OFFICE MANAGER-AC- 
COUNTANT, experienced in large volume 
operation with Ford and Chrysler deal- 
erships, seeks altiliation with aggressive 
organization who can use services of a 
hard working dependable man. Thorough 
knowledge of all phases of office proce- 
dure and operating controls, Married. 
Box 1132, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER, sales manager or 
partner, experienced in sound sales pro- 
motions for all departments. Will pro- 
duce profitable volume operation through- 
out your dealership. Age 36, and love 
the game. Salary and protit sharing 
basis or working interest in the business. 
Now employed, Prefer General Motors 
setup in the south. All replies held in 
strict confidence. Box 1122, c/o Auto- 
motive News, Detroit 26. 

PARTS MANAGER—Chrysler or DeSoto. 
Now employed; middle aged, aggressive, 
competent and experienced. Desirous of 
making change to a possible $100,000 
operation with a progressive dealer in 
single dealership city. Best of references. 
Box 1151, c/o Automotive News, De- 
troit 26. 

ACCOUNTANT-OFFICE MANAGER. Five 
years’ experience with franchised dealer. 
All phases automotive transactions and 
accounting procedures, tax, daily operat- 
ing controls, credit and financing. New 
England preferred. Elsewhere for incen- 
tive. Box 1141, c/o Automotive News, 
Detroit 26. 











ce guaranteed. Box 1145, c/o 
Automotive News, Detroit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size fran- 
chises throughout the United States. All re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. WAtkins 
4-6754. 

FORMER GENERAL MOTORS DEALER 
wants to buy Florida dealership—Miami 
or vicinity. Prefer Ford, Plymouth, Lin- 
coln-Mercury, Chrysler, Dodge or DeSoto. 
Replies confidential. Box 1097, c/o Auto- 
motive News, Detroit 26. 








WILL BUY FORD OR GM 
Handling 300 to 700 cars 


| can definitely secure franchise from the 
factory. Strictest confidence guaranteed. 


| am now an automobile dealer 
No objection to territory 


Box 1116 
c/o Automotive News, Detroit 26 





EXPERIENCED GENERAL MOTORS and 
Nash service foreman and parts manager 
desires permanent position as_ service 
manager. Capable of handling service 
and parts combination. Consider any 
western state. 445 S. College, Claremont, 
Calif. 

GENERAL MANAGER—man Friday, 36, 
family, experienced, capable. Prefer east. 
Interested in purchase arrangement, Re- 
ply Box 1142, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


AGENCY and GARAGE, handling Cadillac- 
Olds-Diamond T, with substantial quotas, 
located in Wyoming’s richest area. In- 
cludes new building 75x140 feet, 4 hoists, 
Bear frame and wheel pit, all parts, 
tools, compressors and machinery. Books 
shown to genuine buyers. Will show 25% 
or better on $160,000 price. Might sell 
business and lease garage. T. C. Hitch- 
ings and Son, 810 14th St., Denver, Colo. 


DEALERSHIP, now handling GM cars and 
trucks. Southwest Louisiana, oil, sugar 
and rice town of approximately 25,000 
and still growing. Well uipped and 
stocked. Doing excellent business, New 
building and plenty space to expand. 
Reason ‘for selling, other interests. Box 
1133, c/o Automotive News, Detroit 26. 

















man with merchandising experience. Box 
1139, c/o Automotive News, Detroit 26. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











BUSINESS MANAGER ACCOUNTANT, 
eight years GM dealer experience. Have 
supervised all accounting, credits, budg- 
ets, purchasing and company policies of a 
four million dollar volume dealer. Hard 
worker, honest, reliable. Available im- 
mediately. Box 1120, c/o Automotive 
News, Detroit 26. 








DEALERSHIP, now handling Dodge-Plym- 
outh. Illinois town, approximately 50,000 
population, Good facilities, long lease, 
wonderful trading area. Seller prefers 
retaining some interest but will sell entire 
business if necessary. Must be approved 
by factory. Box 1137, c/o Automotive 
News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


411 Curtis Bldg. Detroit 2, Mich. 











BUSINESS FOR SALE 
ESTABLISHED AUTO PARTS BUSINESS, 





Florida east coast. Good lines, busy 
shop, low overhead, real profit oppor- 
tunity for aggressive man. Modest in- 


vestment. Serious illness forces immediate 
sale. Box 1127, c/o Automotive News, 
Detroit 26. 
DEALER SERVICES 
INVENTORY SERVICE for all auto deal- 
ers—our crews consist of parts man in- 
ventory specialists for your kind of fran- 
chise. Our inventories are unbiased and 
used to buy or sell dealerships. We are 
nationally recognized for fine workman- 
ship. Phone, wire, write Bill Talbot, Tal- 
bot’s Automobile Dealers Inventory Serv- 
ice, 124 South Woodward, Birmingham, 
Michigan, or 4690 Newport, Detroit. 
Phone Midwest 4-5355. 


ATTENTION 
DEALERS 


Licensed Used Car Dealer in New 
York will act as buyer for out of 
state dealers. Can also arrange 
for drive outs. 

Box 1128 


c/o Automotive News, Detroit 26 














INVENTORY SERVICE 
Parts Accessories 


Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Illinois 


ESsex 5-8300 





DEALER SERVICES _ 








INVENTORY SERVICE 


Parts and Accesscries Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 


| booklet on Parts Department operation sent 





on request. Call or write for service details, 
Automotive Inventory Service Co. 
9900 Freeland Detroit 27, Mich. WE 3-644 








CARS WANTED 








RIVIERAS 
CATALINAS 
HOLIDAYS 


‘50 AND '51 MODELS 

America's Top Price 

Have Export Order 
Nothing New 


Write, Wire, Phone 
Mel Jacobson Motors 
2405 CANAL STREET 
TULANE 8300 
NEW ORLEANS, LA. 

















STUDEBAKER DEALER 
WILL BUY 
1952 MODEL STUDEBAKERS 
WILL PAY OVER INVOICE PRICE 
“We guarantee that these cars will not be 
sold above O.P.S. ceiling prices." 
BILL HERSHMAN 


STUDEBAKER 
QUINCY, MASSACHUSETTS 
Phone MAflower 9-4700 











ATTENTION 
NEW CAR 


| DEALERS 


WE WANT 
1951 and 1952 
Low Mileage Cars 


Write - Wire - Phone 


SONKIN MOTOR 
COMPANY 


| 22nd and Granby Street 
| 
| 
| 





Norfolk, Virginia 
Phone 4-5474 

















1952 STUDEBAKERS 
100 Wanted at Once 
We Pay $100 Over Invoice 


“We guarantee that these cars will not 
be resold above O.P.S. 


We Pick-Up East of Mississippi 
Call Us Today 


Keep this number for future reference 
4-5533 AUGUSTA, GA 


BOARDMAN MOTORS, INC. 


“Authorized Studebaker Dealer” 


ceiling prices.’ 








JOE NEWELL 
King of the Cadillacs 
needs $1,000,000 worth of 1951 Packard: 
and Cadillacs 1948 to 1951. 
6145 Hollywood Bivd., Hollywood 9-360” 














225 
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. WHOLESALE! 
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CARS WANTED 


\’HOLESALE CONNECTIONS wanted fo: 





buying used cars. Midwestern, western 
sources. Year around volume. Write 
Export Car Buyers, 407 E. Pike, Seattle. 





Wanted to Buy 

51 Chevrolet Passenger Cars 

Must be new and untitled 
hese cars will not be wholesaled or sold 
above O.P.S. 

WILL PAY $100 OVER INVOICE 

R. H. EVANS U DRIVE, INC. 
413 7th Avenue Seattle |, Washington 


AGENT 
PETER S. MAISANO } 
3540 Woodward Detroit, Michigan 
Temple 2-1002 | 


ceiling prices. 








WHOLESALE! 


BUD WARREN 


Invites you to visit him in New York 


at a little less than wholesalel 


Shipments arranged 


1! 

1 

| 

| 

| 

| 

He guarantees to sell you decent cars | 
| 

| 

All makes and models | 
| 


Dealers throughout the U. S. have 
made real profits on 
“Warren Cars” 


SHERATON MOTORS 


| 
| 
| 
| 
Plaza 7-8664 
| 
| 
| 
| 
1 





240 West 56th Street 
(Between Broadway and 8th Ave.) 
NEW YORK CITY 


J ee me ee ee ee ee ee 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1950 and 195! Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 

These cars can be seen at—~ 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA 
|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 











ATTENTION DEALERS 
AUTO 
AUCTION 


For a higher price for 

your cars — bring them 

to the sunshine city. 
Your checks and titles 


insured. 
6 


JAX 
AUTO AUCTION 


Beaver and Edgewood 
JACKSONVILLE, FLORIDA 

















KEN SCHAEFER’S 
The Only Indiana 

AUTO AUCTION 

In Continmens Operation ate 1943 
EVERY THURSDA 
Dealers Meet at , Cross- con of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 


915 N. Illinois St. Phone Lincoln 5383 








BEST in the MIDWEST! 
Carl E. Marker's 
FORT WAYNE 
AUTO AUCTION 
Sale Every Tuesday — 11:30 A.M. 
Open all night Monday night 
No Reservations 
Phone — E-1254 Phone — E-5209 
Where You Buy and Sell RIGHT! 


324 West Main St. Fort Wayne, Ind. 
Dealers Only 


USED CARS FOR SALE 


| 


PARTS FOR SALE | 


TRUCKS W. ANTED 








—AUTO— 
AUCTION 


smvfiibens 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





va 





DANVILLE, PENNA. 
EVERY WEDNESDAY 











You will always find real action at 
both these auctions. 
R. D. WEST, PROP. 
Jos. E. Johnson Tex Rickard 
Auctioneers 








Again We Are 


WHOLESALING 
OUR TRADEINS 


Your Buyer Is Welcome 


HARLEY BUICK, 
INC. 


3752 Cass Ave. 
Detroit |, Mich. 
TE |-4807 








} 
| 


FOR SALE, two model F1500, 34” exhaust 
fans with three-phase 220/440 volt West- 
inghouse motor, almost new. Beasley | 
Trucktown, 2400 E. Market Street, York, | 
Pa. 

DEALERS - GARAGES, Oldsmobile fend- 
ers front and rear, bumpers for all 
models—1946 through 1951. Call or write 
Papetti Motor Sales, 162 Church St., 
Whitinsville, Mass Whitinsville 4-3551 

| 


Oldsmobile | 


Parts 
24-HOUR DELIVERY SERVICE 


e 
WRITE — PHONE — WIRE 


for USED CARS 
WHOLESALE 


Late Models at Two Big 
Locations 


Gage & Drummy, Inc. 
21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 
JORDAN 4-6332 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . - Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 


























ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 





PRECISION REBUILT 


HYDRA-MATIC 


a a TRANSMISSIONS 


Upholstery Like New 
Buy Now at Low Prices 
1948 - 1949 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 








AUTO AUCTION 
TIM ANSPACH 
Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N.Y. 
(For Dealers Only) 
EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 














PARTS FOR SALE 





DYNAMOMETER TESTED 


| Performance guaranteed equivalent to a 


new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1!-1773 








PONTIAC PARTS 
TRY US ON ALL G.M. PARTS 
Shipped Anywhere 
Direct Phone — AM 2-7117 
FRANKLIN-WEBER PONTIAC 
6101-25 N. Clark St. Chicago, Ill. 








1951 NEW 
FORD SKELTON BODIES 


Complete with doors 
and deck lids. 


We have both tudors and fordors. 
These bodies are ready to install. 
Why repair the old when you can 
install new? 


Tudors, $298.67 Fordors, $325.67 


F.0.B. Meadville, Pa. 


Bob Coughenour, Inc. 


890 PARK AVENUE MEADVILLE, PA. 
Phone 44-229 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 











AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 








CHEVROLET PARTS 
Prompt Shipment 


Telephone Warren or “Brownie™ 


Person to Person — Day or Nite 





Call Spring 7-2000 


























4120 IRVING PARK RD. 
CHICAGO, ILL 
PARTS WANTED 
WANTED—Used, 1950 Studebaker Land 
Cruiser body. Warren Biggs Co., 101 
South LaBrea Ave., Los Angeles 36, 
Calif. ia 
TIRES FOR SALE veel 
WHITEWALL RUBBER processed Royal 
Master tires. Positively not painted. 
40% discount. We pay freight. Royal 
Sales Co., 1121 N. 66th St., Philadel- 
phia, Pa. 
TRUCKS FOR SALE ene 
FOR SALE—Immediate delivery. 25 model 
HDCR-752 GMC Diesel tractors. 153- 


inch wheelbase; 10.00-20 dual tires; two- 
speed axles; model 4-71 Diesel engines; 
air brakes with hand-control for semi- 
trailer brakes; five-speed overdrive trans- 
mission; safety tanks; 36-inch Fruehauf 
5th wheels. Completely equipped for 
semi-trailer operation. International Har- 
vester Co., 4010 W. Pine Bivd., St. 
Louis, Mo. 
TRUCKS WANTED 
WRECKER POWER CRANE, with or with- 
out truck chassis. Herman Davis Chev- 
rolet, Ladoga, Ind. 








| 16 FOOT VERTICAL Hudson 


NEED LATE MODEL light wrecker Pre- 
fer Holmes on Ford chassis but would | 
consider other make Must be priced | 
right for cash Eudy Motors, Lincoln- 
Mercury, Hendersonville, N. C. Phone 
3443 | 

“BUSE Ss FOR “SAL E 

NEW SCHOOL BUSES — immediate de- | 
livery 48, 54 and 60 passenger Dodge 
Reo, GMC, International Harvester, Ford, | 
Studebaker, Chevrolet, White Selected 
used buses—25 passenger Pony Cruiser, 
29 passenger Yellow Cruiser, 29 passen- 
ger White, 48 passenger Fords, Chevro- | 
lets, International Harvesters National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Phil: ude Ip hi a 4, Pa ‘a _BA 2-7605. 








NEW HEAVY DU TY “CHEV ROLET ‘school 
bus, 46 passenger, Illinois, specifications. 
New heavy duty Chev rolet, 48 passenger. 
Deluxe bodies, fully equipped. Dealers 
cost. Clark Chevrolet Sales, Cayuga, und. 

oad BU SES Ww: ANTE D 

NEED SEVERAL late "model used school 
buses for contract. Will buy new buses 
if priced right. Box 1148, c/o Automo- 
tive News, Detroit 26. 











SHOP EQUIPME NT FOR SALE 
FOSTORIA INFRA-RED truck and auto 
bake oven No. 437V. New—15% off list. 
Woodbury Bros., 4926 West Madison St., 
Chicago 44, II. 


OFFICIAL MERCURY SIGN in A-1 condi- 

















tion throughout, Dave Coogan, Inc., 
Mercury Dealer, 13832 Joseph Campau, 
Detroit. Twinbrook 3- 2300. 





BEAR ALIGNING MACHINE with Stew- | 


art-Warner wheel balancer. 
dition. National Lift Co., 
St., Waukesha, Wis. 


Perfect con- 
225 Madison 
Phone 3363 


Model No. 720 American Brake Shoe 
Auto Bake Spray Booth 
Brand new — In original shipping case 
Is 220 volt, 60 cycle, 3 phase Infra red 
type lamps. 


Will sell at bargain price. 
Write to 


MOTOR SALES COMPANY, INC. 
JOHNSTOWN, PA. 








SHOP EQUIPMENT FOR SALE 





sign plus 
complete assortment of neon window 
signs, Harper Auto Sales, 20775 Harper, 
Detroit. Tuxedo 1-8850. 





SHOP EQU JIPME NT WANTED 
shop equipment 








NEED PAINT and body 
including paint gun, regulator, compres- 
sor, exhaust fan, body jacks, sanders, 
air hammer, dollies, hammers, etc. Must 
be in perfect condition and priced right 
for cash Eudy Motors, Lincoin - Mer- 
cury, _Hendersonville, N. C. Phone 3443 

MISCELLANEOUS 

ENGINE REBUILDING — Crankshaft 

grinding and metalizing. John P. Hughes 


Motor Co. Inc., 800 Commerce 


’ St., 
Lynchburg, Virginia 


AUTOMATIC BRAKING 
TOW BAR 


Complete with controlled steering 
Guide Cables and $6 
BRAKE HOOK-UP 1 45 
Price includes Federal Excise Tax 
Meets all 1.C.C. requirements 


$19.50 


ALL TYPES TOWING EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 
WE STOCK PARTS 
Protecto Covers Carrying Bags 
afety Chains 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AN 3-8888 Nite JMU 4-840! 
"€)\DO 3-8373 


DE 2-0700 
40 South Clinton St., Chicago 6, Illinois 





QUICK-TOW, Bumper- 
to-Bumper Tow Bar 




















AUTOMOBILE DELIVERY 
RELIABLE SERVICE 
Minimum Dealer Cost 
AYES AUTO DRIVAWAY, IN 
9970 GRAND RIVER DETROIT ° ‘MICH. 
WEbster 3-9259 
Detroit Auto Dealers Association or 
Better Business Bureau 


Refer: 














ANY QUANTITY 





WANTED 
USED CARS 


WE WILL PAY FULL MARKET PRICE FOR 
1951 HOLDOVERS OR DEMONSTRATORS 


We are interested in large stocks and heavy cars 


If you are within 250 miles of Pittsburgh — 
it will pay you to contact us 


DON'T GUESS, SELL TO R. S. 


R. S. HENRY 


NEW BRIGHTON, PA. 
Phone 6230 


ANY MAKE 
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Now-INTERNATIONAL Roadliners HRST with 
factory-installed LPG fuel system 





Dual heavy-steel pressure tanks replace 
standard gasoline tanks on these new 
International Truck models. 












NOW AVAILABLE 
Two New Diesel Models 
LD-195 and LD-205 











Internationals are the first trucks to receive Underwriters’ 
Laboratories’ Listing of an LPG Fuel System. New “LP” 
Roadliner models offer heavy-duty haulers high compres- 
sion power with less fuel cost...less engine wear ...no 
field installation problems! 


Now all the advantages of LP gas as an engine fuel are com- 
bined with all the advantages of International Roadliners in 
specially designed units that are ready for the road. 


New International “LP” four- and six-wheel models, 42,000 
to 65,000 pounds GCW, offer famous International Super Red 
Diamond valve-in-head truck engines with boosted compression 
ratios to take advantage of the extra power in high octane fuel. 
Propane-Butane carburetion and fueling system is completely 
factory assembled and factory installed. No field installation re- 
quired —trucks are delivered ready to roll. 


Like all International ‘“‘firsts" 
... they’re performance-proved 


Exhaustive field and laboratory tests prove you get these extra 
operating advantages with new International “LPG” units: 








Greater engine efficiency with lower fuel costs Super Red 
Diamond engine compression ratios have been increased for high 
octane fuel. The resultant gives you greater efficiency on the job 
along with fuel savings of several cents per gallon. 


Longer engine life with less maintenance — International's 
new-type manifolding and special mixing and regulator valves 
increase the characteristic clean-burning benefits of liquefied 
petroleum. Intake and combustion deposits on valves and in 
cylinders are almost entirely eliminated. Engine wear and cyl- 
inder erosion are reduced and there is less contamination of 
lubricating oil. Parts last longer, oil changes are fewer, mileage 
between overhauls and engine changes can be doubled. 


New proof that you’re always 
first in the field with International 


With Gasoline, Diesel and “LPG” Roadliners available, Interna- 
tional continues to lead in heavy-duty truck specialization .. . just 
as International Trucks continue to lead the field in heavy-duty 
sales. It proves once more how International Truck Dealers con- 
tinue to get the sales opportunities . .. frst. Want full details about 
the International Truck franchise? Write us. 


international Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power .. . Refrigerators and Freezers 


INTERNATIONAL 


INTERNATIONAL HARVESTER COMPANY + CHICAGO Ba 





/\ / 
VW 








TRUCKS 


More than One Million Now on the Road 


